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Concentrate on 

The B'W'li Line 

of Garden. Hose 

It Covers The Field 

The dealer who concentrates on the B-W-H Advertised Garden Hose Line 
for 1918 is bound to make more money on a smaller investment thanever before. 

The B-W-H Garden Hose Line gives you a clean*, active stack—and 
enables you to sell and satisfy every customer that 
comes into your store. 

When ordering—don’t forget to stock the famous 
Boston Nozzle and a line of B-W-H Fittings. 

BOSTON WOVEN HOSE & RUBBER COMPANY 

The Largest Makers of Garden Hose in the World 



CAMBRIDGE 


BULL DOG (7-PLY) 
The World’s Standard 

For those who place 
quality above price 


MILO 

Moulded Corrugated 

In reels of 250 and 500 ft. 
Also in 25 and 50 ft. lengths 
coupled. 


MASSACHUSETTS 


GOOD LUCK (6-PLY) 
A 6-ply hose of remark¬ 
able value which meet* 
popular demand. 


BOSTON SPRAY NOZZLE 
Solid cast brass—simple— 
;fficient—cannot get out of 
irder—gives a shower, 
tream, spray or complete 
hut off. 
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Part of 
the great 
Platt & 
Washburn 
Refineries 


Last year the sales of Yeedol trebled. This year 
they are already running ahead of the 1917 record. 

Pacific coast retailers report 60% — 90% — 
120%—and even larger gains over last year. 

A Veedol sign over your door will 
bring you more sales and bigger prof- 

Yeedol advertisements reach 28,000,- s'l 

000 people. Think what this mav mean I I 

to you! " | 0,L | 

VEEDOL SELLS ITSELF, Wm 

Veedol sells, ifsjplf/" feoine ad 

vantages oi> frkfe Veeddl pt^pbslfion are 
good profits,volume,; of oafiS 

goods Jbatj-^9 fit)*;£qiu/prestige, (ju 

hearty * co-opera*tion and the greatest Shv*m& S 

national advertising campaign in the Suspt 

historv of automobile lubricants. 


Ordinary Vaadol 
OH! After After 
Use Use 

Showing Sediment in 
Suspension 


Then, too, you are protected by doing business 
with a big, broad-gauge concern, manufacturing 
its entire product in its own plant. 

WHY VEEDOL SALES GROW 

Sediment in ordinary oil is the great¬ 
er est cause of friction and wear in auto- 

mobile engines by excluding lubrica- 
jL tion. As shown by the two bottles, 

Veedol reduces sediment 80%. 
on! Veedol is not like ordinary oil be- 

i cause it is made by the Faulkner Pro- 

|! cess—a discovery controlled entirely by 

j the Platt & Washburn Company. 

* FAST-SELLING GREASES 

Vaadol 

After There is a special Veedol grease for 

•kt everv purpose, each of the same high 

dHnentfai quality as Veedol. That is why you can 

•km increase your sales if you stock Veedol 

greases. 


Platt & Washburn Refining Company 

Monadnock Building, San Francisco, California 

Main Office, New York City 

Branches in Boston, Philadelphia and Chicago 

Write to One of These Veedol Jobbers Today for Sales Proposition 

ARIZONA—Phoenix: Auto Supply Co.; Tucson: J. Breck COLORADO—Denver: Quinn & McGill Motor Supply Co. 

Richardson. - H. I.—Honolulu: Smoot & Steinhauser, Ltd. 

CALIFORNIA—Fresno: Evins Rubber & Supply Co.: Los MONTANA—Helena: A. M. Holter Hardware Co. 
Angeles: McCoy Motor Supply Co.; Oakland: Berg NEVADA—Reno: Nevada Auto Supply Co. 

Auto Supply Co.; Sacramento: Jas. S. Remick Co.; OREGON—Portland: Ballou & Wright. 

San Diego: Cavin Williams; San Francisco: Latham TEXAS—El Paso: Western Motot Supply Oo. 


Auto Supply Co., McCoy Motor Supply Co.: Stockton: 
Jas. S. Remick Co. 


UTAH—Salt Lake City: Salt Lake Hardware Co. 
WASHINGTON—Seattle: Ballou & Wright. 


of $2,000,000 Veedol profits 
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kCUTLERYi 

FULLY \ T0 °L S / STANDARD 


GUARANTEED 


AMERICA 
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Trade Mario 


-We manufacture Tools 
and Cutlery for every use and 
are anxious to sell Them to 
Dealers who believe in getting 
a legitimate profit. 

HANDLE A L/NE THAT SHOW'S TOLL 

A SATISFACTORY PROFIT 

5IMM0N5 HARDWARE COMPANY 

ST. LOUIS, U.S.A. 

'the recollection of quality remains long after the price is forgotten." 

TRADE HARK R£G U.3 PAT. OFF. C.C SIMMONS 
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• STARRETT 


(T^ f N a shop such as this, ^^TouZ^zTTf 
I the machinists use V<j*r 7r^yZ/ 
many “Starrett” Tools. 

With our reputation for fine preci¬ 
sion tools, we could not muster up 
courage to put our name on a hack saw that is second 
to any obtainable. We know that 


STARRETT HACK SAWS ARE UNEXCELLED 
JUST AS STARRETT TOOLS ARE UNEXCELLED 


We make them in our own shops; in the same plant with Star- 
rett Tools. We know what steel they are made of. W r e know 
what they will do, for with us it is test, test, test—to find out for 
you just what constitutes the best saw for this work or for that. 


There is no question about the quality of Starrett Hack Saw's. 
The only question is what numbered saw you should recommend, 
and this question is easily answered by referring to page 208 of 
our Catalog No. 21. 


5 L. S. Starrett 

The World’s Greatest Toolmakers 

ATHOL, MASS. 
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THE GREAT SIX-IN-ONE TOOL THAT PLEASES THE USER 

EVERY TIME IS THE 


Stewart Handy Worker 

This uniquely practical combined tool machine 
comprises— 

A good, sturdy anvil. 

A steel-faced vise opening up to 4£ inches. 

A steel pipe vise up to 1£ inches. 

A substantial corundum grinding wheel. 

A two-speed drill press. 

A cutting hardie. 

Complete outfit boxed weighs 90 pounds. 

List $14.00 f. o. b. Chicago. 

Western list, $16.00. 

From your jobber or direct. 

CHICAGO FLEXIBLE SHAFT COMPANY 

N. LA SALLE AND ONTARIO STS., CHICAGO 
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Conservation 


T HE scarcity and cost of fuel means that the greatest economy 
must be practised in its use. 

The saving of heat produced means a saving in fuel required. 

A RUSSWIN door check is not only a labor saving device, it 
makes for real comfort and conserves the heat produced. It 
acts instantly—and unfailingly. 

RUSSELL & ERWIN MFG. CO. 

The American Hardware Corporation Successor 

New Britain, Connecticut 

New York San Francisco Chicago London, Eng. 
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The Union Fork & Hoe Co. 

Manufacturers of a Complete Line of 
High Grade 

Forks, Hoes, Rakes 
and Hooks 


General Offices 
COLUMBUS, OHIO 

Factories 

FRANKFORT, NEW YORK 
COLUMBUS, OHIO 


“They’re Just Right — Strong But Light” 
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Have you read 
our booklet FILE 
FILOSOPHYf If 
not, by all means 
get it at once. 

Nicholson 
File Co. 

Providence, R. I. 

U. S. A. 


The Imprint of 
File Quality— 


Shrewd merchants find it was to feature the 
NICHOLSON imprint at the very’ commence¬ 
ment of the sale. * 

They discover in this familiar stamp a means 
whereby they can gain instant recognition and 
approval resulting in a saving of time and sell¬ 
ing expense. 

The NICHOLSON trade mark stands for over 
fifty years of specialized experience; stands 
for a guarantee of shape, cut, quality and 
temper; for maximum service and positive file 
satisfaction. 
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The Best Buy 

Under present market conditions you can’t afford 
to take chances. You’ve simply got to buy the goods 
you know will sell readily and satisfy your trade 
after they are sold. 

And we have this season put back of the famous 
Cannon Ball Line of Bam Door Hangers, strong and 
effective selling-helps which positively insure a 
greatly increased trade for you on these items. 

And there’s another way by which you can make an 
extra profit without selling more goods if you’re 
stocking Cannon Ball. We’ll show vou how if you 
write us. 

The Cannon Ball construction is simple and strong— 
that’s why the hangers are so wonderfully durable— 
there’s no “come back” or “kick” when you sell 
Cannon Ball —time, weather and wear have little 
effect upon them and in the Line are Hangers and 
Track which fit every conceivable need in the way 
of hanging house, bam or garage doors. 

WRITE 

—for our new and special CANNON 
BALL proposition. It means money 
to YOU! 


HUNT, HELM, FERRIS & CO. 

Main Office and Factory 15 Hunt Street, Harvard, HI. 
Eastern Branch, Industrial Building, Albany, N. Y. 

PACIFIC COAST DI8TBIBUT0B8 

Pacific Hdwe. A Steel Co., San Francisco, Cal. Schwabacher Hardware Co., Seattle, Wash. 

Dnnham, C&rrigan A Hayden Co., San Francisco, Cal. Morse Hardware Co., Bellingham, Wash. 
Honeyman Hardware Co., Portland, Ore. Holley-Mason Hdwe. Co., Spokane, Wash. 

Failing-McCalman Co., Portland, Ore. Jensen, King, Byrd Co., Spoltane, Wash. 

Seattle Hardware Co., Seattle, Wash. 
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In Union There is Strength 

Teamwork in selling brings results. This husky bunch of silent, 
but active, salesmen will do business for you “by the wholesale/* 
They’re used to doing big things when you got them working 
together. 

One sells Braces, another sells Chisels, a third sells Pruning 
Shears, while the others are selling Pliers, Snips and Screw Drivers. 

They all SELL. 

And while each one is selling its particular specialty, all together 
they are selling PEXTO. Their Pexto goodness helps them sell 
themselves, and this continuous performance is the thing about the 
Pexto proposition that will put the profits in your cash drawer. 

If you have one or two of these Pexto Displays working for 
you, you will more than double up sales by having the others on 
the job. If you have not tried this Pexto plan, write your jobber 
for prices. For business sake, do this today* 

The Peck, Stow & Wilcox Company 

Mfrs. Mechanics’ Hand Tools, Tinsmiths’ 
and Sheet Metal Workers’ Tools and Ma¬ 
chines, Builders’ and General Hardware 

Southington, Conn. Cleveland, O. 

Address correspondence to 207 W. Center St, Southington , Conn. 

PEXTO 

MECHANICS* HAND TOOLS 
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PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 

BEST IN THE WORLD 

PHOENIX SHOES ASE KEPT IN STOCK 
BT THE FOLLOWING HOUSES 

PACIFIC HARDWARE & STEEL COMPANY 

San Francisco, California 

WATERHOUSE & LESTER COMPANY 

San Francisco, California 

PERCIVAL IRON COMPANY 
Log Angeles, California 

NORTHWESTERN HARDWARE St STEEL COMPANY 
Portland, Oregon 

J. E. HASELTINE COMPANY 
Portland, Oregon 

WEST COAST WAGON COMPANY 
Tacoma, Washington 

GRAY BROTHERS 

Seattle, Washington 

holley-mason hardware company 

Spokane, Washington 

SCOVEL IRON STORE COMPANY 

San Francisco, California 

TAYLOR-SPOTSWOOD HARDWARE COMPANY 

San Francisco, California 

SPOTSWOOD-HELFER COMPANY 

San Francisco, California 

NORTHROP HARDWARE COMPANY 

Boise, Idaho 

SALT LAKE HARDWARE COMPANY 

Salt Lake City, Utah 

GEO. A. LOWE COMPANY 

Ogden, Utah 

WATERHOUSE St LESTER COMPANY 
Log Angeles, California 

INLAND IRON COMPANY 

Fresno, California 

SCHAW-BATCHER COMPANY 

Sacramento, California 

MANUFACTURED BY 

PHOENIX HORSE SHOE CO. 

Largest Horse Shoe Manufacturers in the World 
BOLLING MILLS AND FACTORIES JOLIET, ILL., POUGHKEEPSIE, NEW YORK 
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Sheets, Rods, Bars, Wire—in AD Metals 

Brass Angles and Channels 


EDWIN BSTIMPSON COMPANY 
BROOKLYN. NEW-YORK 


SHEETS 


ROLLS 


WIRE 


BRASS $ COPPER 


BARS 


TUBES 


RODS 
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Brass and Copper in Sheet and Roll 

Rolls, Tubing, Rods, Bars 
Brass, Copper and Silver Wire 



SHEETS 


ROLLS 


WIRE 


BRASS § COPPER 

ARS TUBES ROC 
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Ideal Poultry 

and 

Rabbit Fence 


Is a Fence and Not a Netting 

The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong* and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 

AMERICAN STEEL A WIRE COMPANY 
United States Steel Products Company 

SELLING AGENTS 

San Francisco Los Angeles Portland Seattle 

▲warded the Grand Prise at the Panama-Pacific Exposition. 


Digitized by v^ooQle 


























HARDWARE WORLD 


15 



QUALITY COUNTS 

In the deeifrn. the finish. the dependable mechanism and the artistic effect of Corbin hardware. It marks the owner 
as a person of (rood taste and refinement, and indicates the thoroughness in attention to detail that distinguishes a 
well built structure. Send for hints to home builders. 

P. & F. Corbin 

The American Hardware Corporation Successor 
NEW BRITAIN. CONN. 

NEW YORK CHICAGO PHILADELPHIA 
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G O ODELL- 

P R ATT 


1500 GOOD TOOLS 



Goodell- Pratt Company 


Greenfield, Mass. 
U. S. A. 


He Will Come Back for More Tools 

A dealer on the Coast recently wrote us “There is 
satisfaction in selling Goodell-Pratt goods, whether to 
friend or stranger, as he comes back for more tools, but 
never to complain.” 

The Goodell-Pratt line includes more than 1500 Good 
Tools; tools for all trades, and there is good old-fashioned 

honesty in every one. 


More dealers are 
making their store the 
local headquarters for 
Goodell-Pratt Tools. 
They are taking advan¬ 
tage of the extensive¬ 
ness and quality of the 
line and making use of 
the effectiveness of 
Goodell-Pratt advertis¬ 
ing. 
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What the Smoke Test Reveals 

Experts everywhere condemn substi¬ 
tutes for sanitary plumbing. A prom- 
inent Plumbing Authority who has 
devoted many years to the study of 
house drainage problems and has 
made thousands of tests with a smoke 
machine, once said: “Where tile 
(vitrified) pipes have been used for the 
house drain, without exception they 
will be found to leak at most 
of their joints/’ 




Central Foundry Co.New York, N. Y. 

Charlotte Pipe & Foundry Co. 

Charlotte, N. O. 
Coosa Pipe A Foundry Co. .Birmingham, Ala. 
Crown Pipe A Foundry Co.. .Jackson, Ohio 

Gadsden Pipe Oo.Gadsden, Ala. 

Haines, Jones & Cadbury Co. 

Philadelphia, Pa. 

Johnson Co., J. D.New York, N. Y. 

Krupp Foundry Co.Lansdale, Pa. 

Medina Foundry Co.Medina, N. Y. 

National Foundry Co. of N. Y., Inc.... 

Brooklyn. N. Y. 
National Pipe A Foundry Co. . . Attalla, Ala. 
Reading Foundry A Supply Co..Reading, Pa. 


Salem Brass A Iron Mfg. Co... Salem. N. J. 

Sanitary Cc. of America.Linfield, Pa. 

Somerville Iron Works.... New York, N. Y. 

Standard Foundry Co.Anniston, Ala. 

Superior Mfg. Co.Bessemer, Ala. 

Union Foundry Co.Anniston, Ala. 

Weiskittel A Son Co., A.... Baltimore, Md. 

Wetter Mfg. Co., H.Memphis, Tenn. 

Abendroth Brothers.Port Chester, N. Y. 

Alabama Pipe A Foundry Co.. Anniston, Ala. 
American Foundry A Pipe Co. Penns Sta., Pa. 

Anniston Foundry Co.Anniston, Ala. 

Bessemer 8oil Pipe Co.Bessemer, Ala. 

Campbell Mfg Go.Gadsden, Ala. 

Caaey-Hedges Co., The... Chattanooga, Tenn. 


Illustrated literature will be sent on request by any or all of the above 
independent and competing makers of Cast Iron Soil Pipe and Fittings 
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Styles Graham and "A" All Steel 
Practically Indestructible 


Mowers 

Exclusively 


Style “ K ”—Five Blades, Plain op 
Boiler Bearings 


A Style and Size for Every Purpose 


22 Styles Hand Mowers 
6 Styles Horse Mowers 
3 Styles Motor Mowers 


Catalog 


GENUINE 

“PHILADELPHIA” 


Improved “Eagle ’ 9 Flexible Frame 
The Most Complete and Perfect Motor Mower 
Made; Sizes 30-in., 40-in. 


Improved “Eagle” Flexible Frame 
The Most Complete and Perfect Horse Mower 
Made; Sizes 30-in., 35-in., 40-in. 


V PHILADELPHIA LAWN MOWER CO. 

31st and Chestnut Streets, Philadelphia, Pa., U. S. A. 

HAVEN, 608 TVTMon Street, Baa Francisco, California, Saa Francisco Sales Agents 


LAWN MOWERS 


Nearly a 

Half Century 

Manufacturing 

Highest Grade 


HAVE 

Vanadium Crucible Steel Blades 
The Master Alloy and Toughest Steel Known 
Originators of the First Side Wheel Lawn Mo wer i n 1869 
Nearly a half century doing ONE THING WELL 
Bearings bored with rifle barrel accuracy 
The standard by which other makes are measured 
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Your Customers Will Prefer 

the Best Advertised 
Stumping Powder 

Large space advertisements of Giant Farm Pow¬ 
ders appear throughout the buying season in all of the 
18 farm papers and in many of the large newspapers 
published in the Pacific Coast States. Every week 
these advertisements reach more than 590,000 farmers 
and others who have stumps to blast, trees to plant, etc. 
No other explosive is advertised so heavily in your 
selling territory. 

You can increase your sales by taking orders for 



£ pull or bum 

tfump* 







S^SSsSS^t 



A few of the 40 Giant 
. advertisements now ■ 
appearing in farm papers 


PINO —AGRICULTURAL 

We will help you by telling consumers to buy from 
you. We will also help you by furnishing instructive 
books on blasting for you to give to your trade, by 
sending you store signs, fence signs, etc., and by sup¬ 
plying newspaper electrotypes. 

You need not carry Giant Farm Powders in stock . We will arrange 
to have shipments made promptly from our nearest magazine . 

Remember that Giant Farm Powders are the only genuine “Giant 
Powders” for agricultural use. They are made in the West especially 
to suit Western farm conditions. Farmers who have used them will 
have no other make, because Giant Farm Powders go further and do 
their work cheaper and better. 

Get thi* book; it means m *; 1 ** coupon for our vai- 

m m uable big book, Helping the 

more profits for you Retailer Sell Giant Farm 

Powders.” It tells the many 
ways we will help you to build up a profitable business in Giant Farm 
Powders. No matter what explosives you are selling now, we will 
show you how you can benefit from Giant sales co-operation. 

Tear out the coupon or write a Utter now, before you turn the page, 

I The Giant Powder Co., Con., 227 First Natl. Bank Bldg., San Francisco, CaL J 

| Send us your book, “Helping the Retailer Sell Giant Farm Powders.” | 

I 

I Firm Name-I 

I I 


^Address 
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s a Real 
Live Seller! 


The Wade Saw is the 
liveliest possible ma¬ 
chine you can han¬ 
dle. Farmers and 
mill men every¬ 
where are grabbing 
them up as quick as 
we can make deliv¬ 
eries. If you want to 
make quick profit¬ 
able sales— 


Delivered 


Get Our 

Dealer 

Proposition 


THE 

Wade Drag Saw 

Cuts Over 25 Cords a Day 


Oldest and largest inde¬ 
pendent wholesalers of 
Farm Machinery in the 
Northwest 


52 Years experience has 
given us the Ability to 
Test and judge the Effi¬ 
ciency of Farm Machines 
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Up-to-date System for Retail Stores 


Electrically Operated National 
Cash Register 

Great labor-saving machine for retail 
merchants. 

It does 15 things in three seconds. 

It does quickly what clerks can’t 
do. 

Tells which clerk sells the most 
goods. 

Advertises your goods direct to your 
customers. 


The New N. C. R. 

Credit File 

Cuts out all bookkeeping of cus¬ 
tomers’ accounts. 

No customers’ ledger, blotter or day¬ 
book. 

Every customer’s account balanced to 
the minute. 

Complete record with one writing. 

Saves time and work for clerks. 

Customers like it; it saves their time. 


Prosperity is increasing. Freight congestion is growing greater. Hence don't delay. . 
Order now and get the profits which our system will make for you. 

It more than pays for itself out of the money it saves. Sold on small monthly payments. 
Old cash registers repaired, bought, sold, rebuilt and taken in exchange for new registers. 



Adapted to retail stores of all kinds, from the smallest to the largest 


To Dept. 137 National Cash Register Co., Dayton, Ohio 

Please send me full particulars of your 
latest model cash register and the new 
N. C. R. credit file. 

Get the benefit of these prosperous times 


Name_ 

Business___ 

Address.._ 

Cut out this coupon and mail it today 
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Some High Grade Standard 

Rubber Tips and Bumpers 

That ought to be in your stock 



For Chair Leg* 







Fender 2 sizes 


Tips | sUm 


NO. SSI No. m No. SSS 

•lotted Screw "Tips 


TT 


F.ncjng F... Rubber Tips and 

[ Bumpers are in big 
demand these days — 
people are beginning 
n—T y to realize the great ad- 
. jj vantages of their use. 

But all tips are not 
good tips—and a bad 
tip prevents further 
Rubber c««.r cup. sa les-further business. 

It is up to you, to 
stock the best and most 
It In • sUes varied line. Inspect 

T some of the illustra- 
tions—there’s a tip in 
our line for every prac¬ 
tical tip purpose. You 
Na had better investigate 
—for the sake of good 
■w business. 


Eton mode In • sizes 


SS 9 

No. 141 No. 14S 
10 cento par dozen 


8mm hooded nails only mod In ths manufacture or these rubber nails 


Write today—-ask 
for catalog, prices and 
terms. 



THE ELASTIC 
TIP COMPANY 

370 Atlantic Avenue- 

Boston, Mass., U.S.A. 
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-L-i VERY woman knows how easy it is to keep a linoleum kitchen 
floor clean simply by the use of the broom or mop each day. Its 
bright, smooth surface is wholly impervious to grease and liquids. A few 
minutes' attention, and the neat tile inlaid or print pattern is spick and 
span once more, a delight to the eye. 



The progressive hardware merchant has learned how readily modern labor saving 
devices can be sold to women customers in his store. Armstrong’s Linoleum has a log¬ 
ical place in your store among the other lines of household equipment you carry. Often 
a single sales suggestion is all that is necessary to sell linoleum to the woman who has 
wood floors in her kitchen or bath to contend with. If property displayed linoleum may 
easily be made one of your really profitable lines. 

The new 1918 Armstrong Pocket Size Pattern Book shows many 
patterns in pleasing colors and designs which are especially suitable 
for the kitchen or bath. This handy little book contains many help¬ 
ful linoleum sales suggestions. It is sent free on request. 


ARMSTRONG CORK COMPANY 
Linoleum Department - - Lancaster, Pa. 


Arms! rond’s Linoleum 


For Every Room 



in the House 


F-230 
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Genuine “Acme” 

Fry Pans and Spiders 

Cost no more than imi- 
tation or inferior articles # ^ 


But they Build Up Your 
Trade and Satisfy Your 


Customers 


Insist on the 

Genuine Acme 

if you want ware of uniform and highest quality 





Examine 
Samples of 
This Ware 
and prove it 
for yourselves 




Sold by all 
First-Class Jobbers 
throughout the West 

ORDER THROUGH THEM 


WM. P. HORN CO. t PACIFIC COAST REPRESENTATIVES 


LOS ANGBLBS 


RIALTO BLDG., SAN FRANCISCO, CAL. 


PORTLAND 


New York Stamping Company 

BROOKLYN, NEW YORK 
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GOODS TO PUSH 


UNIVERSAL 


Food Choppers, Bread Makers 
Coffee Percolaters 


Food to-day costs money. We are all out to make this 
food go just as far as possible. Universal Food Choppers, 
Bread Makers and Percolators conserve food. We have 
spent thousands of dollars to impress this fact. 

By the use of the “Universal” Food Chopper the left¬ 
over bits of food are made into delicious and appetizing 
dishes and the price of the chopper is saved in no time. 

With the “Universal” Bread Maker whole wheat, rye 
or graham bread is made with the same certainty and ease 
that white bread is made. 

The “Universal” Coffee Percolator makes delicious 
coffee without boiling. Saves you one-third on your coffee 
bill because every bit of flavor is extracted from each grain 
of coffee. 

Realizing these facts, housewives everywhere are buying 
these goods. Put these articles where they can be seen and 
handled—it won’t hurt them,—but will sell them. 

Send for our new special 
Window Trim and Sales Help 

Landers, Frary & Clark, New Britain, Conn. 


BreadMdke* 




Four Sizes 
$2.00 to $3.50 
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s ike most intimate scenes of 1 
ware kas a conspicuous place. 


Tor the part played tn the dra¬ 
matic incidents of today, articles 
of 1847 Rogers Bros. Silverware 
arc destined to become treasured 
and historic, just as have tke. 
keirlooms in tkis same brand 
of silver, hallowed by the touch 
of preceding generations. 

1847 - Seventy Year ‘Plate - 1QI7 

lea Spoon* a do/en. Sold hy leading dealers. 

Ollier piecea in prvportion. Send for Catalogue 

INTERNATIONAL SILV'ER CO.. MERIDEN. CONN. 

RK CHICAT.O SAN ntAMCtWO U»««u' MVRIDKN W»ITA\‘NIA vi\U4,1 


A comnUtc w/iwrr fcwcv < T w> 
be had with Tec and letfee seif 
Mfgetuble Ui*kr\eU\ matching 
the spoon*. Wiv> mid forks 


Oowell 


i847 ROGERS BROS 
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Ask our nearest represen¬ 
tative to call on you and 
he will respond readily 
and present you with our 
Catalog No. 40 


Just a FEW illustrations 
of the MANY seasonable 
items shown in our 
Catalog 


Trade Mark 


Water Cooler Stands “Central” Watering Pots Milk Kettles 

Represented in California Represented in the state Represented in the states of 
by of Texas by Washington, Montana, Idaho, 

BARRETT & ROSS C. V. MILLARD Oregon, Colorado and Utah by 

91 New Montgomery Street San Antonio, Texas FRED A. LEE 

San Francisco, Cal. 1626 13th Avenue Seattle, Wash 
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BALDWIN Dry-Air 

Refrigerator 


150 Handsome Styles 



ASH, OAK, SOFTWOOD OASES; 
OPALITE GLASS, VITRIFIED POR¬ 
CELAIN, AND METAL LINED 

“The Cold, Clean Kind” 

Baldwin’s do better work with less ice than 
any other refrigerator made. They keep 
food preserved in the best possible manner, 
because of their positive one way current 
of absolutely pure, cold, dry air, moving 
swiftly around articles stored, and constantly 
cooling and purifying every square inch of 
the refrigerator. 

Many Baldwin Refrigerators in constant use 
for 35 years are still giving the ptmost satis¬ 
faction. 

Don’t sell a “cheap” refrigerator— 
it wastes your customer’s money 
and is a source of annoyance every 
day he uses it. 

Baldwin’s are lined with snow-white opalite 
glass 7-16 inch thick; vitrified porcelain, 
seamless porcelain, white enamel or metal. 
There are 150 styles in stock. Don’t experi¬ 
ment with new makes of unknown quality— 
sell the Baldwin—the “kind the old folks 
used.” 


SEND A POSTAL FOR OUR BIG CATALOG 


The Baldwin Refrigerator Co. 

BURLINGTON, VERMONT 
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Did you make this Mirro sale? 


Some Mirro dealer did; and if the sale 
was made in your locality, the dealer 
might just as well have been you. 

For Mirro Aluminum has jumped 
into immediate favor. Women every¬ 
where have been quick to see the un¬ 
usual and exclusive features of Mirro 
utility and durability. 

Welded-on spouts, handles that won’t 
bum, knobs that won’t work loose, sure- 
grip handles that can be replaced with¬ 
out the need for sending the article 
away; such features as these, not for¬ 
getting the famous Mirro finish, make 
an appeal to the discriminating house¬ 
wife that is simply irresistible. 


Also, Mirro Aluminum is made by 
one of the world’s largest concerns 
manufacturing fine aluminum ware. 
And this means something to you as a 
dealer desirous of giving full value and 
satisfaction to your customers. 

We have an interesting sales propo¬ 
sition for you. Write for it today. 
With it we will send our complete 
Mirro catalogue. You will find a ready 
sale in Mirro Aluminum, helped by ex¬ 
tensive advertising in the country’s 
foremost magazines. 

Aluminum Goods Manufacturing Co. 

Manitowoc, Wisconsin, U. S. A. 


Mirro Aluminum Also Reflects Good Storekeepinp 
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MADE IN OHIO, U. S. A. 

ALUMINUM 


“Real Solid’' 


ANNOUNCEMENT 

Tho "BlAJb 0OUD** LIKE hu bMO for tt 
7 M.ro, tho Strong-, woll known. dependable 
Aluminum lino of Kitchen Utensil*. 

Our Pollo7 li and has been to glvo tho dealor 
goods of sueh qualltj that assures him not 
only his PROFIT, but tho housewife's contin¬ 
ued patronage, wo have now added 

A New Une of 

“REAL SOLID WARE" 


This Is a Heavy Drawn lino STAMPED from 
heavy tempered Sheets, which Is far superior, 
in man^r ways, especially In Rigidness and 


We have eliminated 
sary expense of CAST ALUM¬ 
INUM HANDLES, etc., and are 
putting MORE METAL Into 
Quo BODY of our UTENSILS. 


TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The host on tho market. 


PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and stralgth— 
bottom of handlo Is protected with Metal 
Trimmings, so that It will be Impossible for 
flames to creep up over bottom and burn off 
handle^ 


OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause It does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers* Shelves. 


We have added 25 New Items, all prac¬ 
tical. This makes the “REAL SOLID 99 
Line the most complete on the market 


Write Today and get our New 
191S Catalog Just off the Press. 


Tbo Bnckoye Aluminum Company 

WOOSTER, OHIO 


VARIETY 

is our strongest advertising point, because 
variety is the Jobbers’ big talking feature, 
and the immense line of “UNIVERSAL” 
casters, are the most varied and compre¬ 
hensive on the market. There 
is a * * UNIVERSAL” caster 
to meet every dealer’s de¬ 
mand, and several of our most 
popular styles are Ulustrated 
here. The “UNIVERSAL” 
Ball Bearing Metal Bed cas¬ 
ter, made in 12 distinet sixes, 
ana with wheels ranging from 
1 1-16" to 2" in diameter, 
should be carried in stoek by 
progressive jobbers. Can also 
be furnished in the “UNI¬ 
VERSAL” Plain Horn and 
Non Ball Bearing patterns. 


Tho “UNIVERSAL” 

Ball Bearing Oblong 
Plate easter, has for 
years been the Hard¬ 
ware Jobbers’ leader 
in his caster sales. 

Constructed through¬ 
out of high grade 
gteel, with strong 
steel axles, and 
equipped with large 
sise Dali bearings, en¬ 
abling the easter to 
revolve smoothly and 
easily. Made in six 
distinet sixes, wheels ranging from 1 1-16" to 
1 7-8" in diameter, and packed in neat, durable 
boxes, properly labeled, eontaining six sets each. 

“A product without a 
peer!” The “UNIVER¬ 
SAL” Ball Bearing Grip 
Neek easter for the past 
twenty, years has been 
reeognixed the standard 
grip neek easter on the 
market. Constant im¬ 
provement in its con¬ 
struction, has without a 
doubt made this the 
most complete and high¬ 
ly perfected ball bear¬ 
ing grip • neek easter. 
Also maae in the “UNI¬ 
VERSAL” Non Ball 
Bearing and * * UNIVER¬ 
SAL” Plain Horn pat¬ 
terns, in various fin¬ 
ishes, with 22 different 
kinds of wheels, and 
can be furnished in 7 distinet sixes. Samples 
and priees H. W., upon applieation. 

THE BASSICK COMPANY 
Universal Caster & Foundry Works 
BRIDSKPOnT, CONN. 

Works st Newark, Now Jersey 

Pacific Coast Representstive 

MR. EUGENE 0. SAUL 
Monadnock Bldg., San Francisco, OaL 





Ptfltm Marc* Ij. lyn 
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Glacier Refrigerators 

One Piece—Porcelain Lined 


Are growing in popularity rap¬ 
idly as shown by our constantly 
increasing sales. 

They have rounded corners— 
even the front inside corners are 
rounded—a feature women are 
insisting on. 

They are made in standard 
sizes. No slow sellers among 
them. 


This insures the dealer a sure, 
quick turnover. 

It pays to sell the best and 
concentrate effort. 

We also make a standardized 
line of White Enamel and Gal¬ 
vanized Lined Refrigerators. 

You ought to have our 1918 
catalog. 

Gladly sent on application. 


BAKER & HAMILTON, San Francisco, Cal. 

WHOLBSALB DISTRIBUTORS 


Permanent Exhibit, Keeler Building, Grand Rapids 

Northern Refrigerator Company 

Grand Rapids, Michigan 
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White Mountain Refrigerators 

“The Chest With the Chill in It” 



‘ ‘ WHITE MOUNTAIN” Refrigerators en¬ 
able you to offer your customers the result of 
over forty years’ untiring effort in producing 
the most Sanitary, Economical and Durable 
Refrigerator that combined skill and science 
can build. 

Cold, solid, massive indestructible walls of 
Solid Stone, cut from the Quarry, resplendent 
in rich lustre of snowy white, form the im¬ 
maculate provision compartment of our fam¬ 
ous "STONE WHITE,” insuring Beauty, 
Cleanliness, and Durability. 

In your window a row of "WHITE MOUN¬ 
TAIN” Refrigerators, presenting a broadside 
of massive and beautiful solid ends— 
easily stamps your store as the Home 
of Quality in select and nationally 
advertised merchandise. 

Send for beautiful 1918 catalogues 
and booklets. 


Maine Manufacturing Company - Nashua, N. H., U. S. A. 




The Ontario Knife Company, Franklinvllle, N.Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not oar catalog and prices, you should write for them at once 





BUTCHER 

SKINNING 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGETABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles. 


ttMU igb 


We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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Serve Your Government, Your Customer 

and Yourself •snry lxPl 


Every patriotic customer of yours is MUkl 
endeavoring to economize on food wher- 
ever possible. Farmers and housewives 
in your locality, through our advertis* 
ing in women’s magazines and farmers’ 
publications, have been acquainted with 
the food-saving possibilities of the two 
“Enterprise” specialties here shown. 

ijp Impress on the farmer the popularity of 
home-made sausage, and the greater profits 
he can make by selling his own pork 
products. Remind him of the superior 
sausage and lard making qualities of these 
"Enterprise" machines. Demonstrate to the 
L housewife the saving effected by using the 
left-overs and cheaper cuts of 
meat, made possible by the use 
5 —of the Meat-and-Food Chopper. 


"Sntorprino’* Sausage Staffer 
and Lard P r e ss 

Constructed with absolute 
accuracy. Iron cylinder is 
bored true and won't jam or 
smash plate. Can be converted 
instantly into lard press. Made 
in 9 sizes and styles—2 to 8 
quart8, japanned or tinned. 

4-quart size, japanned, fKXOO 


You Can Depend on the **Enterprise 99 
Line to Meet all Competition and 
Yield You a Substantial Profit 

THE ENTERPRISE MF6. CO. OF PA. 

PHILADELPHIA, U. S. A. 


Meat-and-Food Chopper 

Indispensable in sausage 
making. The chopper that really 
cuts. No tearing or squeezing 
of the meat. Keeps all the fla¬ 
vor in the meat. Works quickly. 
Easily taken apart and cleaned. 

No. 5 Family Size. 98.60 

Large Size .H85 


Lalance & Grosjean Mfg. Go. 


Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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YOU iWANT 

•V 

Insurance that Protects You 
Against Loss and at the same time 

as Low as Insurance can Safely be written 

The Washington Hardware & Im¬ 
plement Dealer’s Mutual Fire In¬ 
surance Association, of Spokane, 
Washington, is conducted by hard¬ 
ware and implement dealers for 
their sole benefit and protection 

You Can’t Afford to Experiment 

with methods and plans and theories that may be con* 
sidered all right today and tomorrow may change 

Look at this Record of Premiums Returned by us: 

Dividend* paid: 1907, 25 per eent; 1908, 331-8 per cent; 1909, 

331-3 per eent; 1910, 331-8 per eent; 1911, 331-8 per eent; 1912, 

35 per eent; 1913, 35 per cent. Thirty-five per eent of preminma on 
policies expiring during the present year is to be returned to the 
policy holders. 

Can give yon a list of thousands of satisfied policy holders. 

Insures Store Buildings, Stocks, Dwellings and Household Goods 
belonging to Hardware or Implement Dealers who are members of 
their State Association. ^Profits returned to Policy Holders in divi¬ 
dends selected Glass of Risks. C.Equitable Adjustment and Prompt 

Payment of Claims 

E. E. LUCAS, Secretary 

Hutton Building Spokane, Washington 

1 
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Keeps Floors Clean 



M UD, snow and ice tracked indoors and ground 
into rugs and polished floors is as unsanitary 
as it is unsightly. Certainly any article that 
will catch this dirt and keep it outdoors will appeal to 
the housewife. 

The McKinney 

Steel Door Mat 

scrapes mud and snow-covered shoes dean—always. 
Most mats become so clogged with mud and dirt as to 
render them utterly useless in a very short time. By 
reason of the open mesh construction of the McKinney 
Steel Door Mat, dirt falls through to the porch floor 
where it can easily be swept away as accumulated. It 
possesses a neat appearance and will render satisfac¬ 
tory service for years. 

We have prepared window and counter cards, dis¬ 
play stands, electros, and folders to be furnished with 
dealer’s imprint for counter use and distribution in 
letters and bills. 

A small amount of effort now will bring big returns 
all winter long. May we send details of our co-opera¬ 
tive planf Write now. 

McKinney mfg. co. 

Makers of Hardware 

PITTSBURGH 



WE DON'T 

SIDESTEP 

our obligation to advertise effectively to 
the consumers who need your stocks. It’s 
not the easiest way nor does it produce 
the quickest or largest returns for the 
money expended, but it is the only effect¬ 
ive way of bringing customers to your 
store and the only sure way of affording 
you the opportunity of rapid turnover. 

By doing this and by maintaining an 
unequalled distribution within your reach 
we assure your satisfaction in handling 
Williams 9 “Grand Prize” Tools and mini¬ 
mize your expense of selling and your in¬ 
vestment in stocks. 

No competing tools afford you this op¬ 
portunity in so great a measure. 



A Paying Investment 



A Hatfield Sharpening 
Machine starts right in 
making money for yon 
as soon as installed and 
keeps it up day after 
day. 

No machine made puts 
a more satisfactory edge 
on all makes of safety 
razor blades. 

No machine does it so 
quickly and easily — no 
skill needed to operate 
it. With a 

HATFIELD 

Complete 

Sharpening 

Machine 


you can soon build up a substantial business and make 
your store a * ‘Money Making Sharpening Depot." 
Remember, this machine sharpens all makes of safety 
razor blades at the rate of 12 blades in 5 minutes— 
all at one time. 

Also sharpens all household knives and cutlery. 
Send for our plan—it’s a trade winner. 


HYFIELD MFG. COMPANY 

81 Waite Street, Mew Tor* Oftty 


I 
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SIMONDS 



Dependable 

The word that should typify your 
store; the word you like to use about 
a man; the word you can use when 
selling Simonds Hand, Hack, or 
Crescent Ground Cross-cut Saws— 
Dependable. 

Most attractive discounts offered 
Dealers and Jobbers. 

Simonds Mfg. Co. 

“THE SAW MAKERS’' 

San Francisco, Cal. Portland, Ore. 

Seattle, Wash. Vancouver, B. C. 





“BAILEY” 

IRON PLANES 

THE STANDARD FOR MORE THAN 
FIFTY YEARS 

Made by the most skilled Plane 
makers in the world. 

The average Carpenter invariably 
demands a “BAILEY.” 

He learned his trade by their use as 
did his father before him. You never 
have to “carry over” a “BAILEY” 
PLANE. They are always in demand 
and constitute on% of the most staple 
articles a Hardware Dealer stocks. 

Improvements are constantly being 
made in their manufacture, tending to 
make them daily more popular and 
more sought after by discriminating 
Carpenters and Mechanics. 

If you do not carry these Planes, 
arrange to do so at once. You will be 
surprised how your Plane sales will 
increase. 

Manufactured by 

iStanleyRule & Level Co, 

New Britain, Conn. U.S.A. 


Digitized by 


Google 



HARDWARE WORLD 


37 


THE JAMES SWAN COMPANY 

SEYMOUR 


CONNECTICUT 

Bite 

Chisels 

Augers 


Draw Knives 


Nail Sets 
Gimlets 



Gouges 
Screw Drivers 


New York Office: 100 Lafayette Street 

WE WERE AWARDED THE MBnAT. OF HONOR OH MECHANICS’ TOOLS AT THE PANAMA* 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento, California 





First in Economy— 

First in Convenience— 

First in Architectural Beauty 
of Entrance 



SCidttUc* to) Garage Door Hardware 

Saves heat Saves space. Saves damage. Doors can’t sag. Can’t bang in the wind. Can’t jump the track* 
Stidethe Hardware gives an opportunity for use of distinctive garage doors. Takes away that bam door effect* 

Is adapted to any garage. 

SELLS ITSELF 

One installetion in e community invariably leads to many others without further effort on the part of the dealer. Effectively adver¬ 
tised to prospective garage builders, contractors and architects throughout the United States ana Canada. 

Models, display signs, illustrations, booklets, circulars and electrotypes furnished dealers. 

Conveniently packed in strong wooden box. 

Write for Booklet, “Distinctive Garage Door EquipmentSent without obligation. 



Aurora * Illinois . USA. 

fbchards-VfflcoK Canadian CoXtdXondon .Ont 
"Alianfsr fbr any door tf%mt m/ictom' 
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DISSTON SAWS 

have done more to up¬ 
build America and 
America’s reputation 
than any other brand 
of tools. 
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THE SHELBY “CHIEF” 

The Well Known Surface Floor Hinge That Made the Shelby Line of Builders' Hardware Famous 


Recognized 

as the 

World’s 

Best 

Floor 

HINGE 



Made at 
Shelby, 
Ohio. 
Sold 
Every¬ 
where 


Qet Catalog and Prlcee on our large line of Builders’ Hardware and 
we will get jour business. 

THE SHELBY SPRING HINGE 00., SHELBY, 0. 

Coast Representatives: 

Pond Kdwe. Specialty Co., I. os Angeles, OaL D. L. Herman, Beattie, Wn. 
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“PENNSYLVANIA” Quality 

_ Lawn Mowers ought to 

move even (sister next season 
than ever before. Large ad¬ 
vertisements will be run in the 
leading national magazines. 
They will contain the strong 
convincing arguments which 
will bring the trade to you. 

We have also prepared our 
usual number of trade helps 
which will assist you greatly 
in getting the lawn mower 
business of your vicinity. 

A booklet explaining the en¬ 
tire plan will be sent on request. 

Every dealer, handling any of 
the “ PENNSYLVANIA ” 
Quality brands should have it 


iUDi 

RssfQP 

This Trade Mark fa on the Handlee of 

"Pennsylvania” "Red Cloud” 

"Pennsylvania, Jr.” "Bellevue” 

"Pennsylvania Golf” "Panama” 

"Pennsylvania Put- "Delta” 

ting Greens Mower” "Electxa” » 

"Continental” "Pennsylvania Pony” 

"Great American "PennsylvaniaHorse” 

B. B.” "Pennsylvania 

"Shock Absorber” Grand” 

"Quaker City” "Pennsylvania Trio” 



MR. JOBBER 

YOUR CUSTOMERS 

WANT 

Star Heel Plates 


BBCAUSB THBRB ARB NONB SO GOOD 
AS STAR 



Made in Seven Sizes—Nos. 0 to 6 


SEND YOUR ORDER TODAY 
They Sell and Sell and Sell 

The Pioneer Brand 

STAR HEEL PLATE CO. 

LOUIS SACKS. Prop. 

Hamburg Place, near Avenue L v Newark, N. J. 
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The Bridgeport Hdw. Mfg. Corp 

Bridgeport, Connecticut 


ES ■ ‘HOOKES'' BOX OPENER 

Weight 15 os., length 9 in. 


No. 41 Polished Gun Metal, List. 97.20 do*. 

No. 42 Polished end Nickel Plated, List.$9*00 doe. 


0. W. CAUSE 00. 
Western Sales Agents 
693 Mission Si 
San Francisco, Calif. 


J. 0. McCARTY A 00. 
Eastern 
Sales Agents 
New York City, N. Y. 




"Easy Esptyinr Grass Catchers 


“Favorably known 
the world over" 
now made with 

Re-Inforced 
Non-Slipping 
Bottom 

Rigid Light 
Durable 

Many exclusive 
patented features 
and strong selling 
points explained in 
Catalog No. 14. 

Writ§ for it * 

Borne ef Our Faolfle Oosst Jobbaro 
California, XAw. Co. Vaelfle XAw. * Heal Co. 
Pailing-aCoOaUnan Co. The Bohnw-BaOeheg Co. 
Xoneymnn XAw. Co. Behwabachor XAw. Co. 
Xellagr-Xaaon XAw. Oo.Beattlo Hardware Co. 
X a r a h all-Welle XAw. The Thomaon-Blfi* 

Co. Co. 

Dunham. OarrUran 9 XayAen Co. 
Xoffman Xdwo. Co. 


BLAST GATES 


The Specialty Mfg. Co. 

St. Peul, Minn., U. S. A. 




We make these Blast Oates ourselves 
of the best material obtainable and they 
are absolutely the best and finest gate on 
the market. 

These gates are used for closing pipes, 
supplying blast to furnaces, forges, boil¬ 
ers, etc.; for use in exhaust or blast pipe 
systems and various other ways. 

Made in a large assortment of sizes. 

Also steel and “Armco” ingot iron 
locked seamed pipe in light and heavy 
gauges. 

Our prices are lowest—get them. 

BERGER BROS. CO. 

229 - 231 Arch Street, PHILADELPHIA 
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LEBANON 

A Different Bit—A Bit Different 


The Lebanon Bits are different—different in such practical, common-tense, value- 
making ways, that their differences strongly recommend them to experienced dealers 
and buyers. 

They are designed in a different way. With the famous “Z” twist and keen¬ 
cutting edges, Lebanon Bits sever the wood like a sharp chisel and bring out the 
chips without heating. 

Lebanon Bits bore from 40 to 60 per cent further with the s*me number of turns 
than any other bit on the market, and leave clean, chipless holes behind them. 

Dealers and jobbers will find the Lebanon bit, backed by strong sales policy, an 
exceedingly attractive proposition. Write 

The Lebanon Machine Company 

Lebanon, New Hampshire 



Note the 
M Z”Twi»t 
and Quick 
Borin# Spur 


trade 


Ban Francisco: 
DUNHAM, OABBIOAN * 
HAYDEN GO. 



Salt Lake City: 

B. O. COFFIN OO. 
SOS Atlas Bldg. 


MARK 



SUPERIOR SPRING HINGE COMPANY, 136 West Lake Street, Chicago 


MADE BT 


The only Cheek that has the jack-knife lever which 
allows the door to open clear up against the wall with¬ 
out strain on the Check. 

It also has a positive plunger and automatic inlet 
valve for air. 

The above features together with the low price 
makes it the best Check for user, dealer and jobber. 

Quickly and easily attached by anyone. 

If your jobber can not supply you, write us and we 
will give you the address or your nearest jobber who 
handles our Check. 


SUPERIOR Screen Door Check 



Revolving Bolt and Screw Cases 


Dealers in Hardware, Auto Supplies, etc., find that 
time and space are saved by using the Revolving Oases 
for keeping loose Bolts, Screws and Auto Accessories. 
Everything is kept right at the clerks' fingers 1 end. 
Catalog sent on application. All jobbers handle these 
cases. 


| American Bolt & Screw Case Co., Daytoi,0 
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Surface Floor Spring Hinges. 

Are slow acting with a positive holdback feature when 
opened to 90*; will INSURE AGAINST ACCIDENTAL 
release of door. INVISIBLE TOP PIVOT AND ^^ 

SOCKET (patent applied for). MADE OP WROUGHT 
METAL. NO MORTISING REQUIRED. SAVES 
TIME AND MONEY—COST NO MORE. Write for / 
catalog and prices. jp 

LAWSON MFC. CO. % 

Comer Superior and Franklin Streets, Chicago, Illinois 





“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

J3pedally Adapted for Hardwood Working 
The Forstner LAbor Saving: Auger Bit, 
unlike other is glided by its Circular 

Him instead of its consequently 

^ will bore any arc of a circle and can be 

gruided in any direction regardless of grrain 
or knots, leaving a true polished surface. 
It Is preferable and more expeditious than chisel, gouge, scroll-saw, or lathe tool combined, for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy scroll twist columns, newels, 
ribbon moulding and mortising, eta 

HMutfutand br THB FB00SI8OVB MTa. 00., IMpt. "A," Tonii^ton, Ohm, 


0. LINDEMANN & CO. 

35 and 37 Wooster St., New York Ettabtished 1863 



Parrot Cages Must Be Strong 

Ours are Positively the Most 
Durable 

fManufacturers of JAPANNED , BRASS and 
TINNED WIRE 


Pacific Coast Representatives 

A. L. CONGER CO. 

731 MARKET STREET, SAN FRANCISCO. CALIFORNIA 


ATLAS 

10 Cent 
Fly Swatter 


This swatter has an 
extra long handle—10 
inches. It is very neatly 
and securely bound with 
soft green felt — cannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
— will outlast any now 
on the market. 

Our 5 cent swatter is 
the best ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
insertion of your ad. if 
you desire. 

Now is the time to 
place stock orders. We'll 
gladly quote prices and 
terms. 


Bird Cages and Cage Sundries I Atlas Mfg. Co. 


raw satbv, con. 

HUGHSON & MERTON 
Pacific Coast Agents 
San Francisco Los Angeles 
and Portland, Oregon 
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For Steam Fitters, Plumbers, Electricians, Mill¬ 
wrights, Cement Workers and heavy Carpenter 
Work. Two Hammers in one—Machinists’ and 
Hipping. The ideal hammer for the portable tool 
chest. Weight where weight counts. Ask your 
jobber to quote you. 

Write for complete catalogue. 

Vaughan & Bushnell |Mfg. Co. 

Makers of Fine Tools 

2114 CARROLL AVENUE - CHICAGO, ILL. 


There Is a Difference in Washers 


ONLY 


I 



Just as In any other ooxnraodity. Our Washers 
are made of the Best Material and with the 
utmost ears. That's why the largest u s e rs of 
Washers prefer th ose of our make. 

MaReaUe Washers and Cast Itm Washers 
wrotgit am sum rent vvtsntrs 


of all descriptions. Round 
Galvanised. 


Annealed Mvst Barrs 
Sheared and I 


and Square Plain or 

FeAew Plates 
ched Plates 


Wrought Washer Mfg. Co. 

MINrankss, Win. 


Coast Representatives, 



1 


DOUBLE ACTING 
IPBING BUTT HINGES 

have the weight 
s u pportlng 
bearings cor¬ 
rectly located to 
liberate the 
action of the 
springs. redu¬ 
cing breakage 
a n a increasing 
spring power, 
preventing une¬ 
qual wear of 
the barrels, and 
giving practi- 1 
cally unlimited 
durability. 

Bommer Floor Surface Spring Hinge 

Mas Release and Holdback Features, Ban 
Rearing end Alignment Device 

The most durable hinge of its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 

I free, without spring-action, by inserting a 
wire nail (when the door Is open) Into a 
hole provided in the side plates. The 

spring - ac- 

———■j, _ i ii»^ tlon can be 
SBSPRHHHC 1 ” 1 * restored by 

MBSWBBlIIIIINBP withdrawing 

the nail. 


gg| Mo. 18 Type 

BOMMER BROTHERS, Mfn, Brooklyn, N. Y. 
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Clover Leaf Manila Rope 

Nothing Better 

* 8 * 

Trad* Mark 

PORTLAND CORDAGE COMPANY 

Portland, Oregon-Seattle, Washington 

Established 1887 


GARDEN HOSE 


INSIST 
UPON 
THESE 
BRANDS 
AND YOU 
GET 
THE 
BEST 


WHITE FOB CATALOGUE AND PBICES 

Goodyear Rubber Company 

B. H. PEASE, Prest. J. A. SHEPPABD, Viee-Prest. H. B. PEASE, JB., Treas. C. P. BUNYON, 8ecy. 
Nos. 587, 589, 691 Market and Second Sts. Nos. 61, 63, 66, 67 Fourth St. fc Pine St 

SAN FRANCISCO, CALIFORNIA PORTLAND, ORROON 

GOODS SOLD TO THE TRADE ONLY 


BRANDS 

OP 

GARDEN 

HOSE 

WHICH 

INSURE 

QUALITY 
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No. 2-S Blower. 


Forges^- Blowers— Drills 

Designed Right — Built Right 

Strong — Durable — Efficient 

The largest line of blacksmith forges, 
drills and blowers manufactured by any 
one company. A Btyle for every service. 

Our General Catalog No. 179-37 illus¬ 
trates and describes tne complete “Buf¬ 
falo” line of hand and power operated 
machines. Mailed on request. 


Buffalo Forge Company, Buffalo, N. Y. 

Western Representative, 

Xarrold Bngllah, 883 Higgins Bldg., Bos Angeles, OaL 


Some of our Western Distributers, 


s Mamm on 

San Francisco, Cal. 

Spotswood-MSlfsr Oo. 

Ban Franoisco, Cal. 
Wh&ton Hardware Oo. 
Seattle, Wash. 


Oeo. Triteh Mdwe. Oo. 
Denver, Colo. 
Harper A Beynolds 
Los Angeles, Oal. 
Smlth-Booth-Usher Oo. 
Los Angeles, Cat 


XCarshall-Wells Kdwe. O 

Spokane and Portland. 
jensen-Hlng-Bjxd 
Spokane, Wash. 
Snoommu Hdwew Oo. 
Los Angeles, Cal. 



A Better Pump for the Same Money 

We are now equipping all the pumps shown in this advertisement with the biggest improvement 
brought out in well Pumps in the last 10 years—Goulds Raised White Bronze Valve Seat. 
And in spite of this improvement we sell them at the same price as pumps with iron seats. 
Note the rounded surface as shown in the illustration. Foreign particles will roll off this A 
Seat instead of lodging under the valve. We guarantee Goulds Raised White Bronze Seat A 
not to chip, rust or corrode, and it is the only valve on the market free from these 
faults. For more than a year, we have furnished this White Bronze Valve Seat 
on two of our Set Length Well PumpB. The demand has been so great that 
we have equipped the entire line shown here with this Seat. Pick out the 
\ pumps adapted to your trade and order a stock now. 



OULDS PUMP 


Oouldn White Bronte Valve Seat fuarsn 
•nteed not to chip. ru«t or corrode 





right pump, and we guarantee it to properly perforn 
the work for which recommended. It pays to do 
business with a concern that’s backed by 69 
years of making good. 

Our book, “Pumps for Every Service,” A 
k will help you to close many a sale. A 
^ Send for it today. ^A 

VS) The Goulds Mfg. Co. M 


N 


Main Office & Works 
Seneca Palls, N. Y. 
Branches: 
Boston New York 
Philadelphia 
Chicago Atlanta 
Pittsburgh 
Houston 

| D. L. HERMAN A 

h '314 Maritime Bd" A 
^ Seattle. Was’i 
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♦ 

QUALITY FITTINGS 

Pacific Coast 
Agents 

W. H. Gilbert 


SINCE 1856 

Sales Co. 

^H| 

Stanley G. Flagg & Co. 

918 Hearst Bldg. 

San Francisco 


PHILADELPHIA 

California 

♦ 

Save Excessive Inland Freights 

Frequent Shipments Via Canal Routes 

♦ 




Sell the Coleman “Quick-Lite’ 


This newest Coleman Lamp is the best seller yet So 
simple, economical and safe, that customers buy quickly. 
Every sale means a liberal profit to you. 

LIGHTS WITH A MATCH 

The Coleman "Quick-Lite” is the most wonderful lamp to handle. No 
torch needed. Lights with ordinary matches like any plain kerosene 


l^and comes in variety of styles. 

% Dealers wanted in all parts of the country. Writs at once for catalog 36 and 
!■ agency proposition. Address nearest office. 

^ THE COLEMAN LAMP COMPANY 

VVlchlta, (Cans., St. P*ul, Minn., Toledo.Ohio, Dallas,Texas, Chicago, III. 


PORTER’S 

New Easy Bolt Clippers 



Are you handling the 

10-in. and 14-in. O.K. Gutters? 

If not, my Pacific Coast representatives 
will tell you why you should. 

Address 

Omer Oox, Jones & Cox, 

Underwood Bldg., Newhouse Bldg., 

San Francisco, OaL Salt Lake City, Utah 


Sands ft Oox, 
San Fernando Bldg., 
Lob Angeles, OaL 


Taylor ft Oox, 
Ideal Bldg., 
Denver, Colorado. 


Strlmple ft Oox, 

L. C. Smith Bldg., Seattle, Wash. 

H. K. PORTER 

Bolt OUpper Specialist 

• ASHLAND STREET. EVERETT, MAM 


The “PONT” 

Is the very best Hand Machine that 
money can buy, for setting Tubular 
or Bifurcated Rivets 



IT’S GUARANTEED 
SOLD BY J0BBER8 E V ERYWHE RE 

F. H. SMITH MFG. CO. 

CHICAGO, U. S. A. 
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The MARSH - AYER 

MITRE BOX is Recognized as the Best 

WRITE FOR FULL INFORMATION. 

H. G. MARSH CO. 

212 Race Street - - Rockford, Illinois 

WESTERN REPRESENTATIVES. 

Omer Cox..San Francisco, California 

Sands A Cox.Los Angeles, California 

Strimple & Cox.Seattle, Washington 

Jones & Cox.Salt Lake City, Utah 

Taylor & Cox.Denver, Colorado 



5-10-25 

50c 


A i 


HARDWARE 

SPECIALTIES 

-THAT SELL- 

THE 

“READING LINE” 


Write Today for New 
Catalogue 


THE READING SADDL 
A MFQ. CO. 
Reading, Pmmul, U. S. JL 


Samson Spot 
Sash Cord 

Extra quality, guaranteed free from 
all imperfections. Can be distin¬ 
guished at a glance by the Colored 
Spots. Specified by architect* and 
builders everywhere. 

We manufacture braided cord in all 
sizes, colors and grades^ for all pur¬ 
poses. Carried by all jobbers. 

SASH COED 

CLOTHESLINES 

SOLID BEAIDED ROPE 

SHADE CORD 
MA80N8’ LINES 
CHALK LINES 

Send for catalogue and samples. 

Samson Cordage Works 

Boston, Massachusetts 


YOU ARE RIGHT IN 
RECOMMENDING 

•‘WORLD’8 BEST" 

IN NAME AND FACT 

World’s Best 
Tubular Trick 

Bam, Factory 
and 

Warehouse 
Door Hanger 

EXCLUSIVE FEATURES 
Frame is best grade malleable iron. 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributes weight and 
makes it the Easiest Running Hanger on the market. 

Packed one pair in box complete with bolts; one- 
half dozen pairs in a case. 

Track has Slidable Bracket, which has made the 
World’s Best Hangers so popular with the building 
trade. 

If your jobber can't supply you we will. 

SAFETY DOOR HANGER CO. 

ASHLAND, OHIO, U. 8. A. 

0. N. At F. W. JONAS, Rialto Bldg., San Francisco, OaL 
and Equitable Savings Bank Bldg., Los Angelas 
Western Representatives 
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QUALITY 




You will And it in the Heart 

of Every COLUMBIAN 

COLUMBIAN ROPE COMPANY 

Auburn, “The Cordage City,” New York 


Product 


QUALITY, pbs SERVICE,equals SATISFACTION 



In offering you our line of goods, we are offering you 
QUALITY and SERVICE, and complete Satisfaction comes 
only in the selection of goods that have stood the teat of 
time. In stocking our goods, you get this SATISFACTION. 

Our EAGLE MOP WRINGERS and BUCKETS COM¬ 
BINED, and SUPERIOR FOLDING 
WASH BENCHES have the reputa¬ 
tion of never failing to satisfy. You 
will find these two lines, quick sell¬ 
ers and big profit producers. 


.Sr*?o , y" ! Our products are built of high 

grade material and are guaranteed 
against all defects. The increasing demand for these 
goods is conclusive evidence that they are the Standard 
of Comparison, the Highest point of Mechanical Skill, 
and the Acme of Perfection. 


THE EAGLE WOODENWARE MFG. CO. 

Manufacturers, 

Hamilton, Ohio • U. S. A. 



Will hold ■ 10, ll or It 
clothes wringer. 
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* tth 


YOUR CUSTOMERS WANT THE BOOMER 


IF YOU ONLY SHOW IT TO THEM 


Adapted for every use. Is the strongest and moot durable Cannon Stove made. Co net rue ted wo that a 
sheet iron drum may be attached, ana thus increase the heating capacity. 

Made in six sizes,— 1 2 3 4 5 6 

Diameter of Fire Pots 13%" 16" 18" 20" 22" 24%" 

Weights, 182 240 300 385 525 575 

OUR LOW PRICES WILL SURPRISE YOU—Write for them. 

THE HISS-SNYDER CO., Manufacturers - - MASSILLON, OHIO 

Trade mark “Boomer” Boglitorad N o. 58228 




The Trade-Mark of the Better 
Line of Conductor Elbows and 
Shoes — Only new material used. 
Made in all angles from 10 to 90 
degrees of 29, 28, 26 and 24 Ga. 
material. Gauge is stamped in 
each elbow. 

Are made of one piece of metal; 
have no seams. 

All shoes have reinforced bands. 

Our facilities enable us to make 
quick shipments at all times. 

Insist on Dieckmann’s and you 
troubles will cease 

The Ferdinand 
Dieckmann Co. 

P. O. Station B 
CINCINNATI, OHIO ft' 


Western Representative 
GRIFFITH SALES OO. 
314 Sheldon Building 
SAN FRANCISCO 


roa OtA jlaqEB, SHOPS AND FACTORIES. — a simple, practical, efficient hoisting and 
tarrying device for handling heavy objects. Will pay for itself many times over In any garage, 
shop, factory or store where heavy objects must be handled. With this outfit one man can han¬ 
dle any object weighing up to 700 lbs. Two or three men can move a ton. Outfit consists of 
the Wagner Self-Cleaning Track, roller-bearing tandem carrier and centre pull triple sheave 
hoist. Write for prices. Also ask for the Wagner 96 page catalog of Barn Door Hangers, 
Trolley Tracks, Studding Sockets, Hardware Specialties, Sleds and Non-Tipping Coaster Wagons. 

WAGNER UTO. CO., DEPT. C. CEDAR FALLS, IOWA 
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SOLDERING 
| COPPER | 


14 IN. 

COMBINATION 

HAND M A OK 

STEEL 
CAHNER TONGS 


HAMP WILLIAMS 
»0« ?OI5UMOUS 
SOLDERING PASTE 
WILL NOT RUSTCAlS 

| COMPOUND 


_ PURE 

CAN SOLDER! 


BLOCK TIN 

CAN 

jiSbJ 


SOLDERING 


jTC BRUSH | 


[combination 

COVER 

ANO 

[can carrying 

r^Av_ 


2 PATENT 
LONG HANDLE 

CANNING 
T R AV S 
WITH 

uccnvuniicm 


MBS 


IwuC* SAVES 


— GARDENS 


HAMP WILLIAMS HARDWARE CO. 

Mmmfacturfs HOT SPRINGS, ARKANSAS 


GARDENS —GARDENS 

Never—were there eo many people engaged in 
Gardening. 

1 1 creased production, is our Country's cry* 

“NORCROSS” GARDEN CULTIVATOR-HOES 
AND WJEEDERS are playing an important part 
in this Nation-wide movement They are faTOKftte 
tools; but—the demand almost exceeds the pos- 

ble supply. 

DEALERS: Don’t delay your orders. 

Jobbers are buying heavily, that you may be 
supplied. Early buying may pay you big divi¬ 
dends. 

Remember the name—“NORCROSS.” 

C. S. NORCROSS & SONS 

Manufacturers BUSMNKLL, ILL, U.S.A 


Hamp Williams has worked two years industri¬ 
ously equipping a factory to manufacture the 


HAMP WILLIAMS 
HOME CANNER 


so that the people may can their vegetables and 
fruits in tin cans or glass jars for home and market, 
and not let them rot and go to waste as they have 
been doing. This Canner complete and with direc¬ 
tions how to can everything, on which you can put 
up 500 cans daily, 


Retails for Only $14.00 


Every Retail Hardware Dealer in this country 
should have one of these canners in his front door. 
It would be worth many times its cost as an adver¬ 
tisement for people to talk and think about. Order 
one and get the agency for your town. 
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PELOUZE 

New Hanging Scale 

Q Capacity 

20 lbs. by oza. 

m ?§■,ts The Dial ia 

w&wiJr large and dia- 

tinct - finished 
V with glass saah 

and nickel plat* 
ed rim. 

/ \ Very sensitive 

I land accurate. 

I ] Approved b y 

y_the Department 

of Weights and 
No. 101 Measures. 

MADE IN SBVERAL STY LBS 

Pelouze Manufacturing Co. 

CHICAGO 

Manufacturers of Family, Candy, Market, Dairy 
Postal and Ioe Scales 


San Francisco 


EWXNO-LEWX8 00. 
Representative* 


Loa Angeles 




is made from Even Colored, Polished, Planished or Galvanized 
Steel Sheets, in all gauges, and in 4" to 7" diameters. 

Six style locks to choose from, all simple, strong and capable of 
making a perfectly rigid joint. 

Corco Stove Pipe is shipped in steel casks with wood heads that 
save a joint on every package. With paper wrapped or wood 
crated pipe the outside joint is usually battered 
and rusted when delivered and must be thrown 
away. 

Madelike this Corco Pipe, in the steel drum, comes to you 
with the outside joint in the same good con 
The Corco stove Pipe dition as the inside sections. Makes handling 

booklet, showing aii ^ storage easy. Can be used over again. 

style locks, will be ^ 

mailed on request. 

Whitaker-Glessner Company 
WHEELING CORRUGATING DEPT. 


Wheeling, W. Va. 


Branch Offices and Warehouses 
New York Philadelphia Chicago St. Louis 
Kansas City Chattanooga Richmond 


Members of National 
Association of Sheet and 
Tin Plate Manufacturers, 


Shipped like this 
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Order Now 
Be Prepared 

Either Pair a 
Safe Choice 

Each of the three, 
LIGHTNING, 
GEM or BLIZ¬ 
ZARD, has served 
the housewives of 
America for thirty years, 
and like the cream they 
create, are in demand in all 
seasons. 

They are built of the best 
material and workmanship 
possible — their ingenious 
construction makes them 
easy to operate, quick freez¬ 
ing and economical to both 
dealer and user. 

The Blizzard being simpler 
in construction and cheaper 
in price makes it a good run¬ 
ning mate with either the 
Lightning or Gem. They sell 
themselves and 
stay sold! This 
means easy net 
profits for you. 

Any Jobber 
Can Supply You 


NORTH BROS. 

MFC. CO. 

Philadelphia 

Pa. 





Triner Universal 



Hanging 

Scale 


The U. 8. Govern- 
mont purchased 
45,000 for post of¬ 
fice use. Adapted 
for household and 
fenevaluse. Veeds 
only to he dis¬ 
played to make 
sales* 

No. I00-A. White 
dial, covered with 
^l a as, prioe each. 

No. 200-A-B. En¬ 
ameled dial, prioe 
each, *8.76. 

Writ e us tor descriptive 
matter. Order through 
your jobber 


TRINER SCALE & MFG. CO. 


2714 W. 21st Street, Chicago, Ill. 


was. v. non * oo. 

Pacific Coast Representatives 
Rialto Bid*San ftaaelsoo, OaL 

LOI AVOSLIS, GAXi. POBTLAVD, OBROOV 


American 


Cements 

ABBB8T08 FUBNACB CEMENT will withstand more 
heat than iron, bakes as hard as the casting itself, 
and will not crack, shrink, crumble or fall out. 

ELASTIC OIL B007 CEMENT fs a superior article m 
colors for bedding slste and tile roofs and repairing 
leaks in tin, metal, gravel and composition roofs. Es¬ 
pecially adapted for pointing up around skylights and 
firs wslls. 

CABBON CEMENT, the peer of sll lightweight oe- 
ments, is msde up of long ssbestos fibre, snd elastic, 
adhesive waterproof gums. The ideal cement for mak* 
ing an old roof new, using the old roof as s founds* 

tion. 

T-CO is s waterproofing cement in colors, especially 
recommended for use on side wslls exposed to heavy 
driving rains, preventing the water from permeating 
these walls. 

Manufactured by 

The Wm. Connors Paint Mfg. Co. 

1852 TROY, N. Y. 1917 




Digitized by 


Google 









HARDWARE WORLD 


53 


vOLT Firearms 






m 





7 


by Government Jest’ 


On the battle-field 
—in the preservation 
of law and order— 
the protection of 
home and country— 
whenever and wher¬ 
ever armies or indi¬ 
viduals have had to 
enforce right with 
might — COLT’S 
FIREARMS have 
been creating, build¬ 
ing and maintaining 
a reputation for 
merit, efficiency and 
reliability, that has 
resulted in a posi¬ 
tion of unquestioned 
superiority. 

(1836-1917) 


Pacific Coast Representative 

Phil. B. Bekeart Co. 

San Francisco 


Colt’s Patent Fire Arms Mfg. Co., Hartford, Conn., U. S. A. 


Here’s the Sprinkler that’s 
in Big Demand 



THOMPSON'S 

IMPROVED TWIN LAWN SPRINKLER 

Throws fine mist-like spray. Very novel 
design. Non-corrosive. Made of zinc, lined 
with brass. Covers large area. Order now. 
Sold thru leading jobbers. Write at once 
for descriptive folder of sprinklers and 
permanent systems. 

Thompson Manufacturing Company 

East Eighth and Santa Fe Avenue 
LOS ANGELES 



You’ll make many 
youngsters happy if you 
handle the Auto-Wheel 
Convertible Roadster. 
What’s more, you’ll be 
happy, too, for who 
isn’t happy when selling 
is brisk and profits good T 

Tho Auio-Wheel Con¬ 
vertible is two wagons in 
one—a Roadster and a 
Coaster. Every boy wants 
one immediately he knows 
of it, and our adver¬ 
tising in the coun¬ 
try’s leading magazines 
is telling millions of 
boys about this Auto- 
Wheel. 

Take advantage of our 
advertising. Get the full 
facts about this wonder¬ 
ful wagon. 

Writ© for catalog. 

BUFFALO SLED COMPANY 

Dept. A. 

North Tonawanda, N. Y. 

Factories: North Tona- 
wanda, N. Y., and Pres¬ 
ton, Ont. New York 
Office: 108 Chambers 

St. Pacific Coast Rep¬ 
resentatives: Pacific 

Sales Co., San Francis¬ 
co.; D. L. Herman, 214 
Maritine Bldg., Seattle. 
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Pop Up—Automatic Lawn Sprinkler In Operation On the 
Grounds of the 

UTAH STATE CAPITOL BUILDING 

Can be regulated for any spray from a fine mist to a very 
coarse stream. Made for half inch connections. Has 
25'-0" distribution with 75 pounds pressure. Made of 
non-corosive metals. Has but three parts, nothing to 
wear out. Flush with ground when not in use, made to 
cover one half circle or full circle. Write for sample— 
booklet and prices. For Sale by 

W. D. ALLEN MFG. CO., Chicago, Ill. 

PITTSBURG VALVE & FITTING CO., Barberton, Ohio. 

or 

AUTOMATIC LAWN SPRINKLES CO. 

Salt Lake City, Utah °p*“ 


Carry Your Stock on Our Shelves 

HE successful retail merchant today We carry the largest and most complete 
is constantly planning how to keep stock of Hardware and Auto Accessories 
__ his investment in merchandise at between Chicago and San Francisco and 
the lowest possible point and still main- thousands of successful merchants in this 
tain a profitable volume and satisfactory Inter-Mountain country are profiting by 
turn-over. This problem exists in every ^ 8ervice we „„ render i ng . 
business and is of the utmost importance • 

in these times of high prices and fluctu- Merchants who will let us CARRY THE 
ating values. STOCK ON OUR SHELVES, and send it 

The solution lies in purchasing goods in ^ em as ft ft needed will keep their own 
small quantities from the nearest home investment at the lowest possible figure, 
jobber who carries a complete stock and and will be able to confidently face the 
can fill orders promptly and give every future, knowing that they are well forti- 
day helpful service. fied to meet any emergency. 


THE SALT LAKE HARDWARE GO. 

Salt Lake City, Utah — Pocatello, Idaho 
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Keep the 
Shotguns Busy 



How many shotguns are 
there in your cityf Suppose 
we say a hundred. Now if 
50 were used at the trap¬ 
shooting club each week 1250 shells and targets would be sold. 

It is the idle gun that keeps your stock of shells on the shelf. The Du Pont Company 

By Boosting the Trapshooting Game 

creates a steady demand for loaded shells, ing school at Atlantic City; introducing novel 

targets, trap equipment, sporting goods and and instructive features in local, state and 

many other articles. By vigorous and con- national events and being the leaders in every 

tinuous advertising; employment of salesmen beneficial project to popularize trapshooting, 

thoroughly familiar with the trapshooting we are carrying on a vigorous campaign to 

game and its promotion; conducting a shoot- put across the patriotic sport of trapshooting. 


Where There’s a Gun Club 

we want to put more “pep” into its membership,—get more guns working. If there is no club 
organized,—write us. Let's get busy—mark X before “Trapshooting” and “Gun Club” and mail 
the coupon today to Sporting Powder Division. 

£. 1. du Pont de Nemours & Co., Wilmington, Delaware 

POWDER MAKERS SINCE 1802 


DOMES OF SILENCE 

Glide softly, smoothly, silently over any kind of flooring. Save rags, carpets, floors and 
furniture. Sizes to fit any kind of furniture. 

Wa manufacture aU grades of alfding casters 




acct*nio Bed sham 
Siaea: 

1%. lS-lf, 1*4. 1 in. 


When ordering meas¬ 
ure else of bed poet. 

If round, mens- /C"\ 
ure across in- l 
side. 

If square, meas- | 
ure across in- / 
side corners. bL—I 




HENRY W. PEABODY & CO. 

Domes of Silence Division 
17 State Street Vow York 


Wood Bed Slide 
These wood bed 
elides made to fit %- 
in. Universal socket 
Also specially adapted 
for heavy arm chairs, 
ete. 

Fits any wood bed. 
Pull out the wheel 
caster; insert this 
slide. 


s 

1 

W§ 


RIIRNT IVORY RRANO Second Growth Hickory Handels 

DUItll I IVvHI Dlm#%IYI^ Speefel attention Kiwi ord.n for 

hand mad# Axe, 
Piek, Sledge and 
Hammer Handles. 




BEAUTIFY FURNITURE 
PROTECT FLOORS and Floor 
Coverings from injury by using 
GLASS ONWARD SLIDING 
FURNITURE SHOE 
Inplacm of Cotton 

If your dealer will not supply you 
write us. 

ONWARD MFG. CO. 

Menuha, Wi*. Kitchener, Oat. 


IVORY HANDLB 
COMPANY, 
Zope, Srkeneae 


“A NS ONI A” NAIL CLIP 10c. 

_ _ Made by the mak¬ 

ers of the “Gem” 
nail Clipper. 
Twelve in a box or 
It on a display 
card. Fast ten- 
oent »ales. 

Big Profit 

H. C. COOK CO. - AN SONIA, CONNECTICUT 
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BAR TO tn BIB OB TBB BOCEBT 

OOPBBB VITB TBB , W-'M. ff 

O.K. GOPHER TRAP 

lull TO OATCH * BUSB TO BOLD - * ’ 

The Abingdon Trap Co. BBPKI 

ABIHGDOH, ILLIH0I8, O. 8. A. 

BOB BALB BT LBABIHO JOBBBBB 

THBOOOIOOT TBB WB8T r ^ 

THE trap shat TAHE8 THE QO OUT OF OOFHEB 


i patch; 


gopher 


A* INBOON 


JENSEN-KING-BYRD CO. 


Spokane, Washington 


HARDWARE JOBBERS 

UNIVERSAL RANGES 

CONGRESS AUTO TIRES 

GUNS, AMMUNITION, FISHING TACKLE 


N5 


EW HAVE 

JUNIOR 


With Radium Dial and Hands 


The Popular One-day Intermittent 
Alarm Clock 


The Radium Dial for night use and the 
Intermittent Alarm features make a com¬ 
bination of usefulness which will appeal 
to anyone requiring an alarm clock. The 
radium material used on the dial and the 
hands is of the highest quality, and guar¬ 
anteed to last several years. 

The clock is only 3% 
inches high and has a 
2-inch dial. Alarms in¬ 
termittently in ^0-sec- 
ond intervals for five 
minutes. 

The daintiest and most 
useful clock on the mar¬ 
ket. Just right to “slip 
in the grip.* 1 

MORGAN A ALLEN CO. 

160 Post Street 
San Francisco, California 


The 

Schaw-Batcher Co. 

SACRAMENTO, CAL 

WHOLESALE 

HARDWARE 

Pipe and Fittings Sargent & Co. 
Canton Steel Bidders’ Hardware 
Ammunition M 3 and Mining 
Sporting Goods Supplies 
Blacksmith Supples 
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TOOLS 

Pexto 

Stanley 

Lufkin 

Klein 

Marshalltown 

Maydole 

Disston 

Yankee 

Walden 



Gathered to Gire Service to Retail Dealers 


Strevell - Paterson Hardware Co. 

SALT LAKE CITY, UTAH 

Wholesale only. 

H-W-2 



RANGES 

Classic and Capital 

MADE FROM 



Join the Ranks — 

Fint Step, Send for Catalog 36 


Jas. Graham Manufacturing Co. 

Largest Stove Mahers in the West 
San Franciaco and Newark, California 



Say Mr. Dealer 

Did you know we 
manufacture Qaa 
Heaters and Orates T 

Why buy In the 
Hast, we ean give you 
better service, a bet¬ 
ter heater and the 
profit will suit you. 

We sure would like 
to have you ask us 
about our goods. 

Minier Gas Heater 
Company 

10S8 Mission St. 

So. Vasadsna, OaL 


HI 

Sectional View 
Showing Construction 
Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible. Made in one 
piece of extra heavy tin plate, nickel trimmings. 
Handle swedged to body. No soldered joints to 
come loose. Easy to remove all parts for cleans¬ 
ing. _ _ 

THE FEED J. METERS MFG. CO. 
Bender Street Hamilton, Okie 


GENUINE 

HUNTER’S SIFTER 

The Standard for a 
Quarter-Century 

Order from your jobber. 


WHY NOT SEEDS 

You handle a full line of Garden Tools and 
accessories. 

Why not the “Makins” Garden Seedsf 

We fnrnish them in packets, including a neat 
display case in which tney sell themselves; also 
in balk—and don’t forget Onion Sets and Grass 
Seed. 

Write ns regarding this profitable line, for 
terms and prices. 

Aggeler & Musser Seed Company 

LOS ANGELES, CALIFORNIA 



THE PACKHAM 

Stove Pipe Crimper and Boeder 

MADE BY 

THE PACKHAM CRIMPER CO. 

MECHANICSBURG, OHM 

If Your Jobber Does Not 
Carry It, Write Us 


Sedgwick MESS 

Manufactured by Spedalieta and Guaranteed 
Send for Catalog and Discounts 

SEDGWICK MACHINE WORKS 

136 LIBERTY STREET .... NEW YORK 
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Household Goods 

and Kitchen Utensils 


New Complete Stock 


Glacier Refrigerators 

One Piece, Porcelain Lined 

Furniture City 
Refrigerators. 

White Mountain 
Ice Cream Freezers 

Gas Hot Plates 
and Shelves 
Bath Room Fittings 
Paint and Varnish 
Brushes 

Household Brushes 


All Kinds 


Viko Aluminum Ware 
Wagner Cast IronWare 
Tin Ware 
Japanned Ware 


Hamlin and Russell 
Wire Goods 

Universal Electric 
Percolators, Flat Irons 
and Cooking Utensils 

American Clothes 
Wringers 

Washing Machines 

Hand Power 
Vacuum Cleaners 
Royal Steel 
Enamel Ware 

Wooden Ware, Chair 

Seats. 0°* ® ur Special* 

The Princess Electric 

1 ^ Full nickel finish. Guaranteed 
lion, for 5 years. The price is low 


Write for Descriptive Matter on Anything in the House Furnishing Line. 

Our Prices Will Interest You. 


Interest You. 


BAKER & HAMILTON CALIFORNIA 
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UCCESS at the traps and in the held is so 
common a thing when the ® Brand is used 
that expert sportsmen everywhere insist on Peters 
because it is an aid to good results. Stock up 
with Peters Shells and Cartridges, and you will be 
absolutely sure that your ammunition is all right. 

THE PETERS CARTRIDGE COMPANY 

Pacific Coast Branch: 685-687 Howard Street, San Francisco 
Marshall-Walls Hardware Co., Portland-Spokane, Duluth, Wlxmlpef-Edmonton 
Hibbard, Spencer, Bartlett & Oo., Chicago, HL 
Butler * Britain, Inc., San Francisco 



THERE ARE MANY REASONS 

Far the Coot i — ed and Increased Growth of Our Trade 


If yon are one of 
mv nttnmnrt mi 
know theaL 

If yon are not mm 
we want the eppor- 
tanity of showing 
yon why it wi be 
to year hrtorost to 
send ns year orders 

Tbs Room of Fair and Spare BaaRog—Ask Oar C a rt —a re — - 

BVBRYTH1NG IN HARDWARB, IRON, PIPB AND HOUSE¬ 
HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY 

THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 
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THE MONARCH 

(Trade Mark Beg. U. 8. Pat. Office) 

REFRIGERATORS 

Made in Zinc, White Enamel Porcelain and Seamless Porcelain Lined. Handsome 
Strongly-made, Up-to-date Refrigerators at prices which net you a good profit. 
Ash and Oak Cases. Strong, removable Air Flues. Removable 
Waste Pipe and Trap. Retinned Wire Shelves, bright as silver. 

Strong Hardware in Roman gold and nickel plate. Good Casters. 

An old established line—on the market 25 years. Has always been a good seller in large 
and small stores, because it looks right and is reliable—there are no come-backs. 
“It’s the Frigid ’Frigerator”—the “Box that’s on the Boom.” 

Large Stock Carried in Los Angeles 

UNION HARDWARE & METAL CO. 

Distributors for California, Arizona and Nevada. LOS ANGELES, CALIFORNIA 
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Whiton Hardware Co. 


Jobbers Peerless Fence 


PUT 


UP 

S 



This is a Real Fence of Quality 

Prices Quoted Upon Application. 

No. 03726, 26-inch; stays 6 inches apart 
No. 3726, 26-inch; stays 12 inches apart 
No. 03832, 32-inch; stays 6 inches apart 
No. 3832, 32-inch; stays 12 inches apart 
No. 03939, 39-inch; stays 6 inches apart 
No. 3939, 39-inch; stays 12 inches apart 
No. 01047-13, 47-in.; stays 6 inches apart 
No. 1047-13, 47-in.; stays 12 inches apart 


NCE 


PEERLESS POULTRY FENCE 


No. 1425 
No. 1536 
No. 1848 
No. 2060 


.14-Bar, 25-inch; stays 8 inches apart 
.15-Bar, 36-inch; stays 8 inches apart 
.20-Bar, 48-inch; stays 8 inches apart 
.20-Bar, 60-inch; stays 8 inches apart 


BUY A FENCE WHICH HAS 


QUALITY and Gives Service 


SEATTLE 
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fsfP^ “QUICK MEAL” 

I All Blue Porcelain Enameled and 

Black Porcelain Enameled Ranges 
are “Rust Proof,” “Sanitary” and 
i r ‘W'^£==^- Easy to Keep Clean, being Enam- 

S a r Tfl eled Inside and Outside. 

M 1 _J ; ; Not affected by the Hottest of Fires. 

Write for Catalogue and 
Agency 

Ringen Stove Company Div ision of American Stove Company 


715 Indiana Street, near 19th 


C. H. SCH1ECK, Pacific Coast Agent 

i . . SAN FRANCISCO, CALIFORNIA 


CONTRACTORS IN YOUR 
OWN TOWN USE THIS BAR- 
ROW. 

ARE YOU SUPPLYING 
THEMt ASK FOR PRICES. 

WASEH0U8E TRUCKS, CASTERS, 
CONCRETE MIXERS, SCRAPERS, 
HAND CARTS, FIBRE WHEELS, 
MILK CARTS, ETC., ETC. 




838-348 Brannan St near 2nd 
SAN FRANCISCO, CAL. 




WILLS 

Scientific Sprinkler 

FOR LAWNS AND GARDENS 



mm* 


WILL 5 SPWINHUNG oevict 
pat appucd roa 


Three Superior Qualities 
Durability—Efficiency—Cheapness. 

Made of steel galvanised pipe. Saves 25% on Water 
Bills. Covers 25% more surface with same water. 
No Rust—No Leaks—Solid standards—securely At¬ 
tached. No bonding or broaking. Hose connection 
BEST made. 

The Spray ie distributed equally oovering every 
space and corner. 

Made in all Lengths, and to suit any pressure. 
Guaranteed for 10 years' service if preperly eared 
for. 

Ask your Jobber or send diroot to the Factory for 
our descriptive folder. 

WILLS SPRINKLER CO. 

607 CROCKER STREET, LOS ANGELES, CAL. 
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AN 

UNEQUALED 



In every race there*. • "CHAuMAE" a “RIVAL” and a “BANNER” 

rn AND WITH THESE UNES ON HAND YOU CAN LAND EVERY PROSPECT 

TAPES, BOXWOOD Rnd SPRING JOINT RULES 

TH E/{/FK7N Rule po. “ 5 -—" 

Stockmd by Your Jobber Send forCtUmoguo 


HAMMOND LUMBER COMPANY 

WHOLESALE HARDWARE 

WHOLESALE PAINTS 

Specializing In BUILDERS’ Hardware 

Sargents Locks and Hardware, Galvanized and Painted Corrugated Iron, 

Nails, Bolts and Barbed Wire, Northwestern Expanded Metal La t h. 

Beaver Board, Black Bock Board and Composition Roofings, Felt Insulating and 
Upson Board. Building Paper. 

Gal-pa-co Paints and Painters’ Supplies. 

Full and complete lines of these materials stocked in carload quantities. 

We solicit your inquiries. 

Offices and Warabonses, Twentieth and Alameda Streets - - Los Angeles, Gafiforaia 


ORONA and 0. M. C. ALUMISH1NE 


ORONA 

Y»t M.IVCLOUI 

Household Cleanse* 

ORONA WFCjCO 


Idaho Satisfied Utsrs of IIbmImi Caching titaasBs 

OBONA for re movi ng all dioeolorationa and 
O. M. O. ALUMISHTNlT for polishing burnished 
surfaces. 


w -• m - in 

'orona' 

CLEANS , . 

L UMINU * 1 I 


' ~ ' «•* -*!/l 


One large manufacturer of al umin um states C/ fy \ C < \ 

that neither OBONA nor ALTTMI8HINE need be r i > ■ 1 0 1 
purchased expressly for cleaning and polishing I / ^ - - - - -- r*\ | 

aluminum. They are excellent for all other \ /A1UMISHINE\ M 

metals, also enameled ware, tiling, furniture, __ _ 

porcelain, glass, etc. ^lOronaMFG. ftL^r 

1 ‘Truly they are marvelous compounds for all 
cleaning purposes.” 

For enameled, china and porcelain bath fixtures, they are recommended by United States Sani¬ 
tary Mfg. Co. and other manufacturers of high grade ware. Also by the Davis Milk Machinery 
Oo. of North Chicago, UL 

Orona Manufacturing Company, 224-226 Milk st, Boston, Mass. 


Orona Mfo.Co ! > 

W boston 


5avis Milk Machinery 
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WB WISH OUR MANY PATRONS 
BOTH OLD AND NBW 


Happy N e w Y ear 

AND THANK THBM FOR THEIR 
VERY LrBBRAL PATRONAGB 
DURING THE PAST YEAR. 


WE TRUST THAT THROUGH 
STRICT ATTENTION TO BUSI¬ 
NESS, WB MAY CONTINUB TO 
MERIT THEIR CONFIDENCE 
AND TRADE DURING THB 
COMING YBAR. 

Honey man Hardware 

Company 

NINTH AND HOYT STRBBTS 
FOURTH AND ALDER STRBBTS 


PORTLAND 


OREGON 


A Sanitary Tooth Brush Holder 

Sella on Sight 

HAS BOTH CAPACITY and STYLE 

Stamped out of one 
piece of aheet ateel 
and beautifully en¬ 
ameled in gloss and 
aatin white. 

▲ BATHROOM 
ORNAMENT 
The attractireneee of 
Holder catchea the 
eye of the enatomer 
which makea it a 
desirable article for 

THB RETAIL 
DEALER 

The sale of the Hold¬ 
er has far exceeded 
expectation; it ia a 
reliable * ‘repeater. • • 
The dealer*e profit is 
substantial. 

ORDERS BEING 


FILLED PROMPTXeT 
Do not fail to order 
a few dozen at once. 
Ordera can be filled 
by 

BAKER & HAMILTONJobber*, San FrancUco, CaL 

For illuatrated circular* and full information addreaa 

E. J. CHUBBUCK CO, Dept s 

Pacific Ooaat Distributors 

731 Market Street • SAN FRANCISCO, CAL. 



A. M. Holter Hard¬ 
ware Company 

Established 1U1 
HELENA, MONTANA 


WHOLBSALB 

Hardwire, Sporting Goods 

Ammunition 
Blacksmiths' Supplies 
Pipe 

and Fittings 


Mill and Mine Supplies 



Spokane Stove & Furnace 
Repair Works, Inc. 

Manufacturers and Jobbers of 
Rubens and Empire French Wrought 
Steel Portable Ranges for Hotels 
and Restaurants 

Send us all your orders for Fire- 
backs, Grates, Centers, Covers, 
Waterfronts, Dampers, Knobs, Stove 


7a7w VniT. 


Complete Line Always in Stock 
Jobbers and wholesalers of repairs. 

We make prompt shipments. 

912-914 First Ave., Spokane, Washington 
Phone Main 1790 
Send for oar order blanks 
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BROOMS 

IN 


Give your customers greater 
value for same money. They 
can cut out the seams on the 
improved LEE as broom wears 
shorter and receive double 
service over the old style wire 
made broom. 

Lee Broom & Duster Company, Lincoln, Neb. 

(Nearly 60 years making better brooms) 


Do You Sell Hose Menders? 

Improved Perfect Clinehing 
Hose Menders are fast sellers. 
Made with seamless brass tubes 
and heavy galvanised clamps. 
Also all steel retinned. Every 
clamp is turned inwardly to 
grip the hose. Prices right 

Send for our general catalog 
—to-day. 

STUMER A KUCK CO. 

Peoria, llllnele 

New Yerk Office -154 dumber* Street J. M. Sherwood, Maeager 
Sas Vreedeeo Offiee-Rialto Buildiaf, William P, Bora, Miner** 


TACKS S 5& LL NAILS 

Cobblers’ Nails, Glazier Points, Etc. 


Double-Pointed Tacks and Staples 

Send for Illustrated Catalogue, most convenient 
and comprehensive 

THE SHELTON TACK CO. 

Successors to Shelton Co. 

Shelton, Conn. New Tork Office, 06 Warren St. 


WANTED 







We manufacture everything: from dependable hand fire 
extinguishers to large chemical engines and chemical 
tanks for fire department service. There’s good profit 
in being our agent. We carry the stock. Write ua for 
catalog and special hardware disco unts. Manufacturers 
of Fire Apparatus. O. J. CHILDS CO., Utica, N. Y. 


ft. 



W* find it easy to 
soli the 


It is an excellent article and every 
woman becomes infatuated with it.— 
Thus writes one of our enterprising 
customers. 

HE IS MAKING MONEYS Acquire the same habit'and write 
TODAY for price*. 

Schllchter Manufacturing Co. 

HAMILTON. OHIO 


Mason 
Tool Bag 



We Manufacture 

Mason's, Electrician's, 
Plumber*! Tool Ban. Au¬ 
tomobile, Auger Bit 
Puneh and Chisel Bolls, 
Coal Bags, Horse's Food 
Bags, Couoh Hammock*, 
Carpenter's Aprons, 
Grass Catchers and other 
Speeialtlee. 

Bend for Catalogue. 

EXCELSIOR BAG 

4k MFGa COay IllCe 

TROY, N.Y. 


Sold by All Buy a 

Leading Jobbing and Supply Houses SAMSON or ROWELL 

- ^ Railway Car Mover 


And Have a 


LITTLE SWITCH ENGINE 


Made Only By 


G. D. ROWELL & SON, Appleton, Wisconsin 


YOUR OWN 

PRICE EACH, $8.00 
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The Tritch Hardware Co. 

Jobbers of Hardware 

RECOMMEND 

KING SPRING OILERS 


“The More 
You Work the 
Button” 



“The Better it 
Gets 99 


Spout cannot lose off—held by spring. 

Large openings (or filling. Saves Oil. 

Lithographed bright color—Will not 
become lost. 

Always deliver oil—Spring forces return 
of bottom. 


THE TRITCH HARDWARE CO. 

JOBBERS OF HARDWARE 

Denver, Colo. 
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The Colorado Fuel and 
Iron Company 

MANUFACTURERS OF 

Wire Nails —Standard, Cement Coated, Brads and Miscellaneous 
Nails; Blued and Galvanized Nails; Wire Spikes. 

Wire —Wire Rods, Plain Annealed, Galvanized, Liquor Finished, 
Bright Market; Hard, Soft and Extra Soft Nail Wire; Wire 
Straightened and Cut to Length; Double Annealed Baling 
Wire. 

Staples —Bright and Galvanized Fence Staples, Poultry Netting 
Staples, and Special Staples of every description. 

Bale Ties —Single Loop. 

Woven Fencing —Field Fence, Hog and Cattle, Poultry and Rab¬ 
bit, Light Poultry and Hexagon Mesh Poultry Netting; 
light, medium and heavy specifications. 

Barb Wires —Painted and Galvanized, 2-point and 4-point, Hog 
and Cattle, in all patterns. 

Steel Bails —Plain Splices and Angle Bars, Track Bolts and Track 
Spikes. 

Bar Iron and Steel —Angles, Channels, Steel Shafting, R. E. Steel 
and Iron Tire, Toe Calk, Plow, Lay, Sleigh Shoe, Rough 
Lock, Mild and Machinery Steel, Screen Bars, Twisted Bars 
for Reinforcing Concrete. 

Cast Iron Water and Gas Pipe and Specials for Same. 

AaTI AfA.1 ftffi PAS• 

BOSTON BUILDING, DENVER, COLORADO 
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F aultless Paster flompany 


Evansville 



Indiana 


Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 



Full Size Plate 2-8 

“Move the FAULTLESS Way” 
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*11 Mill Board 
eei Mill Board 


117 E HAVE just been appointed Pacific 
Coast agents for one of the largest 
manufacturers of Asbestos in the United 
States. 


We will carry in stock at all times a com¬ 
plete assortment of sizes and weights in 
Asbestos Paper, Asbestos Roll Mill Board, 
and Asbestos Sheet Mill Board. 


Write for Quotations 

Samples and full information gladly fur 
nished on request. 


Manufacturers of the famous 

PIONEER ROOFING & PIONEER BUILDING FELT 

Hearst Building 247-251S. Los Angeles Street 

San Francisco Los Angeles 

Digitized by Google 
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WONDER 
Butter Merger 


Most Phenomenal Seller of Any 
$1.00 Article in the Hardware World 

Makes a Solid 2-lb. Boll out of 
1 lb. Butter and 1 Pint Milk in 
one minute. 

And the Merged Butter is just 
as sweet, firm and delicious as 
the original. 

This article has endorsement 
from United States Government 
Bureaus of Agriculture as well as 
Civic and State departments. 

Live Dealers, Jobbers and Exporters 
Everywhere Write Us for Quotations 


NATIONAL KITCHEN 
PRODUCTS CO. 

589 Howard Street 
SAN FBANCISCO, U. S. A. 




GILSON GARDEN 
TOOLS—Quick Sales —Liberal 
Profits. — IJberty Adjustable 
Cultivator-Weeder is an imple¬ 
ment of double efficiency which 
cuts the weeds and cultivates at 
the same time. The malleable 
teeth of special design make this possible. Our Scratch 
Weeders are ideal tools for close work in beds or for 
greenhouse work. The pointed tines are self-cleaning, and 
will not clog. Ask your jobber. If he can’t furnish 
information, write us. 

J. E. GILSON CO., Port Washington, Wis. 


GILSON GARDEN TOOLS 
Quick Sales—Liberal Profits 



Retails for 

$ 1.00 

SOLD BY 
Hardware Stores 
Paint Stores 
Department Stores 
Decorating Establish¬ 
ments 

Write for free descrip¬ 
tive circular and prices 
to the trade. 

Tht “RU-Slir Compaq 


263-1. W. Heilman Bldg., Los Angeles, CsL 

(Factory: San Francisco) 



Live Jobbers 

Already realize the opportunities awaiting them 
in the fast-growing demand for fly traps. Inves¬ 
tigate the merits of the 

Avis Sanitary Fly Trap 

Before you place your order. We can give you 
a lot of interesting facts about them, facts that 
mean dollars in your pocket. 

Fly traps are no longer a luxury. They fill 
a need in every community. 


Send for 
Circulars 


Manufactured 

. .By 


A. B. Avis 


Pomona, California 
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INDURATED 

FIBREWARE 


“XXth CENTURY” 

Water Coolers 


TWO LINES THAT ARE TRADE BUILDERS 

The best in their class. They establish a sounder basis for growth and yidd a bigger 
net than cheaper substitutes. Progressive Jobbers and Retailers realize the value of 
selling lines that bring repeat business and consumer good-will. Don’t be content to 
sell second and third class products. These are more profitable today, tomorrow— 
all the time. 

Take The “Fibrotta” Pails. There is the 44 Star” pail which is standard for house¬ 
hold use and a favorite with all housewives. 

And there is the “Fibrotta” 4 ‘Labeled” Fire Pail, made in 
several styles. Each bears a label testifying that it has been 
approved by the National Board of Underwriters. There is a 
big demand for them as an efficient, economical means of 
fire protection. 

“Fibrotta” is made of wood pulp, molded under 
hydraulic pressure and without a seam. It is 
then treated by our special process which gives 
it a hard, smooth surface. It is impervious to 
moisture. It cannot rust, leak, swell or warp. 

Send for the “Fibrotta” Catalog today. 

The 11 XXth Century” Water Cooler is as much 
superior to other water coolers as Fibrotta pails 
are to the ordinary wooden or metal pails. And 
4 >f there is a big field for them in business offices, 

The Star Pail theatres, hotels, hospitals, public buildings, etc. 

The “XXth Century” is absolutely sanitary. No 
ice can possibly contaminate the water served 
from it, because the ice never touches the water. 

There is no danger of typhoid. There are no 
coils of pipe or awkward corners where dirt can 
lodge. It is very easy to keep them clean. They 
are economical in ice consumption because the 
“Fibrotta” ice container is a non-conductor of 
heat or cold. Warm air from outside cannot 
make the ice melt faster. 

All these facts are selling points upon which the 
“XXth Century” has built up its acknowledged 
leadership. It is still building, and can build 
for YOU. Ask for our catalog today. 






IRf 



Style No. 560 


pORDLEY JP> U A Y E S 

vooler GC Headquarters 


40 Leonard Street, New York City 


BOSTON 


SAN FRANCISCO 


CHICAGO 


TACOMA 


DENVER 
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Also Manufacturers of 
PARKER BASH CHAIN 
PARKER SCREW ANCHORS 
PARKER SHEET METAL SCREWS 
PARKER DAMPER QUADRANTS 


r AM THE 

Fastest Selling 
Expansion Bolts— 

BECAUSE 

PT REVERSIBLY DIRECTED PRO- 

f JECTIONS (see the cross section) 

0LB prevent the Shield from turning 

in the hole—the great trouble 
with other Shields, therefore saves 
time and labor. 

THREAD in STEEL SPRING - BAND holds 

PERFECT both halves firmly together, and 

ALIGNMENT keeps the thread in perfect align- 

ment. Yet expands freely. 

E PARKER EXPANSION SHIELDS 

1NG8 are made of a superior quality of 

malleable iron—clean, high grade 
castings, which make for greater 
holding capacity. 


“CAN*T 
TURN In 
the HOLE' 


FINER 

CASTINGS 


PARKER SUPPLY CO. 


784 E. 135th St 


Manufacturers 

WRITE FOR THE PARKER PROPOSITION 


New York 





Oil Stoves 


Clark Jewel oil stoves give the highest 
standard of service. In construction they are 
very strong and rigid. The high efficiency 
burners save time and save oil. Many splendid 
features such as heavy glass tank with carry¬ 
ing bail, strong high shelf, porcelain enameled 
hoods, chimney raising device, pleasing Olive 
Green enamel finish and their excellent work¬ 
ing qualities and fuel economy, make it easy 
for any dealer to convince his customer that 
the Clark Jewel is the best oil stove to buy. 


GEORGE M. CLARK & COMPANY 


Division American Stove Company 

CHICAGO 
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The Kitchen’s Most 
Useful Utensil 

FOR WAR-TIME ECONOMIES 

Ladd Mixer Churns—3 in 1 

1. A CHURN: makes butter of large or smallest 
amount of cream: left-over cream is saved. 
Turn slowly,—makes butter in 3 to 5 min¬ 
utes. 

2. A KITCHEN MIXER for general purposes, 
like light doughs, griddle cakes, mayonnaise, 
etc. 

3. LADD ALL STEEL, Nickel-plated, double 
BEATER (removable). Does work in half 
the time: results most unusual. 

All 3 for price of one good Churn or Mixer. 
SEE THE SALES OPPORTUNITY: EVERY 
HOME should have one and will. 

Two sizes, No. 1, I qt.—No. 2, 2 qts. 

Most jobbers stock: if yours don’t, write ns 
direct, but by all means CARRY THESE 
STAPLE GOODS CONTINUOUSLY. 

United Royalties Corporation 

1133 BBOADW1T, I B W YOBS 
Western Isles B s pnwn tstlvw: 

Omer Cox, Underwood Building, San Francisco 

Sands & Cox. 207 San Fernando Bldg., Los Angeles 

Strimple & Cox, L. C. Smith Bldg., Seattle, wash. 

Jones & Cox, Newhouse Bldg., Salt Lake City, Utah 

Taylor & Cox, Ideal Building, Denver, Colorado 


S BEATMN 
BLADES 



Ladd Beater 


Saturn 

Clothes-Line 

Reel 



As yon read this page think of the dead 
stock on your shelves, run over in your mem¬ 
ory the unprofitable lines you have stocked 
in 1917. 

1918 will be a profitable year to you if you 
stock the lines requiring a conservative in¬ 
vestment and which will sell quickly, easily 
and carry a liberal margin of profit. 

Confining your purchases to long-established 
products which have a rapid 11 turn-over 9 f 
would be one of the big factors in making 
the new year profitable. 

Chatillon Scales and 
Foster Bros. Cutlery 

have been sold with profit by thousands of 
dealers throughout the world since 1835. 

They represent the best that skilled labor and finest materials can produce. There is a generous 
margin for each dealer. They sell easily and quickly because of their recognized superior excellence. 

The House of Chatillon stands high in the estimation of dealers. Fair treatment and liberal margin 
of profit have built good will for us. 

Our line of Foster Brothers Cutlery has an equally enviable reputation. Both lines are complete. 

Send for illustrated catalogue, prices, trade discounts, etc. 


JOHN CHA'flLLON 6S0N5 


85 CUFF STREET 


Established 1835 


NEW YORK CITY 
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Announcing the addition of an 

Electrical Department 

Carrying a complete stock of 

MATERIALS FOR THE INSTALLATION 

of 

HEAT, LIGHT AND POWER 


With your next shipment 
Include some of the following items:— 

EVEREADY 

DAYLO FLASHLIGHTS 

MAZDA LAMPS OF ALL KINDS 

HOT POINT AND UNIVERSAL COOKING AND 
HEATING APPLIANCES 

SWITCHES, LAMP SOCKETS, FUSES 

WIRE AND CABLE 

LAMP SHADES AND HOLDERS 

VIBRATORS AND FANS 

MOTORS 

In fact everything Electrical 
Can NOW be ordered from 

Pacific Hardware & Steel Co. 

SAN FRANCISCO, U. S. A. 
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INVENTORY YOURSELF 

. iPause now and in reflective mood look back- 
v.wari This is the annual period for reflection. 
•• On.the eve of the New Year take inventory of 
’ yojttfcelf. 

. /Review past deeds and recognize omissions. 
m Be optimistic of the future but realize that 
•*. mistakes of the past must not be made in the 
••.future. Be content with present results but 
#- krio$£ that there is still room for improvement. 
,7* *L?et this pause in your activities serve to 
recharge your store of energy, determination 
and tope. When you have minutely reviewed 
the past and carefully diagnosed the present 
look far ahead and see the gilded goal of your 
future endeavors. 

Fortified by the results of this pause and 
reflection resolve sincerely and with firm faith 
to profit by past experiences, to do things, to 
build even greater temples of achievement in 
the future. 

New Year is an inspiration. It naturally 
calls for pause and reflection which tend to 
stimulate latent energy, to revive dormant am¬ 
bition, to instill renewed hope in our hearts. 

Every man must feel the thrill of the New 
Year spirit. He must participate in the uni¬ 
versal sentiment of good fellowship which per¬ 
meates the atmosphere. He must be inoculated 
with the desire to take his place in the front 
rank of the great army of progressive build¬ 
ers and world-workers. To assure this result, 
to be inspired and stimulated, use the New 
Year to pause and reflect. 

SPIRIT OF THE TRUE AMERICAN 

We’ll do our duty to our country, our flag 
and our fellowmen. We’ll do all that is asked 
of us and a lot more. We know what is needed 
to conserve food, eliminate waste, curtail ex¬ 
pense, promote production and win this war. 

We know that every one of us is a mighty 
big cog in the great wheel of progress and that 
every time a cog slips the machinery slows up. 
We know the program of our government and 
we’re strong for it. 

We know that each of us plays an important 
part in the game and we*11 do our best. There’s 
not a slacker amongst us. We’re clean-cut 
American business-men and we’re proud of it. 

We love our country above all else because 
it stands for right, equality and justice and 
fights for the freedom of mankind, integrity of 
our homes, recognition of God’s laws. 

We have faith in our leaders and we’ll fol¬ 
low them without question and without doubt. 

We’ll fight where we must, sacrifice where 
we should, suffer where necessary, live to ac¬ 
complish or die in the attempt. 

We’ll act, each according to our own dic¬ 
tates based upon our knowledge of our coun¬ 
try’s needs, but always with the one object, to 
do our bit.—Leon Hattenbach. 


Ts zoo 

#3 

-r/, /-<£ 

HEART-TO-HEART STUFF FOR THE BOSS 

Don’t keep an employe that is “putting in 
his time.” Extract him and add the proper 
help ingredient that will give your business the 
life which it needs. 

Maybe you have an employe who is a rela¬ 
tive that is the big “stand around.” Don’t 
waste time, buy him a one-way ticket to some¬ 
where. Get him out, because a few such “sol¬ 
diers” will kill the business. They will delay 
your deliveries; they interfere with other em¬ 
ployes and, altogether, they “discommode” the 
whole operation. 

These obstacles are worse than antiquated 
machinery, but they also impede the progress 
of modern machinery to. 

Many of the troubles of business men begin 
when employes do not use good judgment and 
if the “boss” doesn’t find out quickly where 
the fault rests, he still continues to have trou¬ 
ble with his cost sheet. 

To do business in a business way and make 
money you need a good bookkeeper, an execu¬ 
tive foreman and wise forewoman, a working* 
bunch of employes, a wide-awake shipping 
clerk, and a general manager with the ability 
to discern and the authority to correct all the 
weak points of your business, no matter where 
the ax drops. 

THINK WHILE YOU WORK 

Work with brain as well as brawn. Phys¬ 
ical labor is most productive when directed by 
mental effort. Physical perfection is impossi¬ 
ble except with mental co-operation. Physical 
labor is lifted to a plane of scientific accom¬ 
plishment when the laborer uses his brain in 
connection with his work. 

He should think while he works. He should 
know what his work means. Hie should study 
its relation of cause to effect. Work is the 
connecting link between aim and end, between 
desire and result. The laborer should not be a 
mere automaton in the process of evolution. 
He should be a virile factor in the process, both 
as an active agent in it and as a direct bene¬ 
ficiary of it. 

Workers who think while they work are the 
ones who advance, who make their brains more 
valuable than their muscles. The difference 
between the man who rises from the ranks of 
hard work to the position of responsibility and 
the one who carries the physical burden all of 
his lifetime is the difference between the man 
who thinks as he works and the one who works 
automatically by the clock. 

Nothing worth while is gained without 
hard work. Then isn’t it natural that intelli¬ 
gent application will bring better returns than 
automatic submission to prescribed form? To 
accomplish big things, to secure adequate re¬ 
turns for effort expended, to share personally 
in accrued benefits we must work and think. 
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THOUGHTS 

Do you know that your thoughts rule your life, 

Be them pure or impure in the strife ? 

As you think, so you are; , 

And you make, or you mar your success in the 
world, 

By your thoughts. 

Are your thoughts just and true every hour? 

Then your life will attest with great power. 

If it *8 love fills your heart, 

Then all hate must depart; 

You will find all success, 

In your thoughts. 

Are you kind in your thoughts toward all? 

Then but kindness to you must befall, 

As you sow, so you reap, 

In a measure so deep, 

Either pleasure or pain, 

By your thoughts. 

YOUR LAD, AND MY LAD 

(By Randall Parrish) 

Down toward the deep-blue water, marching to throb 
of drum, 

From city street and country lane the lines of khaki 
come; 

The rumbling guns, the sturdy tread, are full of grim 
appeal, 

While rays of western sunshine flash back from bur¬ 
nished steel. 

With eager eyes and cheeks aflame the serried ranks 
advance; 

And your dear lad, and my dear lad, are on their way 
to France. 

A sob clings choking in the throat, as file on file 
sweep by, 

Between those cheering multitudes, to where the great 
ships lie; 

The batteries halt, the columns wheel, to dear-toned 
bugle-call, 

With shoulders squared and faces front they stand a 
khaki wall. 

Tears shine on every watcher’s cheek, love speaks in 
every glance; 

For your dear lad, and my dear lad, are on their way 
to France. 

Before them, through a mist of years, in soldier buff 
or blue, 

Brave comrades from a thousand fields watch now in 
proud review; 

The same old Flag, the same old Faith—the Freedom 
of the World— 

Spells Duty in those flapping folds above long ranks 
unfurled. 

Strong are the hearts which bear along Democracy’s 
advance, 

As your dear lad, and my dear lad, go on their way 
to France. 

The word rings out; a million feet tramp forward on 
the road, 

Along that path of sacrifice o’er which their fathers 
strode. 

With eager eyes and cheeks aflame, with cheers on 
smiling lips, 

These fighting men of ’17 move onward to their ships. 

Nor even love may hold them back, or halt that stern 
advance, 

As your dear lad, and my dear lad, go on their way 
to France. —Chicago Tribune. 


A LITTLE MORE AND A LITTLE LESS 

A little more deed and a little less creed, 

A little more giving and a little less greed; 

A little more bearing other people’s load, 

A little more Godspeeds on the dusty road; 

A little more Golden Rule in marts of trade, 

A little more sunshine and a little less shade; 

A little more respect for fathers and mothers, 

A little less stepping on the toes of others; 

A little more of love and a little less hate, 

A little more of neighborly chat at the gate; 

A little more of the helping hand by you and me, 
A little less of this graveyard sentimentality; 

A little more of flowers in the pathway of life, 
A little less on coffins at the end of the strife. 

—Stephen Abbott Northrop. 


DON’T DO IT 

If evil times befall you and misfortune sore 
forestalls you, and it’s hard for you to cipher 
how or where you’re coming out; if you’ve had 
such measly pickings, and so many beastly 
lickings, that you’re tempted to let all your 
faith and hope go up the spout, don’t do it! 
For you’ve not the slightest notion what a 
mighty, boundless ocean of good luck awaits 
the man who grits his teeth, and says: “I will!” 
Keep your grip a little longer, go set your 
heels a little stronger; doubting Fortune is to 
wrong her—don’t do it. 


NEVER TOO LATE TO BEGIN AGAIN 

It’8 never too late to begin again. While 
there is life there is hope. Failure should be 
an incentive toward further effort for success. 

Only a quitter gives up. A man tries again. 
In the very nature of things there must be 
many failures before final success. 

Success is usually the result of experience. 
Experience is most valuable because of the dis¬ 
covery of shortcomings and mistakes to which 
failure is due. 

To begin again means assurance of better 
methods and the correction of former errors. 
It is never too late to begin again; to try with 
new courage; to work with confidence. 

Age is no bar to successful effort. Age is 
the ripe fruit of experience. Some of the 
world’s greatest works have been evolved by 
aged men because such men were ever youthful 
in spirit, never daunted or discouraged by fail¬ 
ure, restless and active always, shining exam¬ 
ples of the doctrine that it is never too late to 
begin. 

So it is a shame for a young man to quit, to 
give up, to acknowledge defeat. Be not dis¬ 
couraged; take up the slack in your belt; 
double up your fist; strike straight from the 
shoulder; stay in the game; there is victory in 
sight. It is up to you and you can do it; Don’t 
forget that; you can do it! Now go to it; try 
again; it’s never too late. 
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What Doth It Profit a Man? 

(Issued by the Conference Committee on National Preparedness.) 


G ERMANY is working, by every scheme 
that ingenuity can devise and money 
can put into operation, to make Ameri¬ 
can workingmen traitors to their country in 
its hour of need. 

What doth it profit a man if he sends his 
sons and brothers to the battlefields, and after 
he gets them there he betrays tnem to the en¬ 
emy by stopping the industrial home work 
without which they can neither win nor es¬ 
cape? 

The courses of nations—the lives of mil¬ 
lions—are changed by very small events. Had 
the “ Monitor’ * not been ready for the 
“Merrimac” exactly when she was, the Union 
fleet would have been rendered useless and the 
Civil War might have had a different ending. 
Had someone then succeeded in making serious 
trouble in a mine, a foundry, or a shop—had 
someone then succeeded in delaying transpor¬ 
tation while the “Monitor’' was under con¬ 
struction, what would have become of the 
whole Union fleet of wooden ships which was 
blockading the Southern Ports? 

Germany wants us to be unready or con¬ 
fused when a similar crisis comes. 

Our whole nation is preparing for the turn¬ 
ing point in this war which is to determine 
whether every man shall have a chance to 
work out his destiny, or whether he and his 
country are to become subject to the dictation 
of a Prussian group. 

If we are not fully ready when the test 
comes it will be easier for German armies and 
German ships, German submarines and German 
aircraft, to kill the men that go out from your 
community to protect you and your rights. 

Whoever from any motive delays work 
bearing directly or indirectly on the war will 
be an accessory to the murder of his fellow 
Americans. 

Every strike in the United States, while 
this war is in progress, is a blow in favor of 
Germany. 

What Doth It Profit a Man. 

What doth it profit a man to increase his 
wages or decrease his working hours if by so 
doing he contributes to the victory of a na¬ 
tion that makes slaves of white men and 
scourges them as they work ? 

The condition of the blacks in America be¬ 
fore the Civil War was far better than the con¬ 
dition of the whites of Belgium who today are 
carried off like cattle, are overworked, under¬ 
fed, beaten and. sick or well, must labor inces¬ 
santly, often under the fire of their own guns. 
What Doth It Profit a Man. 

What doth it profit a man to aid a monarch 
who in this manner has shamelessly re-estab¬ 


lished the slavery of white men? The work¬ 
ingman in America who obstructs the cutting 
of wood, the mining of fuel, the weaving of 
cloth, the turning of wheels in factories or on 
rails while this war is in progress—he is help¬ 
ing the slave masters, the destroyers of civili¬ 
zation, the murderers of women and children. 

What Doth It Profit a Man. 

What doth it profit a man who has lived in 
a land of incomparable liberties, of advan¬ 
tages unparalleled in all the history of the 
world, to contribute by any act, however small, 
to the success of an autocracy to whom a com¬ 
mon man is but a clod of earth? 

The workingman who stands faithfully by 
his duties day by day, allowing no person and 
no thought to get between him and an honest 
performance of his work, is rendering the 
highest kind of patriotic service to his nation 
and to his family. 

What Doth It Profit a Man. 

What doth it profit a man to sell his man¬ 
hood, his self-respect, perhaps his soul, for a 
little selfish gain in such an hour? When life’s 
services are measured up at the end, those who 
have faithfully labored through the war shall 
be entitled to their credit as well as those who 
have led the charges in battle. 

What Doth It Profit a Man. 

What doth it profit a man who wants to 
improve the condition of laboring men if he 
gains a little but in so doing prolongs the slav¬ 
ery of Belgian workingmen, who now cannot 
gain their freedom but by death, or through 
the victory of the Allies? _ 

Stand by your work for your own honor 
and safety, for the safety and success of your 
fellow countrymen who go forth to fight, as 
well as for the sake of workingmen who are 
now in actual slavery beneath German slave 
drivers. 


One of the “sure things” in this world be¬ 
sides death and taxes is the fair-mindedness of 
the people as a whole. You can always count 
on gaining the encouragement and support of 
the majority when you put real enthusiasm and 
a lot of steam into your work. 


CONGRESSIONAL LIBRARY WANTS FILES 
COMPLETE 

The Librarian of Congress, Washington, D. 
C., requests us to secure and send to him cer¬ 
tain copies of the “Hardware World,” which 
are missing from the files of the Congressional 
Library at Washington. 

They desire to have a complete file of every 
issue of the “Hardware World.” 


Digitized by v^ooQle 



HARDWARE WORLD 


79 



STOP THE STRIKES OR LOSE THE WAR 

If you are an American citizen with any re¬ 
gard for the welfare of your home and your 
country, and for your future prosperity, we 
urge you to give thoughtful consideration to 
the above outline map of the United States. 

The map shows in black the States in which 
important strikes have occurred since we en¬ 
tered the Great War. Those States not hav¬ 
ing important labor disturbances are shown in 
white. There are fourteen white States and 
thirty-four black. That tells the story. 

Read your morning newspaper in which is 
described the war situation—the condition of 
Russia and the march into Italy of the German 
hordes, then study the map just mentioned. 

Stop the strikes or lose the war! 


Get the work habit. Intelligent and uniform 
work is nature’s grand cure for most of the 
maladies and miseries that beset mankind—it 
promotes the physical, financial, mental and 
moral well-being of everyone, regardless of vo¬ 
cation, position or circumstances. 


The human mind is so constructed that it is 
appreciably affected by repetition—and, after 
all, advertising is only repetition.—Trueman A. 
DeWeese. 


STRIKE SITUATION IS SERIOUS 

President Poster of Reed College regards 
the ‘‘strike” situation in the United States as 
one of the most serious with which we have to 
contend during the war. 

He said when you think of the thin line of 
the men of France, which is growing thinner 
each day, and which is standing between the 
German army and the untrained American sol¬ 
diers, who are going to France daily,—when 
you think of the sacrifice which the whole of 
France has been making for the welfare of 
humanity and for liberty throughout the world, 
—when you consider these soldiers of France 
are fighting loyally for their homes and coun¬ 
try, as well as for Democracy the world over 
(which includes the United States), on a pay 
of only 5c per day, when men in America are 
striking for seven, eight and ten dollars per 
day, it is time that something should be done 
to make the people of this country realizethe 
seriousness of the situation. 


“IT PAYS TO ADVERTISE” 

The codfish lays a million eggs while the 
helpful hen lays one; but the codfish does not 
cackle to inform us what she’s done. And so 
we scorn the codfish coy, but the helpful hen 
we prize; which indicates to thoughtful minds 
it pays to advertise. 
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Worrying About the Future 

You Need Not Worry For a Few Years, At Least 


S OME business men who see here and there 
a slight check in apparent prosperity 
think that war is to mean bad business, 
bad times, poor sales, says a prominent busi¬ 
ness man. 

It will mean nothing of the kind. Quite 
the contrary. 

Immediately following war’s declaration 
there comes a shock, a check. People do not 
know what to do or what to think. And a 
few of them hoard their money, believing that 
it is the last money they will ever see. 

The fact is that there has begun now in the 
United States such an outpouring of money as 
the world has never dreamed of. 

The government that hesitated and won¬ 
dered before it built the Panama Canal is 
spending now, here in America, enough money 
to build two Panama Canals every two weeks— 
and will spend more. 

This money is going through channels of all 
sorts into the hands of the people. 

Boys that were getting four dollars a week, 
and glad to get it, get seven, ten, twelve, and 
more. 

Every man knows how hard it is to keep 
employes- unless they are extremely well paid. 
This means that high pay is almost universal. 
Ninety per cent of all human beings spend all 
they have. And ninety per cent of the people 


ADVICE TO A YOUNG MAN 

Here is some advice given to young men by 
the late Robert Burdette, writer and philoso¬ 
pher : 

“Remember, my son, you have to work. 
Whether you handle a pick or a pen, a wheel¬ 
barrow or a set of books, digging ditches or 
editing a paper, ringing an auction bell or writ¬ 
ing funny things, you must work. 

“If you will look around you will see that 
the men who are the most able to live the rest 
of their days without work are the men who 
work the hardest. Don’t be afraid of killing 
yourself with overwork. 

“It is beyond your power to do that on the 
sunny side of thirty. 

“They die sometimes, but it is because they 
quit work at 6 p. m. and don’t get home until 
2 a. m. It’s the interval that kills, my son. 

“The work gives you an appetite for your 
meals; it lends solidity to your slumbers; it 
gives you a perfect and grateful appreciation 
of a holiday. There are young men who do not 
work, but the world is not proud of them. 

“It does not know their names even, it sim¬ 
ply speaks of them as old “So-and-So’s boy”; 


in the United States will have from now on 
more money than they ever had in their lives 
and they will spend it. 

What will happen three or four or five 
years from now, when this country begins to 
pay the bills and realize how big they are— 
when the world wakes up from this dream of 
murder and blood and expense—is another 
story. 

But for the immediate future, Mr. Business 
Man, take this advice: 

Buy goods freely, fill your store, stock up. 
You will be dealing soon with a public in such 
a spending mood as has never been known and 
with such spending power as never was 
dreamed of. 

This nation has spent the days since George 
Washington in accumulating wealth in piles. 

The government is spending the days and 
nights now shoveling out that wealth in bil¬ 
lions. 

Nothing but the most marvelous business 
prosperity can be possible for the next few 
years. 

These observations we print as news for the 
guidance of those interested. We add no mor¬ 
alizing observations. 

The moral observations, etc., will come in 
a few years from now, when the debauch is 
over. 


nobody likes them; the great busy world 
doesn’t know they are there. 

“So find out what you want to be and do, 
and take off your coat and make dust in the 
world. The busier you are the less harm you 
will be likely to get into, the sweeter will be 
your sleep, the brighter and happier your holi¬ 
days, and the better satisfied will the world 
be with you.” 


THE TEST FOR PEACE 
The test, therefore, of every plan of peace is 
this: 

Is it based upon the faith of all the peoples 
involved or merely upon the word of an ambi¬ 
tious and intriguing Government, on the one 
hand, and a group of free peoples, on the other? 
This is a test which goes to the root of the mat¬ 
ter; and it is the test which must be applied.— 
President Wilson’s Reply to the Pope. 


People are willing to believe that intense 
activity, enthusiasm and force are founded on 
a good purpose and will place their confidence 
in any man who displays these vitalizing factors 
in his efforts. 
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THE CORDAGE SITUATION 

Dealers in Manila and Sisal Rope naturally 
hesitate to place orders except for actual re¬ 
quirements, and the policy is safe and sane. 
The fiber markets are strong and the demand 
for Manila and Sisal Hemps is fully equal to 
the supply so that no excess stocks are being 
carried. There is ho incentive for storage of fi¬ 
bers because of the possibility of Government 
regulation of prices. It is reported that theGov- 
ernment has purchased a large amount of Sisal 
Hemp to be used in the manufacture of Binder 
Twine, paying a relatively good price, and 
while this may steady the market for a time, it 
also practically insures that there wilMbe no de¬ 
clines for a long time to come. 

Shipping conditions show no improvement 
and as the Government is taking all new ves¬ 
sels and commandeering the old for service on 
the Atlantic the prospect for regulating freight 
rates is not bright. Little transportation re¬ 
mains on the Pacific and it is more of a ques¬ 
tion of getting space for fiber shipments from 
Manila than one of freight rates. 

The Shipping Board is supplying many of 
the new vessels that are being built with their 
Manila Rope requirements, and this rope is 
manufactured at specially designated factories 
so that the Government work in this commodity 
is of small consequence to the general rope 
trade. Yard demands for shipbuilding plants 
are not large, but the running rigging and deck 
equipment that requires the large qauntity of 
rope is what the board is providing. Vessels 
destroyed carry down with them quite an 
amount of rope and the hard usage given cord¬ 
age on the rush transport service makes the 
consumption quite large. 

Summarizing, therefore, the situation as to 
what the probable prices will be for Manila and 
Sisal Cordage for the next several months it is 
a safe prediction that there will be no declines 
and the preponderance of probability for fur¬ 
ther advances. Dealers will be fairly safe in 
placing orders for Spring delivery because if 
the war should end the demands for reconstruc¬ 
tion will keep prices at high levels for some 
time to come. Further, most manufacturers 
have stocks provided somewhat in advance and 
declines will be slow. 


CONGRESSMEN WANT THE HARDWARE 
WORLD FOR PERSONAL REFER¬ 
ENCE LIBRARY 

Hon. E. A. Hayes, member of Congress, 
writes the “Hardware World” requesting that 
certain numbers be sent to him for his personal 
reference library. Having seen it in the Library 
of Congress at Washington, he considers much 
of the data published therein is quite valuable 
to him for future reference. 


THE OPEN SHOP 

When Employers and Employes Agree Law Will Pro¬ 
tect Them. 

The decision of the Supreme Court of the 
United States in the Hitchman case is merely 
to the effect that when employers give employ¬ 
ment to union or non-union labor it is unlawful 
for any body of men to conspire against the 
establishment and endeavor to compel it to dis¬ 
charge non-union men and employ only mem¬ 
bers of the union. 

It is lawful for workingmen to organize. It 
is lawful for employes to organize. It is law¬ 
ful for union men to refuse to work in open 
shops. It is lawful for employers to employ 
only union men or only non-union men. It is 
lawful to strike. It is unlawful to instigate a 
strike. 

But neither may lawfully attempt to injure 
the business of the other in order to compel him 
by fear of financial loss to do what he does not 
wish to do. 

In other words, each must so use his own lib¬ 
erty as not to infringe on that of another, a 
precept as old as civilized government. 

Whoever for any such purpose injures the 
business of another must respond in damages if 
pecuniarily responsible, as was settled in the 
Danbury hatters 1 case. If not so responsible, 
or if for any reason irreparable damage is 
threatened, a court of equity will protect by 
injunction. 

That is all there is of it. All are at liberty 
to organize or to remain independent. All are 
at liberty to advocate their views, whatever 
they be, by argument or propaganda. 

But they must not seek to enforce their 
views upon the unwilling by any form of co¬ 
ercion, whether it be actual violence, fear of 
violence, estranging customers or any other 
method of injuring business. 

And if that were not the law the world 
would be unfit to live in. 


Mr. Merchant, don’t expect any clerk to be 
a better salesman, or more honest, or more 
alive, than you are yourself. 

Genius is largely a matter of energy, because 
intense energy will soon enable a man to find 
out the right and gradually abandon the lost 
motion in his work. 


IT CAN BE DONE 

Maybe I want to leave something to my 
family besides an unsavory memory that will 
fade into nothingness. Maybe when I come 
back from a trip, I want to be greeted with re¬ 
spect, admiration and affection by my boss and 
associates. Maybe, when I drift into a hotel 
lobby, I'd rather be pointed out as a star sales¬ 
man of the first magnitude than as a regular 
wizard at Kelly pool. It can be done. 
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An Oklahoma Merchant's Challenge 


M OST hardware merchants are proud of 
their business, proud to be engaged in 
a mercantile line that means so much 
for the constructive development of a com¬ 
munity, handling commodities which do not 
perish with the using, but rather are the means 
of adding wealth to its citizenship, making it 
possible for the inhabitants to enjoy life to a 
greater extent. 

Wherever you find a good hardware man, 
you will generally find one who is progressive, 
receptive to new ideas, a leader in his com¬ 
munity, a good citizen and proud of his home 
and family. 

Speaking of the home and family, we want 
to show our readers a photograph of four 
young ladies, quadruplets, who call F. M. Keys 
of the Spooner Hardware Co., Hollis, Okla¬ 
homa, “ da-da.’’ 

If you knew Mr. Keys, the manner in which 
he conducts his business, a leader in his com¬ 
munity, perhaps it would not be surprising to 
learn he easily “takes the lead” in being the 
father of the only set of quadruplets—all girls 
—in the United States. 

There are a few other sets—boys and girls 
—but as everyone knows girls are so far su¬ 
perior to boys, no one will dispute Mr. Keys’ 
claim of being paramount in this particular 
also. 

The photo was sent us by Mr. Keys so 
“Hardware World” readers might see just 
what Oklahoma can produce. At birth each 
weighed approximately four pounds. 

Reading from left to right they are — 
Roberta, Mona, Mary, Leota; the first three are 
brunettes and the fourth a blonde. They are 
practically the same height, all wear the same 
clothing, and the same size shoe. 

Mr. Keys says they all have their teeth, 
and can walk and talk perfectly. They are as 
bright as a dollar and he likewise adds they 
have never been any trouble at night, but are 
real good babies, just as normal children 
should be. 

Now, any hardware merchant in the United 
States who can go Mr. Keys one better and 
will forward us a photo of a set of “quintup¬ 
lets”—all girls—may win a prize of $1000. 

We don’t expect an abnormal number of 
claimants for such a prize, hence as the con¬ 
testants will be few in number, here is an oppor¬ 
tunity for every hardware man. 

Mr. Keys of course don’t take the whole 
credit for these quadruplets, for there is no 
mothei who is more proud than Mrs. Keys, but 
you just can’t blame him for feeling proud of 
his distinction. 

Now, who will be the hardware merchant 
who will send us a photo of quintuplets—all 
girls—and make Mr. Keys take second place. 



This photo was taken when the children were exactly 
twenty-nine months old. We know there are 
thousands of our readers who will envy Mr. Keys 
of the Spooner Hardware Co. his distinction, for 
it is something for which to be justly proud, to be 
the father of such a fine quartette of young ladies 
as these four. 

Mr. and Mrs. Keys with the four children recently re¬ 
turned from an extended trip throughout the 
South, where naturally the children attracted a 
great deal of attention. 

On the opposite page we are also showing a photo of 
the store of the Spooner Hardware Co., who do a 
general business in hardware, stoves, house fur¬ 
nishings, etc. This store is typical of the stores 
of thousands of merchants where toe Hardware 
World is read regularly every month in the year. 


THE ONE PAPER MERCHANTS READ 
We receive quite a number of trade papers, 
some of which are hardly read, but we want to 
tell you that we look into the Hardware World 
with pleasure, and profit by it very much, so 
much so that we expect to note it even closer 
during 1918. We enclose our check covering three 
years’ subscription. 

HUTCHINGS HARDWARE CO. 

Texas. 


j 
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TO THE ARMY OP SALESMEN 

(By N. A. Gladding) 

Excepting to those salesmen whose phenom¬ 
enal ability can sell a last year’s phone book to 
a phoneless cobbler, I say brush up—go back 
again to your fundamentals—perfect your 
powers of description, argument, persuasion, 
closing. Store up for the future the points set 
down from the experiences of the great body 
of your fellow salesmen; if necessary study 
through some of the numerous schools and col¬ 
leges. 

•You will need all the knowledge that you 
can beg, borrow or steal bye and bye—and it 
may be sooner than you expect. 

Learn to rub the machine finish off your 
talk—learn to take the man-to-man attitude 
and talk straight business—learn to omit non- 
essentials, there are a thousand things that you 
could say, but to your man only ten are vital— 
confine your talk to these vital points and 
drive them home with argument and reason— 
make your description succinct and vivid—your 
explanation brief and clear—your argument 
convincing and without exaggeration so it will 
create desire—your persuasion subtle—your in¬ 
ducement easy to accept and your clincher 
swift and positive. 

Avoid trite phrases—use Anglo-Saxon Eng¬ 
lish—never use I, use you at all times. But 
why recite the alphabet of our profession? Can¬ 
didly my sole idea is to carry your minds back 
to your student days and make you long for 
their return. 

This looking after the foundation principles 
of Salesmanship is today, our duty. 


This re-setting of a dislodged stone—this ce¬ 
menting of an open joint in our sales plans in 
preparation for the upheaval which peace will 
bring should claim our serious attention. 


YE MOUSE 

’Twas the night before Christmas, and down in 
the cellar, 

A barrel was left by a strapping big feller, 

And a wee little mousie that lived thereabout, 

Saw a leak in the barrel, and something run 
out. 

Now the barrel held Whiskey, but this little 

guy 

Had been bro’t up in Maine, and knew noth¬ 
ing of Rye; 

So the mousie first tasted the stuff that was 
wasted, 

And liked the sensation, for it made him feel 
gay; 

“I’ll just get enough of this awful good stuff 

Before that big bluff comes and takes it away!” 

And when the wee mousie had filled his wee 
skin 

So full of the liquor no more could get in, 

He gave one big jump to the top of the keg, 

Cocked his head on one side, and waved his 
front leg; 

“Pm as brave as a Lion,—as big as a Cow, 

I c’d lick that damned Cat, if it came along 
now!” 


“What’s the use!” is not the motto for the 
man who is in the game to win. The mongrel 
slips his hold, but it takes a steel bar to break 
a bulldog’s grip. 



The father of the four babies shown on preceding page is standing on the left, toward the front of the picture. 
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American Manufacturer Imparts His 
Qualities to His Products 

“A man he seems of cheerful yesterdays 
And confident to-morrows.”—Wordsworth. 


I P one were asked what industry was domi¬ 
nant in the commercial world today, what 
factor was contributing most largely to its 
development, ninety-nine men out of a hun¬ 
dred would at once mention that word of five 
letters—s-t-e-e-1. 

Beginning with prehistoric times we have 
had the stone age, the bronze age, etc. Doubt¬ 
less the inhabitants of those days gloried in 
them, and hence it is but natural that the 
present generation should take equal pride in 
present day achievements. 

It is somewhat out of the ordinary for 
“western men to go east,” but it is fitting a 
native of the “show me” state should literally 
take that motto to heart. That alone, however, 
does not account for the position which Wal¬ 
lace H. Rowe, President of the Pittsburgh 
Steel Co. and other corporations, occupies in 
the financial and industrial world. 

We will venture that if his parents could be 
consulted, they would probably say there is 
something in heredity in family—you could 
not find a better combination than Virginia 
and Carolina stock, his father being a native 
of Virginia and his mother of North Carolina. 

Mr. Rowe's first work was in St. Louis, 
where he was born. Here he started his ca¬ 
reer in the wholesale lumber business, later 
moving to Hannibal, Mo. There he had his 
first experience in the banking business in 
which his father was also engaged. 

John W. Gates Gave Him First Lesson in Steel 
Business. 

He was educated in the private schools and 
colleges of Missouri, and in 1883 went from 
Hannibal back to St. Louis, entering the em¬ 
ploy of J. W. Gates & Co., wire manufacturers, 
as a clerk. This firm merged with the St. 
Louis Wire Mills Co. two years later, John W. 
Gates and William Edenborn being the heads. 
He moved to Pittsburgh in 1886 to become 
treasurer and general manager of the Brad- 
dock Wire Co., which was organized by the 
leading interests of the St. Louis Wire Mill 
Co. 

The fact that within three years after en¬ 
tering their employ as clerk, he was asked to 
take such a position tells its own story. 

The Braddock Wire Co. was later merged 
with several other wire companies, into the 
Consolidated Steel & Wire Co. of Illinois, Mr. 
Rowe remaining as manager of the. plants at 
Pittsburg. In 1898 this corporation was 
merged into a new company, known as the 
American Steel & Wire Co., he still continuing 


in the same capacity, but the business in¬ 
creased so that the coal, coke and blast fur¬ 
nace properties were added to his supervision. 

Pittsburgh Steel Oo. Established. 

He remained with them until their absorp¬ 
tion by the United States Steel Corporation in 
1901, when he sold his interest, resigned his 
position and organized and smarted the build¬ 
ing of the Pittsburgh Steel plant, which today 
is one of the most modern equipped steel and 
wire plants in America. They recently se¬ 
cured an ore property on the Cuyuna Range, 
Minnesota, which is considered by experts to 
be one of the largest and best ore properties 
in the United States. 

In exemplification of the old saying, “It 
takes busy men to do things," to merely men¬ 
tion his activities as also being a director in 
the Pittsburgh Steel Products Company, large 
producers of seamless tubular products with 
works at Monessen, Penn.; President of the 
Monessen Coal & Coke Company, and the 
Pittsburg Steel Ore Company; Vice-President 
of the Pittsburgh Ice Company; Director in 
the Duquesne National Bank; Home Life In¬ 
surance Co. of New York; Newsboys Home of 
Pittsburgh; Children’s Hospital of Pittsburgh, 
and Western Pennsylvania Institution for the 
Blind—these activities indicate he does not 
have many idle moments. 

Yet relaxation from business is necessary, 
and his identification with the Duquesne, 
Union, University, Pittsburgh Golf, Country 
and other athletic and field clubs also indi¬ 
cated that such associations realize the im¬ 
portance of having successful men to help to 
direct their affairs. 

One can imagine just how busy Mr. Rowe 
is, yet it is gratifying to know that a man who 
has such diversified interests finds time to be 
identified with philanthropic movements and 
charitable associations. 

One who , knows him quite intimately says 
that he literally puts into his business transac¬ 
tions the “golden rule.” 

Gives Citedit to His Associates. 

Mr. Rowe freely admits that much of his 
success is due to his able associates, for he has 
been most successful in surrounding himself 
with men of large caliber—men who can take 
a comprehensive view of a situation, and have 
the vision and foresight to intelligently study 
conditions. 

Their products are known throughout the 
entire world. There is no section of the 
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United States, but what ‘‘Pittsburgh Perfect ’ 9 
brands have a wide sale. 

On the Pacific Coast they are fortunate in 
having as their representative A. C. Rulofson. 
Everyone who knows him is frank to admit 
he has no superior in his line. Mr. Rulofson 
has charge of their sales in the West, maintain¬ 
ing offices in San Francisco, Seattle, Los An¬ 
geles and Portland. He has been eminently 
successful in introducing their brands and de¬ 
veloping a very large business. 

The “Hardware World” is indeed glad of 
the opportunity of placing before its readers a 
few facts concerning such a thorough young 
and loyal American, especially of one who can 
find the time to lend his influence and sup¬ 
port to so mapy worthy movements and enter¬ 
prises, both of an industrial and civic charac¬ 
ter. 

Let no one beguile the young men into the 
belief that the day of opportunity has passed. 
The men of the present have just as many, if 
not more opportunities than any preceding 
generation. Young men who are not afraid 
to take off their coats, and roll up their sleeves, 
if need be, thoroughly master the work in hand, 
should realize that there is a place in the com¬ 
mercial world for every honest, industrious and 
ambitious young man—it is for you to find a 
way or make one. 


“SIZING UP” A CUSTOMER 

(By I<6Wl8 Allen.) 

When young Abe Lincoln, at a debate, 
slowly arose and stood up the full height of his 
six feet three or four inches, many of the peo¬ 
ple looked at him in amazement. 

And when Stephen Douglas slid off his chair 
and stood up to the full of his five feet three 
inches, many people laughed and said, “What 
can that little runt do in a debate with a big 
feller like Abe?” 

But Douglas, the “Little Giant,” was able 
to defeat Abe in debate, as all the world knows. 

The trouble with the people in the audience 
was that they didn’t know how to size.up. 

It’s just the same in business. 

“Bosh!” snorts a disgusted business man, 
looking over a small town, “what’s the use of 
trying to do business here?” 

And nine times out of ten he’s wrong. It is 
quite likely to be a Stephen A. Douglas sort of 
town, a veritable “Little Giant.” 

You cannot size up a city or town from its 
size or the height of its shops on Main street 
any more than you can size up a man by his 
height or a woman by the finery she wears. 

I know a man who gave a small town the 
go-by, and his rival in business looked it over 
and learned that out in the suburbs, back of a 
low hill, were a river and four big mills, and 
three of the mills used, as a part of their ma¬ 


terials, exactly the sort of goods he was hand¬ 
ling. This little town paid him more profits 
than half the cities in his territory. 

Don’t size up from the outside alone. 

There’s nothing attractive about the oyster 
shell. It certainly doesn’t look fit to handle, 
much less as though it contained anything fit 
to eat. 

But away back in the Stone Age some bright 
man had brains enough not to size up the oys¬ 
ter from the exterior. He cracked it open and 
ate the oyster and smacked his lips and said, 
no doubt, in his own particular Stone Age lan¬ 
guage, “Oh Boy!” 

A good many million dollar fortunes have 
been built up on oysters since then. 

Your customer may not look able to pay cash 
for a dozen rubber bands, but he is quite likely 
to have a check-book stuck in a pocket in his 
tattered vest. Don’t size him up wrong and 
turn away. If you do some other chap will get 
the business. 

The real “sizing up” is not taking a look 
and making a guess. 

It is finding out all there is to be learned. 
GO AHEAD; DO IT 

There is a man in your department whom 
you fear is going to get your position and the 
thought is keeping you from doing many 
things which you would do otherwise; things 
which would make you more valuable to the 
firm and also to yourself. 

This thought is killing your initiative. 

So afraid are you of making a mistake that 
you are losing confidence in yourself. 

As a result, you keep pegging away, same 
old rut, day after day, and one of these days 
a mot*e aggressive man is going to supersede 
you. 

It may be the man you fear, or it may be 
some other man. 

Brief consideration ought to show you that 
the course you are pursuing is a foolish one. 
More to your credit to have three or four fail¬ 
ures and a half a dozen successes than never 
to have made any progress. 

Strike out in original lines once in awhile. 

Forget what the man under you may think. 

It is the approbation of the boss you are 
after. 

The boss understands. 


GETTING AWAY WITH IT 
A man left his umbrella in the stand in a 
hotel with a card bearing the following inscrip¬ 
tion attached to it: “This umbrella belongs to 
a man who can deal a blow of two hundred and 
fifty pounds. Will return in ten minutes.” 

On returning for his property he found ia 
its place a card inscribed: “This card was left 
here by a man who can run one mile in four 
minutes. I shall not be back. ’ ’ 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. . 
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Another Method of Figuring Profits 


Double your cost price to find your Belling price! Seems startling, doesn’t it? Yet it is a fairly good rule 
for the dealer who does not know his exact cost of doing business, because it is based on the experience of 
those who do. 

(Editor's Note.—Herewith we are illustrating a unique diagram for figuring profits. It was originated bj A. H_ 
Holloran, and was primarily designed for those lines of merchandise usually sold by electrical dealers, where the overhead 
cost of conducting such a business is perhaDs more than it is in the average hardware store. Yet at the same time, there are 
many merchants whose overhead is as high as 25% or even more. A large per cent of our subscribers handle electrical 
goods, and where they conduct an electrical business or shop, it has been found the average overhead varies from 80% to 
85%. We quote from the article referred to, believing it will be of great value to our readers and serve to cause some of 
them to give greater attention to this all important part of their business.) 


Y OUR selling price should be large enough 
to care for (1) the delivered cost of the 
article, (2) the cost of domg business, 
(3) a living profit on the sale. Of eourse every 
dealer knows the cost of an article, most of 
them know their cost of doing business, but 
few are making a respectable profit. 

Let 100 per cent represent the selling price. 
Then, according to our arbitrary rule, 50 per 
cent represents the cost price because double 
50 per cent equals 100 per cent. This leaves 50 
per cent to cover the cost of doing business and 
the net profit. 

Many dealers have found that the cost of 
running a retail business varies from 30 to 35 
per cent. Where contracting is done on the 
side the figure is a little lower. Other retail 
specialty shops have an overhead of from 35 
to 40 per cent. So 35 per cent is a safe figure 
to use. This leaves 15 per cent for profit; 
50 less 35 equals 15. Most dealers are satisfied 
with a profit of 12^ per cent and are handling 
goods carrying as low as 10 per cent profit. 
But assuming 35 per cent overhead and 15 per 
cent profit, it is obvious that the selling price 
must be twice the cost price. 

The accompanying diagram gives multiply¬ 
ing factors to be used in determining the sell¬ 
ing price for overheads ranging from 25 to 40 
per cent and profits of from 10 to 25 per cent. 
Merely find the figure at the intersection of 
the horizontal “overhead” line and the verti¬ 
cal “profit” line. For example, the arrows 
on the chart show that to get 15% profit with 
33% overhead, multiply the cost price by 1.923 
in order to determine the selling price. Thus 
an article costing $1.55 should sell for $3.00 
under these conditions. 

As the selling prices of many devices used 
in the home are nationally advertised by the 
manufacturers, the dealer wants to know how 
much profit he makes in the sale. For instance, 
a certain make of lamp is advertised to sell at 
$7.50. It costs the dealer $4.50. As $3.00 is 
40% of $7.50, this leaves 40% to cover his over¬ 
head and his net profit. Consequently, with 
30% overhead the net profit is 10 per cent. 
In order to find your net profit, merely sub¬ 
tract your overhead from the per cent figure 
obtained from dividing the selling price by the 


difference between the selling price and the 
cost price. 

Another way of finding your profit is to 
divide your selling price by your net price and 
find the nearest corresponding figure in the 
diagram which will show the net profit for a 
given overhead. For example, $7.50 divided by 
$4.50 equals 1.666, which, according to the dia¬ 
gram, corresponds to 10% profit with 30% 
overhead. 

It hardly seems necessary to call attention 
to the fact that these profits are figured on the 
basis of the selling price, and not the cost price. 
Successful men recognize the fallacies in xising 
the cost price as a basis for figuring prices. In 
the first place, there is no profit until the arti¬ 
cle is sold. All expenses are figured on the 
basis of sales and in order to be consistent, 
profits should likewise be figured on the selling 
prices. Until the sale is made expenses cannot 
be paid and the profit does not exist. 

Turnover Often Is Secret of Success. 

The actual percentage of profit to be made 
in each sale is a subject requiring careful con¬ 
sideration. A smaller percentage of profit is 
allowable on a staple article than on a specialty 
because the market has already been created 
for the staple. An investment of one hundred 
dollars in lamps may be made to turn over 
twelve times in a year, whereas the same in¬ 
vestment in an electric range may turn over 
but twice. 

The secret of success in retailing is in carry¬ 
ing a small amount of stock and turning it over 
frequently. “Business is a tank of profits. 
Capital is a myriad of sponges. The sponges 
should be constantly put into the tank one at a 
time, then taken and squeezed dry.” 

Figuring stock turnovers is a complicated 
matter, because a part of the capital invested 
is released almost immediately and put back 
into additional stock and a part of it may be 
tied up for a long time. When capital is in¬ 
vested in stock and all the stock is sold the 
capital is turned over. 

But knowing the amount originally invested, 
the average stock on hand and the total amount 
of subsequent purchases, the dealer can figure 
the number of times he has turned his capital 
by dividing the cost of goods sold during the 
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year by the cost of the average stock carried. 
If a dealer finds that with an original invest¬ 
ment of $500 and a year’s purchases totalling 
$3,000 he has carried an average stock of $500, 
his turnover is six times. Thus a man who has 
$10,000 worth of stock when he takes his in¬ 
ventory needs only to know the amount of his 
purchases and the average stock on hand to 
figure the number of his turnovers. 

How to Arrive at Turnover. 

But in order to figure the number of turn¬ 
overs on his gross business he must first allow 
for a profit on each turn of his capital before 
he can know the number of turnovers. Other¬ 
wise he is figuring without a starting-point. 
Suppose a dealer has a gross business of $10,- 
000, has stock on hand worth $1,000 and aver¬ 
aged the same amount of stock on hand dur¬ 
ing the year, how many times would he have 
turned over the stock investment of $1,000? 

Do not jump at the conclusion that he 


turned over ten times without first figuring 
his profit. Suppose that his selling price had 
been twice his cost price. One-half of $10,000 
is $5,000. 

So the total stock investment represented 
in the $10,000 gross was only $5,000. Conse¬ 
quently his capital turned over five times. 
“You turn your capital over when you sell all 
the goods you have bought, regardless of the 
price at which the goods are sold.” 

Finally, neither the cost of the article and 
the expense of doing business are the only fac¬ 
tors to be used in determining the selling price. 
The selling price should be that amount which 
the goods will command in the market,—how 
much the average customer will pay if he wants 
the article. Consequently it does not pay to 
handle an article for which the demand is so 
weak that it will not command at least the cost, 
the expense of doing business and a living 
profit. 
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What Policy Should Merchants Pursue! 

Suggestions from Manufacturers and Jobbers as to Policy for 1918 

T HE “Hardware World" believes there is no question more interesting to retail mei 
chants than that of the policy they should pursue in 1918. Many successful merchant 
are placing their orders, believing that even were the war to stop suddenly, which ; 
hardly likely, prices would remain at the present level, if not continue to advance, owing* t 
the fact that many have allowed their stocks to run low, and the volume of business woul 
make the demand abnormal. Prices continued to advance for five years after the close of th 
Civil War. 

Other merchants have been pursuing the method of buying from “hand to mouth," belies 
ing it advisable to buy frequently without requiring an investment of more than is necessar 
to take care of their daily requirements. 

“In the multitude of counsel there is wisdom," yet in the letters presented in this issru 
there is some variance in advice; but we know these letters will be read with a great deal o 
interest. They are from men who make a daily study of the markets, and they speak fror 
an experience, covering a long period of years. 

These letters apply especially to trade in hardware, tools, housefurnishings and auto ac 
cessories. 


WATCH CREDITS AND COLLECTIONS AND 
FIGURE SELLING PRICES CORRECTLY 

Editor Hardware World: 

Current business is holding up very well, although 
not in quite as large volume as in the earlier part of 
the year. Lack of freight transportation is holding 
business back and the products of the mines, farms 
and ranges of this section are moving very slowly to 
market. 

Jobbers are likewise affected, and find it increas¬ 
ingly difficult to keep their stocks in satisfactory 
shape. 

Despite these difficulties we believe the year 1918 
will be better than we anticipate and the volume will 
keep up well into the year. 

We believe retail merchants should look sharply 
after credits and collections and also their profit ac¬ 
count. Too many merchants are basing their selling 
price upon cost as formerly and not upon the market. 

Unless this rule is strictly followed many mer¬ 
chants will find at the end of the year that there has 
been no profit at all but that they have actually 
eaten into their capital or surplus. 

Yours very truly, 

STREYELL-PATERSON HDWE. CO. 

P. C. Gill, Secretary. 


1918 WILL BE A YEAR OF INCREASING 
ACTIVITY 

Editor Hardware World: 

As we see the situation at this time the year will 
undoubtedly be one of increasing activity. The de¬ 
mand foT lumber products in the Northwest is very 
strong and the shipbuilding industry, which is increas¬ 
ing right along, is giving added strength to the lum¬ 
ber market. There is no question about the demand 
for lumber but the difficulty which seems to be star¬ 
ing the lumbermen in the face is that of securing 
lumbermen who are competent to take up situations 
which have been vacated by the large number of 
practical and capable men who have left to join the 

colors. Yours truly, 

SIMONDS MFG. CO. 

H. A. Sargent, Vice-President. 


EXPECT A GOOD BUSINESS AT LEAS r 
FOR FIRST SIX MONTHS 

Editor Hardware World: 

The latest returns from the crop in our territor 
show a very large proportion of soft com, which i* 
marketed at all, will bring a low price. There hae 
however, been a very heavy yield and it would seen 
that the farmer was going to get very much mor< 
than an average return for his labors for this season 
It would thus appear that the spring of 1918 shouh 
continue to show a lively demand for ordinary hard 
ware tools and agricultural implements. 

A recent inquiry, made through our traveling sales 
men in our territory in regard to building operation: 
for spring, would seem to indicate that there woulc 
be a slight revival of building in the small resident 
class but not much in larger work. 

It is our opinion that buying among the retail 
hardware men will be done more and more from hand 
to mouth basis and under existing circumstances this 
will operate to the best advantage for the jobber as 
in view of the difficulty in obtaining goods and the 
slowness of freight service we believe the business 
will be localized more than any previous year. 

It would seem, therefore, that we might reason¬ 
ably expect a very fair business for at least the first 
half of the year. 

Yours truly, 

EMPKIE-8HUG ART-HILL CO. 


EXPECT BUSINESS TO PICK UP 

Editor Hardware World: 

Trade conditions in our territory have been good 
during the past year, up to about November 1st. From 
that time on, trade has slackened up considerably and 
indications are that business will not be as good next 
year as it has been this year. We are set back some¬ 
what on account of soft corn that our farmers have 
raised this year. They are somewhat disappointed and 
may have considerable to do with the volume of busi¬ 
ness that is done next year. The price, however, is 
very good and we do not look for a serious time and 
think as soon as matters are straightened around, 
business will pick up considerably. 

Yours truly, 

PRU8IA HDWE. COMPANY. 

J. F. Nelson. 
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EXPECT BUSINESS TO BE EXTRAORDI¬ 
NARILY GOOD IN 1918 
Editor Hardwabe World: 

The writer's opinion is that the business during 
that period is going to be extraordinarily good, and 
brought about by conditions that exist. 

In the first place, those cities where they are man¬ 
ufacturing material for the government are going to 
throw a very large sum of money into circulation, and 
this not only applies to these cities, but to all the sup¬ 
plies that have to be bought by these cities in the 
manufacture of their particular lines of goods. 

Then again, the government has put a price on agri¬ 
cultural products, that is high enough to afford an 
extraordinary revenue for the farmer. Of course, they 
complain some on account of the price of labor, and 
things of that kind, but they can well afford to pay 
high prices for labor and still make enormous revenue. 

Soft Corn Used In Feeding. 

The writer telephoned a friend of his the other day 
and asked him how the farmers were getting along 
with their corn, especially wanting to know in regard 
to their soft corn, and finds out the soft corn will all 
be fed to cattle and that what cannot be fed is being 
salted and put in the crib and is claimed that it will 
keep. Through this section of the country there is 
possibly 20% soft corn, but he wound up by stating 
that it was bringing about $30.00 an acre to the far¬ 
mer. so you can see that they are going to have a large 
income. 

The banks are quite well supplied with money, and 
while the Liberty Bond investments draw the money 
out, it comes back again in shape of purchasing war 
supplies. It will be a few months before it gets back, 
but at no late date will be back nearly in the same 
territory from which much of it went. 

Furthermore, jobbers, who for the past several 
years have not been carrying much stock, trusting to 
being able to get their shipments made, now see that 
it is either carry a stock or not get the goods, for 
the reason that the mills are giving preference for war 
shipments, which they have to do whether they want 
to or not, and second, for the reason that war ship¬ 
ments mean large quantities, and consequently more 
satisfactory to them to make, for that reason many 
jobbers are already commencing to find out how much 
of the different lines they are going to need for the 
eoming season, and are placing their orders accord¬ 
ingly, so as far as we see, there is no particular rea¬ 
son why trade should not be very good during the next 
vear. Yours truly, 

BUFFUM TOOL COMPANY. 

F. W. Buffum, President. 


“WAR BUSINESS FIRST,” SAYS A PATRI¬ 
OTIC MANUFACTURER 

Editor Hardware World: 

We have adopted the suggestion of the Secretary 
of the Treasury, that the old slogan: **Business as 
usual," be dropped and that hereafter every commer¬ 
cial organization in this country work under the ban¬ 
ner of "WAR BUSINESS." meaning that all our en- 
ergy be devoted to supplying the United States of 
America and her Allies with such material and sup¬ 
plies as are required for carrying on the war. 

This is our policy at the moment and will continue 
to be our policy until either the war is over or our 
Government advises otherwise. We hope, however, to 
be able to maintain such a high efficiency that we 
shall still be able to supply a goodly number of our 
customers with most of the tools they require. We 
want to suggest to them, however, that they do their 
share by endeavoring at least to keep their stocks in a 
condition which will enable them to care for the needs 
of their constituents. 

The tool problem is, for our Government, a serious 


one; not only must their direct needs be supplied, but 
the needs of all workmen, directly and indirectly em¬ 
ployed on Government work, must likewise be attended 
to; and its far reaching ramifications make it incum¬ 
bent upon every hardware merchant to show his pa¬ 
triotism by watching over and caring for the tool needs 
of his constituents. Tools for carpenters are not seri¬ 
ously effected and there will undoubtedly be a suffi¬ 
cient supply to care for the trade in general, but metal 
working tools—particularly instruments of precision— 
will be in such enormous demand that the productive 
capacity of the country will be strained to the utmost 
in an endeavor to take care of this demand. 

All of which is respectfully submitted. 

Yours very truly, 

GOODELL-PRATT COMPANY. 

W. M. Pratt, President. 


BUSINESS WILL BE GOOD AS LONG AS 
CAN SUPPLY STOCK 

Editor Hardware World: 

We believe that in this Northwest territory busi¬ 
ness will be good next year, as long as we can supply 
the goods. We believe, however, that the jobbers will 
have difficulty in getting more than 60% to 75% of 
their requirements for their trade, and their trade 
will have corresponding difficulty in filling the wants 
of their customers. 

Auto Accessories Will XncrsMe. 

In this connection, will say that according to press 
reports, the passenger or pleasure auto production is 
to be cut down at least 40%, and probably more. We 
might suggest that this undoubtedly means that the old 
car will have to be fixed up in many instances, and 
this will mean more business for those who carry an 
auto accessory department. 

Very sincerely yours, 

FAILING-McCALMAN CO. 


EXPECT RESUMPTION NORMAL 
BUSINESS 

Editor Hardware World: 

Business conditions have been good in this territory 
during the past year; however, we have noticed a ten¬ 
dency by all merchants within the past sixty days to 
buy more conservatively than for some time. 

Developments have shown their wisdom in this pol¬ 
icy; however, now that the Government has fixed 
prices on many staple lines, we look for an early re¬ 
sumption to normal business. 

Yours very truly, 

8UMMERS-PARROTT HD WE CO. 

J. A. Summers, President. 


WATCH OUT FOR SHORTAGE OF STOCK 

Editor Hardware World: 

According to our opinion, the outlook is encourag¬ 
ing for business in Government materials, and any 
products entering into work for Government. We 
believe raw material will be very difficult to secure 
and that lines other than the above will be reduced 
to the very minimum. 

The most troublesome feature will be that of hav¬ 
ing sufficient stock to handle the opportunities when 
they arise. 

Yours very truly, 

BERGER BROTHERS CO. 

M. L. Wolfe, Mgr. Sales Dept. 


I want to tell you that the ** Hardware 
World" is, in my opinion, the finest magazine 
printed. It is surely the hardware dealer’s 
friend, and one of the biggest assets the travel¬ 
ing man has. It is always to be found in my 
grip from month to month. J. E. GRANT. 
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BUSINESS GOOD, BUT EXPECT DIFFI¬ 
CULTY IN FILLING ORDERS 

Editor Hardware World: 

Trade conditions in Seattle territory are unusually 
good for this time of the year. Our volume is larger 
than ever before, and mail orders are heavy—showing 
that local trade conditions in the various territories, 
are better than anticipated by the average dealer. 

The question for the coming year apparently, is 
merely a matter of getting goods—as tonnage has 
been curtailed in various lines of manufacture, to such 
an extent that jobbers who are placing their orders at 
this late date, find difficulty in having them filled in 
time for spring trade. The speculative element has 
been eliminated entirely and it now becomes a mat¬ 
ter of obtaining a satisfactory flow of merchandise 
to take care of the increasing trade. 

With transportation problems such as now are con¬ 
fronting the Government and on account of the long 
distance from the Eastern market—the Pacific Coast 
jobbers will have an unusually difficult problem in 
handling their trade for the coming spring. 

On the other hand it will be greatly to the ad¬ 
vantage of the dealers in the Pacific Coast territory 
to place their orders with local jobbing houses and 
they will thereby be saved delay of from four to six 
weeks, which would occur were they to place the or¬ 
ders with Middle West jobbers. 

With all farm products at high water mark, as to 
rice, it would naturally appear that the hardware 
ealers located in farming communities, will enjoy a 
continuation of the prosperity which has been theirs 
for the past two years. 

Very truly yours, 

WHITON HARDWARE COMPANY, 

Jno. F. Welborn, Pres. 


MUST DEPEND ON COUNTRY DEALER 
UNLESS LOWER PRICES STIMU¬ 
LATE BUILDING 

Editor Hardware World: 

In regard to conditions in our territory and as to 
the outlook for 1918, the writer has studied this very 
carefully, and is not a bit backward in making all in¬ 
quiries possible from manufacturers’ representatives 
that call upon us; and as a good many of our custom¬ 
ers from our territory come into our office, we get all 
the information that we possibly can from them; and 
as far as our observation would be that we cannot look 
to any great amount of business from the larger cit¬ 
ies, unless prices come down to where people will start 
to build. 

Unless this is done, there will be practically no 
building, or in other words, no more tnan there has 
been in the past year and a half; and in this case, 
we must then look to our country hardware dealer, 
who obtains his business from the farmer. 

However, on the other hand, if conditions should 
change, whereby building material would be cheaper, 
then without question, we would all enjoy good busi¬ 
ness for 1918. 

But then again, we must not overlook the fact that 
the few declines in prices that have already taken 
place has changed the hardware dealers’ view in buy¬ 
ing, as he is not so free now to place orders, as he was 
heretofore. 

Trusting we have given you the desired informa¬ 
tion, we are, Yours very truly, 

MICHIGAN HARDWARE CO. 

Per H. W. 8pindler. 


I consider the “Hardware World” a very 
valuable magazine, and can not afford to be 
without it. ALLEN CAMERON, Manager, 
Cameron Mercantile Co., Utah. 


DOUBLE VOLUME OF LAST YEAR 

Editor Hardware World: 

December will close with us the largest year’s vc 
ume of business in our history, being practically do 
ble the volume of last year. And from what we kno 
of our neighbors, we feel confident that we do n< 
share this wave of prosperity alone. Business in th 
section has been unusually good, notwithstanding thi 
we have had our share of problems, shortage of croj 
strikes, etc. 

We find that merchants, and the people in generi 
are not quite as wild as they were during the fir 
two years of the War, but they are recognizing tl 
necessity of meeting squarely the great problems an 
therefore, are proceeding along more conservative lim 
and preparing themselves to meet conditions that mi 
arise. 

Merchants have ceased to expect and demand exo 
bitant profits but are compelled, to some extent, 1 
add a greater margin of profit to their costs than j 
former years on account of additional cost to hand 
business, as labor, food, and all other necessities < 
life have advanced proportionately. 

In this immediate section we look forward to 
continued prosperity in 1918. This county has recent! 
voted a $300,000 bond issue to further develop wat< 
facilities at the port of Beaumont and, there be in 
some ten or twelve, or more, sea-going vessels und< 
construction, we look for a continued good businei 
locally. 

In regard to Auto Accessories and Sporting Good 
our trade this year has been unusually heavy and ver 
satisfactory. Very truly yours, 

E. L. WILSON HARDWARE CO. 

John L. Keith, Pres. & Gen. Mg 


EXPECT BIG DEMAND IN HARDWARI 
HOUSE FURNISHINGS AND AC¬ 
CESSORIES 

Editor Hardware World: 

Business conditions have been very good during th 
past year and almost all kinds of hardware have bee 
scaree. I think it is true of all jobbers that if the; 
could have filled all of the orders which were offere 
to them, their sales would have been much larger tha 
the figures which they are able to show on their bookt 

This scarcity still continues and it looks to us a 
if it will be a hard thing to guess as to when mans 
facturers in many lines will get caught up with thei 
orders. There certainly will be no chance to get i 
full supply of the lines that are used largely by th 
government until after the war is over and this is als< 
true of lines which, perhaps, are not bought by th' 
government at all, but are affected by the inability o 
manufacturers to get a supply of raw material. 

The products of the farm were so plenteous th< 
ast season that we are expecting a large demand fo 
ardware, house furnishings and automobile accesso 
ries during at least the first six months of next year 
Yours very truly, 

HIBBARD, SPENCER, BARTLETT A CO. 

J. J. Charles, President 


We like the “Hardware World” very much 
and consider it one of the most interesting trade 
papers that is brought to our notice, and if such 
is the fact from a manufacturer’s view point, it 
surely must be more so from the standpoint of 
the jobber and dealer. 

STANLEY RULE A LEVEL CO., 
New Britain, Connecticut. 
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FIRST REQUISITE IS HAVE THE GOODS 

Editor Hardware World: 

We are inclined to think that the stability of busi- 
ness is not fnlly appreciated. 

Those who make up the great mass of our buying 
power are well employed at high imges. This should 
mean a continuance of free buying which will serve to 
sustain the business structure of the country. 

So far as industry is concerned, we look for in¬ 
creasing difficulties in operation of Plants. The labor 
shortage is likely to become more acute and the trans¬ 
portation problem more difficult. 

These tendencies will unquestionably result in higher 
oosts of production and in addition thereto it shall be¬ 
come necessary for the Government to give priority to 
its own direct and indirect needs, then we will be con¬ 
fronted with a question which will involve not so much 
the question of prices as it will involve the question 
of getting certain goods at any priee. 

It may be well for the merchants to consider this 
general situation as it is quite obvious that the first 
requisite for profit in merchandising is to have the 
goods. Yours very truly, 

THE ENTERPRISE MEG. CO. OF PA. 

C. W. Asbury. 


TONNAGE VOLUME NORMAL; EXPECT 
INCREASE IN 1918 
Editor Hardware World: 

We find that business this year is checking up 
about the same as last year. While the sales show 
larger in dollars and cents, the tonnage is about the 
same as 1916. 

In regard to 1918. We can see no reason why there 
should be any material change in business. We 
rather think on account of the Government fixing 
the prices on steel commodities, that business should 
increase rather than decrease. 

We have virtually been eliminated on galvanized 
sheets and products made from galvanized iron, as the 
price has been so high the consumer has either re¬ 
fused to buy or has taken his old tub or pail to a 
tinner and had same soldered up. Undoubtedly after 
the first of the year there will be a decline on all 
goods that labor does not materially enter into the 
manufacture. Where you get close to raw material, 
there will undoubtedly be a falling off in values. This 
should speed up business in some lines that have been 
slow during the past year. Yours truly, 

GEO. A. LOWE COMPANY. 

J. R. Cooper, Treasurer. 


EXPECT ALL BUSINESS CAN TAKE 
CARE OP 

Editor Hardware World: 

We rather hesitate to express an opinion on a sub¬ 
ject of this kind, but are willing to state our opinion 
based on conditions of our particular line. 

As manufacturers of took we expect to have all the 
business that we can take care of during the year 
1918. If we were depending entirely upon the require¬ 
ments of the hardware trade for this business we 
doubt if we would be exceedingly busy, but owing to 
the demands of the government as well as the export 
market, we feel safe in assuming that we will have all 
of the business that we can take care of. 

While we would not recommend to the hardware 
trade that they speculate on the market, we believe in 
many lines there will be a scarcity of finished prod¬ 
ucts which will mean broken stocks. This would ap¬ 
ply especially to steel products, owing to the fact that 
it is necessary to secure priority orders for steel from 
the government. Also on many lines, the capacity on 


certain items will be taken up by the demands of the 
government. While conditions are very uncertain we 
would not recommend that dealers buy beyond their 
requirements as prices are high and dealers would be 
taking too great a risk in loading up at present prices. 

Yours very truly, 

VAUGHAN & BUSH NELL MFG. CO. 

Irving S. Kemp, Sales Mgr. 


PROSPECTS NEVER BETTER 

Editor Hardware World: 

You ask our opinion of business and trade condi¬ 
tions throughout the territory in which we operate, 
we can only say that we have been absolutely snowed 
up now for two or three months. 

In spite of the difficulty of obtaining goods, we 
have succeeded in shipping out in the months of Oc¬ 
tober and November more goods than in the same two 
months any time we have been in business. December 
will be a record breaker with us and the prospects for 
the spring of 1918 were never better. 

We happen to be in that part of Texas that was 
not hurt by the drouth and both this part of North 
Texas and Southern Oklahoma are flourishing. We 
are buying a great many of our goods by wire, getting 
them in by express ana are doing everything to keep 
our customers supplied. We believe we are scratching 
and back-ordering as few items as in ordinary times. 

Yours truly, 

ROBERTS, SANFORD & TAYLOR CO. 

C. 8. Roberts, V.-P. 


NO REASON WHY BUSINESS SHOULD NOT 
BE GOOD 

Editor Hardware World: 

We see no reason why business should not be very 
good during 1918, provided we can get the goods from 
the factory and then get the railroads to haul them, but 
our greatest difficulty now is to get goods shipped 
promptly, and then oet the railroads to haul them after 
they get them in their possession. We are very much 
more congested here in the East than you are in the 
West, and, therfor, are having more trouble than you 
are. 

The crops have been good and have produced the 
high prices, but there is no reason why business should 
not be good, barring the fact that a good many of our 
men have been taken away from the enterprises here 
and put into the war, which is having its effect, of 
course. The uncertainty about the course of prices has 
been somewhat modified by the government having 
fixed a maximum price on certain goods. 

It had the effect of establishing prices somewhat 
over what they were formerly, but there is still a very 
great degree of uncertainty about it, which keeps one 
on the nerve a good portion of the time. All or these 
things, of course, are dependent upon the war; how 
long it will continue, and to what extent the govern¬ 
ment may take the resources of the country. 

Yours very truly, 

ODELL HARDWARE COMPANY. 

C. H. Ireland, President. 


Grays Harbor Hardware Co., Aberdeen, Wash., are 
planning an addition to their store building, whiehwill 
give them facilities for carrying an increased stock. 
They had a splendid business in 1917, and are planning 
for a bigger year in 1918. The foundation will be suf¬ 
ficient to carry a building of four stories. The Grays 
Harbor Hardware Co. is one of the large factors in the 
trade in Puget Sound. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. 


Digitized by 


Google 



94 


HARDWARE WORLD 


EXPECT GOOD BUSINESS, BUT GIVE 
MORE ATTENTION TO LINES THAT 
REALLY PAY MOST PROFITS 

Editor Hardware World: 

Business in Detroit is extremely good in all lines; 
in fact, we are enjoying a very satisfactory trade on 
the entire territory which we cover. However, we do 
find business much better in the larger manufacturing 
centers. 

With our factories running to full capacity and 
still unable to supply the demand, and with every 
laborer occupied and receiving the largest wage ever 
received in our history, we can see no reason why 
business should not continue good for some time to 
come. It matters not what class of goods are being 
manufactured, the fact that everyone is employed is 
bound to make business good. Perhaps the great in¬ 
crease in the expense of doing business may prevent a 
large profit, as no doubt most dealers are selling 
goods today on a smaller percentage of profit than 
ever before; but, with the present high cost of labor 
and all material, we do not see how there can be a de¬ 
cline in prices. 

It is true, should the war be prolonged, certain con¬ 
ditions will cause securities to fluctuate and the banks 
may possibly decide that building is unnecessary and 
curtail their loans accordingly and building interests 
may as a result be at a standstill throughout the 
country. 

The farmer in certain localities may not be for¬ 
tunate enough to have a large crop, but that would be 
only a local condition. Surely there is more money 
being paid out for farm products at the present time 
than ever before in the history of our country; conse¬ 
quently, as long as our factories are as busy as at 
present, we are bound to have a satisfactory business. 

In our judgment the average retail dealer does not 
pay enough attention to the lines that really pay him 
the most profit. 

Auto Accessories. 

The Auto Accessory business is still in its infancy 
and many of the hardware men have completely over¬ 
looked it; yet, it is permanently with us. The hard¬ 
ware man should sell all Auto Accessories and not the 
garage man. 

House Furnishings. 

House Furnishings is one of the most prominent 
branches of the hardware business and yet the hard¬ 
ware man in many instances has neglected to properly 
display this line of goods and we find as the result 
the Department Store is taking over a great deal of 
this trade; simply because they understand the system 
of displaying their goods. 

Sporting Goods. 

Sporting Goods has always been a part of the hard¬ 
ware business! but, it has been our experience that the 
average retail dealer is too timid to buy a line suffi¬ 
ciently large to create what he would call a Sporting 
Goods Department. 

Yours very truly. 

BUHL SONS COMPANY. 

A. H. Nichols, Ass't. General Manager. 


BEADS THE HABDWABE WORLD TO KEEP 
IN THE GAME 

While I am in the general merchandise busi¬ 
ness in Indiana, yet I still read the 41 Hardware 
World / 9 and I certainly want to keep in the 
game, because I expect to continue to nandle a 
little hardware stock, and perhaps get into it 
bigger in the future. C. M. STUDEBAKER. 
Indiana. 


PRICES OF STEEL PRODUCTS ON A FIRJ1 
BASIS 

Editor Hardware World: 

The Government having established manufacturers 
and jobbers' selling prices, on the heavy staple stee 
products that we handle; such as, nails, wire, stee 
sheets, corrugated roofing, etc., has resulted in redue 
tions in some cases to a great extent. 

In my mind—this establishes prices on a firm ba 
sis, and the uncertainty of the past year, regardinf 
the stability of prices, has been removed. 1 see n< 
reason why all classes of trade should not purchas* 
for their legitimate requirements at the present mar 
ket. 

Steel is becoming scarcer and scarcer, owing to th» 
Government's demand. In fact, the whole Steel situa 
tion is entirely in the hands of the Government, an< 
all orders are being accepted by manufacturers sub 
ject to 44 giving the Government preference. , 9 Thii 
is causing considerable inconvenience; but the trade 
in general, are accepting 44 unavoidable delays" gooc 
naturedly. 

With bounteous crops during the past season, whict 
have been sold for cash, and the promise of anothei 
good crop, to which a ready market is waiting, wc 
certainly feel justified in being very optimistic as to 
the future. Very trulv yours, 

A. C. RULOFSON. 


CUSTOMERS HAVE HAD OPPORTUNITY 
TO MAKE MONEY 

Editor Hardware World: 

During the year 1917, trade has been unusually ac¬ 
tive, but the last half has been tapering off, with No¬ 
vember the poorest month of the year. 

This lessening in volume, we believe, is largely due 
to our customers feeling that it is time to be con¬ 
servative and not to overbuy. Speculation, which has 
been very popular during 1915, 1916 and the early 
part of 1917, is fast being eliminated. We believe 
that our customers are figuring as to the effect of 
peace on present prices, and we believe that most of 
them, while they are looking for an active business 
after the War, still realize that this active business 
must be done at a lower level of price. 

During the last few years, our customers have had 
an opportunity to make money, and the majority of 
them have accepted the opportunity. Unless our cus¬ 
tomers have expanded their business, they should have 
their indebtedness paid off, or greatly reduced. It 
seems to us that customers who cannot now keep their 
accounts paid up never will be able to do so, and con¬ 
sequently should be classified as undesirable cus 
tomers. 

Trade Acceptances. 

In regard to Trade Acceptances, would say that 
the opportunity presented to the retail merchant dur¬ 
ing the last two years should have strengthened his 
position so that it would be unnecessary to use the 
Trade Acceptances. We have not asked our custom¬ 
ers to give us Trade Acceptances, and, unless there is 
a greater stringency in the money market than we 
have seen up to the present time we do not expect 
to do so. 

It seems to us that business for 1918 will neces¬ 
sarily be diverted from luxuries to necessities. Specu¬ 
lation should be, and we believe will be, largely elimi¬ 
nated during this coming year. We find our custom¬ 
ers looking the situation over carefully and working 
along more sane and conservative lines, and we feel 
very certain that the retail merchants from now until 
the close of the War will be very careful and con¬ 
servative, and will continue to use the intelligence 
that they have been using during the past ninety 
days. Yours very truly, 

THE BOSTWICK-BRAUN CO. 

H. L. Thompson, President. 
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EXPECT FIRST SIX MONTHS TO BE 
UNUSUALLY GOOD 

Editor Hardware World: 

We believe that business and trade conditions dur¬ 
ing the first six months of 1918 will be unusually 
good. 

The prices of all commodities are high. The farm¬ 
ers had unusually good crops last season in nearly all 
territories and received unusually high prices for their 
products, so that the farming communities have pro¬ 
portionately more money to spend than ever. 

On the other hand, the laboring men of our coun¬ 
try are receiving higher wages today than have ever 
been paid before to labor in any country at any time. 

Furthermore, every man and woman who can work, 
can secure a position at unusually good wages. There¬ 
fore, the laboring classes of our country are in posi¬ 
tion to buy commodities in larger quantities than ever 
before. 

Our country has been through eight months of 
great uncertainty on account of our entering the World 
War. This uncertainty has now given place to a very 
definite certainty. We are beginning to see more 
clearly what is before us and while we will have from 
one to three million troops in the field and in pro¬ 
cess of preparation, yet there are over one hundred 
million of our people that will have to be provided 
for and that will have to continue living in a more 
or less normal way. 

In addition to this, our government and her allies 
are spending hundreds of millions of dollars in our 
country in the manufacture of merchandise, muni¬ 
tions and supplies for our armies at home and abroad. 
This large expenditure puts into circulation a tre¬ 
mendous amount of money in the way of wages and 
covering the cost of materials. This gives the public 
a greater spending power than ever before. 

If weatner conditions are suitable during the early 
spring there should be a large spring business. The 
fall business, of course, will depend largely on crop 
conditions and other conditions that develop during 
the spring and early summer months. 

Every jobber and dealer needing goods for the next 
six months should not hesitate to purchase early—but 
conservatively. Goods should be ror earlier shipment 
this year than usual on account of the unusual manu¬ 
facturing conditions which every manufacturer is 
facing today—that is, scarcity of labor and scarcity 
of materials; furthermore, on account of the unprece¬ 
dented railway conditions, car shortage, embargoes and 
delays in transit. 

In our particular line—Continental Screen Doors 
and Window Screens—it is more necessary than ever 
before to place definite orders for early shipment. 

Yours very truly, 

THE CONTINENTAL COMPANY. 

W. D. Biggers, Secy, and Gen. Mgr. 


BUSINESS AHEAD OF LAST YEAR NOT¬ 
WITHSTANDING UNFAVORABLE 
CONDITIONS 

Editor Hardware World: 

We have just passed through one of the worst 
drouths this section has ever known, but our business 
for the year has been a little above 1916. We ac¬ 
count for this by high price of cotton. As 1917 cotton 
crop sold for twice as much as 1916 cotton crop. 

Camp McArthur has been located here, ana we re¬ 
ceived a very large volume of trade on this account. 
We had a good rain the last two weeks, and farmers 
aye now feeling hopeful. Sowing lots of grain. With 
high price of all kinds of farm products we look for 
a big business in 1918. 

Yours very truly, 

HERRICK HARDWARE COMPANY. 

C. A. Sherman, Secretary and Treasurer. 


1918 WILL BE AN EXTREMELY BUSY 
YEAR 

Editor Hardware World: 

It is our opinion that in the various metal trades, 
1918 will be an extremely busy year, especially as it 
now appears the war is to continue over that period. 
The United States and the Allied Governments ’ demand 
will be very heavy and the ability of the metal trades 
to meet it will depend largely on the ability of the 
Government to help in regulating the supply of labor 
and materials necessary for the production of this Gov¬ 
ernment work. This, of course, applies chiefly to manu¬ 
facturers and we do not pretend to be in position to 
speak for its effect upon the merchants. 

We presume, however, that more and more, every¬ 
thing will be determined by the question, 4 4 Will this 
help to win the wart” and that merchandise which 
will have a bearing on this question will be regarded 
as necessary and that other merchandise will neces¬ 
sarily be curtailed as to production and consequently 
as to distribution. 

Respectfully yours, 

J. H.' WILLIAMS & COMPANY. 

J. H. Williams, President. 


EXPECT A NORMAL TRADE 

Editor Hardware World: 

While business conditions in many respects are very 
unusual and without precedent, we are of the opinion 
that in the main they are very satisfactory and that 
the Hardware and Implement Dealers are going to have 
a good demand for such lines as we manufacture—at 
least since over 90% of our output is used by the 
farmer and we are all of us going to be very depend¬ 
ent on him for our daily bread, especially under war 
conditions. 

With the scarcity of farm labor, which is very ap¬ 
parent and with the unusual demands now being made 
upon the farmer for food supplies of every kind, he 
is going to require all the labor saving machinery and 
devices which he can procure to meet the conditions. 

We, therefore, anticipate a normal trade at least in 
such goods as we manufacture. 

Your$ very truly, 

HUNT-HELM-FERRI8 & CO. 

B. B. Bell, Sec.-Treas. 


EXPECT HIGHER PRICES AND CUR¬ 
TAILED PRODUCTION 

Editor Hardware World: 

As to what our information is for business and 
trade conditions for 1918 would say so far as the file 
business is concerned, there are two distinct conditions 
in sight. One is higher prices and the other is cur¬ 
tailed production. Certain sizes of steel are not pro¬ 
curable at any price and the constant dwindling away 
of skilled labor that the army has taken will certainly 
make lesq production. There are enormous other sub¬ 
jects that might be followed on this line of thought of 
which we have not time to write about at this time. 

Yours truly, 

DELTA FILE WORKS. 


TAKES THE LEAD. 

I want to congratulate yon on the ever in¬ 
creasing merit of the 4 * Hardware World .’ 9 

It sore is ehuek full of readable, interesting 
matter. 

The f< Hardware World” easily takes the 
lead of every hardware paper in the country; 
it certainly sets the pace. T. D. MeLBAN. 
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GOVERNMENT RESTRICTIONS LIMIT 
MATERIALS 

Editor Hardware World: 

Business and trade conditions throughout our terri¬ 
tory, comprising the State of Wisconsin, have gradu¬ 
ally declined since June and especially in the build¬ 
ing line and with the Government restricting the 
supply materials and owing to the disability of the 
railroads to forward freight shipments, the outlook 
for 1918 is not very promising. 

Adding New Departments. 

Our own experience has shown that it is necessary 
for us to add new departments and we have added, 
during the last few years, the automobile accessory 
department, to make up the losses in the house fur¬ 
nishing department, which is almost monopolized by 
the department stores and the 10c stores at this time. 

We are looking around now to see if we cannot add 
still another department that would make a good addi¬ 
tion to the hardware line. 

Yours truly, 

PHILLIP GROSS HARDWARE & SUPPLY CO. 

By Chas. E. Mueller, Secretary. 


EVERYBODY SHOULD FEEL GOOD 

Editor Hardware World: 

Everything seems to be in satisfactory shape and 
gives promise of the continuance of the present activ¬ 
ity well into the year 1918. Feeling is optimistic and, 
on general appearances, everybody should feel good. 

Accessories Most Satisfactory. 

Automobile accessories at the present time are ex¬ 
ceedingly satisfactory. This industry is certainly a 
boon to the hardware trade. We have just closed our 
first year's experience in jobbing this line and would 
give out the volume of business we have done in this 
line but for two reasons: First, modesty; second, that 
some “Doubting Thomas'’ among our competitors 
might be provoked to insinuating some doubt as to 
the accuracy of our representations. 

In the hope that we have replied to your inquiry 
as you would have, and with best wishes, we are, 
Yours very truly, 

THOMAS-OGILVIE HDW. CO., LTD. 

R. J. Ogilvie, President. 


BELIEVE PRICES NOW AT TOP NOTCH 

Editor Hardware World: 

Our trade with most factories is unusually good, 
jmd it is difficult to understand why our retail trade 
is not better than we find it at present, except that 
we are fully aware of the discouraging element as 
regards builders’ hardware. 

The writer is inclined to believe that prices are at 
top notch, and that declines cannot help but follow 
soon irrespective of war conditions, unless indeed wages 
and salaries are increased more proportionately. 

I would not venture a guess as to trade conditions 
in 1918. Yours truly, 

VONNEGUT HARDWARE CO. 

Franklin Vonnegut, Pres’t. 


EXPECT SHORTAGE OF GARDEN AND 
AGRICULTURAL TOOLS 

Editor Hardware World: 

With us, there are principally three things occupy¬ 
ing our minds and attention these days, the War—ma¬ 
terial and labor shortages—and Railroad Embargoes. 

We need not emphasize the seriousness of this world 
struggle, or its effect upon the business and social 
interests of our great Nation. Three words express 
that alone which can save us—“Victory, for Democ¬ 
racy. ’ ’ 

Regarding present business conditions, we believe 


same to be quite satisfactory, at least in Hardware and 
Metal lines with which we are most familiar. On our 
product, Garden Cultivator-hoes and Weeders, the de¬ 
mand thus far shows double that of last season and 
we fully expect it to go beyond our possible output. 

The Railroad Embargoes present a serious situation, 
for, if seasonable goods such as ours, cannot be moved 
within a certain period, the would-be profits from the 
manufacture, sale and use of such goods, are lost for 
an entire season. 

In consequence of these various conditions and the 
great need of our country for increased production, we 
predict a shortage of Garden and Agricultural tools 
next Spring and we therefore believe it essential and 
the duty or Jobbers and Dealers to take in shipments 
at the shipper’s convenience, regardless of specified 
shipping dates, inventories, etc., if they would do all 
they can to have goods in stock when such goods are 
needed. 

Thanking you for the consideration, we are, 

Yours very truly, 

C. S. NORCROSS & SONS. 

Per L. Roy Nor cross. 


EXPECT BUSINESS TO MAINTAIN PRES¬ 
ENT LEVEL 

Editor Hardware World: 

It is our opinion that trade in this territory will 
remain at or near its present level during 1918. 

As Auto Accessories, House Furnishings and Sport¬ 
ing Goods are for the most part non-essentials we be¬ 
lieve the trade will be forced by the many circum¬ 
stances affecting all luxuries to play safe by confining 
their attention to staple lines or at least to maintain¬ 
ing no more than their present pace. 

Yours truly, 

BEN WILLIAMSON & CO. 

By W. J. Williamson. 


BUSINESS DEPENDS ON CROPS 

Editor Hardware World: 

Trade conditions in our territory are rather quiet 
owing to the fact that our wheat crop was very short 
this past season. As to what the outlook for 1918 will 
be, we cannot say as it is entirely too early to make 
any prophecy of what our harvest next season will be, 
and our business depends altogether on crops in this 
agricultural district. 

We believe that retail dealers from choice, as well 
as necessity, are beginning to confine their purchases 
rather largely to necessary things, and in our opinion 
this is a healthy condition and one which will stand 
the retailer in good stead when the reaction takes 
place, and also if generally carried out, be a great 
assistance to our government at this time. 

We remain yours truly, 

THE FRANK COLLADAY HDW. CO. 

By Chas. S. Colladay. 


The Shanklin Hardware Co., Nogales, Arizona, have 
recently been adding materially to their stock. They 
did a good holiday business in silver, cut glass, and 
household furnishings, as well as toys. 


HARDWARE WORLD AHEAD 
The Hardware World is ahead of any publi¬ 
cation that we know of, its business suggestions 
and ideas are always sound and safe, and its 
news of general interest is of much value to us. 
For the enclosed remittance, please put our sub¬ 
scription three years ahead. 

BARR BROS.. CO. 
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“YOU NEVER CAN TELL” 

Editor hardware World: 

We hesitate to give you our opinion on what is 
going to happen in 1918. 

“You can't tell what a day is going to bring 
forth, ’ ’ was never more applicable than now. 

Trade conditions in our territory are very well 
expressed by one of the old darkies on the plantation. 
He lived on back part of place and did not see him 
often, sent over and asked him how he was getting 
along. He sent word back, “He was gaining onto 
prosperity so fast he hardly knew what to say." 
Sincerely, 

LEE RICHARDSON & CO. 


R. M. Kellogg, formerly Pacific Coast sales man¬ 
ager for the Simmons Hardware Co., has accepted a 
position in the hardware department of the Pacific 
Commercial Co. of Manila, P. I., where he expects to 
remain. 


ACCESSORY JOBBERS' CONVENTION 

Editor Hardware World: 

The next convention of the National Association of 
Automobile Accessory Jobbers will be held in New 
York City, January 11th to 16th. 

As January 11th and 12th are the last days of the 
automobile show, the convention, following on the heels 
of this show will probably be widely attended by auto¬ 
mobile accessory jobbers from all parts of the country. 

This Convention will be held at Hotel Astor, and 
Commissioner Webster is expecting a full attendance. 


1918 OUTLOOK SPLENDID IN TENNESSEE 

Editor Hardware World: 

Trade conditions throughout the territory we cover 
are unusually good and the outlook for 1918 is splendid. 
We are situated in the heart of the coal mining fields 
and every mine is running full time. We believe we 
can expect business to be good for sometime to come. 
Yours very truly, 

JELLICO HARDWARE COMPANY. 


HOPEFUL FOR YEARS TO COME 

Editor Hardware World: 

We are among those who are very hopeful for busi¬ 
ness, not only for 1918, but for some years to come; 
yet we cannot give you an opinion on business or trade 
conditions that would be or any value to you, as so 
much depends upon transportation,—not only transpor¬ 
tation on land, but transportation by water. 

We believe that no manufacturer need fear for 
good business if he does his part. By his part we 
mean a well equipped and up-to-date factory and com¬ 
petent salesmen for both domestic and export business. 

Yours very truly. 

JOSEPH DIXON CRUCIBLE CO., 
Geo. E. Long, Vice-President. 


The Pioneer and Sumner hardware stores at Marsh¬ 
field, Oregon, have been consolidated, and have moved 
into a new building to give them increased facilities 
for the record business which they are anticipating for 
1918. They are quite optimistic as to the outlook. 


KNOWS WHERE TO GET HELPS 
As I will engage in business on the first of the 
year^ and the Hardware World was always an 
inspiration and* a help to me over the rough 
places when I was formerly in business, please 
enter my name on your subscription list. 

G. M. BIGGAR. 

California. 


HEATER BUSINESS DEPENDS LARGELY 
ON BUILDING OPERATIONS 

Editor Hardware World: 

We consider it rather difficult to express an intelli¬ 
gent opinion of business and trade conditions for the 
year 1918. 

If building operations are going to be as slack next 
year as they have been toward the dose of the pres¬ 
ent year, we are very much afraid that it is going to 
materially interfere with our heater business, because 
if new houses are not being built, furnaces will not 
be required. 

Therefore, based upon the above statement, it is 
almost impossible for us to predict what next year will 
bring forth, although it is our aim to operate our plant 
to full capacity as long as we possibly can, and when 
our warehouses become filled up with heaters, we will 
then of course stop manufacturing. 

We are maintaining an optimistic view right alon£, 
and would state that we have enjoyed a very nice busi¬ 
ness this year, our warehouses being practically empty. 

Of course the Boomer has become very generally 
known throughout this immediate locality, and where 
once introduced, we maintain our dealers. 

Let us hope that 1918 may be as good as 1917. 

Yours verv truly, 

THE HESS-SNYDER COMPANY. 

F. H. Snyder, Secretary. 


MEXICAN TROUBLE HANDICAPS 
BUSINESS 

Editor Hardware World: 

Our principal business bas always been with the 
Republic of Mexico, but embargoes which have been 
established for the last two months, approximately, on 
a great many articles in our line, nave handicapped 
our business considerably; this coupled with the revo¬ 
lution which has been going on all the time in that 
country, and merchants are not encouraged but afraid 
of investing in goods for any more than one or two 
months' supply. All this naturally, affects us directly, 
and the outlook for 1918 does not seem very promising 
from present indications. Yours truly, 

A. DEUTZ & BROTHER. 


SITUATION COULD HARDLY BE BETTER 

Editor Hardware World: 

The situation as to prospects, the long vision of 
business possibilities, we doufet could hardly be better. 
The very high prices of merchandise, generally has not 
proved a hardship in the light of the extraordinary 
appreciation of Farm Products and well bears out the 
old theory of the protective tariff, that a man, with 
good wages, even though such wages have less pur¬ 
chasing power, is infinitely better off than low wages 
and low priced necessities. 

Comfort of Full Pocket Book. 

There is hardly any comfort quite so intense as 
that of a full Pocket Book. And, upon necessity, a 
man can patch up his trousers, and mend his old shoes, 
and wear his old hat for an indefinite period of years, 
and as far as sustenance of the body is concerned, the 
Civil War taught the South what little it did take to 
sustain life. 

In so far as the outlook for 1918 is concerned, that 
is extremely problematical, with the National situa¬ 
tion becoming more and more acute with no solving 
the future outcome as to the length of time all of us 
must bear a part of the burden for the achievement of 
a World Peace. Presumably, the only theory to work 
on is to have as much confidence in oureselves, our 
business, as we have in the eventual success of Ameri¬ 
can arms. Very truly. 

A. BALDWIN & CO., LTD. 

W. M. Pitkin. 
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DETROIT 

AUTOMATIC 

HARDWARE 

SCALE 


A Machine that Automatically 
pays for itself in the saving of 
time and overweight. 



It tells instantly and Automat¬ 
ically the Weight, Price and 
Value of any commodity 
placed on the platform 


Sold for Cash or on Easy 
Monthly Payments 


“Ask Us About It" 

Detroit Automatic Scale Go. 

Detroit, Michigan 



PASSING OP “DADDY” N. R. STREETER 

The trade throughout the country will learn with 
sincere regret of the passing of “Daddy" Streeter, 
as he was familiarly known to the hardware frater¬ 
nity throughout the country, which occurred at his 
home at Syracuse, N. Y., recently. 

Mr. Streeter was a pioneer commercial traveler in 
the hardware line, having been longer engaged as 
such than any other man in the country. 

He was a native of New York, bora on October 
17, 1838. 

In early life he learned the shoe making trade, and 
was engaged as a shoe manufacturer and dealer until 
he began his career as a commercial traveler. For 
the past forty years he had made it his business to 
travel almost continuously, his business taking him 
through every state and territory in the Union. 

For the last twenty-four consecutive years he has 
made at least one yearly trip to the Pacific Coast. 

He was the inventor of the first sensible detach¬ 
able sad iron handle, known as the Streeter Sad Iron, 
and at the time of his death was sales agent for the 
Colebrookdale Iron Co. 

He was likewise engaged in the manufacturing 
business on his own account making slicing machines, 
developing considerable business on this line. 

He is survived by a widow, two daughters and one 
son. 

His genial smile and optimistic manner will be 
missed by those to whom his visits were always a 
pleasure. 


THE A. WILHELM COMPANY INSURES 
EMPLOYEES 

In line with the progressive policy of this well- 
known company, group insurance for all employees has 
been arranged for, providing protection to their fami¬ 
lies by a death benefit plan giving a year’s salary to 
the families of deceased employees, at a time when the 
trials are greatest. This insurance benefit is provided 
without expense to the employees, and includes every¬ 
body connected with The A. Wilhelm Company. This 
company also gives a Christmas bonus to all employ¬ 
ees, amounting to five per cent of the year’s salary of 
each employee. 


DESIRABLE CUBAN CONNECTION 

Messrs. Gonzales & Co., 33 Mercaderia, Habana, 
Cuba, desire to get in touch with American hardware 
manufacturers with reference to becoming Cuban rep¬ 
resentatives of them. They state they are well con¬ 
nected in the Cuban market, and have had much ex¬ 
perience in hardware lines. Correspondence may be 
conducted in either English or Spanisn. 
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Read This Comprehensive View 


Editor Hardware World: 

To give you a direct answer before we explain our 
reasons for it, would state that we are most optimistic 
on the outlook, and really believe that the year 1918 
for our line of pumping machinery promises, provided 
the raw material is available, to maintain, at least, the 
large volume of business that we have enjoyed during 
the year 1917. At the present writing the curve or 
sales has still an upward trend, regardless of the fact 
that export business has been considerably curtailed by 
the war. So with the trend still upward and an enor¬ 
mous demand in sight through all fields of manufac¬ 
ture and agriculture, we can only see an even greater 
volume for the year to come. 

In some localities a wrong impression has been con¬ 
veyed to the hardware dealers by the action of the 
Government in reducing the price of iron and copper. 
In this reduction the dealers look for a decline in the 
price of the finished product, but this is more than 
offset by the advance m the cost of labor. The actual 
difference between the established Government price 
of iron and copper as compared with the price pre¬ 
vailing before the Government adopted the schedule 
of prices, really does not materially affect the foundry 
cost of our product. I am writing now on the hand 
pump situation, which is the line that your clients are 
most interested in. The weight of the hand pump is 
such that a difference of $10.00 per ton in the price 
of iron does not materially affect the foundry cost to 
produce it, but the labor situation is such that me¬ 
chanics are being drawn away from their regular pur¬ 
suits for munition and shipbuilding plants, which pay 
high rates of wage, this making manufacturers of 
pumping machinery grant inducements to their help 
to keep them; so these advances, which are constantly 
made, more than offset the reduction represented by 
the Government rate of raw material. 

The dealer in withholding his purchases is really 
placing himself in a position where, we firmly believe, 
he will not be able to obtain his material when he ac¬ 
tually requires it, and when he does it will be rather 
at an advanced price than at a reduction. This ten¬ 
dency to refrain from ordering is not general, but it 
has taken root in certain localities,—possibly through 
trade organizations conveying the idea that prices were 
bound to come down. Be this as it may, it is not our 
idea that the price of pumping machinery will be re¬ 
duced within the next twelve months and there is 
every likelihood that prices will have to be advanced. 

Then again, the enormous amount of Government 
business that is being placed for pumping machinery, 
which business demands priority in shipment over 
everything els© of a private nature, makes the scarcity 
of pumping machinery apparent, and this condition 
promises to be more acute rather than to be relieved. 

Does it not follow that with these enormous Gov¬ 
ernment purchases of munitions, building material, 
shipbuilding and other lines of finished product which 
it must have if the war is to be won quickly, that 
deliveries of raw material will first be made to the 
makers of necessary war material before other lines 
of endeavor will get itf We can take it for granted 
that this condition will prevail; with this condition 
confronting us, is it not logical to look for a curtail¬ 
ment in the production of pumping machinery f 
Can a manufacturing plant run full time if the coal 
situation becomes more acute f Is it not the opportune 
time to buyf Is it a time for pessimism for the next 
twelve months f It is our firm opinion that* the supply 
will not be equal to the demand. 

The farmer is the big buyer of hand pumps, he has 
tilled more land during the present year than was ever 
handled before, the demand on him for the year to 
come will be in excess of this, every additional acre 


planted means a greater return in dollars and cents, 
and when in the history of this country has the farmer 
ever had so much money to spend f He is willing and 
anxious to expend a fair share of it on improvements; 
he must have water, lots of it and still more water, 
as he increases his acreage and his herds of live stock. 
He must buy pumps, and the well stocked dealer 
reaps his just reward for his forethought. 

It must be understood that no building project, 
whether it be residential or commercial, is ever un¬ 
dertaken until an adequate water supply is determined 
upon, so that pumping machinery is a vital necessity,— 
it is not a luxury, and the dealer not being well 
stocked to meet the constantly growing demand is 
bound to find himself in the position of losing the 
trade on other material by not having what his cus¬ 
tomer demands. 

We have endeavored to point this situation to all 
of our trade and from the way they have accepted our 
advices in the placing of large stock orders, we feel 
that they realize the conditions about to come as well 
as we do. 

The Number 2 Pitcher Spout Pumps and the Com¬ 
petition Set Length Pumps are probably the most im¬ 
portant items to the hand pump dealer. These pumps 
have always been a filler in, so to speak, with tne 
manufacturer. The profit that the manufacturers have 
made on them would be hard to find with a micro¬ 
scope. They have always been sold at too low a price 
and even at the present price, which shows an ad¬ 
vance of about 75% over two years ago, in earload 
lots, is not yet commensurate with the expense to pro¬ 
duce them. 

While these pumps have always been a filler in, 
and still are a filler in to a great extent, the time is 
coming when the demand is going to be so great for 
material on which pump manufacturers can realize a 
legitimate margin of profit, that it will not pay them 
to run their iron into Pitchers and Competition Set 
Lengths, then the price will balance with the other 
staple lines. All lines of pumps at present prices ap¬ 
pear to be well worth the consideration of the trade. 

In conclusion, we would state that we are unhesi¬ 
tatingly recommending buying at present prices for 
the first half of next year, wherever it is possible to 
do so. We ourselves are only guaranteeing our car¬ 
load prices and deliveries for a period of three months. 
.On orders for lesser quantity, prevailing prices only 
are applicable for immediate delivery. 

The question of transportation also enters seriously 
into the situation. It is becoming harder and harder 
to deliver our material on account of freight embar¬ 
goes which, though they are lifted from time to 
time, are sufficiently frequent to cause annoyance to 
the manufacturer as well as the dealer, and if by 
chance the Government should take over the railroads 
to better facilitate the moving of war supplies, it will 
create a serious situation of manufactured goods for 
domestic purposes. 

In order to overcome all these difficulties, our slo¬ 
gan is. Buy now and in sufficient quantities to tide 
over the first half of next year. All stocks should be 
kept up and not allowed to run down with the expecta¬ 
tion of getting them replenished promptly, for this 
may not be possible. 

We are pleased to see this question taken up by 
your paper, for we believe that a campaign of educa¬ 
tion should be started in the trade by the publications 
and by the hardware dealers’ organizations to show 
the dealer the real situation. 

Yours very truly, 

THE GOULDS MANUFACTURING COMPANY. 

W. E. Dickey, General Sales Manager. 
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FORESIGHT IS CRYSTALLIZED EXPERI¬ 
ENCE 

Foresight is essential to success. Foresight 
is the ability to look ahead; to make present 
analysis of future deeds; to see now the future 
effect of present success. 

Successful men are men of broad vision 
which takes in the future as well as the pres¬ 
ent Statesmen and diplomats are possessed of 
foresight, broad of vision, tolerant, fair- 
minded and open to conviction. Big men in 
business are men of foresight, ready to be in¬ 
fluenced by the vision of the future and to take 
instant advantage of the opportunities that vi¬ 
sion discloses. 

Narrow-minded men lack foresight; are all- 
sufficient unto themselves; impervious to ar¬ 
gument; hackneyed beyond redemption; there¬ 
fore limited as to accomplishment. Foresight 
is an acquired qualification; it comes only as 
the result of experience. 

For this reason a man engaged in any busi¬ 
ness becomes more and more valuable to that 
business as he profits by his past experiences; 
as those experiences become indelibly im¬ 
pressed upon his mind. 

Some men gain nothing from experience; do 
not grasp the psychology of it. Such men are 
failures. Fortunate indeed is the business that 
has connected with it men of foresight; for 
foresight is crystallized experience. 


BURNING EDITORIAL GIVES DOUBLE 
HEAT 

A “newspaper log,” which will bum from 
three-quarters of an hour to an hour and a half 
in any fireplace or stove, is made as follows: 

Spread five sheets of newspaper, folded 
once, on a table, with folded end toward you, 
and begin to roll in a fairly tight roll. Before 
the first section is completely rolled, insert a 
second section. Add newspaper until a roll* 
from two to three inches in diameter is made. 
Before finishing the last section of the roll fold 
back all the sheets except the outside one, so 
that only one sheet remains. This should be 
pasted around the roll. 

You now will have a solid roll of paper 
about eighteen inches long, which may be cut 
in two or three pieces. Each piece then should 
be saturated with kerosene. A quart or two 
may be poured in a pail, and the rolls, inserted 
on end, should be left to soak for several min¬ 
utes. 

It may be that some especially vitriolic or 
sulphurous article written by a muck-raker 
would increase the heat. 


“The undertaker is feeling very jolly this 
morning.” 

“Yes, three hundred young doctors were 
graduated last night.” 


TALE OF A ONE DOLLAR BILL 

This old rhyme is going the rounds again, 
having been resurrected from somebody’s files. 
It has a good moral. Print it in your store or 
local paper. 

A citizen went downtown to spend 
Some of his hard-earned dough; 

And in a merry jest, and just 
To show his printing skill, 

He printed his initials on 
A brand new dollar bill. 

He spent that dollar that same day, 

Down in a grocery store; 

He thought 'twas gone forever then, 

And he'd see it no more. 

But long before the year rolled by 
One day he went to fill 
A neighbor's order, and received 
That same old dollar bill. 

Once more he spent that dollar bill 
In his own neighborhood, 

Where it would do himself and friends 
The most amount of good. 

Four times in two years it came back, 

As some bad pennies will, 

And each time he'd go out and spend 
This marked one dollar bill. 

Had he been wise that dollar might 
Be in the town today; 

But just about two years ago 
He sent it far away. 

The people who received it then 
I know have got it still, 

For 'twas to a mail order house 
He* sent his dollar bill. 

No more will that marked dollar bill 
Come into this man’s town, 

And nevermore will it help to pay 
The taxes he planks down. 

He put it where it never can 
Its work of life fulfill, 

He brought about the living death 
Of that one dollar bill. 


If you want to know whether you are des¬ 
tined to be a success or a failure in life, yon 
can easily find out. The test is simple and in¬ 
fallible. Are you able to save money t If not, 
you will lose. The seed of success is not in 
you.—J. J. Hill. 


One of the questions in an examination on 
the subject of stock raising was: “Name four 
different kinds of sheep.” 

An aspiring youth gave this for the an¬ 
swer: “Black sheep, white sheep, Mary's little 
lamb and the hydraulic ram.” 


Digitized by Google 


HARDWARE WORLD 


101 



AN ATTRACTIVE SILVERWARE DISPLAY 

This attractive display recently made by C. B. Hunt of Pettee’s, Oklahoma City, Oklahoma, of 1847 Silver¬ 
ware is indicative of what a busy man can do, for there is no one whose time is more fully occupied. 

The background is made with removable panels out of Ezy-built board. These may be changed or repainted 
at a very small cost. 

The main idea of having them removable panels is to allow easy access to any part of the window. 

This window is 22 feet long, with only one door at the end, but with panels so that they can be lifted out so 
one can get to any part of the window to take an article out or to trim a section in any part of the 
window. 

This is a great help, especially at Christmas time, because clerks have to take out so many things that are nov¬ 
elties, of whicn of course only a small stock is carried. 

Mr. Hunt believes that an attractive background is very important in windows. It is a good policy not to 
have it too elaborate, so as to attract too much attention from the goods that are shown, but a good back- 

f round is like framing a picture, because it shows the picture to the best advantage, and often times 
rings out the true beauty of the jgoods displayed. 

The background of this window was painted silver gray, and the panels are cream colored alabastine. The 
oval fixtures are the same color, the background is all in dull finish. Flat wall finish is used so it could 
be washed off with soap and water when soiled. 

Thousands of Hardware World subscribers handle silverware, cut glass and table ware and can profit by 
Mr. Hunt’s idea. 


TALKING-POINTS OP ALUMINUM WARE 

A splendid argument for the dealer or sales¬ 
man to use in keeping before his customers the 
merits of aluminum ware is to emphasize the 
following talking-points, says a manufacturer: 

Aluminum ware is non-poisonous and non- 
corrosive. 

It is easily cleaned and heats very quickly. 

It is light in weight and exceedingly dur¬ 
able. 

It is beautiful as well as economical. 

There is always a field for aluminum ware 
as well as enamel ware. Often people who 
will not pay the price for aluminum ware will 
purchase enamel ware, and one line helps to 
sell the other. It is always well for a dealer 
to carry a complete stock of both aluminum 
and enamel ware. 


COLUMBIAN BRANCH MANAGERS 
PROMOTED 

The Columbian Rope Company of Auburn, New 
York, h m announced the appointment of W. V. Haw¬ 
kins to the position of Manager of their New York 
branch at 31-35 Burling Slip. 

For the past six years Hawkins has been Manager 
of the Chicago branch of this company and prior to 
that time acted as general salesman, calling on the 
jobbing trade throughout the entire country. He suc¬ 
ceeds G. B. Granger who has severed his connections 
with this company. 

The Chicago branch of the Columbian Rope Com¬ 
pany will be in charge of T. A. Hansen who for the 
past three years has served as Mr. Hawkins’ assist¬ 
ant. 


O. S. and B. Sampson, have taken the stock of 
hardware of the Leavenworth Mercantile Co., and will 
conduct the business under the name of O. S. Samp¬ 
son & Son at Winton, Wash. 


Tour balance in the bank of health is not 
the result of a single big deposit, but the sum 
of the little deposits that you have put in from 
day to day. 


Hull Bros., Redwood City, Cal., report having a 
most excellent business in 1917 and are preparing for 
an even larger business in 1918. They have an at¬ 
tractive store and carry a full line of everything per¬ 
taining to hardware, sporting goods, fishing tackle, 
house furnishings, paints, oils, implements. 
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Sales-MAN-Ship 

(By H. B. McGrath, Former President Ohio Hardware Association.) 


D O YOU see how this heading is written? 
Does that suggest anything to you! 
Without the three middle letters there 
can be none and in proportion to just the kind 
of a MAN who is selling will salesmanship be 
efficient. 

Fifty-fifty is a term which is quite the 
vogue of late, and this can be very aptly applied 
to the retailing of merchandise, as the two most 
predominating factors I deem, are buying and 
selling. A good buyer and a good salesman is 
a most sure winner and a pair hard to beat. 

There is a saying, “Goods well bought are 
half sold,” then surely the other half is up to 
the salesman and it is in regard to the latter I 
would pen a few lines. 

Sales-MAN-Ship. 

Much has been written and much has been 
spoken on the subject of Salesmanship and I do 
not profess to know who is the man who put 
the man in Sales-Man-Ship, but it is there and 
should be in big type. The Sales-ship would 
certainly flounder and sink if it hasn’t a Man 
(not a weakling) at the helm. 

Not all good salesmen are born, some are 
made, so if anyone is of the opinion that because 
they are not bom a salesman, same can not be 
cultivated, they should disabuse their mind of 
that fact for such is not the case. I have known 
of many cases bearing this out, only one of 
which I will cite. 

Can Be Developed. 

A young man from a small town in the 
Hoosier State secured a position as traveling 
salesman for a large jobbing house with whom 
I was employed. He started on the road and 
after quite some time he was called in and told 
his services were no longer required; after a 
fervent plea he was given another chance and 
by hard endeavor and close application to¬ 
gether with a most honest and honorable dis¬ 
position, he won out and today is one of the 
most successful men on the road, and what was 
true in this case can be done in others. A 
salesman in order to be successful must pos¬ 
sess himself of the following requisites, viz.: 
Honesty, Adaptability, Affability, Integrity, 
and Personality. 

Honesty. 

Honesty is the foundation stone upon which 
success in any sphere of life must be grounded 
and especially in salesmanship. 

Adaptability. 

Adaptability is a prize quality and one to 
be greatly coveted, as a salesman who can ad¬ 
just himself to any situation or can conform 
himself to the many trying and intricate inci¬ 
dents and people that he is thrown in contact 
with, as the saying goes, is “Over the top.” 


Affability. 

Affability, or being of easy and courteous 
manner, is another quality which enters very 
largely into the career of a salesman. 

Integrity. 

Integrity, being a state of soundness, or 
uprightness of character, is most essential and 
must be reckoned with in'order to be a suc¬ 
cessful salesman. 

Having the aforesaid four qualities firmly 
imbedded in one’s makeup it will give him a 
personality which will distinguish him, and 
that is what counts. 

A salesman should be alert to the wonder¬ 
ful bearing the art of suggestion has in the 
selling of goods, a clever hint, the spontaneous 
allusion to something else in connection with 
an article purchased is the means of making 
many sales which would not otherwise be made. 

Study Your Prospect. 

I have always been very strong on this and 
it has brought me many an added sale, but in 
doing so one should be somewhat a reader of 
character. It is a most excellent thing to study 
your customer, acquire a knowledge of their 
habits and peculiarities and adapt yourself to 
them. 

This I have given particular attention to, 
and it helps wonderfully in approaching a per¬ 
son, and by the way, your approachability 
makes a deep impression on the buying public 
today, and goes a great ways in the starting of 
one’s success or failure as a salesman. 

Mistake Many Make. 

One serious mistake made by a great many 
salesmen and some few proprietors is to con¬ 
tinue the doing of some routine work in which 
they are engaged instead of immediately giv¬ 
ing their attention to a customer upon their 
entry. 

They should immediately be approached in 
an easy, pleasing and casual manner and ap¬ 
propriate salutation, never anticipating a per¬ 
son’s wants, but to the contrary, give them the 
opportunity of expressing their wish or want 
and then do your part. 

How many times have you heard the ex¬ 
pression, “Want something,” “Something you 
want to buy?” etc., in a gruff, freezing man¬ 
ner. 

It’s a 100 to 1 shot that he wants something 
or he wouldn’t come in. I have been up against 
this many times in making purchases and also 
observed it in my travels among the retail 
stores and precaution should be used to avoid 
such lamentable and easily avoidable short¬ 
comings, hence, I say approachability is a very 
necessary and valuable acquisition to these 
other qualities for a successful career as a sales¬ 
man. 
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In the cities where the telephone is used so 
extensively, and which naturally tends to keep 
our natrons away from our places of business 
to a great extent, opens up another avenue in 
which a salesman can prove himself of ines¬ 
timable value, in making up somewhat the loss 
sustained by the customer not getting into the 
store, where he sees the stocks and displays and 
so often picks up articles merely from seeing 
them. 

There is no question but what the telephone 
in some respects works an injury to the Re¬ 
tailer and means must be used to offset same 
as much as possible. One should always be on 


his guard, no matter what his state of mind 
may be, speaking in a well modulated, pleasing 
tone of voice, as there is nothing more annoy¬ 
ing or vexing than to converse with one who 
is gruff and short in his manner of speech and 
apparently a grouch. 

I have come in contact with many of this 
kind and like to do business with them about 
as much as a mouse likes to play with a cat, 
and I am no different in this respect than many 
others. He should make it a point to be very 
solicitous as to his customer’s wants and cater 
to his demands, over the phone equally as much 
as in the store. 



THE VILLAGE BLACKSMITH WINDOW 

This ViUage Blacksmith Window was based on Longfellow’s poem, two verses of which were printed on the 
waU, the wall being painted to represent bricks, shading from a grimy gray to a bright red brick color. 

The central figure was a mechanical dummy standing at a forge, which was very realistic with its flaming red 
fire and red hot horse shoes. 

The blacksmith works the bellows with “measured beat and slow.” The floor was gray with a design formed 
from horse shoes, horse shoe nails, toe calks, files, rasps, drills, washers, etc. 

Around the edge was a border of bright red with the name of the firm laid out with blank nuts. 

The anvil, block, tub, forge, etc., were tinted to harmonize with the background, and the red light cast a 
glow over everything as though from a brightly burning forge. 

This window was awarded two cups in a contest recently held at Eugene, Oregon. The grand prize for the 
best novelty window, also a cup for the best hardware window. 

It was the center of attraction, large crowds being always in front of it as long as it was installed. 

This was the work of Mr. W. W. Cummins for the Griffin Babb Hardware Co., whose work has been awarded 
many prizes. 
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A TYPICAL OHIO HARDWARE MAN 

There is no one who has made a closer study 
of the hardware business than H. B. McGrath, 
former president of the Ohio Hardware Asso¬ 
ciation, no one who takes a more active inter¬ 
est in everything pertaining to the welfare of 
retail merchants. 

During his connection with the Ohio Hard¬ 
ware Association, some two hundred members 
were added to the roll. The Ohio Association 
is often spoken of as one of the most efficient 
organizations of its kind in the country. 

It has been fortunate in having good execu¬ 
tives, directors, and a live secretary. 

Aside from this Mr. McGrath is one of 
Cleveland's progressive hardware merchants. 
He is a native of Cleveland, born of Scotch- 
Irish parents. When fifteen years old he went 
to work in the wholesale hardware house of 
William Bingham Co., remaining with them ten 
years, in various capacities from errand boy to 
traveling salesman. 



He engaged in the retail Hardware business 
on his own account some twenty years ago, and 
has done a successful and increased business in 
builders' hardware, mechanic's tools, paints 
and house furnishing goods, as well as doing a 
general plumbing and sheet metal business. 

He is a man of character, pleasing person¬ 
ality, and a worker in every sense. He has 
traveled extensively not only in the United 
States, but throughout the western hemisphere. 
He is an interesting and well informed man, not 
only on business matters, but upon those things 
that make for everything that is best in the life 
of the American business man. 


F. J. RIES HAS TOO MUCH “SPRING" TO 
TAKE IT EASY 

Mr. F. J. Ries, well known representative of the 
Chicago Spring Butt Co., Chicago, had the misfortune 
recently to slip and fall in San Francisco, causing what 
he thought was a slight bruise on his left arm. 

He gave no further thought to the matter, thinking 
it was only a slight brasion, and went about his work, 
but he has had quite a serious time, blood poisoning 
having set in, confining him to the hospital for several 
days for treatment. 

To a man that is as active as Mr. Ries this enforced 
vacation from work was especially galling. His friends 
in San Francisco tried to amuse him, but he much pre¬ 
ferred being out where things were being done and 
meeting his friends in the trade. 

We understand, however, that he is now able to 
make his accustomed round of calls, and his friends, 
who are only limited by the number of his acquaint¬ 
ances, will be glad to meet him again. 


SERVICE OVERSEAS 

Hardware men are wanted for early service 
overseas. The men in the front line trench need 
the help and co-operation of skilled men back 
of the lines, and hardware men are wanted at 
once for the Enlisted Ordnance Corps, National 
Army. 

Uncle Sam is calling on our trade to come 
across and help his fighting men. There is a 
lot of work to be done over there, a,pd the call 
has gone out for hardware men between the 
ages of 18 and 40 who want to do their bit, and 
who know their job. 

Modern war is a tremendous business, and 
the army that wins, is the army which has the 
best equipment and the best men. The men are 
over there now—they are ready to go ahead, 
but they still need experts in our line to re¬ 
pair and maintain their equipment. There is a 
fine chance for every man who wants to help. 
Write to the Chief of Ordnance, War Depart¬ 
ment, Washington, D. C. 

Allison Davis Hardware Company of Mesa, Arizona, 
have sold their stock of hardware and implements to 
E. G. Attaway and P. Latham. The firm name will be 
known as the Attaway-Latham Hardware Company. 


The Alpha Hardware & Supply Co., Nevada City, 
Cal., recently threw open to the public their handsome 
new store building, where a public reception and dance 
was given. 


Digitized by 


Google 
















HARDWARE WORLD 


106 



W. W. CUMMINGS AND 80ME OP THE CUPS HE HAS BEEN AWARDED FOR HIS ATTRACTIVE 

WINDOW DISPLAYS 


MOVING OR MECHANICAL WINDOW 
DISPLAYS 

W. W. Cummins of the Griffin Babb Hard¬ 
ware Co., Eugene, Oregon, has been very suc¬ 
cessful in his window displays, and believes in 
the value of moving or mechanical displays. 

He says he finds that windows with life, 
whether real or artificial, will stop every per¬ 
son that passes the store, where a mere window 
trim will receive a passing glance from the 
majority of people. 

A moving display can be made to advertise 
not only the goods in the window but the firm, 
if it does not, it is a failure. 

Of course he does not mean to advocate this 
kind of a window exclusively, but only enough 
to keep the public on the “qui vive.” 

There is no question but what people will 
stop to. see a window display where some¬ 
thing is moving, where wheels go round, or 
where some form of action is evident, who, 
might pass by a window display, in which 
merely merchandise is shown. 

Many manufacturers are glad to co-operate 
with retail merchants in furnishing such ap¬ 
paratus or contrivance for showing motion. 
This is something that should be paid far more 
attention to by the average retail merchant. 


The hardware store of J. R. O’Neill of Roseville, 
Cal., was recently burglarized of a small amount of 
fire arms and ammunition. 


A. E. Maloy has sold his hardware and ship chand¬ 
lery business at San Pedro, Cal., to his soxi-in-law, Ted 
8weet, who win continue the business under the name 
of the Fishermen & Canners 8upply Co. They also 
operate a store at East 8an Pedro. 


PASSING OF POP BENNETT 

There was probably no figure in the hardware 
trade who was more widely known among manufac¬ 
turers, jobbers and retailers, than W. H Bennett, 
known to his friends from the Atlantic to the Pacific 
as “Pop” Bennett. 

Just how he obtained this name we do not know, 
but probably because of his kindly and fatherly inter¬ 
est and words of encouragement he would bestow upon 
young hardware clerks or salesmen just starting in 
life. But he was not only Pop Bennett to the young 
hardware men, but his associates and employers as 
well. 

In all of his entire career he never lost the human 
touch, the personality, the interest, in those with whom 
he was brought in contact. 

He was a native of Erie, Pennsylvania, and for a 
number of years was associated with the Reading 
Hardware Co. He formed a wide acquaintance not 
only among the merchants but was known in their 
families. 

A few years later he was connected with the Law- 
son Mfg. Co., in which he purchased an interest, but 
some nine gr ten years a£o he moved to Los Angeles, 
Cal., being identified with the Hoffman Hardware 
Co. Later he established the Bennett Hardware Co., 
Long Beach, and he continued to maintain an active 
connection with the hardware trade up to the time of 
his death. 

He was one of the organizers of the Chicago Retail 
Hardware Association, and at one time or another 
identified with manufacturers, jobbers and retailers 
at their conventions. 

His generosity and kindness were proverbial. A 
kindlier man, one disposed to deal with others as he 
would be dealt by never lived than Pop Bennett. 

His family have the sympathy of a large circle of 
friends the country over. 


Nordhaus & Sons, Deming, New Mexico, are adding 
to their facilities for carrying an increased stock of 
hardware, and report a splendid outlook for 1918. 


H. P. Stice, Red Bluff, Cal., have purchased the 
stock and business of the Alameda Hardware Co. at 
Alameda, Cal. 
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E. C. WALDO, PRESIDENT H. J. HODGE, SECRETARY 

The Western Retail Implement, Vehicle and Hardware Association will hold their big convention at Kansas 
City January 15, 16 and 17. It is no disparagement to other live Associations to say that no convention 
will be more interesting, helpful or more largely attended than this Kansas City Convention. President 
Waldo and Secretary Hodge are determined that the 1918 convention will be in keeping with those which 
have preceded it and the Kansas City manufacturers, jobbers and retail merchants will maintain their 
reputation for hospitality and entertainment. It hardly needs any word of ours to suggest to our readers 
in the Kansas City territory to be on hand. They will be there in full force. 


Convention Season at Hand 

This is the “open” season for Retail Merchants’ Conventions. Throughout January, 
February and March, most of the Retail Hardware Assoications hold their annual gatherings. 
While several conventions have already been held, they follow thick and fast at whatever time 
merchants consider most convenient, according to their location. 

Market and business conditions make it necessary for merchants to confer with one an¬ 
other, to learn of their experiences, to have their suggestions as to how they are meeting the 
various situations that confront the Retail dealer. By all means we believe it very important 
for Retail dealers to attend one or more of such gatherings; you can’t help but be benefited. 
Announcement of various conventions are given in this number. You have a wide range from 
which to choose. If you can attend more than one you will be well repaid. 


MARK PURCHASERS’ INITIALS ON TOOLS 

Here’s a real selling idea—by one of our 
subscribers: 

“If I were a hardware merchant I would 
secure a set of metal stamping dies and would 
mark the purchaser’s initials on every tool I 
sold. The indelible identification mark would 
prevent many petty thefts. This favor to my 
customers would result in winning their good 
will and should draw me an unduly large pro¬ 
portion of trade.” 


The store building occupied by the Hayden Supply 
Co., Hayden, Arizona, which is owned by the Globe 
Hardware Co., Globe, Arizona, was recently destroyed 
by fire, the loss being estimated at about $50,000. 


“A woman came into the hospital the other 
day, and she was so cross-eyed that the tears 
ran down her back.” 

“You couldn’t do anything for her, could 
you?” 

“Yes: we treated her for bacteria.” 


TRYING HIS HAND 

“I doubt ye are growing remiss, John,” said 
a Scotch parish minister. “I have not seen ye 
in the kirk these three Sabbaths.” 

John was not duly abashed. “Na,” said he. 
“It’s no that I’m growing remiss. I’m just 
tinkering awa wi’ ma soul masel.” 

The Monticello Hardware Co., Monticello, Cal., a 
suburb of Los Angeles, were recently burglarized of 
$500.00 worth of cutlerv and watches. 
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J. N. NANKERVIS, PRESIDENT E. E. LUCAS, SECRETARY 

What the Kansas City Convention is to Missouri Valley dealers this month the Pacific Northwest Convention 
at Spokane will be to merchants in Washington and Idaho. The Spokane conventions are always well 
attended and President Nankervis and Secretary Lucas with the other officials know how to conduct a 
successful convention. Our readers in the Pacific Northwest will not be disappointed in attending this. 
It will be held on January 16, 17 and 18. 


BIG MINDS BUILD UP, LITTLE MINDS 
TEAR DOWN 

Big minds build substantial temples of prog¬ 
ress upon solid foundations of energy, knowl¬ 
edge and thrift. Little minds, warped by envy, 
inability and fear, like mice, gnaw and pull at 
the works of the builders, seeking to tear down 
and wreck the structures that offer them shel¬ 
ter and whose builders hold out the hand of 
welcome, seeking to enlist their co-operation in 
the process of building up for their mutual 
benefit. 

No business organization can reach its high¬ 
est efficiency until the inevitable wreckers are 
converted or eliminated. Every successful busi¬ 
ness has its master-mind, its builder. Fortunate 
is the business that has no petty, jealous, small- 
minded constituent, whose every action is a 
handicap on the progress of that business. The 
difficulty is to locate that narrow mind and 
weed it out. This is even more true of great 
organizations, business, political, religious, etc. 

The world owes its advancement to the 
great minds that build up. The greatest prob¬ 
lem is to overcome the tearing down of the lit¬ 
tle minds. Beware of the men who always take 
the opposite view; who never acquiesce; who 
find fault constantly; who invent all sorts of 
schemes to divert popular opinion. These are 
the little minds, jealous, sour, bilious and at 
peace 4 with no man. The thing to do is to lo¬ 
cate the men of big minds and follow them. 
This will drown out the petty ones. Always 
remember that while big minds build, little 
minds wreck.—Leon Hattenbach. 


ANOTHER MAN WHO WINS 
The man who wins is the man who does, 

The man who makes things hum and buzz, 

The man who works and the man who acts, 
Who builds on a basis of solid facts; 

Who doesn’t sit down to mope and dream, 

Who humps ahead with the force of steam, 
Who hasn’t the time to fuss and fret, 

But gets there every time—you bet. 

The man who wins is the man who wears 
A smile to cover his burden of cares; 

Who knows that the sun will shine again, 

That the clouds will pass, and we need the rain. 
Who buckles down to a pile of work 
And never gives up and never will shirk 
’Til the task is done, and the toil is sweet, 
While the temples throb with red blood’s heat. 

The man who wins is the man who climbs 
The ladder of life to the cheery chimes 
Of the bells of labor, the bells of toil, 

And isn’t afraid his skin will spoil, 

If he faces that shine of the glaring sun 
And works in the light ’til his task is done; 

A human engine with triple beam 
And a hundred and fifty pounds of steam. 

Tell your townspeople to paint up and clean 
up, and get ready for spring, and be prepared 
to equip them in their spring painting needs. 

E. M. Baxter, manager of the White Hardware Co., 
Oceanside, Cal., has severed his connection with the 
business, and will have charge of the San Diego, Cal., 
office of the U. S. Rubber Co. 
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TEXAS DEALERS GETTING READY 

President Netzer and 
Secretary Cox say that 
Texas will not be a bit be¬ 
hind other live associations; 
will have their convention 
at San Antonio, January 22, 
23 and 24, and they can as¬ 
sure the merchants who 
will attend, that they will 
be glad of it. The Texas 
jobbers and merchants are 
always to be depended upon 
to look after the entertain¬ 
ment of their friends and 
every one knows what Southern hospitality is. 
Texas dealers will be out in good force. 

DON’T WEAKEN 

A little phrase that seems to have been born 
among the sweat and backaches of the officers’ 
training camps will do you good in your busi¬ 
ness. When the young officers are marching 
and wheeling and plunging ahead with mus¬ 
cles groaning and bones aching, and it seems 
that an end has come to the world, DON’T 
WEAKEN comes along and brings new 
strength. When the boys are digging them¬ 
selves in from an imaginary enemy and the 
spade strikes stones and roots and the sun 
strikes down from overhead and the ground is 
hard and the body ache grows, DON’T 
WEAKEN saves the day. 

We don’t know where the words came from, 
maybe from the scourge of souls over seas. 
But it is a phrase we need. The principal 
temptation of life is to let down just when we 
ought to strike hardest. The supreme weak¬ 
ness of human character is to give in under 
strain at the wrong time. At the hardest point 
is not the place to yield. 

When you are driving ahead to beat your 
yesterday’s record, DON’T WEAKEN. 

When the sale you ought to have is com¬ 
ing hard— 

When you have a job you don’t like but 
which should be done— 

When you are working on a new way to do 
some piece of work in the plant and the point 
comes hard and the solution seems far away— 

When you are trying to get some truth, 
some change, some improvement across— 

DON’T WEAKEN. 

Whatever you are trying to do in this world, 
whatever you are following, whether it is a 
game or a major aim of your life, get yourself 
in the habit—DON’T WEAKEN. 


Politeness and civility are the best capital 
ever invented in business. 


Work in harmony with your fellow work¬ 
men. Don’t work at cross purposes. 



INDIANA MERCHANTS PROMISE THE USUAL. 

GOOD CONVENTION. 

The Indiana Association is one of the pioneers and it 
is the benefit of the experience of President Stoner 
and Secretary Corey who are veterans in the work. 
Indiana Mrchants know just what to expect from 
an Indiana convention and they are not going to 
be disappointed. Indianapolis claims the privilege 
of having them this year on January 29, 30, 31. 


SUCCESSFUL MEN MUST KNOW 

There is nothing more true than the old 
saying we learned at school, “ Knowledge is 
Power.” 

Know just what you are doing all the time. 
Don’t guess; know. Knowledge is power; it 
makes you sure of yourself; it is sure-fire, 
quick-action and invulnerable. Know your 
goods. If you are selling something known all 
about it. If you are selling your services, 
know what you can do and then play up your 
good points. 

If you are selling merchandise know the 
reason why it should sell and then play up 
these reasons. If you are selling both service 
and merchandise, as in a mercantile establish¬ 
ment, know why the people should patronize 
you and then tell it to them straight, right 
from the shoulder. 

If you really know what you have to offer, 
and why, the people will listen and be con¬ 
vinced, because your knowledge makes you im¬ 
pressive. 

Successful men study all the time; they 
thirst for knowledge; they profit by experi¬ 
ence. Failures are those who take things for 
granted; who do their work automatically; 
who watch the clock; who don’t want to learn. 
Opportunity abounds; it is everywhere. It 
yields to the man who digs in and finds out 
why and wherefore. Success is positive in any 
undertaking if you know your business. 


We wish to “fess up” the Hardware World 
as a trade journal is one that can’t be beat, and 
the three of us can’t get along without it. I? is 
spicy, to the point, and very helpful to every 
Hardware merchant and salesman. 

We remain a staunch friend of your journal. 

PIT RIVER HARDWARE CO. 
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MOUNTAIN STATES CONVENTION AT 
DENVER 

President Lowell and Secre¬ 
tary W. W. McAllister don't 
claim to be veterans in the 
work, but they have all the en¬ 
thusiasm and interest in the 
welfare of the merchants in the 
Mountain States that belong to any of the 
older Associations. Colorado this year is going 
to have the best convention that they ever held; 
they tell us so and we believe them fully. The 
manufacturers, jobbers and retail merchants of 
Denver are going to do their part. Some con¬ 
ditions have arisen in Colorado that will make 
it worth while to attend. An interesting pro¬ 
gram and a helpful convention is assured. 


James Rogers of the Sanger Hardware Go., Sanger, 
Cal., has sold his interest in the business to George 
Serfling, who has taken possession. The other mem¬ 
ber of the firm, Mr. O. J. Hudson, still retains his 
interest in the business. 





The Oxnard Implement Co., Oxnard, Cal., who han¬ 
dle a general line of hardware, auto furnishings, 
stoves, ranges, automobUe accessories in addition to 
farm implements of every character, report that they 
are unusually well pleased with the results of their 
1917 business, and are preparing for a larger trade in 
1918. 


D. D. Phillips has resigned as manager of the Hub 
Hardware Go., Colton, Cal., and will devote his time 
exclusively to the farm tractor business. Ira Eriehsen, 
for several years connected with the Hub Hardware 
Co., succeeds Mr. Phillips as manager. John Moon is 
president of the Hub Hardware Co., and Mrs. Anna 
F. Phillips is vice-president; T. E. Moon, secretary 
and treasurer. They report a most excellent outlook 
for 1918. 


OREGON DEALERS CONVENTION. 

It isn’t every hardware merchant who has the privi¬ 
lege of writing 14 Hon. 11 before his name, but here 
is one President G. W. Hyatt who is entitled to do 
so. If you wait for him to tell you, you would 
never know it. He is a big man in his town, but 
he wouldn’t even admit that. He is serving his 
third term as Mayor of Enterprise, he’s been en¬ 
gaged in the banking business for twenty years, 
is head of the Enterprise Mercantile A Milling Co. 
and a number of other enterprises in eastern 
Oregon. 

His modesty is proverbial but he will be awful glad to 
see Hardware Dealers at the Convention in Port¬ 
land, January 22, 23, 24 and 25. 


Salesmanship 

By O. G. BUennan. 


THE OLD WAY 
Good Fellow. 

Questionable Friendship. 

A Good Buyer and Agreeable. 

Getting under the prospect’s belt with ci¬ 
gars and drinks. 

Visiting and wasting time. 

Selling Promises. 

Special Concessions. 

Price cutting. 

“Spider” waiting for flies. 

Being a gentleman of leisure so he can work 
during old age. 

Just drifting along. 

Coming late to work and then attending to 
details. 

Four hours’ work per day. 

Back at Christams, always in debt. 

Can’t take advantage of opportunities be¬ 
cause he can*t get the backing. 


THE NEW WAY 

Business Man. 

Acquaintanceship. 

Fair and commanding respect. 

Convincing him to sticking to facts and 
good arguments. 

Putting things on a business basis, talking 
business. 

Taking orders with no strings. 

Treating all alike. 

Giving value received. 

(Jetting out after business. 

Working so he can be a gentleman of lei¬ 
sure during old age. 

Working with an aim in life. 

Coming early to work, getting details over, 
ready to hustle ten hours, and then some. 

Money in the pocket at Christmas, and 
money in the bank. 

Ready to take advantage of opportunities 
because he does not need backing. 


Digitized by Google 









110 


HARDWARE WORLD 



A PATRIOTIC HARDWARE MAN 

One of the splendid things that will be noticeable 
as a result of this great war is that the United States 
will be more United in thought and purpose than it 
has been since the days of ’76 —no North, no South, no 
East, no West. 

No part of the country can claim a monopoly of 
loyalty or patriotism. It would require a much greater 
space than is available in several issues to even pub¬ 
lish the names of those connected with the hardware 
industry who are going to the front, making personal 
sacrifices in various ways, and standing ready to re¬ 
spond to every call. 

This is no time for carping criticism, that will prob¬ 
ably come later on, but the one thing to do now is to 
encourage and cheer the boys in “Blue and Khaki .” 

C. W. Gauge, a well-known manufacturers’ repre¬ 
sentative on the Pacific Coast, who has been identified 
with several of the largest institutions in the country, 
and who, although a young lad at the time, still re¬ 
members the days of the Civil War, has dedicated to 
* ‘ Uncle Sam’s Boys ’ ’ seven verses—one for each day 
of the week, which not only serve as a daily reminder, 
but convey a cheering word and a beautiful sentiment. 

These verses are copyrighted, but Mr. Gause has 
had them attractively printed on cards which a number 
of his friends are ordering to be sent to the soldier 
boys at the various cantonments and at the front. He 
is generously furnishing tnese verses at cost, as the 
demand upon him for them was more than he could 
undertake, notwithstanding his generous and patriotic 
nature. 

We know they will be greatly appreciated and en¬ 
joyed by every patriotic American—and all hardware 
men are such. 


TO UNCLE SAM’S BOYS 

(Copyrighted by C. W. Gause.) 

If Monday tempts a shirker’s lag, 

Hold your nerve, salute your flag 
For Old Glory’s sake. 

If Tuesday’s drill should tax your wit, 
Go to it with might and grit 
For Old Glory’s sake. 

If Wednesday’s work increase the strain, 
Brace your back, forget the pain 
For Old Glory’s sake. 


If Thursday’s trial should mean more muscle, 
Get up high, resolve to hustle 
For Old Glory’s sake. 

If Friday’s routine breaks the spell, 

Forget the past and train like h—1 
For Old Glory’s sake. 

As Saturday ends your week’s career, 

Hurrah together, a rousing eheer 
For Old Glory’s sake. 

If Sunday be your day of rest, 

Write the one you love the best 
For Old Glory’s sake. 


RATHBONE, SARD & CO. ORGANIZATION 

Reference was made in our last issue to C. 
W. Reed, Vice-President of the Rathbone, Sard 
& Co., who have recently established branch 
houses in Portland, San Francisco and Dallas. 

In speaking of their institution Mr. Reid 
said: 

“Our company is fortunate in having asso¬ 
ciated with them men of very high caliber. Our 
President, Mr. R. E. Sard, is one of the big 
Eastern men who has given his services to the 
government without remuneration. 

“Our chief executive officer is Mr. W. H. 
Webster, one of the big, broad-gauge type who 
carries with him a tremendous power for doing 
things in a big way. He has been- the chief 
executive officer in the reorganization of the 
Indian Refining Company and was president of 
several of their subsidiary corporations. Asso¬ 
ciated with him on the board of directors are 
influential Eastern men with very large finan¬ 
cial interests. 

“It will be interesting to know that we 
have just completed a large and modem Elec¬ 
tric stove plant. With the development of the 
Electric stove business Rathbone, Sard & Com¬ 
pany will take their place as leaders as they 
have in other lines. Identified with this com¬ 
pany is Mr. J. F. Killeen as General Sales Man¬ 
ager. Mr. Killeen is without doubt the best 
known man in the Electric stove game, having 
held high positions with the General Electric 
Company. 

“We have just taken into our organization 
Mr. L. T. Wilcox, known all over the country 
as an authority on oil stove construction. He 
has formerly been with the Linderman Hover- 
son Company. 

“Our General Superintendent, Mr. T. W. 
Sinclair, is a man of wide experience and who 
has worked his way up to be recognized as an 
authority on stove construction. 

“Mr. White, our General Sales Manager, 
has been associated with me for many years 
and has made rapid strides that are equaled by 
few his age. His associate Sales Managers are 
all enthusiastic, high grade men, popular with 
the men and trade.” 
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R. C. KARBERG A MAN WHO PLANTS 
LITTLE ACORNS 

* ‘ Great oaks from little acorns grow ’ ’ is the title of 
a “speech” which B. C. Karberg committed to mem¬ 
ory, and likewise established something of a local 
reputation as an orator when he went to school in 
Wisconsin some years ago. 

This was in the little Bed District School, when his 
vacation time was spent working on the farm, with an 
occasional game of *‘ town” ball on Sunday morning 
when the folks weren’t looking. 

When he was eighteen years old Mr. Karberg went 
to college in Madison. He began clerking in general 
stores in Wisconsin, South Dfckota, Montana and Min¬ 
nesota, finally becoming manager of the stove depart¬ 
ment of the Powers Dry Goods Co., Minneapolis. 

After being several years there he became identi¬ 
fied with Cribben & Sexton and sold stoves for them 
for four years throughout the Northwest until he got 
the Western Fever and landed in Seattle some ten or 
eleven years ago. He was connected with the stove de¬ 
partment of a local furniture house and with a firm 
at Spokane, Wash., where he fought their stove bat¬ 
tles. 

A year ago C. W. Beid of Bathbone ; Sard & Co. 
picked him up, and made him one of their representa¬ 
tives, and as a small territory gave him the six North¬ 
west states. 

The showing Mr. Karberg made the first year evi¬ 
dently convinced them they had made no mistake, that 
both he and his territory were right, for he was put in 
charge of the branch office and warehouse at Port¬ 
land, Oregon, as manager. 

Associated with him will be Mr. Jacques, also a 
well-known and successful stove man. 

Mr. Jacques will begin cultivating the “Acorns” 
that have been planted in the Northwest for a number 
of years, and Mr. Karberg’s slogan is much the same, 
“Watch the Acorns Grow.” 


FIRST CLASS IN EVERT RESPECT. 

I consider your magazine a first class one 
in every respect, full of good, helpful advice, 
and I thoroughly enjoy reading my copy. 

HEBBEBT A. MAGNAN, 

Havre Commercial Co. 



C. P. JACQUES WHO ALSO PLANTS 
ACORNS 

Associated with Mr. Karberg is C. F. Jacques, who 
has been in the hardware and stove business for over 
thirty years, and who is as familiar with every part 
of the Pacific Coast as he is with his own back yard, 
having traveled from Vancouver. B. C., to Mazatlan, 
Mexico. 

He was connected with the Hoffman Hardware Co. 
and the Pacific Hardware & Steel Co. during that 
length of time, and for the last four and a half years 
he has been paying particular attention to selling the 
products of the National Enameling & Stamping Co., 
American Wringer Co., Beliable and Dangler Stove Co. 
lines in Oregon and Washington. 

His experience and acquaintance naturally stands 
him well in hand in his association with Mr. Karberg. 


The “STANLEY WORKERS” 

The “Stanley Workers” is a bi-weekly 
newspaper published by the Stanley Club, 
whose membership embraces all the office em¬ 
ployees, factory foremen, assistants and fac¬ 
tory clerks. The purpose of this publication is 
to keep in touch with the boys who have tem¬ 
porarily left to fight for Uncle Sam. 

It is a happy inspiration, because there is 
nothing that soldiers need more than to feel the 
hand of fellowship reached out across the seas, 
as they take their place alongside of our Allies 
who have been fighting for us, even though we 
apparently didn’t know it, or didn’t realize it, 
for the last two or three years. 

Some of the letters published from their 
enlisted men make very interesting reading. 

The W. F. King’s hardware store, Prineville, Ore¬ 
gon, was recently damaged by fire, which destroyed 
an adjoining building. The stock was also damaged 
by water amounting to $10,000. 

The Garnett-Corey Hardware Co., Medford, Oregon, 
are preparing to discontinue business. They have been 
conaucting a sale during the month of December. 
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Here is a unique Window Display made by George & Harris, enterprising merchants of Pomona, Cal. It is a unique 
conception showing the Pioneer Log Cabin scene surrounded by the rail fence, the American flag occupy¬ 
ing a prominent position. The turkeys in front and the roasters made a unique Bales appeal and brought 
the results desired. 



A. C. RULOfSON, PnbI 


BRIER HILL STEEL CO. 

OF CALIFORNIA 



BnerHin Steel 

Cowpwor 
i. S. BUHOP. 


STEEL SHEETS 

ALL KINDS 

Stock or Mill Shipments 


Mills at 
Youngstown 

WRITE FOR PRICES 

Twmio 

at Niles 

Ohio 

WE WILL DO THE REST 

Ohio 


Large Stock in San Francisco 

359-365 MONADNOCK BU LDING, SAN FRANCISCO 
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HOW NOT TO GO TO PRISON FOR EXAG¬ 
GERATED FINANCIAL STATEMENTS 

(Copyright, by Elton J. Buckley.) 

In Philadelphia as these words are being 
written, there is a business man waiting to be 
arrested. He has just come through a lot of 
trouble. Four months ago he failed and his 
creditors put him in the bankruptcy court. At 
first he thought he could settle with his credit¬ 
ors on about a 30 per cent basis, but this fell 
through, and he had to turn everything over. 
His assets were considerable and represented 
the accumulation of several years. One would 
think that was trouble enough, but now he is 
awaiting what will doubtless be the worst 
trouble of all—arrest on the charge of having 
given to his creditors, last January, a false 
statement of assets and liabilities, on the 
strength of which he obtained new credit, and 
also an extension of time to pay debts already 
incurred. 

If he is convicted on this charge he will go 
to prison for a long term. 

The plight of this man, who I believe in¬ 
tended no fraud, though it looks as if he did 
without doubt falsify his statement, has im¬ 
pressed me so that I am going to sound a note 
of warning here against the slightest exaggera¬ 
tion in statements of financial condition in¬ 
tended either for mercantile agencies or for 
creditors, as a means of obtaining credit. I 
asked a man the other day: “Why did you give 
a statement as false as thisT Tou might have 
known that if anybody started to open it up 
they would find its falsity right away.” He 
said: “At that time it didn't seem possible that 
I could fail. I expected to pay everything so 
that nobody would have occasion to open it 
up.” 

That man has since been sentenced to three 
years' imprisonment for obtaining credit on a 
false financial statement. 

Only last week the financial statement given 
by another man, also in bankruptcy, came be¬ 
fore me and I found that the bankrupt, in or¬ 
der to swell his assets, had induced his father 
to deed a certain piece of real estate to him. 
The property was still to be the father's, who 
was to continue to collect the rents, but on rec¬ 
ord it was the son's, because it was in his name. 

Here the fraud had a different result. The 
court held that the bankrupt had not commit¬ 
ted any fraud, because the real estate was actu¬ 
ally his. His father had unwittingly put him¬ 
self in a position where he could not claim it as 
against his son's creditors. He had allowed his 
son to use it to get credit with, and he could 
therefore not take it back now, after the credit 
had been granted on the strength of it. So the 
father lost the property. Hard luck, you may 
say, but remember that he was party to the 
fraud which his son had planned, and which 


would have been consummated had he been al¬ 
lowed to take the property back. 

I have repeatedly seen business men come to 
grief by giving out the same statement that 
they prepared months—sometimes years—be¬ 
fore ; a statement which was perfectly accurate 
when first made up. They do this for two rea¬ 
sons: first, because they are apt to say care¬ 
lessly, “Oh, that'8 near enough; there hasn't 
been much change,” where the fact often is 
that there has been a very decided change for 
the worse. The second reason is that the man 
whose statement it is, though he knows that his 
present statement would be worse than his last, 
is afraid to place that fact clearly before his 
creditors. And he always hopes that he will be 
able to pay his debts and that there will there¬ 
fore be no occasion to open the statement up. 
Nine-tenths of the men who give padded and 
exaggerated financial statements do so in abso¬ 
lute confidence that everything will be all right 
and that nobody will have to investigate the 
statement because everybody will be paid. 

It is false pretense everywhere, under the 
common law, to give one's creditors or mercan¬ 
tile agencies a statement about one’s assets and 
liabilities which is untrue even in part, if the 
untruth is favorable to him whose statement it 
is, and influences somebody to give credit to 
the latter’s loss. And not only is this false pre¬ 
tense under the common law, but the States one 
by one are passing laws explicitly making it a 
misdemeanor, punishable by fine or imprison¬ 
ment, to make any false statement in writing 
for the purpose of inducing credit. Under 
some of the statutes the credit doesn't have to 
be given; if the false statement is made, the of¬ 
fense is complete. 

Opinion ought to be excluded as far as 
possible from a financial statement. A retail 
merchant was sent to jail a few weeks ago be¬ 
cause he included a piece of real estate in his 
assets at twice its highest value. He defended 
on the ground that it was his opinion that the 
property was worth that; or would be after 
this thing was done by the city, and that thing 
and the other thing—extensive improvements 
far in the future which possibly might never 
come at all. The jury held that he was hiding 
fraud behind opinion. 

“Opinion” about the value of book ac¬ 
counts, or stock or fixtures, or this or the other 
item of assets, ought to be kept rigidly down. 
Nothing but the coldest, most conservative fact 
ought to go in, for if the least exaggeration is 
present it may rise to plague you at unexpected 
moments. And if it does not bring criminal 
prosecution, it will arouse suspicion which may 
close the door to very necessary credit. 

It is a good plan, after you have made up a 
financial statement, to go to work and audit it 
just as if it wasn't yours at all, but a stran¬ 
ger’s. 
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PEOPLE WHO QUOTE GOODS BY MAIL 
MUST STAND BY THEIR FIGURES 


(Copyright, by Elton J. Buckley.) 

Here is a question which will interest every¬ 
body : 

Springfield, Illinois. 


Please tell me whether there is a real sale in the 
following ease: I have dealings with a manufacturer 
in the city of Chicago, and a great deal of our dealings 
are by mail. Whenever he has goods that he thinks 
I can use, he writes me, and sometimes wires, though 
usually he writes. In the letter he quotes me a price, 
and I immediately answer, buying the goods or not, 
according to whether I am interested. I have been 
dealing with this man for several months in this way, 
and never had any trouble until last month, when he 
wrote me as usual, quoting me a price of $4.50 a dozen. 
I needed the goods, and I at once wrote back placing 
an order for fifty dozen. His letter reached me the 
day after it was mailed and he acknowledges that my 
reply reached him the day after I mailed it, so there 
was no delav, the whole transaction being done inside 
of three or four days. As soon as he received my 
order, he sat down and wrote me a letter saying he 
could not accept it, as the market had gone up, and 
the quotation had been a mistake, anyway. He said 
he had meant to quote $5.25 a dozen. He now refuses 
to fill the order and claims that he has a right to 
refuse the order any time before the goods are shipped. 
I have to have the goods, and I find today that the 
best I can do is $5.35 a dozen. Do you think I have 
any ground for damages against him? As I look at 
it, we made a contract, and he ought to live up to it. 

Yours, A. B. & BRO. 

P. S.—I forgot to say that all his letters offering 
quotations say * * subject to being unsold .’ f In this 
case the goods were not sold, as he has offered them 
to me since. 

Under the settled law, this Chicago seller 
hasn’t a leg to stand on. The law will not 
allow him to play fast and loose in this way. 
Recognizing that in all lines there is a great 
deal of trading by mail, and that the integrity 
of these transactions must be safeguarded, the 
law will compel a man who quotes goods by 
mail on certain terms, to stand by the offer 
until the other party has had a chance to act 
on it. 

The buyer, however, must act within a rea¬ 
sonable time. If he does not, the offer auto¬ 
matically lapses, and the seller can no longer 
be held. In the case submitted, the buyer un¬ 
questionably acted within a reasonable time. 
In fact, he acted as quickly as he could, unless 
he wired, which the law would not compel him 
to do in answer to a letter. If the seller had 
wired his offer, the buyer, in order to be safe, 
would have had to wire his answer. 

My opinion is that the minute the buyer 
deposited his acceptance in the mail there was 
a contract which the seller can be compelled 
to fulfill. I say the contract was complete when 
the acceptance was deposited in the mail, rather 
than when the seller received it. This is so 
because the law regards the mail as the seller’s 
messenger—the messenger he chose for the occa¬ 
sion—and when the answer was delivered to 
the messenger it was therefore aelivered to 
the seller. 


This is typical of a large number of contracts 
for the sale of merchandise either by weight or 
measure, to weigh or measure about so much. 
There seems to be a custom in the oil business, 
when a full tank is boguht, to fill it full and 
charge whatever that measures, even though a 
slightly different quantity was called for in the 
order. The same custom exists in many other 
lines. It means in this case that the seller has 
a right to ship 8,100 gallons in satisfaction of an 
order for 8,000, and that the buyer is bound to 
accept it and cannot reject because he is not 
tendered the exact quantity that he bought. In 
other words, the transaction belonged to that 
class of transactions in which the order is for 
a definite quantity, “more or less.” The rule 
as to these is that anywhere near the named 
quantity is a good delivery. 

It follows, I think, that he seller legally 
shipped 8,100 gallons and that it was a good 
delivery of the 8,000 gallon order. Further¬ 
more, it was a part of the 8,000 gallon order, 
and was subject to all of its terms, including 
price. I do not think the buyer can be asked 

to pay any excess for the extra 100 gallons. 

• • • 

I had a run on a certain brand of soap by reducing 
the price, and built up quite a trade. The last ordeT 
I sent the jobber he returned and refused to fill, on 
the ground that I had cut the price. I sent on a 
money order for 25 boxes, but he refused to ship. Is 
he not compelled to sell to me if I pay cash. 

He is not. He and every other jobber can 
refuse to sell you if they wish and they are not 
obliged to give you any reason. Tour tender 
of cash makes no difference. 

If, however, you try to buy of other jobbers, 
and they all turn you down, and you can prove 
that this is a conspiracy engineered by the 
manufacturer and carried out at the manufac¬ 
turer’s behest, by the jobbers, you can enter 
suit for damages, under a case recently decided 
in Maryland. In that case Frey & Sons, whole¬ 
sale grocers, sued the Cudahy Packing Co. for 
damages because Cudahy & Co. had refused to 
sell them direct, and had compelled other job¬ 
bers to refuse to sell them except at a prohib¬ 
itive price. The court awarded, if I recall, over 
$5,000 damages. 

A CONSCIENTIOUS JUROR 

In an Ohio court a juror was about to be 
sworn in, when the judge bethought himself to 
say: 

“I trust, sir, that you fully understand the 
duties and responsibilities of a juror?” 

Whereupon the man drew himself up and 
answered: 

“Your Honor, I am a plain man and believe 
in being fair to all. I don’t go by what the 
lawyers say, and I don’t go by what the judge 
says, but I look carefully at the defendant in 
the dock, and I say to myself: ‘That fellow 
must have done something or he wouldn’t be 
here.’ So I bring ’em all in guilty.” 
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AN UNUSUAL WINDOW DISPLAY 

An attractive display of andirons is a norvelty in window trimming that is not featured as much as it should be. 
Here is a display of andirons made by W. W. Cummins for the Griffin Babb Hardware Co., Eugene, 
Oregon. 

Probably because such a window display does not represent the work that some others do is why merchants 
often overlook them. There is nothing that appeals more to the housewife than such a display, and it 
must be admitted that Mr. Cummins was successful in producing a display that was attractive and pleasing 
to the eye, and from a sales standpoint was a good investment for the Griffin Babb Hardware Co. 


NO MAN CAN SUCCEED UNLESS HE IS 
HAPPY 

Happiness is the most essential of all ele¬ 
ments necessary to maintain life. Food and 
drink, air and sunshine, wealth and fame, all 
have their place and influence, but all these 
combined are not powerful enough to develop 
the perfection of being, unless we are happy 
and content, optimistic and alive to the joy of 
living. And there is no possible excuse for any 
human being to be unhappy who is sound phys¬ 
ically and mentally. This bright world of ours 
is a playground. It is filled with toys for our 
delectation. 

On every side is found reason for happiness. 
Gloom and despair are of our own making. 
What matters it if we do not gain riches or 
fame? These are but transient. They bring 
more misery than happiness. They court envy, 
criticism and trouble. Let us look rather to de¬ 


velopment of character; to giving and receiv¬ 
ing of the best products of human instinct, of 
friendship and of love. This means real happi¬ 
ness, and happiness means health and success. 
It keeps us young, efficient, proud and above 
all, satisfied. 

No man can succeed in business unless he 
is happy. The grouch doesn’t last long. The 
crank soon digs his own grave. Only the 
happy, contented, genial business man survives 
and builds up, makes friends and knows the 
joy of living. Every man can be happy, for 
happiness is our birthright. 


What has been done once can be done again, 
and with the bill collector it usually is. 


A New Hampshire girl has become a black¬ 
smith. Her only previous experience had been 
in shooing hens. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. 
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HOW QUICKLY PRICES MAY ADVANCE 

F. J. Ries of the Chicago Spring Butt Co. 
was recently telling us of an illustration of how 
quickly prices may advance in some lines, and 
we are passing this thought along to retail 
merchants, thinking possibly there are some of 
our friends who hesitate to advance prices when 
they are being continually advanced to them, 
trying to absorb all the difference. They 
might learn a lesson from the story of the hotel 
keeper in the state of Washington, where Mr. 
Ries was having luncheon one day. 

He had ordered roast beef, the price of 
which on the menu was given at 50c. After he 
had been served, in fact had received bis check 
for the amount of his lunch, but before he had 
left the table, the waitress returned and took 
the check to the counter. When Mr. Ries got 
the check back he noticed that the price of roast 
beef had advanced fifty per cent. In other 
words, instead of being charged 50c, the price 
had been raised to 75c, although the change , as 
yet had not been made on the menu card. 

This was an advancing market with a ven¬ 
geance, and naturally Mr. Ries wanted an ex¬ 
planation. 


The proprietor came round and told him he 
had just received word that the Hotel Daven¬ 
port, Spokane, had just put up the price of their 
roast beef on the menu card, and he felt he 
ought to follow suit. 

His product wasn’t costing him any more, 
but he didn’t want to be behind the times and 
the leading hotels of the country, and he 
promptly arranged his prices to correspond, al¬ 
though there had been no increase in his ser¬ 
vice. 

Needless to say Mr. Ries insisted that the 
change in prices should not take place in such 
a twinkling of an eye, for if this was done all 
along the line, his expense account might be 
looked upon with suspicion. 

USEFUL BOOKLETS 

The Du Pont Company of Wilmington, Del., has 
just issued a very interesting booklet entitled “The 
Giant Laborer.” It points out and proves the ad¬ 
vantage of using Du Pont explosives for various agri¬ 
cultural and miscellaneous uses. It explains what bene¬ 
fit explosives have been in Land Clearing, Ditching, 
Drainage, Subsoiling, Tree Planting, Orchard Cultiva¬ 
tion and other uses. It is a companion or sequel to 
“Handbook of Explosives , 91 another recent booklet, 
the latter book containing full instructions as to 
“how” to handle and use explosives. Both books 
will be sent on application. 




“Pittsburgh Perfect’’ 

Wire Nails 

ALL KINDS 

Barbed Wire 
Baling Wire and Ties 

AT RIGHT PRICES TO YOU 

PITTSBURGH STEEL CO 

359-365 Monadnock Building 
SAN FRANCISCO 

Shipped from Mill or San Francisco Stock 

A. C. RULOFSON CO. 

Sales Managers 
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INCREASING PRODUCTION BY GOOD 
LEADERSHIP 

4 ‘How is it a man as able as you are, cannot 
make this mill turn out what it shouldt” 

Charles M. Schwab, then manager for An¬ 
drew Carnegie, shot this question one day at 
the manager of one of the Carnegie steel mills, 
a finely educated man, thoroughly capable and 
master of every detail of the business, but un¬ 
able to inspire his men to do their best. 

“I don’t know,” replied the mill manager, 
chagrined. “I have done everything within my 
power. I have coaxed them, I have pushed 
them and I have sworn at them. Yet they will 
not produce.” 

It was near the end of the day. In a few 
minutes the night shift would come on. Schwab 
thought a minute. Turning to one of the men 
standing alongside a red-hot furnace, he asked 
him for a piece of chalk. 

“How many heats has your shift made to¬ 
day!” inquired Schwab. 

“Six,” was the reply. 

Schwab chalked a big “6” on the floor of 
the furnace and passed on without saying a 
word. When the night shift came on they saw 
the big “6” and asked about it. 

“The Big Boss was in here today,” said the 
day men. “He asked us how many heats we 
made today and we told him six. He chalked 
it down.” 

Next morning Schwab passed through the 
son* mill. The “6” had been rubbed out and 
in its place had been marked a big “7.” The 
night shift had announced itself. 

That night Schwab went back. The “7” 
had been erased and a big “10” swaggered in 
its place. The day force recognized no super¬ 
iors. Thus a fine competition was sorted and 
it went on until this mill, formerly the poorest 
producer, was turning out more than any other 
mill in the plant. 

The lesson conveyed could be taken to heart 
by many a manager, who might profitably en¬ 
gage in a little personal introspection over it. 

“My bunch are a lazy lot,” you sometimes 
hear him say, “they 11 do just so much and no 
more. I wish I had some real good help here 
and I’d make things hum.” 

Making things hum is your job. 

That’s what you are paid for and what’s ex¬ 
pected of you. 

If you are falling down on the job and get¬ 
ting only 50 per cent efficiency out of the help 
under you, you and not your help are to blame. 
You lack the quality of leadership. Epaulets, a 
sword and a title do not make a capable officer. 

It takes more than a high sounding name 
and a gold spangled uniform to mould an ex¬ 
perienced veteran out of a rookie. 

1 All men have the potentiality of efficiency 
in them but it is up to you to touch the divine 


spark and warm it out of them. You have the 
same raw material of which all great and suc¬ 
cessful organizations are made. The effective¬ 
ness with which you use that material is the 
measure of your competency. No organization 
ever started with all stars. 

We are all in the cocoon state until some¬ 
one stronger than ourselves comes along and 
imbues us with the fire of life. Men evolve 
as they are helped. 

Your subordinates need real leadership from 
you. That’8 your part in the game. 

If they are not producing as much as they 
should, it’s because you are not giving them 
the inspiration that makes for larger produc¬ 
tion. 

Your efficiency is not what it should be. 
Laxness begets laxness. 

When the engine ahead slows down, the 
cars behind follow suit. It’s up to you, old top. 
up to you. 


THE THINKER 
(By Barton Braley.) 

Back of the beating hammer 
By which the steel is wrought, 

Back of the workshop’s clamor 
The seeker may find the thought 
The thought that is ever master 
Of iron and steam and steel, 

That rises above disaster 
And tramples it under heel I 

The drudge may fret and tinker, 

Of labor with lusty blows, 

But back of him stands the Thinker, 

The clear eyed man who knows; 

For into each plow or sabre, 

Each piece and part and whole, 

Must go the Brains of Labor 
Which gives the work a soul! 

Back of the motor’s humming, 

Back of the belts that sing, 

Back of the hammer’s drumming, 

Back of the crane’s that swing, 

There is the eye which scans them, 
Watching through stress and strain, 
There is the mind which plans them— 
Back of the brawn, the Brain! 

Might of the roaring boiler, 

Force of the engine’s thrust, 

Strength of the sweating toiler, 

Greatly in these we trust. 

But back of them stands the schemer, 

The Thinker who drives things through; 
Back of the Job—the Dreamer, 

Who’s making the dream come true! 


If you are disposed to draw the color line, 
don’t draw it feeling blue. 
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Cite ftingsbille dumber Company 

Santa Claus Hcadquaktcm 


Llaa 



The Toy Shop of Kingsville 

Toys. Dolls. Gssms, NotsMm, Ckins ssd Cst Glass 



Horth Pol*. 
Wot.S3,1917. 


My Dssr Llttls Prlsndt- 

••11 It auraly Ui ketn a long list 
•lnes I was In KinfivUl*. Yaa: It baa bsan a year anl a 
lot of things bass happened daring that tlse.but I alncerely 
hops that you hav* bsan a good little boy or girl,for you 
know that yoar ■ BIO PAT PRIWD • loros good little children. 

Wow,what doss my little friend want for Chrlatsaa? 

I hare just lots of toys that I hare aada up since I saw you 
last and I aa stars that sosa of thea will please you; 

1 want you to see ay eoaplata line «f toys that I hare left 
with The Kingsville Lusher Coapany, You will find toys of 
ovary description,Doll*,Oases,and lots of other pretty things 
that I haven't tiae to tall you about now,so I want you to tell 
your brothers and sisters if you have any and all your little 
friends, as sell aa paps and naans to ooae and see thea. 

Lhat year I cane to you in an Aeroplane, but this 
year I km not going to tell you how I ta cosing to Kingsville, 
but you oan rest assured that I will be there without fail on 
Deasaber let, at 2:30 P.M. and X sure want you to be at The 
Kingsville Lusher Coapany Hardware Store with all your little 
friends to aeet as and see what 1 have for you as a souvenir 
of ay visit this year. It sill Interest you, because If you 
are the luoky ore you will reoaive a cash prlss. 

Wow X aust olose as X have lots cf letters to write 
to the other children, so Ooodbye, X aa going to look for you 
on Saturday, Daoeaber 1st. 

Your loving, 

■Santa Claus." 

LIVE TEXAS MERCHANTS 

We have often spoken of the enterprise and 
progressiveness of the Kingsville Lumber Com¬ 
pany, Kingsville, Texas, and lest this name be 
misleading let us tell you that they are large 
factors in everything pertaining to hardware, 
housefurnishings, implement and auto accesso¬ 
ries and as you will see by their letter toys, 
china and cutglass. 

They know how to give the human touch, 
the personal appeal in their letters. We will 
venture that there are no merchants who keep 
in closer touch with their customers than they. 
They don’t live in a large town but the people 
of their community have the utmost confidence 
in them and look to them for advices and sug¬ 
gestions in all matters pertaining to the wel¬ 
fare of their community. 


LEARN TO EXPRESS YOUR THOUGHTS 

Thoughts unexpressed are like roses born 
to blush unseen, says Leon Hattenbach. 

Every normal human brain is constantly 
evolving new thoughts but comparatively few 
of these thoughts are coined into convertible 
materials. We are all more or less idealistic 
but few of us are able to turn our ideas into 
practical realities. 

This is because we lack the power or the 
gift of apt expression of our thoughts. We 
fear to talk out in open meeting. We think 
but we underestimate the value of our ideas. 


We are over self-conscious or bashful. . The 
deepest thinkers are usually the most taciturn 
and consequently the most unsuccessful from a 
financial viewpoint. 

The commercial as well as the professional 
leaders are men who can and will talk when 
they have something to say. Only in rare cases 
is the true worth of the taciturn deep thinker 
discovered, while the voluble man, of only mod¬ 
erate thinking power, is wafted on to success 
by the winds of popular favor. 

So it is evident that it pays to talk and cul¬ 
tivate the art of talking. Of course, it can be 
overdone, but even then a certain amount of 
favorable recognition is assured that that is 
altogether denied the man who cannot talk at 
all. It is well to think; it is better to talk; it 
is best to think and talk, for thoughts unex¬ 
pressed are ideas wasted. 


The Imperial Valley Hardware Co., who operate a 
chain of stores in the Imperial Valley, and who re¬ 
cently purchased the hardware store of Hutchinson & 
Godwin at Calipatria, Cal., report a most excellent 
outlook for 1918 throughout the entire section. Their 
several stores give them a large buying power, and 
they have been stocking quite heavily in anticipation 
of a busy season during 1918. 


Fred H. Lazenby has sold his interest in the hard¬ 
ware establishment of Sheers, Lazenby, of El Paso, 
Texas, to J. S. Gething. This was organized in 1914 
by Messrs. Lazenby and 8heers. 



Over 850,000 
SATISFIED USERS 

is a strong argument that women everywhere 
appreciate the advantages of the 

ROYAL hSc IRON 

Women in your town and vicinity are looking for 
modern labor-saving devices and we help you 
advertise and introduce the iron by supplying you 
with Window Trims, Counter Displays, Movie 
Slides, Electrotypes, Circulars, etc. 

Write us now for details 

Royal Iron Mfg. Co. 

553 Wayne Street - Big Prairie, Ohio 
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^°U*D AOVl*l! 


Continuous 
Sales Booster 


A big advertising campaign for There\s 60 years “Know How” 
every month in the year includ- back of the making that assures 

ing free Newspaper advertising, a quality in every can that’s 

Mechanical Displays, Movie “Sure to Satisfy.” 

Films, etc. 

SOME LIVE JOBBER IS GOING TO— 

Open up a lot of new accounts with good dealers in your territory 
by securing the exclusive agency for 


Paints and Varnishes 


Back of the “Sure to Satisfy” quality of all Royal Products,— 
Paints, Varnishes, Enamels, Stains, Cements, etc., is the most unique 
trade-tempting advertising right in the dealer’s home town—the pio¬ 
neer year-round campaign to keep the goods going out and the 
profits coming in. 

A most liberal territory arrangement, worth while co-operation and 
a generous profit is the proposition we have to offer some up-and- 
doing jobbers in the Western states. Let us tell you about it. Send 
for the big Royal Portfolio, “Profits vs. Cobwebs.” 


l(\e Company 


mrurni 


READING, PENNA. 

Boston, 

New York 


£ EtRo>AL Quality 
Keeps them 
s B H coming 


Ro>al Adverti sing! 
starts them 
cominj - H 
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NEW GLIDDEN COMPANY FORMED 


Biggest Transaction Ever Recorded in the Paint and 
Varnish Trade. 

The most important transaction in the an¬ 
nals of the paint and varnish trade has just 
been concluded by the purchase of the Glidden 
Varnish Company of Cleveland, Ohio, and its 
subsidiary, The Glidden Varnish Company, 
Ltd., of Toronto, by a newly formed corpora¬ 
tion headed by Adrian D. Joyce who was until 
recently Director and General Manager of Sales 
and Distribution of the Sherwin-Williams Com¬ 
pany. The new company will be known as 
The Glidden Company, and is capitalized at 
$2,500,000, fully paid in. 

Associated with Mr. Joyce are O. A. Hasse, 
formerly Manager Paint and Varnish Sales for 
The Sherwin-Williams Company, and R. H. 
Horsburgh, Controller of the same company. 
They will assume the positions of Vice-Presi¬ 
dent and Secretary-Treasurer, respectively, in 
the new corporation. All three have resigned 
their connections with the Sherwin-Williams 
Company and it is positively stated that the 
new company is not in any way connected with 
other paint and varnish interests. 

Members of the Glidden family, including 
F. A. Glidden, heretofore President of the com¬ 
pany, will retire from the new corporation, but 
the balance of the organization will remain in¬ 
tact and will be enlarged as necessity demands. 

The present Glidden Plant occupying nearly 
17 acres is a model in completeness of equip¬ 
ment and modern arrangement. With present 
extension plans completed the company will be 
by all odds the largest varnish plant in the 
country. 

During nearly fifty years of business life 
The Glidden Varnish Company has built up an 
enviable volume of sales to industrial concerns 


in every field. Many of the largest makers of 
automobiles, trucks, aeroplanes, furniture and 
pianos depend upon Glidden service for their 
finest finishes. Railroad and Steamship Com¬ 
panies are among the largest Glidden custom¬ 
ers. 

Many large Government contracts will be 
executed by the new company. 


SOMETIMES 

If times are hard, and you feel blue, 
Think of the others worrying, too; 

Just because your trials are many, 
Don’t think the rest of us haven’t any. 
Life is made up of smiles and tears, 
Joys and sorrows, mixed with fears; 
And though to us it seems one-sided, 
Trouble is pretty well divided. 

If we could look in every heart, 

We’d find that each one has its part, 
And those who travel fortune’s road 
Sometimes carry the biggest load. 


The Fallbrook Hardware Co., Fallbrook, Cal., who 
do considerable business in automobile accessories, as 
do most hardware merchants throughout the West, 
have recently installed a new air machine in their 
automobile department. They are now in position to 
completely equip motorists with anything that is de-* 
sired. 


The Alhambra Hardware Co. have purchased the 
business of the Eastman Hardware Co., Bishop. Cal., 
and have taken possession. They recently disposed of 
their business at Alhambra, Cal. The officers and 
owners are C. F. Messman, president; J. E. Dunbar, 
vice-president; W. P. Middleton, secretary and treas¬ 
urer. 


Charles H. Spurgin, a hardware dealer at Oxnard, 
Cal., has done a splendid season’s business, and is an¬ 
ticipating an excellent trade in 1918. They handle 
everything pertaining to hardware, housefurnishings. 
auto accessories, as well as stoves, paints, builders’ 
supplies, ranch tools, etc. 
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LINOLEUM LOGIC 

Linoleum Logie or Selling Sense Applied to Floor 
Coverings is the title of the interesting magazine pub* 
lished by the Armstrong Cork Co., Pittsburgh, Pa. 

The November issue contains a complete outline of 
their advertising campaign, which they have undertaken 
to broaden the field for linoleum, as well as to encour¬ 
age its use for many rooms in the house .‘n addition to 
the kitchen and bath. 

This number also presents in color several of the 
new effects in carpet inlaids, mattings and plain lino¬ 
leum, . which have been created with a view of mak¬ 
ing linoleum suitable for use in every room in the 
house. 

It also contains a full-page reproduction of an ad¬ 
vertisement running in the January issue of the La¬ 
dies’ Home Journal, the illustration for which was 
planned by Frank Alyah Parsons, president of the 
New York School of Fine and Applied Arts, and who 
has been retained as supervising art expert for the 
Armstrong Natonal Advertising Campaign. 

The efforts to broaden the field for linoleum have 
received much encouragement from retail merchants, 
in view of the fact that a number of the leading re¬ 
tail stores are beginning to advertise and push lino¬ 
leum for every room in the house. Such department 
stores as Marshall Field & Co., Chicago, Jordan, Marsh 
& Co., Boston, are among the large institutions doing 
this, and quite a number of smaller stores, among 
whom are J. L. Bowe & Son, Corydon, Indiana, have 
found linoleum most profitable to handle. 

In fact, Mr. Bowe has written a very interesting 
article on the subject of showing how simple demon¬ 
strations secure orders. 

The methods of co-operation of the Armstrong 
Cork Co. furnished to retail merchants is not sur¬ 
passed by any institution of the kind in the country, 
and not alone in their publicity and advertising mat¬ 
ter do they co-operate, but the personal interest which 
they take in the retail merchants selling campaign 
makes the line a most profitable and desirable one to 
handle. 

Every merchant who handles anything in the line 
of household furnishing or equipment, will find that 
linoleum will go hand in hand with his present line, 
and that a splendid trade can be developed from it. 


Herman Ehlen has purchased the interest of E. G. 
Hutchinson in the Orange Hardware Co., Orange, Cali¬ 
fornia. He has been connected with the company for 
a number of years. Mr. Hutchinson has been with the 
company since it was known as the Ehlen & Grote 
Co. Mr. Chaffee still retains his interest in the busi¬ 
ness. 


PAINTS ♦ STAI 


The complete, compact, distinctive line In handy 
ho usehold c ans—full-size, full-measure. BSTAXLB 
15 GJUYT8—no larger sises. Big Value for user; 
Big Profit for Yon. A popular seller with Hard¬ 
ware trade. Assortments contain all 25 colors; 
Display matter included. 

D ea l e r* * Assortment (30 Dos.).833.00 

Jobber's Assortment (13 Dos.).81A80 

©pen Stock, all oolors, Mr gross.$14.40 

2% Freight allowance, F. O. B. N. Y., 1% cash. 
Write for Color Card, Circular and Booklat 


1 139-173 Second Are., BBOOK&YY —WWW YOBS I 

Townley Metal & Hdwe. Co., Kansas City, Mo. I 
Pacific Wooden Ware A Paper Co., Oakland, Os! | 

RUBBERSET 


(TRADE MADE) 


riUBBERSET CO. I 

5 G FBPPY ST. 


PAINT BRUSHES 


NEWARK N.J 


AWARD 

RIBBON 



Panama pacific 

iSffRfUUlORAl 

urwim 

rftANC>4(0 



GOLD 

MEDAL 

0tP*RrMMT9r 

MA*UfACTUR£SA*0 
VARIED IHOUSTRICS 

owtr 



are selling so rapidly that 
our factories—the largest 
in the world—are taxed 
to the utmost. But no mat¬ 
ter how great the demand 

may be we will never sacrifice 
for mere volume, one single detail 
in the superior quality which gave 
RUBBERSET Brushes 

The Gold Medal 

hifhwt award for brwbw at tba 
Panama-Pacific Exposition 

This award proves RUBBERSET 
best Are you pushing the best 
and best selling brushes? 

RUBBERSET COMPANY 

(R. A C. H. T. CO., Props.) 
Factories Newark, N. J. 

Pacific Coast Branch, 682 Mission Street 
San Francisco, Cal. 

Full Toilet Brush Line Carried at San Fran¬ 
cisco Branch. Write for Prices, Catalog, 
Etc., on Shaving and Paint Brushes 
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A WINTER ACCESSORY LETTER 

Here is a letter by an accessory dealer fea¬ 
turing tires which proved a good business 
bringer. A cut of an auto skidding being used 
at top of letter to more strongly “ visualize” the 
importance of the letter: 

Dear Friend:—The winter has commenced. 
Looking from the window last night at the 
rain-washed and wind-swept street, the lines 
of William Cowper kept singing in my ears,— 

**O winter, ruler of inverted year— 

A leafless branch thy sceptre and thy throne 

A sliding car, indebted to no wheels 

But urged by storms along its slippery way.” 

Cowper never saw nor heard of an automo¬ 
bile, but what a fitting throne for Cowper’s 
“Storm King” is the slipping, sliding, skid¬ 
ding auto “indebted to no wheels but urged 
by storms along its slippery way.” 

Would you care to ride with such a driver 
and in such a car? Would not reason tell you 
that the scheduled station on such a trip is— 
Disaster? 

A skidding automobile has the power to in¬ 
volve you in costly litigation: to make your 
conscience sick and faint at the cries of the 
injured and even to plunge you into eternity. 

Curb the power of the Storm King. 

Non Skid Tires are the scientific protection 
for every automobile—combining perfect safety 
and long mileage with easy riding and elegance 
of appearance. 

We respectfully refer to our Free Demon¬ 
stration and Special Exchange offers contained 
on the enclosed card. Our representative will 
wait upon you or we will be glad to have you 
call. 

Thank you— 

A paragraph on the importance of Skid 
chains could be substituted for next to last 
paragraph. 

Three rousing cheers for the girl who saved 
what she had been spending in bon-bons to buy 
bond-bonds. 


A WINTER ACCESSORY LIST 
An enterprising dealer developed consider¬ 
able Christmas business by enclosing with all 
letters, invoices and statements during Decem¬ 
ber a slip printed as follows: 

Automobile Accessories Make a Most Welcome 
Gift 

We have a Complete Selection of the following: 
Robes Tires and Tubes 

Goggles Robe Locks 

Bumpers Inspection Lamps 

Spot-lights Rear Sight Mirrors 

Motor Meters Door Protectors 

Tire Covers Suit Case Carriers 

Weed Chains Route Books 

Cigar Lighters Thermo Outfits 

Running Board Mats Lunch Kits 
Jacks Gauntlets 

Pyrene Fire Extinguishers 
In fact, such advertising can be sent any 
month in the year and be appropriate. 

IMPORTANCE OF COTTON IN MAKING 
TIRES 

Without cotton there would be no such 
thing as a pneumatic automobile tire, for cot¬ 
ton really forms its basis. The tire-builder 
makes up the “carcass” on a mold, by build¬ 
ing layer upon layer of fabric, woven from the 
finest grades of cottons that can be grown. 
No other material has been found for tire con¬ 
struction, combining its strength and economy. 
So the production of tires is in a measure de¬ 
pendent upon the production of cotton. 

ON DUTY ELSEWHERE 
An Irish soldier had lost an eye in battle, 
but was allowed to continue in the service on 
consenting to have a glass eye in its place, 
says an English paper. One day, however, he 
appeared on parade without his artificial eye. 

“Nolan,” said the officer, “you are not 
properly dressed. Why is your artificial eye 
not in its place?” 

“Sure, sir,” replied Nolan, “I left it in me 
box to keep an eye on me kit while I’m on 
parade.” 
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Further Evidence 


.Diamond 

Demand 


ALL over the United States more Diamond 
■t\. Tires are sold than'any other tire not 
furnished as “regular equipment” on new 
cars. 

Every Diamond in service has either re¬ 
placed a tire of another make, or another 
Diamond. 

Thus entrenched in the good will of motordom, 
pushed by national advertising, Diamonds almost 
sell themselves. 

If your jobber cannot give you the attractive 
Diamond Dealer Proposition, write direct to 


I The Diamond Rubber Company 


(Incorporated) 

Akron, Ohio 
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A Little Talk About Advertising 

(By George M. Rittelmeyer.) 


M ANY automobile supply dealers do not 
seem to realize the necessity of keeping 
their business before the public through 
persistent advertising. 

They think that everybody in their locality 
knows all about them, and it would be a use¬ 
less waste of money to spend any of it for print¬ 
er's ink. 

That is where they make a vast mistake— 
and, sooner or later, they are bound to find it 
out. 

No man can expect to run a successful busi¬ 
ness in these days, when competition is so keen, 
without advertising. 

It is the rankest sort of folly to attempt to 
get along without it. 

You may say, “Well, advertising is all right 
for those who can afford it, but I can’t afford 
to spend any money for that purpose. My 
business won’t justify the expense.” 

The man who can’t afford to advertise 
can’t afford to stay in business, and if you do 
not think that your present business is suffi¬ 
cient to justify the expense—there is another 
argument why you should advertise. 

To be an advertiser it is not necessary for 
you to be a plunger. 

Some of the biggest advertising successes in 
the United States began in a small way. 

A one-inch advertisement looks small in the 
eyes of some people, yet it has proven to be the 
wedge that started a number of large enter¬ 
prises on the road to success. 

You .may say, “Well, I tried advertising 
and quit, because I found out that it didn’t 
pay.” 

How do you know! 

Maybe you didn’t give it half a chance. 

You can’t run an ad in a newspaper a time 
or two, and then say that it didn’t pay, because 
every automobile owner in your county didn’t 
come to your store the next day. 

The only kind of advertising that counts is 
the persistent kind. 

One drop of water will not wear away a 
stone, but let the water keep on dripping and 
you will soon see what the result will be. 

So it is with advertising. 

One ad will not make much of an impres¬ 
sion, but when an advertisement is run regu¬ 
larly it is bound to be noticed. 

The only kind of advertising that will win 
the confidence of the public is honest adver¬ 
tising. 

P. T. Barnum once said that the American 
public liked to be humbugged. That may have 
been true at one time, but not in the year 1918. 


Nothing will turn a man against you 
quicker than the feeling that you have taken 
advantage of him in some way. 

Not only will he resent it himself, but he 
will take the trouble to tell all his friends 
about it. 

Not so many years ago a concern advertised 
to give an automobile away free to every one 
who would sell a certain number of packages 
of a household preparation. Everybody who 
answered the ad and sold the goods got a pic¬ 
ture of an automobile. 

You can’t do a thing like that now, because 
the public won’t stand for it. 

You may give as another reason for not ad¬ 
vertising, that people don’t read ads. 

You might as well say that people don’t 
wear clothes. 

The majority of the advertisements in maga¬ 
zines and newspapers are read with as muen 
interest as the reading matter. 

The only ads that are not read are those not 
worth while. 

One of the best reasons for advertising is 
that it is a guarantee of substantial business 
character. 

When a business advertises all the time, the 
public concludes that it must have the goods to 
back up their advertising, or they couldn’t af¬ 
ford to keep it up. 

The business that does not advertise is 
sometimes looked upon with suspicion. 


OUR PURPOSES 

The purposes of the United States in this 
war are known to the whole world, to every 
people to whom the truth has been permitted to 
come. We seek no material advantage of any 
kind. We believe that the intolerable wrongs 
done in this war by the furious and brutal 
power of the Imperial German Government 
ought to be repaired but not at the expense of 
the sovereignty of any people—rather a vindi¬ 
cation of the sovereignty both of those that are 
weak and those that are strong. • • • Peace 
must be based upon justice and fairness and 
the common rights of mankind.—President Wil¬ 
son’s Reply to the Pope. 


The latest government crop estimates indi¬ 
cated a 1917 cotton yield for the whole coun¬ 
try, of 60 per cent, which promises a total crop 
of about 12,000,000 bales—600,000 more than 
last year, but 4,000,000 less than three years 
ago. The highest announced estimate for any 
state was that covering Arizona—87 per cent. 
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Throws a Waist-High Beam 

Twelve Shafts of Light that Stream as One 
Beam Thrown One-Third Mile 
Complies With All Headlight Laws 
No Glare — No Need for Dimming 
74°/o More Light On the Road 

Road Rays—Not “Sky" Rays Direct Rays—Not “Diffused” Rays 


Designed by Janies R. Cravath, 
one of America’s foremost authori¬ 
ties on illumination. Meets exacting 
tests by Professor E. H. Freeman of 
the Armour Institute of Technology, 
Chicago; and L. A. Hillman, techni¬ 
cal representative of the Am erican 
Automobile Association, Chicago. 


Made for all sizes and makes of 
cars. Extensively advertised in na¬ 
tional publications. Big demand and 
profit make the New Osgood Lens a 
live seller for you. Write now for 
unusual test results and dealer plan. 
Our convincing data will certainly 
interest you. 


OSGOOD LENS & SUPPLY COMPANY 

2007 Michigan Avenue, Chicago 


WESTERN DISTRIBUTOR 

CONSOLIDATED SALES CO. 

35 Montgomery St n San Francisco, Cal. 



THE NEW 




CRAVATH LONG DISTANCE TYPE 
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BIG BUSINESS AHEAD IN AUTO 
ACCESSORIES 

It is conservatively estimated that millions 
of dollars’ worth of business is done through 
the retail hardware trade each year in the vari¬ 
ous automobile accessories and supplies, such as 
tires, spark plugs, horns, batteries, jacks, oil, 
gasoline, etc.; and the great portion of this 
business is due to the efforts to make the retail 
hardware dealer a better merchant of auto sup¬ 
plies and to make the manufacturer appreciate 
the splendid possibilities in the hardware trade 
selling his products. 

The hardware dealer has been shown that 
he can handle this line profitably, and the fact 
that he is a merchant with much good will in 
his community, possessing fine window display 
facilities, having a superior credit rating and 
already selling some lines for which motorists 
have had to call on him, has brought him to ap¬ 
preciate the opportunity in view. On the other 
hand, the manufacturer has learned that the re¬ 
tail hardware dealer is no negligible factor in 
selling his product, and as a result, both have 
worked together as never before. 

The enormous distribution of hardware 
stores throughout the country, in every city 
and hamlet, is back of this idea of selling auto 
accessories, and the mighty power of the acces¬ 
sory manufacturers with their allied advertis¬ 
ing and direct sales work is creating trade for 
the hardware dealers, so the combined forces 
will enjoy unusual prosperity in the years 
ahead. 


PASSING IT ALONG 

“The neat and even elegant appearance of 
the American soldier isn’t maintained,” said 
War Secretary Baker in an address, “without 
hard work. Yes, the work is hard, but doesn’t 
the result more than justify itt 

“On the train the other day a private sat 
with his tunic unbottoned, for the temperature 
was high. A sergeant strode up to him and 
said: 

“ ‘Button up that tunic! Did you never hear 
of by-law 217, subsection D? I’m Sergeant 
Jabez Winterbottom! ’ 

“A gentleman in the seat behind tapped the 
sergeant sternly on the shoulder. 

“ ‘How dare you issue orders with a pipe in 
your mouth?” he asked. ‘Go home and read 
paragraph 174, section M, part IX. I am Ma¬ 
jor Eustace Carroll.’ 

Here a gentleman with a drooping white 
mustache interposed from the other side of the 
aisle: 

“ ‘If Major Carroll,’ he said coldly, ‘will 
consult by-law 31 of section K, he will learn 
that to reprimand a sergeant in the presence 
of a private is an offense not lightly to be over¬ 
looked.’” 


THINGS WELL TO KNOW IN SELLING 
CORD TIRES 

“Many motorists ask me how cord tires ef¬ 
fect a saving in fuel,” says H. G. Palmer, a 
well known tire man. “And this query is a 
natural one, now that gasoline costs have been 
mounting, and agitation is developing for a 
limitation of motor car fuel consumption. 

“All motorifits know that in running over 
the ground a tire necessarily creates consider¬ 
able friction. And friction creates heat, which 
is only another form of power. That is, it 
takes power to create heat. 

“Take a piece of wire. Constant bending 
at the same point causes it to heat up until you 
can break it easily. It is the same with tires. 
Constant rolling over the ground causes the 
layers of cotton fabric to bend and rub against 
each other and this action repeated indefinitely, 
causes some one layer of fabric to break, and 
soon your tire ‘lets go.’ 

“And at the same time this action is going 
on, your tire is absorbing power. When you 
are driving over stony or bumpy roads, this 
absorption of power is increased, and the re¬ 
sistance the fabric offers to the impacts of 
stones and bumps, causes more friction. 

“Cord tires create much less friction than 
fabric tires because they yield more readily 
under impact. The cords are placed loosely, 
side by side, in diagonal layers, without cross- 
weave. So that the cords have great freedom 
of movement. They ‘give’ in any direction. 
The tire walls are remarkably flexible, and the 
tire itself lively, speedy and responsive. 

“So there is less friction in the cord tire 
than in a tire less supple, which means that less 
power is absorbed, and, of course, less gasoline 
is needed to propel the car. 

“Then in coasting cord tires offer additional 
economics, for they invariably coast farther 
than fabric tires. And all motorists know that 
a good long coast saves gasoline. In addition 
to their power-conserving qualities, they pro¬ 
vide increased riding comfort, and greater 
mileage. Motorists are rapidly coming to ap¬ 
preciate these advantages, and their use of 
cords is reflected in an effectual saving of fuel. 


LOGICAL 

Aunt ’Liza’s former mistress was talking to 
her one morning when suddenly she discovered 
a little pickaninny standing shyly behind his 
mother’s skirts. 

“Is this your little boy, Aunt ’Liza?” she 
asked. 

“Yes, miss, dat’s Prescription.” 

“Goodness, what a funny name, aunty, for 
a child! How in the world did you happen to 
call him that?” 

“Ah simply calls him dat becus Ah has sech 
hahd wuk gettin’ him filled.” 
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Just 

Remember 

that there is an astonishing number of 
tire factories springing up like mush¬ 
rooms and dying out at the same rate. 
—that there is the unprotected “come 
back” to the dealer who handles a tire 
of nondescript brand, or produced by 
an insolvent manufacturer. 

On the other hand, if you sell “Hartford 
‘H’ Tread Tires, you are ‘doubly pro¬ 
tected’ by million dollar companies,” as 
they say in insurance circles. 

For Hartford Tires mean tire insurance 

—insurance to you as a dealer 

—insurance of your legitimately made 
profits 

—insurance of absolute satisfaction to 
your customer; in wear; in resiliency; 
and in anti-skid efficiency. 

Why not trust your tire problems to us 
by stocking Hartford ‘H’ Treads? 


Write to one of the following distributors TODAY for information 

regarding prices, etc. 


8tauffer-Eshleman & Co., 

J. D. Weed & Co., 

Decatur & Hopkins Co., 
Putnam Hardware Co., 
Albany Hardware & Iron Co. 
F. P. May Hardware Co., 
Reilly Bros. & Raub, 

Wilson & Pugh, 

Prusia Hardware Co., 
8uelflohn & Seefeld, 


New Orleans, La. 
Savannah, Ga. 
Boston. Mass. 
Houlton, Me. 
, Albany, N. Y. 
Washington, D. C. 
Lancaster, Pa. 
Cumberland, Md. 

Fort Dodge, la. 
Milwaukee, Wis. 


Hibbard-Spencer-Bartlett & Co., Chicago, Ill. 

Belknap Hardware & Mfg. Co., Louisville, Ky. 
Geo. Worthington Co., Cleveland, O. 

Tracy-Wells Co., Columbus, O. 

Morley Bros., Saginaw, Mich. 

Marshall-Wells Hardware Co., Duluth, Minn. 

Marshall-Wells Hardware Co., Spolfene, Wash. 

Marshall-Wells Hardware Co., Portland, Ore. 
Witte Hardware Co., St. Louis, Mo. 

E. L. Wilson Hardware Co., Beaumont, Texas 

Knapp & Spencer Co. Sioux City, la. 
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Let Your Goods Talk 


A RE you giving your goods a chance to 
sell themselves! Are you giving them a 
chance to attract the attention of your 
customers, and tell their stories! 

A prominent dealer recently remarked that 
his accessory department did not pay and he 
had decided to discontinue it. How could he 
expect it to pay, when he kept his goods 
packed away where no one could find them! 
He was induced to purchase a show case, and 
to decorate his windows. Inside of two weeks 
he was doing a lively business. 

Your accessory stock will pay you a hand¬ 
some profit, if you will give it a chance. Ar¬ 
range your goods so that they can be seen by 
everyone who comes into your place or passes 
your windows, says the Stewart Lever. 

It is not unusual for a customer to discover 
other articles he needs while in the store, but, 
in order to do this, he must be able to see the 
goods and be attracted by them. 

You would not hire an expert salesman at 
$50.00 a week, and then permit him to sit 
around your store and do nothing. Why, then, 
should you allow your show windows to be 
idle! 

Your windows are salesmen who work 
twenty-four hours a day, and require a very 
small expense account. They are valuable. You 
pay out good money in rent for your windows. 
Use them. Properly trimmed, they will act as 
sentries to stop the people passing your store 
and direct them inside. 

Many dealers expect to get business by put¬ 
ting half a dozen cans of grease and a few cast¬ 
off parts, together with any junk that may be 
around the place, in your window. Don’t 


make your window a storage place or trash 
pile. Trim it up so that every one who passes 
will be obliged to stop and look over your 
goods. 

The Atlantic and Pacific Tea Company is to¬ 
day operating 3,418 stores. They would hold no 
such record had they tried to sell their goods 
by packing them away under the counter and 
trimming their windows with only a half dozen 
packages thrown in at random. These stores 
may well give the retail merchant in any line 
something to think about. 

The United Cigar Stores Company operates 
over 1,300 stores. In every one of the 1,300 
stores you will find a neatly trimmed, business¬ 
building display window. The Woolworth 
Stores owe a large part of their big business to 
their ability to attract customers through their 
window displays. 

You are selling goods to the same people 
who trade at these stores. Why, then, should 
you not adopt the same methods for attracting 
their attention to your goods! 


A meatless day may be all right, but 
wouldn’t it be awful if the “m” should drop 
out of it. 


Peace may come by way of the Hague yet, 
but it will be the general and not the town of 
that name that will bring it. 


No matter how good a man a drummer may 
be the fact remains that he beats his way 
through life. And no matter how sober the 
cornet player is he is always on a toot. 
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Bill Pitting will play an 
impartaut part in put¬ 
ting Conaphore before 
the public In 1918. 


Thc|niv>r Dgrsl f ; 

| THE SSTUPDHY 
EYES INC POST 


THE CONAPHORB 


These leading Magazines will carry the These farm journals will give rural car owners 

story of the Conafihore all through next year the complete story of the Conophore in 1918 


1918 Advertising Announcement 

Conaphore campaign strongest ever put behind 
an antomobile headlight glass 


Our 1918 advertising will make Conaphore 
the best known headlight glass on the mar¬ 
ket—not only to city, but to rural car own¬ 
ers as well. 

We are using two-color, full page adver¬ 
tisements once a month in the Saturday 
Evening Post. We are using full page ads. 
in Collier’s Weekly, Literary Digest, Leslie’s 
Weekly, and Scientific American; also large 
space advertising in McClure’s and the 
American Magazine. 

Big farm paper campaign 

We are reaching the rural car owner by 
an extensive campaign in national and state 
farm papers. And of course we are adver¬ 
tising heavily in the leading motor publica¬ 
tions. The combined circulation of this list 
totals more than 7,000,000. 

The surface of the headlight glass market 
has hardly been skimmed. Our 1918 adver¬ 
tising campaign is bound to open new and 
wide fields for profitable business. It will 
dominate the headlight glass market in 

Manufactured by the world*$ largest makers of technical gluts 

@NAPHORE 

Range 500 feet—No glare—Pierces fog and dust 


every section of the United States and 
Canada. It will create sales for Conaphore 
dealers throughout the entire year. 

Consider the merits of the Conaphore. 
Note the advertising backing we are giving 
this remarkable headlight glass. Then de¬ 
cide whether or not you want some of this 
profitable 1918 business. 

Notice to jobbers 

If you are among the few who are not 
handling Conaphores, get in touch with us 
at once. The Conaphore proposition is sure 
to interest you. Write us today. 

Notice to dealers 

Our sales records show a brisk demand for 
Conaphores right now. Secure your share 
of Conaphore profits. We furnish every 
co-operation—sales leaflets, display charts, 
and advertising electros. To insure prompt 
delivery, get your orders on your jobber’s 
books as quickly as possible. 

For special information write to your 
jobber or direct to us. 

CONAPHORE SALES DIVISION 

Edwerd A. Cassidy Co., Ido., Managers 
Madison Ave. and 40th St., N. Y. C. 

CORNING GLASS WORKS 
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NEW FACTORY REPRESENTATIVE 

Norman Cowan, who has been associated with Hugh- 
son & Merton, well-known manufacturers’ representa¬ 
tives, serving as secretary and sales manager of the 
automobile department, has engaged in business for 
himself, opening offices in the Bialto Building, San 
Francisco, where he will represent a number of hard¬ 
ware and auto accessory manufacturers. 

Mr. Cowan is well known to manufacturers and job¬ 
bers, and it will be his policy to represent manufac¬ 
turers who sell to the jobbing trade. 

He is an enterprising and well informed man, hav¬ 
ing a splendid business training and acquaintance, and 
is in position to give manufacturers seeking representa¬ 
tion on the Pacific Coast excellent service. 


“NO-LEAK-O” PISTON RING 

The Automobile Accessories Co. of Baltimore, Md., 
are the manufacturers of the “No-Leak-O” Piston 
Rings, which are said by many who have used them in 
comparison with others to be the most economical and 
practical ring on the market. 

There is no carbon because there is no waste oil. 
They are a perfect seal against the escape of gas, en¬ 
able the motor to have more power with less fuel. 
They say it makes an engine run like new all the time. 
The reason for this is It is il all in the groove, • the 
groove controlling the oil. This piston ring makes a 
perfect seal, ana enables the motor to have more 
power. There is no carbon, 
no gasoline or coal oil is 
found in the oil pit when 
the No-Leak-0 Piston Rings 
are used. 

They claim to be the 
only piston rings with an 
oil" groove. 

They are used by the 
United States Government at the Coast Guard Sta¬ 
tions, and every motor car owner who is interested in 
economy as well as efficiency should try them. 

For the convenience of their trade, stocks are car¬ 
ried by the following representatives, Manufacturers’ 
Agency, 420 Wainwright Building, St. Louis, Mo., H. 
G. Paro, 1414 South Michigan Blvd., Chicago; M. L. 
Foss, Denver, Colorado; Gavin Williams Co., 1300 
Fifth Street, San Diego, Cal., or the company them¬ 
selves with headquarters at Baltimore, will be glad to 
give full information to any of our readers upon re¬ 
quest. 


AND STILL HE WAS ONE 

A congressman from Maryland called an 
Indiana representative an ass. This was, of 
course, unparliamentary and had to be with¬ 
drawn. 

The Marylander said: “I withdraw the lan¬ 
guage, Mr. Speaker, but I insist that the gen¬ 
tleman from Indiana is out of order / 9 

“How am I out of order?” yelled the West¬ 
erner. 

“Probably a veterinary surgeon could tell 
you.” 


George M. Horton recently purchased the half in¬ 
terest in the Antioch Hardware & Furniture Co., An¬ 
tioch, Cal. 


The Eymann Goerz Co., Uplands, Cal., are adver¬ 
tising to close out their business. They succeeded the 
House of Wares some three years ago. 


The Anaheim Hardware Co., Anaheim, Cal., are ad 
vertising to dispose of their stock of fixtures. 


SELF-CONFIDENCE A GOOD SIGN 

Self-confidence is the keystone of the struc¬ 
ture of attainment. The man who has implicit 
confidence in himself has all the ammunition 
necessary in the battle for success. Confidence 
in others is often misplaced, but confidence in 
oneself is based upon known facts and no one 
can or will fool himself. 

Only the honest man can be self-confident. 
The knave is a bluffer and is a coward at 
heart. Get the knave in a tight corner and he 
is crushed to earth while the upright man, 
whose fight is an honest one, gains power to 
hold his own in any emergency. It is true that 
the knave sometimes seems to prosper but in¬ 
variably he will eventually reach the place 
where he can only maintain his position by self- 
confidence and in that crisis he is lost. 

This is true in business. The fly-by-night 
business with the effervescent success soon 
bursts like a bubble because there is no self- 
confidence to float it against the tide of com¬ 
petition which assails every business. It was 
built up on false promises and the tide must en¬ 
gulf it. 

On the other hand the slow, legitimate prog¬ 
ress of the business backed by the self-confi¬ 
dence of honesty and fair-dealing is one that 
rides the tide to a safe harbor. Only the honest 
man is self-confident and self-confidence is 
everything. 


CURTIS PNEUMATIC MACHINERY CO. AT 
THE NEW YORK AND CHICAGO SHOW 

The Curtis Pneumatic Machinery Co., St. Louis, 
advises us that they will be represented in both the 
New York and Chicago shows with their complete 
working exhibit on their line of Curtis Garage Air 
Compressors. 

The exhibit this year will consist of the five dif¬ 
ferent sizes of compressors that they manufacture, 
also the different sizes made up in different electri¬ 
cally driven combinations, including a portable outfit, 
stationary wood base outfit and an iron base geared 
outfit with an automatic starting and stopping device. 

All of these compressors are of the Curtis Air 
Free From Oil type which system of lubrication will 
be thoroughly demonstrated by the operation of a 
cut away Model of the Curtis compressor. 

This will be an actual machine cut through the 
center of same showing all parts in working position 
and under actual operation. 

Larger space has been taken this year, as their 
exhibits heretofore have been unusually crowded. 

Their exhibit at New York will be Spaces D-171- 
172, 4th Floor Grand Central Palace, New York, and 
Spaces 23-24, Armory Balcony, Chicago. 

At New York their exhibit will be handled by Mr. 
A. E. Hoermann, manager of the New York office, 
and Mr. L. C. Blake of the factory at St. Louis, and 
at Chicago will be handled by Mr. L. C. Blake to¬ 
gether with other St. Louis members of the sales 
force. 

The Curtis outfits represent the last word in effi¬ 
cient and thoroughly reliable air compressors, and un¬ 
doubtedly will attract much attention at the shows 
this year. 


H. S. Brink of Biggs, Cal., recently suffered a loss 
of $3000 by firs. 
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Century- Plainfield 



TIRES 


Why the 
Guarantee ? 


Century 

Plainfield Tires 

carry the highest guar¬ 
antee because they are 
super - service tires —they 
are high QUALITY tires, 
too, they’re oversized . 

The company makes 
good on every Century 
Plainfield Tire that fails 
to give service. 

Some Good Territory Open. 
Write for Dealers’ Proposition. 

CMMNTEO 75M mBm mm! tbas. MM hSm larg* *&•* 


TERRITORIAL DISTRIBUTORS 

Pacific Hardware & Steel Company R. M. Wade & Company 

San Francisco, Cal. Portland, Ore. and Spokane, Wash. 


CITY SBRVICB STORB 

HOELLE-RUBBER SALES CO. 


Braaeh and Warthonn 

430 Golden Gate Avenue 

SAN FRANCISCO 



"A aabaidiary of the Rnbher inserted Metal* CoTiorstlw, ere*"*!*# 
mannfeetnrera of the R1MI7CI Pnhher prodoc** hy the BLCHBMO 
process.” FACTORIES, PLAINFIELD, N. J. 
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Infantile Propensities Verified 

Prophecy as to H. F. Blanchard, Sales Manager Thermoid Rubber Co., Fulfilled 


MTT HERE’S a divinity that shapes our ends, 
II rough-hew them as we may/’ sang the 
immortal Bard of Avon. To put it in a 
more homely way, a story has been told us, that 
the nurse who first administered to the wants 
of H. F. Blanchard, the present Sales Manager 
of the Thermoid Rubber Co., when he first saw 
the light of day, reported that he persistently 
gurgled some words, which in view of later de¬ 
velopments are not interpreted to be, 4 ‘Ther¬ 
moid, Thermoid, Thermoid.” 

All of which bears out Shakespeare in the 
truth of the quotation first made. In order to 
fit himself, however, for this important posi¬ 
tion, Mr. Blanchard was always a firm believer 
in that trite saying, “knowledge is power,”— 
and it isn’t that one may know so much as it is 
to be able to apply in an intelligent manner 
what we do know. 

When he graduated from Lehigh University 
in the class of 1910, he became interested in the 
building business. 

In 1912 he went to Canada as Sales Manager 
of the A. B. Ormsby Co., Ltd., with headquar¬ 
ters at Toronto, and with branches throughout 
the Dominion, manufacturers of metal budding 
materials. 

Until the beginning of the war in 1914, in 
the short space of two years, their products 
were introduced to every leading architect in 
Canada, and were incorporated in practically all 
the large buildings erected in Canada in these 
two years, but the war conditions practically 
put an end to all building operations, and he 
returned to the United States in 1915 to be¬ 
come associated with the Thermoid Rubber Co. 
as District Manager of their Philadelphia terri¬ 
tory. This embraced a considerable portion of 
the eastern states as far west as Ohio. 

Mr. Blanchard had the happy faculty of 
being able to turn to good account his previous 
knowledge and experience, and thus was for¬ 
tunate in increasing the volume of their busi¬ 
ness very materially, and establishing a high 
percentage of new accounts. 

He attributes this to the constantly growing 
demand for accessories and products of estab¬ 
lished and known merit, for it is part of their 
sales policy that all Thermoid Products make 
good. He believes that no business can be truly 
successful unless founded on this principle. 

About a year ago he was called in the fac¬ 
tory as General Sales and Advertising Manager, 
and has been continuing his good work to still 
further increase the Thermoid reputation— 
Not “how cheap,” but “how good” regardless 
of price. 


Their factory equipment during the last 
year has been very materially increased to take 
care of the increasing demand. Thermoid Hy¬ 
draulic Compressed Brake Lining is being 
turned out at approximately twelve million 
feet per year, an increase of over 40% over last 
year. New lines have been added, among them 
being Thermoid Crolide Compound Casing, 
which is a full, moulded, pneumatic shoe for 
automobiles, guaranteed on a basis of 6000 
miles of service, or 7500 miles for Ford size. 

It is not surprising to know that the results 
of this product justifies their judgment in be¬ 
lieving this to be one of the most efficient 
tires on the market. 

Their trade extends from one end of the 
country to the other; their products are being 
sold largely by the hardware trade, both whole¬ 
sale and retail, and they pride themselves not 
only on the service which they give, but on the 
co-operation which they are always glad to ex¬ 
tend. 

Mr. Blanchard is a young man to be occupy¬ 
ing the position which he does, but his success 
has not come without a careful study, coupled 
with plenty of hard work, linked with a loyalty 
and enthusiasm for the products of the institu¬ 
tion with which he is identified that will un¬ 
doubtedly give him a wider sphere of influence 
in the industry. But you cannot get him to 
admit this. He himself will not even confess 
to having accomplished anything especially 
worth while, but that he has been fortunate in 
being associated with such an institution, and 
one whose aims and business policy is to typify 
the Aimerican spirit of doing well and thor¬ 
oughly whatever they have in hand. 


“Mandy, I’se a sick man,” said Jake, look¬ 
ing very miserable. “At de horspittle dey 
says I’se got berkerlosis.” 

“All right, Jake, we’ll take keer of you, 
and git rid of dat berkerlosis.” 

A week later Jake stumbled in, more woe¬ 
begone than ever. “ ’Taint no use, Mandy, 
nary bit of use. I ain’t never gwine git well. 
De doctors say dis morning I got two berker¬ 
losis.” 


DON’T WANT TO MISS A COPY. 

I enioy reading the “Hardware World’* very 
much, for it has been a great help to me, and 
has given me many good pointers. 

I am indeed glad I subscribed for it, and hope 
you will continue to mail it to me promptly as 
you have done before K. BAUMAN. 
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H. P. BLANCHARD, SALES MANAGER OP THE THEBMOID RUBBER COMPANY. 

Mr. Blanchard ia an example of a young man winning his promotion, and occupying his present 
position solely for the reason that he has “made good.’’ 
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Putting the Punch in Salesmanship 

(By Frank Farrington.) 


T HE difference between selling methods 
that almost get across and selling methods 
that fall down is something we call punch. 
Punch makes the listener sit up and take no¬ 
tice. We can hear a salesman who lacks punch 
tell his story without feeling any real interest 
in what he has to say, perhaps without even 
listening intently. 

But the man who puts energy and enthusi¬ 
asm into his talk cannot be turned away so 
easily. I don’t know but punch in salesman¬ 
ship might be called salesmanship with a stick 
in it. 

If there is any line of business in which 
punch is necessary, in which people expect it, 
it is the automobile trade. The whole automo¬ 
bile proposition is a “pep” affair. People buy 
under the influence of enthusiasm. They have 
a real desire for ownership. They are buying 
something they want and are anxious to have, 
not something they think they ought to have, 
or reason out in cold blood that they need. 

Energy is one of the most important quali¬ 
ties in developing a punch in automobile sales¬ 
manship. No matter How good your intentions 
may be, if you lack energy you cannot deliver 
any punch. What would Jess Willard’s punch 
amount to without the energy of months of 
training behind it? 

The physical punch is force in physical ac¬ 
tion. The mental punch shows itself in mental 
activity. The real foundation of punch is vital 
energy, the physical force generates mental 
force and enables us to put our best efforts 
into selling. 

Successful salesmanship is not a spurt or a 
sprint. Success does not come with making 
one important sale. To lay out a number of 
prospects in your mind and then to see them 
all and sell a good proportion of them does not 
constitute successful salesmanship. It is suc¬ 
cessful as far as it goes, but really successful 
salesmanship goes on and on. It does not stop 
with having sold one season’s quota or with 
closing up a certain number of sales. It does 
not stop at all as long as you are in business. 

You may make occasional good sales by the 
sprint method, but salesmanship is a long* dis¬ 
tance race and success depends upon putting 
energy into every selling effort rather than 
merely a few. 

Guard Tour Health. 

It takes energy and physical stamina to 
keep up the punch all through the day’s work, 
but every time you let down it is harder to 
come back. The tennis player knows that if 
he lets down and loafs for a set because he has 
a good lead, he may not be able to come back, 
though he could have kept up his fast work 
right through without any trouble. It is easier 


to keep up a good momentum than to alternate 
low speed and high speed. 

The time to slow down and take it easy is 
after the day’s work is done. Rest outside of 
business hours and keep on your mettle dur¬ 
ing those hours. If it is necessary, shorten the 
hours to such time as you can work at good 
speed. You know how listless you feel after a 
nap at an unaccustomed hour. You get a simi¬ 
lar effect, in a less degree, when you let down 
to zero between selling efforts. You don’t 
want to have to use up all your energy in com¬ 
ing back. You need it for putting force into 
selling talk. 

A man who has no immediate intention of 
buying cannot help giving attention to the 
salesman of abundant vitality; the energetic, 
good feeling, cheerful acting chap who comes 
in with an elastic step, head up, and a “good 
morning” that carries with it the impression 
that it is a good morning. 

It is pretty hard to act grouchy with such 
a man, almost impossible to turn him down, 
right off the reel. He compels interest and at¬ 
tention. We need to develop such a person¬ 
ality, because it imparts better spirits to oth¬ 
ers, and good spirits in the buyer are essential 
to our success in selling. 

Of course it is hard for a man to act and 
seem buoyant and elastic in physique and spir¬ 
its if he does not feel so. In the first place, 
take care of yourself, watch your health, do 
everything you can to keep feeling right. And, 
in the next place, compel yourself to act as if 
you felt right, whether you do or not. 

Don’t overdo this effect of physical exuber¬ 
ance. Don’t bound into the presence of the 
business man you wish to sell with the actions 
of an athletic school boy, thinking all of the 
physical manifestation of energy and none of 
the mental effect. Force uncontrolled is 
wasted or worse than wasted. To use up punch 
in punching the empty air is vain effort. Use 
your brains in determining when, where and 
how to use your punch. 

Use Judgment. 

There are all kinds of people among the 
buyers and possible buyers, and there may be 
times when it is desirable to repress your ex¬ 
uberance, your energy and vitality and let it 
appear only in an intensity of presentation of 
your talk. You must be careful not to rub 
these nervous, dyspeptic chaps the wrong way 
by allowing your physical force to make their 
own lack of it conspicuous. 

You have noticed that the experienced ora¬ 
tor does not try to hold his audience up to high 
pitch all the time. He finds it necessary to let 
his listeners rest a little, giving them low spots 
as well as high spots in his address. 
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Plumbers' 


To Ships'Anchor Ch 


Largest Chain Manufacturers in the World 


Boston Office: 

107 Massachusetts Ave. 
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Salesmanship and oratory may be two dif¬ 
ferent things, but, after all, there is something 
in common between them, and if your selling 
talk has to be long, see that it is not kept 
keyed too high all the time. Some of the 
points you want to make ought to stand out 
prominently above others. 

If these are to stand out, they will have to 
be taller. A man six feet tall is not noticeable 
in a crowd of six-footers, but put him among 
men five feet ten inches and see how prominent 
he is. Make a few of your arguments six-foot¬ 
ers so they will loom up above the rest. Pre¬ 
sent some of them with your highest dynamic 
force, standing out from talk of a quieter vein. 

When you take the prospect on the fly, 
catching him when you have only a few min¬ 
utes with him, see that you have your forceful 
points gathered up so you can thrust them at 
the buyer one by one, concisely and with punch. 
Make your little sales talk stand out as the 
high point in that man’s business day. Don’t 
waste any precious time in palaver. Confine 
yourself to brass tacks and shove them out 
point first, so that, sale or no sale, your call 
will be remembered. 

Bear in mind that your aim in delivering 
the punch is not that of the prize fighter who 
wants to wear down opposition, beat it until 
it loses its power of resistance. Your aim is 
to get the opposition to come over on your side 
instead of to knock it out completely. 

The Noisy Salesman. 

Don’t get the idea that noise has anything 
to do with punch. We all have met salesmen 
who seemed to think that the louder they talked 
the deeper the impression they would make. 
Noise may represent a certain kind of force, 
but it is not the kind that will get by with a 
buyer. It is more likely to be the kind that 
will get you turned away by the best class of 
prospective customers. 

Neither is gesticulation punch. Standing 
up in front of a man or woman and waving 
your arms in time to your chin music will not 
strengthen the presentation of your arguments. 
Bather the contrary. A natural gesture is help¬ 


ful to emphasize a point, but be easy and pleas¬ 
ing in actions as well as in speech. 

If you are diffident or bashful in the pres¬ 
ence of customers, you will not get much punch 
into your selling talks. There is no real rea¬ 
son for getting scared at a customer. Let the 
red blood in your veins have free rein. Take 
for your motto the inscriptions on the three 
gates of Busyrane: on the first, “Be bold;” on 
the second, “Be bold, be bold, and evermore be 
bold;” on the third, “Be not too bold.” 

There is no punch worthy of the name be¬ 
hind boastfulness or bragging. The buyer is 
usually looking for bluffs and trying to dissect 
them. If he is shrewd he will catch you at that 
game. There is nothing to be gained by inti¬ 
mating that you have sold cars to people who 
are merely prospects. Stick to facts. There is 
more punch in one fact than in a score of bluffs. 

Telling Only the Truth. 

As bad as bluffing is overstating the value 
of your line, claiming everything in the hope 
that the prospect will believe that you have a 
regular miracle. Successful salesmen are now¬ 
adays modest in their claims. 

Nothing will put as good a punch into a 
sales talk as the real, genuine, honest-to-God 
truth, pointedly put—unless the truth about 
your line will not bear being told. In that case 
the best thing to do is to make a change. 

Now and then we find a salesman who 
prides himself on his rough-and-ready manner 
and on his neglect of the more formal courte¬ 
sies of business life. He seems to think he can 
over-ride custom and attract attention by his 
freak manner. In other words, he thinks the 
way to put punch into salesmanship is to be a 
freak so as to attract attention. Bough and 
even coarse manners mark such men sometimes. 

They think that profanity emphasizes the 
point they want to make. They forget appar¬ 
ently that the best class of buyers are people 
who are merely disgusted with profanity and 
avoid the man who uses it. I don’t want a man 
trying to convince me by the use of profanity, 
and I would not buy the best article in the 
world of a man who tried to entertain me with 
indecent stories. 


MOUND M dffiUcfr - TOOLS 

FOR THE AUTOMOBILE 

STANDARD FOR 20 YEARS 

Bearing Scrapers Pry Bars 

Carbon Scrapers Cotter Pin Extractors 

Chisel Sets Mound Tool Rolls 

Offset Screw Drivers 

Send for Catalog 

THE MOUND TOOL CO., Dept D, 7th and Hickory Sts., St Louis, Mo., U^S/A. 
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There's more than mere gratification 
in selling your trade an article which 
you know will render him all the eatie- 
faction, and more than he ever expected 
to get for the Investment. There's a 
confidence that the one-time customer 
will come back, will beoome a friend 
who will not be attracted by the tempo¬ 
rary competition of quick-passing’ novel¬ 
ties. 

Such are the advantages of selling 
Hodell chain. It is, and always will be 
best. 

The story of Hodell Chain is convinc¬ 
ingly told in our booklet, “The Roller 
Bearing Idea Applied to Chain." Write 
for a copy. 


OHIO U.S.A, 


Pacific Coast Offices 

W. B. WILSON SANDS A COX 

66 EJghth Street 207 San Fernando Bldg. 

an Francisco , Cal. Los Angeles, Cal. 

STRIMPLE & COX 
1127 Smith Bldg., Seattle,\Wash. 
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DON’T EXPERIMENT 
START YOUR CAR OFF RIGHT 
THEN STAY RIGHT 

MONAMOBILE OIL 

Will be a revelation to you in 

Smooth, steady action of motor 
Gain in power 
Freedom from carbon 

Motor B Tractor Oil 
Monarch Axle Grease 
Monamobile Transmission Grease 
Gold Medal Cup Grease 

MONAMOBILE OIL CO. 

Sen Francisco :: Los Angeles 

Distributed in the Northwest by 
WHITON HARDWARE CO.. Seattle 
J. E. HASELTINE & CO., Portland 
DIRKS MOTOR SUPPLY CO., Spokane 

Our 15-gallon drum is just the thing for your 
private garage 



EVERY AUTO OWNER 

IN YOUR COMMUNITY 

Needs a Ryan Valve Spring Tool 

In fact, it is necessary where ever motors 
of any description are used. 

Marine hardware dealers find a big de¬ 
mand for them. 

The only efficient tool of the kind made. 

Write for full information and particulars 
UVE AGENTS WANTED 

L. C. Ryan & Sons, Pacific Grove, Cal. 


MAKE TIRES TO SUIT ROAD CONDITIONS 

There are at least three progressive tire 
manufacturers that have adopted the policy of 
extending their lines to fit the requirements of 
motorists as regards the varied road conditions. 

They are—the Revere Rubber Co., the Hart¬ 
ford Rubber Works Company and the G. & J. 
Tire Company, manufacturing, respectively, the 
famous tire brands known as the Revere—the 
Double Duty Tire, the Hartford—the tire that 
stands for tire insurance, the G. & J.—the name 
behind the tire. 

All of these manufacturers have added a 
stronger fabric non-skid tire to their present 
lines. All three have also added a cord tire, 
with heavy attractive non-skid treads. 

They all make practically the same claim 
for their products, which can be tersely stated 
as follows: “That the new and stronger fabric 
tire is a supremely serviceable article in its 
price class, averaging about 20% higher than 
the smooth.” For some years, these manufac¬ 
turers have been making a non-skid tire, aver¬ 
aging about 5% higher than the smooth. The 
new cord tire averages 45% or more higher 
than the smooth, according to size. This gives 
these three companies a complete line of tires 
from the price standpoint. 

And since the difference in price between 
the various grades is small, with the smallest 
difference between the lower priced tires, this 
gives the motorist a complete range to fit 
every need of price and use and eliminates the 
necessity of asking him to adapt his needs to a 
universal average. 

A representative of one of these manufac¬ 
turers has stated that this development in the 
tire industry is in line with the general indus¬ 
trial tendency of the country in seeking for¬ 
eign markets. Too long the American manu¬ 
facturer has made what he saw fit and ex¬ 
pected the consumer to modify his needs and 
demands to suit these products. Many of the 
European countries, by more careful considera¬ 
tion of the requirements of their trade, have 
defeated the American manufacturer, just be¬ 
cause the American manufacturer has assumed 
the arbitrary policy of manufacturing only 
what he cared to make. As a consequence, the 
tendency of the rubber business as shown by 
the manufacturers whose names are given is 
in the right direction. 

Theodore Roosevelt — The war I was in 
wasn’t much of a war, but it was all there was, 
and it was not our fault if there as not enough 
to go round. 

Beggar—“Will youse give a poor blind man 
a dime?” 

Citizen—“But you can see out of one eye.” 

Beggar—“Oh, well, make it a nickel then.” 
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Our line of Bumpers is complete with fittings for front and rear of all 
cars of standard or special construction. Write today for our new catalog 
of bumpers and automobile accessories. 


L. P. HALLADAY CO., Streator, Ill. 

DISTRIBUTORS 

Ash & Go.. 16*24 W. 61st St., New York City Sanford Brothers. Chattanooga, Tenn. Norman Cowan. San Francisco 

E.L. Thompson Co., 817 Boylston St., Boston Southern Distributors Los Angeles, Portland and Seattle 

Gray-Heath Co., 1440 Michigan Are.,Chicago Pacilic Coast Distributors 


Radiators are Freeze-Proof 
with 

ALCOLA 

under lowest temperatures 

One package keeps radiators from 
freezing at 20 degrees below zero. 

Use your car all Winter. Get a full 
year’8 service now that the bugbear of 
freezing water systems has been re¬ 
moved by ALCOLA. The Baving in 
radiator repair bills to the owners of 
light delivery cars and trucks, iB many 
times the cost of ALOOLA. Your car 
can stand in the coldest temperatures, if you dissolve ALCOLA 
in the water. Instantly soluble in cold water. 

Water Freezes—Alcohol Evaporates 

ALOOLA Neither Freezes Nor Evaporates 

ALCOLA is chemically neutral. It will not rust or corrode. One treatment 
is enough for entire Winter. ALOOLA raises the boiling point of your 
cooling system to 250 degrees—whereas alcohol boils at 131 degrees and 
water at 212 degrees—ALOOLA boils at 250 degrees. Price, In the U. 8., 
$2.00; Price, In Canada, $2.50. DEALERS: Your winter sales can be 
gTeatly increased by instantly stocking in with ALCOLA There is an 
enormous demand for this product. Put in s moderate srock at once, to 
take care of immediate orders. We have no fear but that you will come 
back with constant repeat orders. A big, liberal proposition should enlist 
your hearty co-operation. 

ALCEMO MFC. CO, 203 Bridge St, Newark, N. J. 
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WOMEN HELP GOVERNMENT PRODUCE 
OIL 

Today the government is crying for more oil and 
still more oil for war use by our country and our 
allies, and women are foremost among those who are 
answering the call. 

Though war-times have brought womankind to the 
front in all angles of business, the financial world has 
been surprised to find how successfully women have 
entered and developed big business. Large old-estab¬ 
lished corporations that nave had very little compe¬ 
tition before now, find themselves confronted by 
women rivals that are making themselves prominent. 

Among these interesting women’s companies, the 
foremost is, perhaps, the Woman’s Federal Oil Co. of 
America. This unique oil corporation was originated 
and is being successfully managed exclusively by 
women. It has now grown so important that finan¬ 
ciers are acknowledging its success and are watching 
it with keen interest. 

The history of this woman’s oil corporation forms, 
an intensely interesting story of the rare accomplish¬ 
ment of women, absolutely unaided by man. 



On November 22, 1915, a corporation was approved 
by the President of the United States, under toe Fed¬ 
eral laws of the District of Columbia. This was the 
Woman’s Federal Oil Company of America. Mrs. H. 
H. Honore, Jr., of Chicago, is president; Mrs. Eliza¬ 
beth Doyle, of Shreveport, La., first vice-president; 
Mrs. Henrietta Cosgrove of Joplin, Mo., originator of 
Mothers Pension Bill, is chairman of the Advisory 
Council; and some fifteen other equally well-known 
women, as executives and directors, began the tremen¬ 
dous task of establishing a dividend-paying oil in¬ 
dustry. 

With a capital of $750,000 and their stock fully 
paid and non-assessable, these courageous women be¬ 
gan their work. 



Write for Booklet W. 

AUTOMOBILE ACCESS 


Have You a Motor? 

LOOK I See that groove con- 
trolinj? the oilf The groove 
fall of oil forms a dam. Gas 
cannot get down, surplus 
cannot get up. That's why 
motor has more power, no 
carbon. ISN’T THAT A 
REASONf 

Ford size and under 50 cts. 
E8 CO., Baltimore, Md. 


They proved the shrewdness and intuition of wom¬ 
ankind in securing leases on over 350,000 acres of rich 
oil land in Oklahoma, Texas, Kansas and Louisiana. 
They lost no time in acquiring a complete equipment 
of drilling machines, pipe lines, power plant and 
tankage. 

The Woman’s Federal Oil Company of America had 
been in existence less than a year when it began pay¬ 
ing dividends to its stockholders. 

Wise oil men who heralded the advent of a woman’s 
oil corporation with laughter, were amazed at the 
growth of this organization, which now enjoys the pro¬ 
found respect and co-operation of these same men and 
the entire financial world. In their Cherryvale, Kan¬ 
sas, section alone, fifteen producing oil wells have been 
drilled. The extent to which this company will pro¬ 
duce oil and make fortunes when their rich oil lands 
in Oklahoma, Texas and Louisiana are drilled, is be¬ 
yond calculation. At this time, with only fifteen wells 
in operation, they are paying 12% dividends to stock¬ 
holders. 

Their newest well was brought in as late as Octo¬ 
ber 1st. It was the largest well of the entire Cherry- 
vale field. 

It is no wonder that the entire financial world is 
doffing its hat to the Woman’s Federal Oil Company 
of America, and to the able women who manage it. 
This woman’s enterprise has made good. 

Womankind is making herself felt in big business 
today. As the war endures, it is safe to predict that 
the women of America will record many new achieve¬ 
ments tbat heretofore have been attributed to man 
alone. 


SUGGESTIONS FOR YOUR TIRE REPAIR 
DEPARTMENT 

As the majority of merchants sell tires and 
accessories here is a suggestion made by D. S. 
Buck that is worth while: 

I would ask my patrons to keep and bring 
in all tacks, nails, and various snags that they 
found in their tires. I would also make a col¬ 
lection of similar objects rescued from tires 
left to be repaired, and when I had accumu¬ 
lated enough for a display, I would arrange 
them neatly as a “Chamber of Horrors’ 1 in my 
show window. 

I would label each object with a suitable 
description, mentioning probably the name of 
the car owner and any other facts likely to 
cause interest. After this museum of tire 
hazards had grown to the point where car own¬ 
ers would bring their friends to see it, I would 
place in the same window a notice that how¬ 
ever serious the tire injury, I had the facilities 
for rendering prompt and first-class repair ser¬ 
vice. A display of this kind would cause my 
tire shop to be remembered by passers-by and 
I would be likely to secure their patronage. 



IT’S TOUGH 

DURABLE AND DEPENDABLE 
Special Sets for FORDS 
Get Our Prices 

STAYBSSTOS MFC. CO. 

5516 Lena Street. Germantown. Phila. 
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Rear View of WUHamo* SUvorboam Spotlight 


WE SELL THROUGH JOBBERS ONLY 

and are represented on the 
Pacific Slope by 

HUGHSON & MERTON, Inc. 

San Francisco Portland Denver 


WILLIAMS’ 

S1LVERBEAM 

SPOTLIGHT 

p. Has adjustable control to comply 
with requirements of the lighting 
laws of all States. May be used 
for either left or riant side 
of windshield 

Detachable for Trouble Lamp or 
for lighting camp at night. Has 
inclosed dust-proof and water¬ 
proof switch. 

TWO SIZES 

6 and 7 laches 

List List 

Model A, $9.00 Model B, $10.00 

MANUFACTURED BY 

WILLIAMS MFG. CO. 

310 North Flower Street, Santa Ana, Cal. 



THE ROSE WAY 
Nobody Tired But the Car 


A Back Breaking Job for a Strong 
Man is Child’s Play 

With a 

Rose Tire Pump 

“It's the Patent Valve ” 

ON THE MARKET THREE YEARS AND NOW 
THE BIGGEST SELLER IN ITS LINE 


For Sale by Most Jobbers 

TO SHOW YOU we will send you a sample Rose 
Pump direct from the factory at the regular deal¬ 
er's price, transportation charges prepaid, provid¬ 
ing you will send us the name of your jobber. 

LIST PRICE $3.00 

J. H. Haney & Co., Hastings, Neb. 

MANUFACTURERS 

Rose Tire Pumps , Rose Grease Guns, Rose Fan Belts, and AU 
Automobile Leather Accessories 
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THIS PLIER IN DEMAND BY MOTORISTS, ELECTRICIANS AND MECHANICS. 


WHY DON’T YOU GET THIS 
INFORMATION 1 

If you know of an article that, would be in 
constant demand by every automobile owner, 
mechanic, electrician, farmer and householder 
r —in fact, by everyone who had use for a plier, 
you would want to get information about it, 
and put it in stock. 

44 Safety First” is not only a good slogan as 
applied to the 44 Rimco” Rubber Insulated 
Plier, illustrated herewith, but when you couple 
it up with its superior quality, you have an arti¬ 
cle which you know you can recommend to your 
customers, with confidence that it will please 
and satisfy. It is the quality of the goods you 
sell that helps to make your reputation. 

These pliers are made so that the insulation 
will not crack or break, even when dropped on 
a hard surface or from a long distance. The 
secret of uniting the rubber compound to metal 
is fully protected by patents, and this plier is 
not to be confused with the patent slip-on-han- 
dles of semi-soft rubber. Every one of these 
pliers are tested in the factory for 10,000 volts. 

These pliers are having a wide sale from 
one end of the country to the other. In fact, 
they only need to have the attention of your 
customers called to them to be in instant de¬ 
mand, at least, that is the experience of success¬ 
ful merchants the country over. 

The 6-inch size sells for only $2.00 and the 
8-inch plier at $3.00, and there is a good profit 
in each for the retail merchants. 

Full and interesting information can be had 
by addressing the Rubber Insulated Metal Cor¬ 
poration at Plainfield, New Jersey. 

This will be a splendid article for the dealer 
to stock in 1918. 


WUXTRA 

Newsboy— 44 Great mystery! Fifty victims! 
Paper, mister t” 

Passer-By— 4 4 Here, boy, I’ll take one. 
(After reading a moment.) Say, boy, there’s 
nothing of the kind in this paper. Where is it?” 

Newsboy— 44 That’s the mystery, guvnor. 
You’re the fifty-first victim.” 


WILLIAMS SILVER BEAM SEARCHLIGHT 


This searchlight, although manufactured on the 
Pacific Coast at Santa Ana, Cal., has attained a na¬ 
tional distribution. The Williams Mfg. Co. started in 

a small way at first, but 
their business has devel¬ 
oped to such an extent 
that increased facilities 
have been made neces¬ 
sary in order to take 
care of their nation-wide 
sale. 

The Williams Silver 
Beam Searchlight has a 
number of exclusive fea¬ 
tures, which make it a 
profitable auto accessory 
to handle. They claim it is the one spot light which 
can be removed from the bracket and used as a trouble 
light without using the wrench. It can be instantly 
focused on the work at hand by a device accesible 
on the outside. 

The lens is convex, thus giving a maximum light 
radius. The reflector is ground with pomice, thus in¬ 
suring an absolutely true surface. All metal is heav¬ 
ily nickled. The reflector is made of heavy brass with 
a high luster silver polish. 

It has full universal bracket with detachable swivel. 
It has a device for directing down to meet require¬ 
ments of state laws. 

The Williams Mfg. Co. will be glad to give full in¬ 
formation to any of our readers upon request. 




HARDWARE MERCHANT LOGICAL DIS¬ 
TRIBUTOR OF AUTOMOBILE TOOLS 

Recognizing this 
fact the Mound Tool 
Co., St. Louis, have 
prepared a set of 
tools in an attractive 
case as illustrated 
herewith. These tools 
are adapted not only 
for automobilists, but 
for engineers, machin¬ 
ists, electricians, mill¬ 
wrights, and other 
mechanics, who natu¬ 
rally look to the hard¬ 
ware merchant for in¬ 
formation of t h i 8 
character. This at¬ 
tractive display case 
is one that merchants will find a big help in increas¬ 
ing their sales. Their line of tools is most complete 
for the automobile, and they will be glad to give full 
information to any of our readers upon request. 
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Romort Automatic Air Valves 

THE SERVICE STATION’S FRIEND 


■tyto a 


njii a 



List Price 
$ 3.00 



List Price 

$1.00 


This Valve is a guaranteed device and has no 
equal for free air stations. Will withstand any 
rough or hard usage and abuse. Recommended 
for any free air station or air storage plant, 
repair shop or any station that is subjected to 
hard, rough usage. Air is released only when the 
Valve is pressed on to the tire and when discon¬ 
nected is thrown down absolutely air-tight; the 
operator cannot waste your air. Will fit any 
else tubing, and comes equipped with the famous 
Romort Pump Connection Rubber. 


The Style B Automatic Air Valve is reoom- 
mended to free-air stations requiring a small 
and inexpensive air device. Stem is made to 
fit any sise tubing, and is automatic in opening 
and closing, and guaranteed to be positively air¬ 
tight We strongly recommend this Valve for 
use of private or public garages, vulcanisers, tire 
repair shops, etc. Every Valve leaves the fac¬ 
tory equipped with the Romort Pump Connection 
Rubber. 


Romort Tire Tester Attachment 


A CUBAGE NECESSITY 


Style A 


Per Style B 



List Price, $1.50 


[ROMORT 




The Romort Tire Tester Attachment is a device for attaching your gauge to either Style A or 


_ _ _ your gauge to either Style A or 

Style B Air Valves, and gives the servloe station a permanent holder for its gauge, ready for instant 
use by the public. Simply screw your gauge into the holder and you have a tire tester and tire inflator 
combined in onet and the old trouble of losing gauge Is forever over. We sell only the holder 
ment. Every garage with free air should be equipped with the Romort Tire Tester Attachment. 

Oautlon—When ordering, state whether for Style A or Style B Valve. 


the holder attaoh- 


M&nufacturers, 

ROMORT MANUFACTURING CO 

OAKFIELD, WI8. 


FOB SALE BY ALL JOBBERS 

Sales Dept. 

URING CO THE ZINKE COMPANY 

' ' * 1323 Michigan Ave. 

' CHICAGO, U. a A. 


LANE’S H.-C. AUTO JACK 


PlttMd | 

/All from the handle-end 

Withdrawn ) 


b placed on handle 
and pushed under 


Folds in middle for 
stowing away. 


Thousands in use. Absolutely guaranteed. Write for dealers' prices 

LANE BROS. CO. - - POUGHKEEPSIE, NEW YORK 


Retail Selling Prices in This Issne Are Revised Up to the Time of Going to Press. 
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YOUR TRUE WANTS 


fp ^ The Highest Grade Coil 
rp!LEs\ File Made 




vsr it’s a tool aea 

Will Please Your Customers 

Needs Only to be 
Displayed to Make 
Sale 

REMEDY Your IGNITION TROUBLES with a 

DELTA COIL FILE 


GUAM ML CONTACT POSa-MK KUM - OOK*-MAOKTM 
WOULD KM IMS TOOLKIT ON 



“Cleans All Contact ^Points, Spark 
Plugs, Coils, Magnetos 

? 

Should be in theTool 
, • Kit on Every Auto¬ 

mobile ot Motor Boat 

High Grade Files for Every Purpose 


a 

OB IT A 


DELTA FILE WORKS 

raiuraraiA, e. t l 



MAKE ANY TEST YOU LIKE 

So confident are the Alcemo Manufacturing Com¬ 
pany, Newark, N. J., of the value of Kor-Ker Punc¬ 
ture Cure, that they suggest to any doubting automo¬ 
bile owner that he put this Puncture Cure to any test 
that he likes and they will pay for any damage to 
tubes or give a customer a new set. 

No manufacturer will make such a broad guaran¬ 
tee unless he absolutely knows just what his Puncture 
Cure would do. We know of an automobilist who put 
the Puncture Cure inside his tires, which were nearly 
gone, drove small nails through a board and purposely 
run over them. He kept on going for 40 or 50 miles 
and when he returned found his tires were just as 
hard as ever, although there were four nail holes in 
the tires, the Kor-Ker Puncture Cure filling the punc¬ 
tures almost instantly and holding in the air. 

This product is of such a nature, that it will not 
get hard in the tube and crack. It is guaranteed to 
do absolutely what they say it will. Their business 

^ ^ as 8 ^ own . * 

Test this crease . * n the 
Yourself and they are 

merchant t o 

PUNCTURE CURE ‘f* 6 , one 

for what their products will do. Don’t judge it by 
other Puncture Cures. 

Try it out with an open mind. Take no one else’s 
advice and they say the results will astonish you. 
They will be glad to give any information to any of 
our readers and want to hear from desirable represent- 


RATCHET TAP WRENCH 

The Moss-Ochs Company of Cleveland, Ohio, has 
recently placed on the market, a new and very handy 
tool, a Eatchet Tap Wrench, in two sizes: No. 1 0 to % 


PUNC 


:e cure 


inch and No. 2 % to 
% inch. It is made 
with a sliding T-han- 
die, permitting its use 
in the most difficult 
corners, which makes 
tapping and reaming 
a pleasure instead of 
a burden. The handle 
may be held center by 
means of a dog which 
automatically fits in 


m 

i 


u 


a milled flat surface 
of the handle. Adjust¬ 
ment is made immedi¬ 
ately to either right 
or left ratchet or 
rigid by turning a 
knurled sleeve. The 
chuck and ratchet is 
carefully hardened 
and all other parts 
are suibst antially 
made, insuring unus¬ 
ual durability. 


"HARDWARE WORLD" NEEDED. 

We are very much impressed with the "Hard¬ 
ware World," and the spirit which characterizes 
it, and we are glad to enclose our subscription. 

It is truly a hardware publication that is 
"taken home at night and read from cover to 
cover." J. H. VAWTER, 

President Illinois Retail Hardware Associa¬ 
tion, Salem, Ill. 
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Dixon’s Gain 

and hold customers for the farsighted dealer who 
sella the lubricants that deliver 100# service. 

nlXONV 

Jr GRAPHITE 9 

Automobile 

LUBRICANTS 

will increase your customers' confidence in you. 
Write to us for Dixon's Dealer’s Deal No. 230-G 

Made in Jersey City, N. J., by the 

Joseph Dixon Crucible Co. 

^6^ Established 1827 


AUTOMOBILE 

ACCESSORIES 


If you handle Auto Accesso¬ 
ries, Motorcycle and Bicycle 
Supplies and Bicycles, why 
not get in touch with a 
Wholesale House that handles 
this line exclusively and' place 
yourself in a position to serve 
your customers with anything 
they could possibly require in 
this line. Tou should have 
our catalog as a reference. 
Write for it. It will mean 
big business to you. Our 
motto — “If it’s kin to an 
auto it's related to us. 19 


MOTOR OAR SUPPLY 00. 
1451-53-55 Michigan Are., 
Chicago 
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PRIZE SPORTING GOODS WINDOW 

The window shown in the above photo was awarded first prize in its class in a display contest recently held at 
Eugene, Oregon. 

As indicated, this represents a marsh, with a moss-covered floor, and dense growth of cat-tails and marsh 
grass. The painting at the side and the back completes the illusion and gives a great depth of distance. 

To the left of the window, resting on the floor, is a fish aquarium with trout swimming about. In the fore¬ 
ground is a tank where live ducks are entirely at home; decoy ducks are also used in this picture. Toy 
turtles and trogs are scattered throughout the moss and grass, and birds suspended from invisible wires 
gives the whole a touch of nature, which delights the onlooker. 

This window was awarded the first prize in its class, being trimmed by Mr. W. W. Cummins for the Griffin 
Babb Hardware Co., Eugene, Oregon. 


CHAIN MANUFACTURERS MERGER 

Announcement has been made of the organization 
of the Columbus McKinnon Chain Co. of Columbus, 
Ohio, which is the outgrowth of the amalgamation of 
the Columbus Chain Co., with plants at Columbus, 
Ohio, and Lebanon, Pa., with the McKinnon Chain 
Co. of Buffalo, with plants at Tonawanda, N. Y., and 
St. Catherines, Ontario. 

The new co-operation has a paid-up capital of $2,- 
500,000, the actual assets of the company being more 
than the capital stock. 

New offices and factory buildings are being 
erected, and the employes number some 1500. 

The plants are working to full capacity. The idea 
of the combination is to reduce overhead expenses, and 
produce a full line of chain at minimum cost. 


Hickey Bros . } Hardware store was destroyed by 
fire recently at Nordhoff, Cal. Business has been 
temporarily resumed, and they will plan for business 
on a large scale for 1918. 


SOMETHING NEW IN FLASHLIGHTS 

The new Kwik-lite seamless cell is attracting much 
favorable notice among the local trade. In the past 
all battery cells have been soldered at the side and 
base but the new Kwik-lite cell is drawn from solid 
zinc, and there is no chance of leakage, enabling a 
guarantee of 25% longer life. 

The Kwik-lite cases are provided with a special 
reflector and switch, making them superior to any 
flashlight cases on the market. 

The Kwik-lite line is sold by most progressive job¬ 
bers and the western branch orfice is at 519-20 Wells- 
Fargo Building, San Francisco. 


EVERY ONE SAYS SO 
We want to assure you of our appreciation of 
your magazine, and congratulate you upon the 
excellent manner in which your publication is 
conducted. W. M. NEAL, Sales Manager, 
Rubberset Co., Newark, N. J. 
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Hartford “H” 
Hartford “Strongheart” 
Hartford “Cord” 

AND 

Norwalk Tires 


AUTO ACCESSORIES 

Osgood Lenses Weed Chains 

S & M and 
Silverbeam Spotlights 

Zenoil 

The Quality Oil 

WRITE FOR CATALOG 


MARSHALL -WELLS COMPANY 

PORTLAND, OREGON 
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“HEXALL” 

Trade Mark. Reg. U. S. Pat. Office 

SOCKET WRENCHES 

ARE MADE AND GUARANTEED ON A STRICTLY 
QUALITY BASIS 




“KBXALL" 

SOOXBT wxnoi JTO. B. 

A splendid tool. 10H" hexagon* steel 
handle, 7 sockets made from bar steel, 
case hardened. Sockets pack neatly on 
handle when not in use. Friction ball 
in handle prevents them from dropping 
off. Weight only 21 os 


“SEZ1LL” E1TOHBT WBUTOK VO. • 

7" handle, steel forging, two screw 
driver bits of best tool steel. Extension 
liar, six inches. Seven sockets of case 
hardened steel, for bolts and nuts from 
5-16 to 5-8 of an inch. Weight. 1 % lbs. 
Set, complete with 11 pieces. 

TO DEALERS: Ask your Jobber or write for our proposition. 

R. F. SEDGLEY, Manufacturer 

2311-13 No. 16th St, Philadelphia, Pa. 



The Groetken Pump Co., Aurora, Illinois, are hav¬ 
ing much success with their portable barrel carts, il¬ 
lustrated herewith, which can be harnessed to any 
iron or wood shipping barrel by simply bringing up 
the grip chain round the barrel, which holds the bar¬ 
rel in a permanent position. This change may be made 
in five minutes. 

The portable barrel cart is builtt of steel through¬ 
out. Wheels are 30 inches in diameter with ten spokes. 
The frame is constructed throughout with heavy steel 
angles. This gives ample strength and rigidity to the 
axle to prevent spread of wheels for the heaviest of 
loads. The grip chain around the barrel holds barrel 
in permanent position. A fixture on the axle keeps 
the barrel from tipping backwards. 

It is of great convenience to anyone handling lu¬ 
bricating oil or gasoline, and is both a time and money 
saver. 

The Groetken Pump Co. will be glad to give full 
information to any of our readers upon request. 


PREVENTS RADIATORS FREEZING 

The Alcemo Manufacturing Company of Newark, 
N. J., after long experimentation have put a new 
product on the market called Alcola. 

Alcola is a substitute for alcohol. It will prevent 
radiators freezing, even in as cold a temperature as 
twenty degrees below zero. It is chemically neutral. 
Will not corrode or rust, or injure rubber, leather or 
material. It is instantly soluble in cold water. 

One package is enough for a winter’s service. 
The necessity of keeping practically all delivery 
cars and a great many pleasure cars running all 
through the winter has developed an enormous 
demand for such a preparation as Alcola. 


SEE-SAFE WINDSHIELD WIPER 

Stadeker Metal Specialty Co. of Chicago are call¬ 
ing attention to their See-Safe Windshield Wiper. 

This is something new; retails for only 50c; is 
packed in a neat counter display box holding a dozen, 
and is a necessity in every section, especially at this 
time of the year. 

The Mitchell Mfg. Co., Balboa Building, San Fran¬ 
cisco, their Pacific Coast representative, their factory 
or jobbing connections will be glad to give full infor¬ 
mation to any of our readers upon request. 


Why censure, condemn or e’en criticise 
The faults you may see in another; 

Just take out the beam found in your own eye 
Then the mote will leave that of your brother. 

You talk of his weaknesses, follies and sins, 
He has them, that is doubtless too true; 

But here is a question we’d like to propound: 
What sort of a fellow are YOU f 

Look not for the man who possesses no faults, 
For we all have them, many or few; 

When condemning another don’t forget ’twill 
be asked: 

What sort of a fellow are YOU? 

—Dewitt McMurray. 
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JUST THE SOCKET 
WRENCHES THAT SELL 

JUST THB WAT TO S2LL THHX 

No. 300 inelndM an assortment. Quanti¬ 
ties and sixes are determined by exact de¬ 
mand, and the Chest is offered TOE with 
the assurance that Solves Tour Wrench 
Problems. Write—Ask for Catalog No. 
183-D. 

FRANK MOSSBERG 00. 

ATTLBBOKO, MASS.. V. A A. 
BAsm roa a ahdsbso* oo, oumc*. m. 
Bwnre- uwis oo, su maeiwo. (Al 

BWnrO-LEWIB OO., Los Aantea, 61L 
D. L. HERM AN. SMttl*. Wuh. 
r. W. IiTNKDalla*, Ton. 

W. W. CRANDALL OO, NaahTWa, T.an. 


This is the 

JENSEN 

$eoo 


I /y The easiest 
yy told hand 
// pomp in the 
// __ market. Does 
four times the 
^ y.y' work of other 

Sf pumps with 

/ much less effort and 
equals a power pump 
in efficiency. It’s 
strong, powerful, dur¬ 
able, economical and 
unriTaled in ease of 
operation. Has great¬ 
er Talue than any 
other pump. 


‘OIL RUINS TIRES” 

Motorists realise what a great menace oil 
is to inner tubes and, therefore, look for 
the place where they can fill their tiree with 

CURTIS AIR-FREE 
FROM OIL 

Five different sixea of com¬ 
pressor. 125 different com¬ 
binations of outfits. In 
stock st most jobbers. Price 
Is right. A result of 25 
years T experience in oom- 

? ressor manufacturing. Send 
or Bulletin 0-6. 



for Bulletin 0-6. 

Csrtis Pass. Mchy. Ct. 

1612 Klenlen Av., St. Louis 
630-L Hudson Term, V. T. 


Here is the Explanation 
of the Popularity 
of the 

^bin^Brown Speedometer 

Both the principle upon which it 
operates and its mechanical construc¬ 
tion fit it to fill best the requirements 
of the motorist. 

By this we mean that because the 
principle of centrifugal force is a fund¬ 
amental law and scientifically correct 
the Corbin-Brown is at all times accu¬ 
rate and absolutely immune to the 
numerous fluctuations caused by heat 
and cold, by altitudes and electrical 
influences. 

—and also that because of its me¬ 
chanical construction it is strong and 
durable and stands up under the strain 
of the most rigorous service. 

Its hand is steady, its numerals large 
and clear and easily read. It is com¬ 
pactly built and handsomely finished 
in every detail. 

For these reasons and these alone: 
accuracy, durability and convenience 
the Corbin-Brown has earned its repu¬ 
tation—it is the standard speedometer 
equipment. 

Catalog on Request | 

The Corbin Screw Corporation 

The American Hardware Corporation, Successor 
NEW BRITAIN, CONN. 

Branches: New York, Chicago, Philadelphia 
Makers of 

Corbin Duplex Coaster Brakes for Bicycles 
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PLIGHT OP A MAN WHO TRUSTED A 
PARTNER TOO FAR 

(Copyright by Elton J. Buckley.) 

A case has just transpired within my knowl¬ 
edge which involves some of the dangers both 
of partnership and of giving loose financial 
statements to creditors. I have written consid¬ 
erable on both subjects, but this particular case 
throws light on them from a new angle, and, 
anyway, too much cannot be written on sub¬ 
jects so vitally important. 

A and B formed a partnership about eight¬ 
een months ago to carry on a retail and whole¬ 
sale business. A had been a retailer, B a bro¬ 
ker. They executed articles of agreement cov¬ 
ering their partnership, both being represented 
by counsel. 

The firm opened a store, or rather took over 
and enlarged the store that had been operated 
by A. A ran it, and B took charge of the 
finances. 

For several months nothing special hap¬ 
pened. The business gained slowly but stead¬ 
ily, seeming to be perfectly healthy in every 
part, and with good prospects. About six 
months ago they got a chance at a piece of 
business which meant good profits and a valu¬ 
able new connection if they could swing it. It 
also meant buying rather more heavily than 
their somewhat limited credit had allowed them 
to do. They talked it over and decided to try 
and increase their line of credit. B went to the 
two jobbers with whom they did most of their 
business and asked for a very substantial in¬ 
crease in their line. The jobbers asked to be 
shown, whereupon B went back to his office 
and without consulting A drew up a statement 
which contained one serious shortcoming. 

To make this shortcoming clear I must ex¬ 
plain a little. Of course, being a partnership 
statement, this contained the items of both A’s 
and B’s personal assets. One of B’s assets was 
an undivided interest in his father’s estate, 
which he estimated would be worth about 
$8,000. He had borrowed $5,000 on this, how¬ 
ever, and of course his equity was only $3,000. 
In the financial statement, made to obtain the 
new credit, B included his interest in his fa¬ 
ther’s estate as worth $8,000 instead of $3,000. 
It appeared afterward that he did this because 
he expected to pay the $5,000 loan off shortly 
from money which his wife was expecting from 
another source. I need hardly say that this was 
utterly without excuse. 


MAKEYOUR CAR RID E EASIE R 

KaowteM’s Spring Lnaf Spnnlir 

Adjustable to any size auto 
spring—100% easier riding, 
and squeaking stopped. Also 
a good repair clamp. 

$1.50, all dealers, or sent 
prepaid. 

SPRING LEAF LUBRICATOR CO. 
1008 Forest Ave. Ann Alter, Mtek. 


The statement was satisfactory and the new 
credit was extended. The new contract proved 
somewhat of a lemon, and in a little while the 
new firm found itself in deep waters. One day 
when A and B were discussing their situation. 
B told A how he had put in his interest in his 
father’s estate and confessed that the money 
his wife expected had not come and probably 
would not now come. A strongly urged B to 
go to the jabbers who had been victimized and 
tell them about it. B did not go, and though 
it was equally A’s duty to go, he did not go 
either. The firm managed to get along for a 
couple of months longer and then went into 
bankruptcy. 

In due time the truth came out, and what 
happened points my' moral and adorns my tale. 

A and B were arrested for false pretense 
and conspiracy to defraud. B because he was 
actually guilty of the fraud, and A because he 
concealed it after he knew about it. Neither 
has been tried as yet, but since the facts are 
admitted, it seems reasonably clear that both 
will be convicted. With some knowledge of 
the facts, I cannot see what possible defense 
either one can have. 

There is another phase to the transaction. 
In making up the statement and giving it to 
the jobbers, B without doubt acted as agent of 
A, because he was his partner and that was ex¬ 
clusively his part of the work. In other words, 
civilly A was as culpable as B, and therefore 
when both men go through bankruptcy and ask 
the court for their discharge so they can en¬ 
gage in business again in their own names, the 
court will probably refuse discharge, not only 
to B, but to A, because A is legally as guilty 
as B. The result of which will be that A, who 
in a sense was innocent, at least until he knew 
of the fraud and concealed it, will for the bal¬ 
ance of his business career, have to hide behind 
somebody else’s name. 

The moral, if you are a partner, is not to 
give up so absolutely to your partner matters 
which if not done right, can get you into diffi¬ 
culties, especially the making of representations 
about the firm’s financial standing. And there 
is another moral, which I have so often taught 
before: put nothing in a financial statement but 
hard, cold, present fact. 


For Better Bookkeeping' 



ASK YOUR STATIONER 
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introducing Royal 


Know Your Waste! Specify ROYAL 

TWELVE GRADES of 

ROYAL COTTON WASTE 


SIX WHITE 

Baron 

Count 

Czar 

Duke 

Earl 

Emperor 



SIX COLORED 

King 

Marquis 

Mikado 

Prince 

Rajah 

Sultan 


A Grade for Every Need of Service or Price 


Standardized—Guaranteed 

QUALITY- uniform for “ TARE ” ( Wrappings) 6% 

WEIGHT— even — as ordered 


Write or ask your jobber for Royal Sampling Catalogue; aak for samples of Royal Wool Waate 



GENERAL SALES OFFICES AND PLANT 


New York Office—2 Rector 8t. RAHWAY, N. J. Pittsburg Office—Oliver Bldg. 

St. Louis Office—Pontiac Bldg. San Francisco Office—Wells Fargo Bldg. 

Chicago Office—People's Gas Bldg. 

LOOK FOB THE BRAND ON EACH STEEL BAND 
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There are no more enterprising merchants anywhere 
in the West than Chas. Ford Co. of Watsonville, 
Cal., who handle a general line of merchandise, 
which, of course, embraces hardware, house fur¬ 
nishings, sporting goods and automobile accesso¬ 
ries. 

Being enterprising merchants their sales windows are 
always attractive. Herewith is a window put in 
by their hardware department at the beginning of 
the hunting season, which proved especicdly effect¬ 
ive. Such windows merchants in any size town will 
find advantageous. 


SAVING IN INSURANCE WHEN CARS 
HAVE LOCKING DEVICE 

Revision of the present insurance rates 
against the theft of automobiles is directly due 
to the negligence of owners in failing to pro¬ 
tect their cars with patented locking devices, 
coupled with the lax methods of the police in 
many large cities, according to Ivan Goodrich, 
president of The Goodrich-Lenhart Manufac¬ 
turing Company of Philadelphia. 

Figures compiled by Mr. Goodrich *s re¬ 
search department show that in eight months 
of 1917, more than 10,000 cars were stolen in 
eight cities—New York, Chicago, Philadelphia, 
Detroit, Cleveland, Toledo, Columbus and 
Buffalo—of which the police recovered about 
6000. 

“In Philadelphia alone where we are in 
closest touch with the evil,” said Mr. Goodrich 
in a recent interview, “the automobile casualty 


underwriters report a loss of nearly $1,000,000 
this year, at least 300 cars a month being stolen. 

“For many months we have urged, through 
a national advertising campaign, costing thou¬ 
sands of dollars, the absolute necessity of pro¬ 
tecting motor cars against theft by the use of! 
patented locking devices. 

“Yet despite these warnings motor car 
thefts are piling up every day, due, our investi¬ 
gation shows, to the human nature of most own¬ 
ers, who scout the idea that their car will be 
stolen. In the sale of the Goodrich Lockswitch 
for Fords and the Goodrich Steering Column 
Lock, made for any make of car, we find that 
a majority of the purchasers have been vic¬ 
tims of automobile Dirates. 

“For this reason alone in our publicity cam¬ 
paign we have concentrated our efforts in try¬ 
ing to drive home the fact that automobile 
thievery is rapidly becoming a national indus¬ 
try and that unless the owner installs an anti¬ 
theft lock immediately his car is bound to be 
stolen sooner or later. 

“New York City is taking the initiative in 
making it compulsory that owners equip their 
cars with locking devices. This step, I believe, 
will be followed shortly in many other cities 
throughout the country for the reason that the 
great increase in the number of thefts makes it 
impossible for the police to combat the evil. 

“Underwriters are urging owners to equip 
their cars with locking devices and with the 
new rates it is apparent that protected cars will 
be allowed a larger amount of insurance while 
that for cars which have no locking device will 
be reduced and the premiums increased. 

“In Philadelphia it has been found necessary 
to form an ‘ automobile squad 1 made up of 
those plain clothes men who think they know 
the difference between a Ford and a Rolls- 
Royce. It has come to our notice that most de¬ 
tectives know nothing of automobiles, espe¬ 
cially in recognizing different makes of cars. 

“While the number of thefts is being gradu¬ 
ally reduced by the use of locking devices, cars 
are being stolen nightly from in front of thea¬ 
ters, clubs and homes right in the central part 
of the city because their owners have not 
heeded the warning against thieves and have 
not installed a locking device that is always 
dependable. 

“We have found that notices of only about 
one-third of the number of machines stolen in 
the larger cities are made public. In cases 
where cars are recovered, according to reports 
made to the underwriters, certain detectives 
call at the home of the owner and state that 
they are entitled to a ‘little present 1 which is 
supposed to be for expenditures. 

“In my judgment the best ‘little present’ 
any owner can make is to buy himself an anti¬ 
theft lock at the outset and avoid all trouble.” 
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A LINE OF 


Automobile Sundries 


WEED 

/W"chmhs 


/34x4 
$709 





sJ^LO# GEAR , 


Carried with a 
hardware stock, 
sells readily and 
opens up a new 
and fast-grow¬ 
ing field for the 
hardware mer¬ 
chant. 

We are in po¬ 
sition to supply 
a long line of 
strictly standard, 
first class Auto¬ 
mobile Supplies 
and Sundries. 
Include them 
with your hard¬ 
ware shipments. 





Dunham, Carrigan & Hayden Co. 


SAN FRANCISCO 
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New Ladd’s Discount Book No. 3 

A new and enlarged edition of this standard work, comprising the most comprehen¬ 
sive collection of discounts ever printed, as well as many other valuable computations 
for commercial purposes, is now ready, after months of preparation by the compiler and 
editor, William J. Ladd. 

Is one of the greatest time and labor-saving productions of the age. The net of any 
amount at any discount can be obtained in a second. The calculations have all been 
carefully checked. No proving is necessary. It is invaluable for pricing and checking 
invoices, figuring inventory, making prices, figuring profit, etc. Note the equivalent 
discounts. Are they worth anything to you? 

It contains more than 300,000 Computations including New Discounts and Combinations 
which have come into use within the last few years. Nearly 600 pages, all double indexed. 


60, 10, 10, 7% & 2%. Sam *“{ 


, 65. SO. 10, 

mm ) 60. ao. io. 

‘ 40. 40. 10. 
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01.4610 
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01126.69 OS 

03 26.88 31 

03 27.17 53 

04 27.46 76 

05 27.75 97 
06 28.05 19 

07i28.34 41 

08 28.63 63 

1.92 85 
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81123.0618""ffffj».90 91 
8023.3466 OO 26.19 38 


The section above shows a part of a page of the book. There are six 
tables on a page. Put your finger right on the net the hand shows: The 
net of 73 cents is 21 cents, $7.30 is $2.13, $73.00 is $21.33, $730.00 is 
$213.31, $7,300.00 is $2,133.11. 


OTHER USEFUL TABLES 


Net of One Dollar showing all discounts 
arranged numerically, with different 
ways given for their application. 

Per Cent Profit. Tables for adding per¬ 
centage, affording an accurate and rapid 
way of making prices with profit added. 

U.S. Money Into Foreign Money and Re¬ 
versed. Pounds, marks, francs, kronen, etc. 


Numerical Arrangement of Figured 
Nets brings the different nets together 
numerically and increases the value of the 
other tables. 

Twelfths of a Dozen or Gross. These 
tables, arranged on the plan of the Dis¬ 
count Tables, give the price of fractional 
parts of a dozen or gross. 


600 Pages. Double Indexed. Size, 8x11 inches. Cloth. Price, $6.50, 
Including a Full Year’s Subscription to the HARDWARE WORLD. 


ADDBE8S NEAREST OFFICE: 


Phelan Building, 

Ban Francisco, Calif. 

507 Pioneer Building-, 
Seattle, Wash. 

1134 Citizen’s Nat. Bank Bldg. 
Bos Angeles, Calif. 



388 Taylor St., corner Tenth, 
Portland, Oregon. 

204-207 Scott Building, 
Salt Bake City, Utah. 

220-225 Pacific Building, 
Vancouver. B. C., Canada. 


Boatmen’s Bank Building, St. Bonis, Mo. 


Digitized by t^ooQle 






























































HARDWARE WORLD 


155 



A. Baldwin & Qo., Ltd., New Orleans, La. 
Julius J. Bantlin Co., Cincinnati. Ohio. 

G. W. Barnett Hdw. Co., Montgomery, Ala. 
Beck & Corbitt Iron Co., St. Louis, Mo. 
Geo. F. Blake, Jr., & Co., Worcester, Mass. 

H. F. Brownell Co., Sioux Falls, S. D. 
Burhans & Black, Inc., Syracuse, N. Y. 
P. Burns Saddlerv Co., St. Louis, Mo. 
Caffaratti Sc Co., Buenos Aires, Argentina. 
Canton Hardware Co.. Canton, Onio. 
Hugh Carson Co., Ltd., Ottawa, Ontario. 
Central Rubber Sc Supply Co., Indianapo¬ 
lis, Ind. 

Cook Iron Store Co., Rochester, N. Y. 
Andrew Cowan Sc Co., Louisville, Ky. 
Crowell Bros., Halifax, Nova Scotia. 
Doubleday-Hill Electric Co., Pittsburg, Pa. 
Kmpkie-S/mgart-Hill Co., Council Bluffs, 
Emmons-Hawkins Hdwe. Co., Huntington, 
W. Va. 

Fort Wayne Iron Store Co.,Ft.Wayne,Ind. 
J. D. Grant, Fargo, N. D. 

Gray Sc Dudley .Hdw. Co., Nashville, Tenn. 
Hackett, Gates, Hurty Co., St. Paul, Minn. 
The George Hamburger Tool Sc Supply Co., 
Denver, Colo. 

J. H. Haney Sc Co., Omaha, Neb. 
Harbison Sc Gathright, Louisville, Kv. 
Harpham Brothers Co., Lincoln, Nebr. 
John J. Harrington, Richmond, Ind. 
Havana Commission Co., Havana, Cuba. 
Hercules Co., Westfield. Mass. 

Hibbard, Spencer, Bartlett Sc Co., Chicago. 
Hoffman Hdwe. Co., Los Angeles, Cal. 
Holmes Hdwe. Co., Pueblo, Colorado. 

H. S. Howland Sons Sc Co., Ltd., Toronto, 
Ontario. 

T. T. Hutchisson Sc Co., Wheeling, W. Ya. 
Charles Ilfeld Co., Las Vegas, N. M. 
Indianapolis Saddlery Company, Indianapo¬ 
lis, Ind. 

Inland Iron Co., Fresno. Cal. 

Inter-State Oil Co v La Crosse. Wis. 
Janney, Semple, Hill Sc Co., Minneapolis, 

Kelley-How-Thomson Co., Duluth, Minn. 
King Haruware Co., Atlanta, Ga. 
Klostermeier Bros. Hdw. Co..Atchison, Kas. 
Knapp Sc Spencer Co., Sioux City, Iowa. 
Korsmeyer Co., Lincoln, Neb. 

Larson Hdwe. Co., Sioux Falls, S. D. 

La Salle Light Co., Chicago, Ill. 
Lee-Coit-Andreesen Hdw. Co.. Omaha. Neb 


Maiaaor 1 ire Sc Vulcanising Co.,Chicago,Ill. 
Miller-Morse Hardware Co., Winnipeg, 
Manitoba, Canada. 

Minnesota Autosupply Co.. Winona, Minn. 

°o BeHineham, Wa.h. 

C. Neidhardt & Co., Rochester, N. Y. 
Northwestern Electric Equipment Co. St 
Paul, Minn. 

The Ohio Rubber Co., Cincinnati, Ohio. 
Oskamp Auto Supply Co., Cincinnati, O. 
Palace Hdwe. & Arms Co., Phoenix, Arix 
E. Scott Payne Co., Baltimore, Md. 

Peden Iron Sc Steel Co., Houston, Texas 
w hn r. P n tll ? ff ^we. Co., Milwaukee, Wis. 
W E. Pruden Hardware Co., New Vork. 
Richmond Hardware Co., Richmond, Va 
Robinson Bros. Sc Co., Louisville, Ky 
Robison Heavy Hdwe. Co., St. Joseph, Mo. 
Ross-Frazer Iron Co., St. Joseph, Mo. 

St Paul Electric Co St. Paul, Minn. 
Scheffer & Rossum Co., St. Paul, Minn. 

J. H. A F. A. Sells Co., Columbus, Ohio. 
Doherty Sheerin & Co., Indianapolis, Ind. 
J. B. Sickles Saddlery Co., St. Louis, Mo. 
Simmons Hardware Co., St. Louis, New 
York, Philadelphia, Toledo, Minneap- 
oils, Sioux City, Wichita. 

Sligo Iron Store Co., St. Louis, Mo. 
Smith-Worthington Co., New York, N Y 
Stre veil-Paterson Hdwe. Co., Salt Lake 


JOHN T. ROWNTREE, INC., COAST REPRESENTATIVE 
Los Angeles San Francisco Seattle Salt Lake City Denver 
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w Goods and Specialti 



INTRODUCES THE JUNIOR AUTO WHEEL 
CONVERTIBLE ROADSTER 


The Buffalo Sled Company Placing On the Market a 
Very Clever Wagon for the Little Tots. 


The public’s enthusiastic approval of the Auto 
Wheel Convertible Boadster has prompted the Buffalo 
Sled Company, of North Tonawanda, N. Y., to put out 
a “Little Brother" to the Auto Wheel Convertible 




Efcoadster. This 
smaller cart for 
the child who 
has just learned 
to walk has the 
same general 
construction as 
the larger size 
wagon except 
that it is 
equipped with 
solid wheels 
with the spokes 
painted thereon 
and has differ¬ 
ent type hubs. 
This wagon is pulled with the greatest ease and is 
splendidly adapted to the use of youngsters. Any 
child can readily push up the sides or pull them down, 

converting the 
roadster into a 
coaster or vice 
versa. 

It is sub¬ 
stantially built 
throughout. The 
same color 
scheme which 
has made the 
Auto Wheel 
Coaster and the 
Auto Wheel 
C onvortible 
Roadster so fa¬ 
miliar to every¬ 
one is used on 
the Junior. 

A demand is being created for this Junior Road¬ 
ster through the extensive national advertising done 
by this concern. Dealers everywhere are given the 
utmost selling co-operation and those who feel they 
are not getting their share of coaster cart business 
should investigate this well-known, meritorious line. 


We know the manufacturer very well and have 
always found them reliable, progressive and in every 
way a firm well worthy of the reputation it has among 
the trade. 


“QUALITY, MEBIT AND CLASS." 

The “HARDWARE WORLD" bears out my 
policy of quality, merit and “class." I am 
glad to have it. I am progressive in business 
and the “HARDWARE WORLD" is certainly of 
that class. 

All these things help personally. I am always 
open to improvement, for we all learn through 
criticisms and suggestions of our friends. 

WALTER GUYOT. 


TELEPHONE TRANSMITTER INSURES 
PRIVACY 



Amm ^ The Pelouze Mfg. Co., Chi- 

cago, have placed on the market 
^^ the Mute-A-Phone, which is a se- 

cret telephone transmitter, whieh 
permits privacy in telephoning. 
Mute-A-Phone This may be instantly placed on 
any telephone mouth piece. It is 
not permanently attached, therefore anyone who can 
should have their own individual Mute-A-Phone, as it 
is more sanitary. 

The urgent need of privacy in telephone conversa¬ 
tion is at last made possible by the invention of the 

Mute-A-Phone. One can 
speak clearly and dis¬ 
tinctly almost in a whis¬ 
per. This is a device 
that is sure to be in de¬ 
mand, and represents the 
highest perfection in the 
evolution of the tele¬ 
phone. 

In telephoning one 
need not disturb others, 
and others using it will 
not annoy you, because 
you speak in a verv low 
tone, almost a whisper 
under many conditions. 
This retails, niekel 

S dated, for $2.50, silver 
e by leading merchants 
everywhere, and hardware merchants will find this a 
profitable and ready selling specialty. 

The Pelouze Mfg. Co. will be glad to give full in¬ 
formation to any of our readers upon request. 


Mute-A-Phone in Use 


A DIFFERENT REFRIGERATOR BOOK 



A neat white booklet on “Stone White" refriger¬ 
ators has just come to our desk, and it gives much 
valuable information about the “Chest with the Chill 

in it, ’ ’ made 
by the Maine 
Manufactur¬ 
ing Company, 
Nashua, N. H. 
The purpose 
of this* * Stone 
White" book¬ 
let, 1918 edi¬ 
tion, is to present to 
the dealer and to the consumer 
the fact that the stone lining of 
the “Stone White" is genuine 
stone from the quarry, with a snow- 
white, glass-smooth surface; that 
this stone is proved by actual test the 
greatest cold-retainer known, and is used 
only by the Maine Manufacturing Company. 
It is important that the trade understand that 
the stone lining of the “Stone White" is genuine 
quarried stone, and is not a substitute, like the compo¬ 
sition “advertised as stone," and other linings brought 
out as a result of “Stone White" success. 


The new booklet is strong and interesting, and will 
be mailed to the trade promptly upon receipt of appli¬ 
cation. 
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LIBERTY CULTIVATOR-WEEDER 

The J. E. Gilson Co., Port Washington, Wis., manu¬ 
facturers of garden and farm implements, cultivators, 
«tc., are making the Liberty Cultivator-Weeder here 
illustrated. 

While containing the recognised good points of 
other garden tools, has in addition the cultivator teeth 
so arranged that they will absolutely cut all of the 
weeds during its operation. This means double effi¬ 
ciency and eliminates the necessity of cutting the 

weeds and culti¬ 
vating in two 
separate opera¬ 
tions. The Lib¬ 
erty Cultivator- 
Weeder also has 
the advantage of 
being adjustable 
for any distance 
between rows. 
The adjustment 
is made by sim¬ 
ply loosening the 
two wing nuts 
and moving the 
side arms to the 
desired width. To 
straddle the 
plants for culti¬ 
vating both sides 
of a row the mid¬ 
dle front tooth 
can be quickly detached. The extra long handle pro¬ 
vided, and the special design of the teeth make the 
operation of the tool very easy. No downward pres¬ 
sure on the handle is required. 

Handle is good quality ash, 5 feet long, polished. 
Teeth are malleable iron; sharpened and hardened cut¬ 
ting edge. Steel parts are high grade, and substantial. 
Socket is semi-steel, strong enough to endure the hard¬ 
est use. Adjustable, minimum width, 4 inches; maxi¬ 
mum width, 10 inches; middle tooth removable. Pack¬ 
ing—shipped complete 6 in bundle. Optional handles 
and tools packed separate. Weight, 25 lbs. to half 
dozen in bundle. 


PARKER SUPPLY CO. INCREASES 
FACILITIES 

The Parker Supply Co., 785 East 135th Street, New 
York, are in position to manufacture and supply Par¬ 
ker Steel Sheet Metal Screws, Expansion Bolts, Sash 
Chain and Damper Quadrants. 

The company has been completely reorganized and 
is now backed by a $3,000,000 international concern. 

A great deal of new machinery has been installed, 
and the factory has doubled its output. H. Rosen¬ 
berg, a well-known inventor, remains as heretofore the 
company’s president. 


LOTS OF ’EM, TOO 

Jack—“Speaking of ships, what kind of a 
ship is a courtship?” 

Tom—“It’s a transport, my boy.” 


Judge—“Uncle Mose, your first wife tells 
me that you are three months behind with your 
alimony.” 

Mose—“Yes, jedge. Ah reckon dat am so. 
But yo’ see it’s jes’ dis way. Dat second wife 
of mine ain’t turn’d out t’ be the worker dat 
Ah thought she was gwine t’ be.” 


999 HAMMER 

The last word in a hammer that is especially 
adapted for use in portable tool chests by electricians, 
steam fitters and mechanics generally is the No. 999 
Hammer made by the Vaughan & Bushnell Mfg. Co., 
Chicago, illustrated herewith. 



One of the principal features of this hammer is the 
heavy poll, which helps in driving the blow home on 
heavy work. It is really a combination of Ball Pein 
and Hipping Hammer, answering the purpose of two 
hammers. This hammer was recently patented, and 
wherever it has been displayed it is in instant demand. 

Vaughan & Bushnell Mfg. Co. make a large line 
of fine tools that are especially adapted for mechan¬ 
ics and workmen generally, and their trade mark on 
an article is evidence of intrinsic merit and value. 

Their methods of co-operation make their line a 
pood one to stock and their products are sold by lead¬ 
ing jobbers and dealers. 


DEMAND FOR STAR HEEL PLATES 
INCREASING 

The Star Heel Plate Co., Newark, New Jersey, who 
have been manufacturing Star Heel Plates for over 
twenty-five years, report a constantly increasing de¬ 
mand. 

Star Heel Plates have proven superior to any other 
style of heel plate on the market. 

Louis Sachs, the proprietor, has developed a splen¬ 
did business by making an article of quality, and he 
appreciates the favors shown him by the trade. He 
assures them their orders are now being shipped out 
just as fast as it is possible to fill them. Owing to 
the high price of leather nowadays it pays everyone 
to try ana save, hence there is an increasing demand 
for Star Heel Plates. 

Jobbers will find this a splendid article to stock, 
and the Star Heel Plate Co. will be glad to send cata¬ 
logs giving full description and further particulars 
upon request. 


CAN NOW SUPPLY TRADE PROMPTLY 

The Safety Door Hanger Co., Ashland, Ohio, tell us 
that on account of the demand for their products be¬ 
ing so great they were not in position to solicit busi¬ 
ness, but they have now increased their capacity, and 
have made arrangements so that they are in position 
to supply jobbers promptly. 

Their Topping Garage Door Hanger, for which they 
claim many superior points and advantages, is meeting 
with favor wherever it is introduced. They claim it 
only needs a demonstration for its merits to be at 
once recognized. 

The Ford Motor Co., Detroit, Mich., are among the 
large users of their Folding Garage Door Hangers, and 
their methods of co-operation with the trade make the 
line a desirable one to handle. They will be glad to 
give further information to any of our readers upon 
request. 

There may be some who appear to reach 
their heights without persistent, tireless work— 
but they are the exceptions to the rule. 
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HIGH GRADE TOOLS FOR HIGH GRADE 
WORKMEN 


M Has been the slogan of the Buffum Tool 

H Company ever since it was established 

and on this basis their tools have won 
favor and are stocked and sold by 
leading jobbers and dealers the coun- 
glgggy ■ try over. The Swastika trade mark on 

“ an article is prima facie evidence of its 

quality and a dealer assumes no risk 
in recommending and selling them. The complete line 
of Buffum tools can be obtained from all leading 
jobbers in Hardware or accessories. 

The manufacturers at Louisiana, Missouri, will be 
glad to give full information. For the convenience of 
their trade in the far West C. W. Gause Company of 
San Francisco will be glad to give information to our 
readers of the Pacific Coast. 


THE PEXTO CHISEL BOOK 

A handy reference chisel book is being distributed 
free by the Peck, Stow & Wilcox Company of South¬ 
ington, Conn. 

The full line of famous Pexto Chisels are illustrated, 
and complete descriptions, sizes, etc., given. Valuable 
information, too, about Pexto Gouges and Drawing 
Knives is also included in this valuable little book. 

Page 30 deals with “don’ts.” Here is information 
that every worker, tradesman and amateur, should have 
available. The Pexto Chisel Book contains 32 pages, 
and is bound in an attractive cover. Write for a copy. 
Copies will also be forwarded in quantities to dealers 
who wish to distribute them to their customers. 


THE YOUTH’S COMPANION FOR 1918 

The brightest men of this country and those with 
the highest ideals will write for The Youth’s Compan¬ 
ion in 1918. Ideals in reading matter count in these 
days, and it is worth everything to keep in the mental 
company of Ex-President Taft, Alexander Graham 
Bell, Franklin K. Lane, Secretary of the Interior, John 
Burroughs, Maurice F. Egan, United States Minister to 
Denmark, Agnes Repplier, Dr. Rupert Blue, Walter 
Camp, Gen. Charles King and other great contributors 
for 1918. The Companion will have its great run of 
serials and short stories. It will give the clearest and 
most reliable summary of the progress of the great war. 
At the same time the regular departments will be 
maintained in all their profusion and variety. 

Sample copies of the paper announcing the impor¬ 
tant features of next year’s volume will be sent you 
on request. For The Companion alone the subscription 
price is $2.00. But the publishers also make an Ex¬ 
traordinary Double Offer—The Youth’s Companion and 
McCall’s Magazine together for $2.25. McCall’s is the 
best fashion authority for women and girls, just ns 
The Companion is the nation’s favorite family iiterary 
weekly. 

Our two-at-one-price offer includes: 

1. The Youth’8 Companion—52 issues of 1918. 

2. All the remaining issues of 1917. 

3. The Companion Home Calendar for 1918. 

4. McCall’s Magazine—12 fashion numbers of 1918. 

All for only $2.25. Address The Youth’s Compan¬ 
ion, Commonwealth Ave., Boston, Mass. 


The weather was warm, and Pat decided 
to shave on the back porch. Mrs. Casey, across 
the way, observed this: 

“Pat,” she called, “shure an’ Oi see ye air 
shavin’ outside.” 

“Begorra,” he responded, “an’ did ye 
think Oi was fur-lined?” 



Shows every pound up to 300 lbs. BStilfOOiTI 

Scale 

The demand is un¬ 
limited. Wanted in 
every well-furnished 
home, every physi¬ 
cian’s office, every 
hospital, every gym¬ 
nasium. A remark¬ 
able scale because it 
shows every pound 
up to 300 lbs., la 
only 12 inches in 
width, length and 
height, has no ooil 
spring, no loose 
weights and weighs 
only 17% lbs. Is 
white enameled with a cork carpet mat. An unusual 
Xmas gift. Ask for Detecto literature and No. 118 
Catalogue showing our entire line. 

The Jacobs Bros. Co.. Inc.^^5 Warren Sl^lfow York 


EMPRESS COFFEE PERCOLATOR 


The New York 
Stamping Co., Brook¬ 
lyn, New York, have 
placed on the market 
the Empress C o f f e 
Percolator, of which 
we are showing a cross 
section. Among the 
points of merit claimed 
for Empress Percolat¬ 
ors are that they are 
equipped with a per¬ 
fect little pump, af¬ 
fixed to the- central 
tube, near the top of 
which is the Filter Cup 
for the Ground Coffee. 

The little pump be¬ 
gins to operate soon 
after heat is applied 
to the base of the 
Percolator, forcing the 
water, warm at first 
but rapidly increasing 
in temperature as the 
pumping process con¬ 
tinues up through the 
central tube, against 
the spreader and out 
over the ground coffee. The Empress way of making 
coffee, by extracting all the wholesome, aromatic and 
invigorating essences of the ground bean before the 
water boils, is an exclusive feature. 

A long sought feature, accomplished in the con¬ 
struction of this Percolator, is the non-discoloration 
of finish from heat of the Burner. 

Empress Percolators, being the only Coffee Ma¬ 
chines today wherein discoloration from heat of any 
finish, particularly polished or Mat Copper, has been 
overcome, must therefore be superior to all others. 

The pot is easily detached from the stand, and the 
Empress represents the last word in the line of high 
class, thoroughly reliable Percolators, which merchants 
can recommend with every assurance it will prove 
highly satisfactory to everyone who purchases it. 

While their products are distributed by leading 
jobbers generally, throughout the country, they wifi 
be glad to give full information to any of our readers 
upon request. 

For the convenience of their trade in the far West 
and on the Pacific Coast, the New York Stamping 
Co. maintain their Pacific Coast sales office in the 
Rialto Building, San Francisco, W. P. Horn being the 
representative. 
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JOHNSON WASHER IN THE LEAD 

The product of a local manufacturer that is meet- 
ng with a remarkable popularity among the house- 
vives of the Pacific Coast is an electric washing and 



wringing machine, manufactured by the Johnson Elec¬ 
tric Washer Co., San Francisco, embodying a decided 
advance feature over other machines, which is a spe¬ 
cial gas or gasoline burner attachment to heat the 
water and boil the clothes direct in the machine while 
the clothes are being washed. This attachment has 
proved of incalculable value to thousands of users. 

The Johnson possesses other features of such de¬ 
cided usefulness as to be at once appreciated by the 
consumer, which is evidenced by the fact that every 
purchaser becomes a booster, and that in this section 
of the country far more Johnsons are to be found 
than those of any competing machines. 

Among prominent points of superiority may be 
mentioned, the solid copper tub, which is recognized 
as the metal par excellence for this purpose; the 
Splash Proof enclosed type motor; enclosed gears, and 
safety release wringer; and a special gas burner at¬ 
tachment, which heats and boils its own water. Dis¬ 
tinctive in appearance, easily handled, light in weight, 
small in size, large in capacity, and economical in 
operation are qualities that have made and held satis¬ 
fied customers all over the coast. 

Manufacture on the Pacific Coast is assurance to 
dealers of prompt deliveries, and to consumer of ade¬ 
quate service. But the final test of any article is to 
be found in the years of satisfactory service it gives, 
and that this test has been met and lived up to is 
proved by the statements of thousands of enthusiastic 
users. 


A TESTIMONIAL 

Doctor: Did that cure for deafness really 
help your brother? 

Pat: Sure enough; he hadn’t heard a sound 
for years and the day after he took that medi¬ 
cine, he heard from a friend in America. 


Every young person thinks she is compe¬ 
tent to write a book called “Advice to Par¬ 
ents. ’ ’ 


CONFIDENTIAL INFORMATION TO 
DEALER 

A copy of this 16-page booklet on Quick-Lite Lamps 
and Lanterns, issued by the Coleman Lamp Company, 
has reached our desk and is attractive enough to de¬ 
serve more than passing notice. 

Besides a very comprehensive advertising and sales 
plan the Coleman Company has introduced an. innova¬ 
tion in their organization which they call their 
4 ‘Dealer Co-Operation Department.’’ Its purpose is 
indicated by its name. It is the outgrowth of a desire 
to build up a closer relationship between their cus¬ 
tomers and the house. 

A regular department in charge of Mr. B. W. Car¬ 
ney, a former road man, has been organized for the 
specific and definite purpose of making a study of 
the dealers’ needs and doing everything possible to 
make their relations with the house pleasant and prof¬ 
itable. Perhaps the organization of this department 
is best expressed in tfce statement of Mr. J. H. 
Graham, General Sales Manager, he says: “We had 
one salesman who was giving such painstaking atten¬ 
tion to the individual needs of hia customers that we 
decided it would pay to bring him into the house and 
have him do for all our customers what he was ac¬ 
complishing for those on his territory. 

This resulted in the organization of our Dealer 
Co-Operation Department which is now hunting up 
every possible aid that we can offer to the retail 
dealer. 

The manager of the Dealer Co-Operation Depart¬ 
ment is expected to represent the dealers ’ interests and. 
if necessary, argue the dealers’ case from the dealers’ 
standpoint before the other departments. He is the 
dealers’ special representative in the house. One of 
his duties is to look after minor details that often 
escape notice in a house handling hundreds of orders 
daily. 

He helps the dealers by referring inquiries to them, 
by keeping them supplied with advertising helps, by 
suggesting to them successful selling plans other deal¬ 
ers have tried and doing everything possible for them 
consistent with good business practice.’’ 

The folder also illustrates a demonstrating device 
to which a lighted lamp is attached and turned over 
and over to convince the most skeptical that the 
Quick-Lite is safe in any position. 

These demonstrators are furnished to dealers with 
an order for six or more lamps or lanterns. 

Hardware Dealers are finding good gasoline lamps 
and lanterns a profitable specialty and jobbers gen¬ 
erally report an increasing demand for them. 


FOR THE ASKING 

It is very embarrassing to a real hardware 
clerk to be compelled to answer a customer’s 
inquiry with a vacuous “I don’t know.” 

Especially so when you ought to know. But 
there are so many puzzling unexpected ques¬ 
tions that can be asked, even about the most 
commonplace things in a hardware stock. How 
can a fellow hope to know? 

Try learning a little every day. 

Suppose you were asked how a hand saw 
cuts. It sounds easy, but is it? 

Henry Disston & Sons, of Philadelphia, 
recently published a small pamphlet entitled, 
“Why a Saw Cuts.” In its few pages, the 
question is answered so simply and so clearly 
that every hardware clerk ought by all means 
read it. 
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MADE m CALIFORNIA 

The JOHNSON Electric Washer 

PROMPT DELIVERIES AND SERVICE 
ASSURED 

A MACHINE NOW HANDLED BY MANY OF THB 
LARGEST ELECTRIC AND HARDWARE DEALERS 

Among the outstanding 
features of this new ma¬ 
chine we briefly cite: 
the compactness and ap¬ 
pearance, the copper cor¬ 
rugated tubs, the water¬ 
proof enclosed type mo¬ 
tor, the enclosed gears, 
the safety wringer re¬ 
lease that prevents acci¬ 
dents and the gaa or 
gasoline burner attach¬ 
ment that heats water 
and boils the clothes in 
the machine while wash¬ 
ing them. 

The merits of the JOHNSON warrant selling 
it under a positive guarantee, and a sample ma¬ 
chine will be shipped to any reliable dealer on 
approval. 

Write for Catalog and Dealers’ Price List 

Johnson Electric Washer Co. 

2074 Market Street, San Francisco 



WE ARE NOW RECEIVING OUR 
IMPORTATION OF 

Genuine Swiss Rieser 



Pruning Shears 


Fully Warranted. Hand Made of High Grade Steel 
AH Sizes and Patterns Carried in Stock 

EXTRA BLADES 

EXTRA BOLTS EXTRA SPRINGS 


OUR PRICES WILL INTEREST YOU 


Granucci Hardware Co. 

Importing Agents for North America 

633-647 Front Street, San Francisco, C&L 


HODELL A BETTER FLAT LINK CHAIN 

The permanence, strength and adaptability of chain 
is leading to a more and more general replacement of 
rope for many purposes. 

The construction of ordinary chain prevents its sat¬ 
isfactory use over pulleys ana in other places where 
evenness is desirable and here flat link chain finds a 
big demand. 

The best known type of flat link chain ia made of 
links blanked or punched out of sheet metal, bent and 
looped together. 

This chain is in very general use as sash chain, fur¬ 
nace chain, tiller chain and in fact wherever chain 
working over pulleys can be used to advantage. 

This general use is in spite of the fact that the die¬ 
cutting leaves sharp, ragged edges which make the 
chain unpleasant to handle and cause it to kink and 
buckle at the least provocation and the additional fsttt 
that inaccurate die cutting or the unavoidable cross 
grain of the metal often produces the proverbial weak 
link. 

The writer recently requested and received from 
the Cleveland Galvanizing Co. of Cleveland, O a com¬ 
plete set of samples—all sizes-—of their Hodell chain 



together with a 6-foot piece for test and examination. 
A 6-foot piece of the same size flat die-cut link chain 
was also procured locally. 

In general appearance the chains are similar, but a 
detailed examination shows many points of difference. 

The Hodell chain being of flattened wire substi¬ 
tutes smooth rounded edges and contacts for sharp 
slightly-ragged square sides and contacts of the cut 
chain; “the grain runs with the strain” too instead 
of across it as in the cut chain and this makes for 
more even bending as well as greater strength. 

At the loop end the links are almost identical in 
appearance but at the eye the Hodell link shows three 
wires, the two ends coming on the inside and being 
laid together to form double width contact, the ends 
lapping so as to prevent the loop of the next link from 
slipping back ana wedging. 

The lapping and placing of the ends is such that 
they brace the loop and re-enforce it against flattening 
under strain, but in no event can they stick out or 
cause trouble. 

So much for difference in detail. In practical 
handling the Hodell chain is, naturally smoother, more 
flexible, less inclined to kink or buckle—its smoothness 
at the contracts—compared by the makers to the ac¬ 
tion of a roller bearing,—is in distinct contrast to the 
gritty grinding contacts in the cut chain which not 
only lessen smoothness but must also make wear more 
rapid. 

The writer does not have equipment necessary for 
breaking strain measurements, but, on considerable 
strain being applied the die-cut chain showed a lot of 
stretch—noticeably absent in the Hodell chain. 

In the writer’s opinion the Cleveland Galvanizing 
Company in their Hodell chain have made a feal ad¬ 
vancement in the chain industry and the advantages of 
this chain entitle it to the careful consideration of 
every chain user. 


The Lansing Co.’s far western sales office at San 
Francisco, have recently placed on exhibition in what 
is known as the 100% Club, Monadnock Building, San 
Francisco, their line of Reynolds Trucks, Grain Trucks, 
and a few other items. They have recently received a 
large shipment of trucks from their factory and are 
carrying a large stock of both two and four wheel 
trucks, wheelbarrows, etc. 
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FREE SAMPLES TO JOBBERS 

The National Kitchen Products Co. have placed 
on the market the Wonder Butter Merger, and will be 
glad to send free samples to jobbers of this Magic 
Churn or Butter Merger. Since this article has been 
patented and put on the market a 
large sale has resulted, one large de¬ 
partment store has sold over 10,000, 
a second store having sold over 50,000 
within a short time. 

Especially at this time when it is 
necessary to conserve all food that 
can be of use to the Allies, the Butter 
Merger appeals greatly to the house- 
‘ele of m< 





wife as an artidi 
omy. 


merit and econ- 


The principle on which it is worked 
is to take a pound of butter and a pint 
of milk, merge the two, which makes 
a two-pound roll of the merged butter 
and milk, and this will go twice as far 
as the one pound of butter. 

The merged butter is just as sweet, 
firm and delicious as the original. 

IV jl This article, we understand, has 

d\ been purchased by the United States 
Government Bureau of Agriculture, as 
well as various civic and state depart¬ 
ments, and is a product that appeals 
especially to the housewife. Information may be had 
by addressing the National Kitchen Products Co., 589 
Howard Street, San Francisco. 


A SCALE FOR EVERYONE 

Every family needs one or more scales. Here is 
one that makes an especial appeal to the family, which 
has no coil springs, shifting beams or loose weights. A 
person iust steps on the platform, and the correct 
weight is registered on the dial. It will weigh up to 
three hundred pounds, and is only 12 inches in width, 
height and length. 

Its simplicity is surprising. It is constructed of 
two flat, hardened, spring steel bars, the ends of one 
side attached to a steel post, the other ends to the 

weighing platform 
post does the weigh¬ 
ing. 

It took many 
years to perfect this 
scale, ana its accu¬ 
racy is guaranteed in¬ 
definitely. 

An adjusting de¬ 
vice on the scale en¬ 
ables one to set the 
scale at zero mark if 
a basket is placed on 
the platform to weigh 
a baby or ‘‘some 
other commodity.” It is finished in white enamel, 
decorated in gold; and fitted with a cork carpet mat. 

It is an especially useful fixture in the bathroom. 
The dial or face is seven inches in diameter, placed 
horizontally with platform showing each ana every 
pound up to 300. The actual weight of the scale is 
only 17% pounds. 

There is a constantly increasing demand for this 
scale, and Jacobs Bros. Co., 78 Warren Street, New 
York, will be glad to give further information to any 
of our readers upon request. 


Many a man looking for sympathy needs 
really two swift kicks properly placed. 

The man who deserves success and goes 
after it usually gets it. 



“THE MORE YOU WORK THE BOTTOM 
THE BETTER IT GETS” 

That is the principle of the 
King Spring Oiler, featured in this 
issue, of which the Tritch Hard¬ 
ware Co., Denver, Colorado, are 
large distributors. 

The special points of merit on 
the King Spring Oiler is that the 
spout cannot lose off, being held 
by a spring. There is a large open¬ 
ing for filling, which of course 
saves oil. 

They are lithographed in bright 
colors, hence are not easily lost. 
They always deliver the oil. A 
spring forces the return of the 
bottom. 

The Tritch Hardware Co., who 
are distributing this excellent oiler 
will be glad to give full informa¬ 
tion, or possibly send samples to 
anyone interested. 

This is an oiler that appeals 
especially to everyone and is sure to give satisfac¬ 
tion. 


FASTEST SELLING EXPANSION BOLTS 

That is what the products of the Parker Supply 
Co. are called, because they possess points that belong 
to them exclusively, such as are not found in any 
other expansion bolt. 

They can’t turn in the hole,* hence are great trou¬ 
ble and labor savers. The threads are in perfect align¬ 
ment. Steel spring band holds both halves firmly 
together and keeps the thread in perfect alignment, 
allowing it to expand freely. 

A finer quality of castings are used than in any 
similar bolt. 

The Parker Supply Co., New York, will be glad to 
give full information to any of our readers upon re¬ 
quest. 



SOMETHING NEW 

The very latest thing in signs is the new six-piece 
outfit issued by Simonas “The Saw Makers,” Fitch¬ 
burg, Mass. There are four cards in the set, each 14 
inches wide by 28 inches high, bearing one letter of the 
word “S A W S,” and two corner pieces to fit into 
the corners of a window. The four cards may be set 
in a straight line or a semi-circle in a Dealer’s win¬ 
dow and form the basis of a very attractive display 
of saws and other Hardware articles. The brilliant red 
letters attract attention clear across the street and 
those in passing street cars or automobiles find their 
gaze irresistibly drawn to the display. Bequests for 
these displays will be filled promptly. 


C. B. Wootten’s hardware store at Kerman, Cal., 
was recently destroyed by fire. The loss is estimated 
to reach $40,000, with $18,000 insurance. They will 
at once rebuild and business has been resumed in tem¬ 
porary quarters. 


BE8T THE WORLD AROUND. 

The “Hardware World” is certainly cheap 
at three times its priee and any man requiring 
up-to-date information, should be a regular sub¬ 
scriber^ for it is the best and brightest written 
trade journal I have ever read. 

G. F. 8TONE, 
Wellington, New Zealand. 
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A POPULAR CHAING DISH 

The New York Stamping Co., Brooklyn, New York, 
are illustrating herewith their No. 0533 Chafing Dish, 
which has proven very popular with consumers as well 
as merchants. 

This chafing dish has a capacity of three pints, and 
is furnished in nickel plate, copper or silver plate. It 



has the patented vapor lamp, and is one of the best 
sellers that has been put on the market. 

The jobbing trade generally throughout the country 
handle the products of the New York Stamping Oo., 
and any of our readers may obtain information from 
their jobbers or from the manufacturers direct or from 
their Pacific Coast sales representative, Wm. P. Horn, 
Bialto Building, San Francisco. 


“TRY-GUN” CAMPAIGN 

Through a campaign inaugurated about four years 
ago by the Du Pont Company the try-gun is now rec¬ 
ognized as a valuable aid to jobbers, dealers and gun 
manufacturers in their efforts to sell guns which will 
prove satisfactory to the individuals buying them. 
The try-gun is also a great boon to the sportsman in 
that it helps him ascertain the correct measurements 
and specifications of the gun he is going to buy. In a 
word, it may be said, the try-gun has made possible an 
ideal merchandising condition as applied to the gun 
business, viz., confidence in the seller that he is giv¬ 
ing the buyer an article which will prove satisfactory, 
and satisfaction to the buyer who knows he is getting 
a gun which fits him. 

For several years Du Pont shooter salesmen have 
been equipped with try-guns and sportsmen in all sec¬ 
tions have had the opportunity of testing their value 
and some remarkable instances of greatly improved 
scores at the traps and large bags in the field are told 
of men who have been measured with them. Having 
ably demonstrated in a general way how the try-gun 
is beneficial to the trade, the Du Pont Company is 
now operating what they style an “ intensive dealer 
try-gun campaign” which is showing excellent re¬ 
sults, and which is of interest generally to dealers and 
jobbers. 

Several of the Du Pont shooter salesmen were com¬ 
missioned to arrange with live dealers in their territo¬ 
ries for a “ try-gun day,” which the dealer advertises 
in his sportsmen customers and prospective custom¬ 
ers. On the appointed day the salesman, who is also 
a try-gun expert, appears on the scene, making his 
headquarters in the dealer’s store. With no obliga¬ 
tion to dealer or individual, using the try-gun, he meas¬ 
ures all sportsmen who come in, and gives them a copy 
of what he considers the most satisfactory measure¬ 
ments of guns for them to shoot. 


In order to advertise the try-gun day, the company 
furnishes each dealer with 12xl8-inch window cards. 
Several enlarged photographs of the try-gun in actual 
use are mounted on cards, and also displayed in the 
window or store. The dealer is furnished with & sup¬ 
ply of postal cards which he sends out to sportsmen 
inviting them to his store on “try-gun day.” The 
salesman also carries with him a supply of try-gun 
measurement blanks and when the sportsman has been 
fitted he receives a copy of this blank in which the 
salesman enters the proper specifications as revealed 
by the try-gun “fitting.’* This the sportsman may 
keep for future use in buying a new gun, or for the 
guidance of a gunsmith should he decide to have his 
old gun altered. The dealer receives a duplicate copy 
of the measurements. 

It has been estimated that there are ten million 
individually owned shotguns in the United States. 
They range in value from a few dollars up to a thou¬ 
sand and beyond. Following the example set by the 
manufacturers of ready-made clothing, the principal 
gun makers, after years of study, arrived at standard 
measurements for stock guns. In this manner only 
were reasonable prices, prompt delivery and efficient 
manufacture made possible. A man who has been fit¬ 
ted with the try-gun and knows the proper measure¬ 
ments he Bhould look for is going to get a gun which 
fits and gives satisfaction much more readily than the 
man who buys on a “hit or miss’ 1 basis. 

The greatest value of the try-gun lies not in the 
guidance it offers those about to purchase new guns 
but in its help to the man who already owns a gun, 
which does not fit him perfectly. 

In the majority of such cases a gunsmith will make 
the necessary alterations for a nominal sum, and the 
result is a gun which fits as well as if made to order. 
Possibly the try-gun will show that a cheek or shoulder 
pad is all that is necessary to make the gun satisfac¬ 
tory to its owner. The result is business for the 
dealer and fit for its owner. It is also a well estab¬ 
lished fact that the men who can make good scores 
at the traps shoot many more shells than do the men 
who make low scores. The better a man’s gun fits, 
the better scores he will make and the more shells he 
will buy. Therefore, it is to the interest of the dealer 
to have his customers equipped with guns which fit. 

The try-gun is a simple affair, with an adjustable 
stock. By simply turning a screw or two the stock 
may be lengthened or shortened, the comb may be 
raised to reduce the drop or lowered to increase the 
drop, or the stock may be cast towards or away from 
the shooter’s face to meet individual characteristics. 
Since the try-gun began to achieve its greatest promi¬ 
nence, a number of the large sporting goods stores 
throughout the country have added a try-gun to their 
equipment. The cost of the try-gun, however, pre¬ 
cludes this practice becoming popular with the average 
dealer. But through the above campaign, dealers will 
have an opportunity of bringing the try-gun to the 
attention of their customers and giving them the bene¬ 
fit of its use. As the Du Pont Company does not 
manufacture or sell guns, the motive behind its try- 
gun campaign must be considered altruistic. 


THEY NEVER MISS 

Two Negroes were overheard discussing the 
relative strength of Germany and the United 
States. 

“Germany suttinly am a bad actor,” said 
one of them. “They make Krupp guns over 
there that can shoot around a corner.” 

“What you all talking about, niggahf ” said 
the other. “All Uncle Sam’s guns need is just 
to know your address.” 
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Business Opportunities 


WANTED 

Experienced clerk in retail hardware store. Refer¬ 
ences required. Meyer Bros., Gooding, Idaho. 

POSITION WANTED. 

A-l hardware man wants position as manager, 
country store preferred. Address “H. W. A.,** care 
Habdwabe World. 


POE SALE. 

A nice clean stock of general Hardware, Implements, 
8toves, Paints, Oils, etc., in a good live county seat 
town in the upper Sacramento Valley. A fine oppor¬ 
tunity to obtain an old well established hardware Duai- 
ness. For further information address “B. L.,'* care 
i ‘Hardware World.** 


POE SALE —Hardware stock, clean and well assort¬ 
ed, located in live, up-to-date Southern California city. 
Finest climate and water in the state. Will invoice 
about $25,000. Best reasons for selling, full particulars 
on request. This is a splendid opportunity for some 
one wishing to live and ao business in the garden spot 
of the U. S. Address Box A, care Hardware World. 


FOE SALE. 

Clean stock of furniture and hardware in a good 
foothill town. No opposition. Trade from neighbor¬ 
ing towns. Will give cheap lease. Reasons for selling, 
have other business to attend to. Business established 
fourteen years. Address “S. A. F., care Hardware 
World. 


SALESMAN WANTED. 

Who is calling on hardware stores, general stores and 
department stores to handle as a side line a high- 
grade line of metal ware, such as galvanized buckets, 
tubs, dairy pails, etc., on commission. Great opportun¬ 
ity for right man to make big money handling a side 
line. Address “M. C.,** care “Hardware World.** 


HARDWARE OPENING. 

In new railroad town, surrounded by large fruit and 
farming district. Nine miles to nearest hardware store. 
Should carry Hardware, Implements, Engines, Motors 
and Pumps. Good mechanic in these lines can be kept; 
busy on the outside. Good store and location just va¬ 
cated, low rent to reliable party. If interested write, 
Secretary, Chamber of Commerce, Navelencia, Calif. 


I WANT A POSITION 

I want a position where ability counts, where there 
is opportunity to go ahead, and prove my worth. I 
am 40 years old, married, have no bad habits, do not 
drink or use tobacco. I have had a general hardware 
and implement experience; have sold gas engines and 
implements for a number of years. I can give good 
references and bonds. Address F. M. A., care “Hard¬ 
ware World.*’ 


POSITION WANTED 

By a hardware man of twelve years experience; now 
employed by a large wholesale and retail firm of the 
Inter-mountain country. With one firm for seven years; 
can give best of references as to ability, character, 
honesty, etc. Wish to make a change to lower altitude 
and moderate climate. Prefer Coast in Southern Cal¬ 
ifornia or similar climate in hopes of being beneficial 
to wife’s health. Thirty-six years of "age, with one 
child. Desire something permanent, with a reliable 
house. Address Box 20, care Hardware World. 


Salesman, energetic, visiting hardware trade and 
builders in St. Louis and vicinity, to represent as a 
side line a large manufacturing concern on a commis¬ 
sion basis. Fine prospects for good man. Write stat¬ 
ing ability and concern connected with to Parker Sup¬ 
ply Co., 785 East 135th Street, New York, N. Y. 


POE BALE. 

Owing to continued ill health of owner, will sell 
our well established general hardware business, doing 
about $30,000 a year. This business is located in a 
thriving little city of Southern California. Delight¬ 
ful climate. Fine schools, churches. Business can be 
largely increased by younger man. Address “Howe,** 
care Hardware VTorld. 


GOOD OPPORTUNITY IN NEVADA 

Since I haven’t had time to give my personal 
attention to my business, I will sell the stock of 
goods and the business, or I will sell the stock of 
goods and rent the building for $75.00 per month. It 
will require an investment of about $17,500.00 to 
urchase the real estate, building and merchandise, 
ales run from $30,000 to $35,000 per annum. Ad¬ 
dress B. M. Co., care Hardware World. 


AN A1 OPPORTUNITY 

An old established hardware business located in one 
of the best towns in the Sacramento Valley, California. 
Stock will invoice about $10,000.00. Owing to death 
of senior member of firm, outside interests require 
personal attention of other member. This is an un¬ 
usual opportunity to step into a splendid paying busi¬ 
ness, good central location. Will either sell or lease 
building. Will bear fullest investigation. Address 
H. Mitchell A Son, Colusa, California. 


SITUATION WANTED. 

Experienced traveler in the hardware and electrical 
jobbing line desires a new connection by December 
fifteenth. Long familiarity with the dealers in the 
Pacific Northwest assures results as to service, al¬ 
though prefers to engage in house work in a man¬ 
agerial capacity. In any case must be position that 
presents possibilities for advancement and co-operation 
in high class service. Best references from the trade 
or present position. Address M. B., care Hardware 
World. 


HIGH GRADE SALES MANAGER WANTED 

Middle western hardware jobbing Institution, doing 
a splendid business, desires to secure the services of a 
high grade, constructive sales manager. 

One who is a business builder, and only a man of 
good moral habits will be considered. 

To the right man a salary will be paid commensu¬ 
rate with his ability, and likewise arrangements may 
be made whereby he can share In the profits. 

The jobbing house referred to is one of the oldest 
in the country, and there is good opportunity for the 
right man. 

Address giving full Information, references, salary 
wanted. Bales Manager, care Hardware World, 
Boatmens Bank Building, St. Louis, Mo. 


We wish to say that the “Hardware World** 
is one of the finest magazines that I know any¬ 
thing about, and I don’t want to miss any of 
its numbers. H. GLENN A CO. 


Digitized by 


Google 





TO CONTROL OTHERS, CONTROL YOUR¬ 
SELF. 

By B. C. Forbes, Author of 14 The Business of Life” 

The man who is bigger than his job keeps 
cool. 

Confident that he is equal to any emergency, 
he does not lose his head. He refuses to become 
rattled, to fly off in a temper, to stamp and 
holler and swear. 

The man who would control others must be 
able to control himself. 

To command men a man must command re¬ 
spect—and it is difficult to respect any person 
continually giving way to exhibitions of weak¬ 
ness. 

The man who feels that his job is larger than 
he can swing is naturally nervous and irritable. 
He is conscious that he may be landed in a 
hole at any moment. And so he frets and 
fumes and keeps others on tenter ■hooks, ready 
to blame them for his own shortcomings. 

Fancy Napoleon losing his head at the height 
of a battle! What would the effect have been 
upon his officers and soldiers? 

In the Boer war a commander was hurriedly 
inspecting his men before advancing to battle. 
He noticed one Irish private trembling 
violently. “What’s the matter with you?” he 
inquired. “What are you shaking for?” “I— 
I—I’m shaking to get at thim,” was the reply, 
more witty than true. 

Nervousness and cantankerousness on the 
part of a boss when confronted with difficulties 
is a species of fear—fear lest he fail to over¬ 
come them. It is a confession of lack of con¬ 
fidence. 

One weakness of our corporate industrial 
system is that so many under officers habitually 
lose their temper and hound the men. Con¬ 
scious of their own littleness, they hope by 
bluffing and blustering and bellowing to give 
themselves an air of importance. No really 
capable, self-respecting workman would con¬ 
tinue to serve under such a petty tyrant, with 
the consequence that the best men quit and 
leave the nincompoop in charge of only second- 
grade employes. 

The wise employer weeds out such blusterers, 
for, instead of oiling the place’s machinery, 
they throw grave 1 into it. 


I was impressed by an address recently de¬ 
livered by one of Britain’s most famous soldiers. 
Sir Ian Hamilton, to the officers of his com¬ 
mand. Here is an extract: 

“Officers, you must exact the men’s respect. 
First, by being better up in your subject than 
the men you instruct. This is intellectual super¬ 
iority. Secondly, by being ready to undergo 
greater physical discomforts and dangers. In 
the Nile River campaign the officer was always 
first out of the boat and up to the middle in 
water when need arose. Thirdly, by bearing 
constantly in mind that the obedience paid you 
by the rank and file is not due to you person¬ 
ally, but in your capacity as a servant of the 
State and a humble vehicle of its wishes. The 
soldier who salutes and obeys you is very likely 
a better man than yourself, but he must remem¬ 
ber, and you especially must remember, that in 
issuing a command you are for the nonce the 
mouthpiece of the State, conveying, not your 
own wishes, but what you conceive to be the 
supreme will of the people, to others tempor¬ 
arily placed at your disposal by the govern¬ 
ment. Each is equally the servant of the public. 
And to some the public has entrusted the func¬ 
tion of command; to others that of obedience. 
Stick to this principle and you will ever exact 
loyal obedience. Depart from it, and no one 
can say to what misfortune your lack of under¬ 
standing may lead.” 

There is something admirable, something in¬ 
spiring, something soul-stirring about a man 
who displays coolness and courage under 
supremely trying circumstances. He is as a 
rock, strong, firm, unshaken, not as a reed, 
tossed to and fro by the wind, after the manner 
of your fretful jumpy bosslet. 

A good temper is not only a business asset; 
it is the secret of health. The longer you live 
the more you will learn that a discorded temper 
breeds a disordered body. 

Were workmen less subjected to bullyrag¬ 
ging, to the abuse of some excitable cipher, the 
relations between employers and employes, be¬ 
tween capital and labor, would be less un¬ 
pleasant than they are today. 

And remember, gentlemen, that on right re¬ 
lations between capital and labor, rests the sta¬ 
bility of the Republic. 
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Garden Hose Valves 

- O F- 

Recognized Quality 

'Which command repeat orders for yon. 



Sizes to 2%" inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie, Pa. 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 





ICIimax TDedicne Cabinel| 


Only Absolutely Sanitary Line Made 


The LINE that APPEALS at ONOB TO YOUR TRADE, THAT 
MAKES CUSTOMERS FOB YOU AND BBIN08 THEM BACK 
AGAIN DISPLAY THE8E GOODS AND 8ALES WILL FOL¬ 
LOW Each article covered with a preparation of celluloid called 
PYRALIN, put on In eheet form by our patent proceee. 

NON-POBOUS. GUARANTEED NOT TO CHIP. ORA OK OR 
FLAKE Not AFFECTED BY HEAT OR COLD. Only SOAP and 
WATER NEEDED TO CLEAN IT- A necessity In all high-grade 
bath rooms, hospital*, hotels, pmblie buildings, etc. 

BEWARE OP WOBTHLB8S IMITATIONS. 

C. F. CHURCH MFG. CO; 

HOLYOKE. MASS. 

These goods can be obtained from the LEADING JOBBING 
HOU8E8 IN THE WEST. INSIST ON THEM. If you cannot 
get them address for Information, W. B. Gilchrist, Pacific Oeast 
Representative, Monadnock Building, San Francisco, OaL These 
goods are sold by Holbrook. Merrill A Stetson, Crane Oo., A H. 
Bosch Co., and all the leading Jobbing supply houses. 
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The Salesman’s Creed 

By J. B. McOleskey. 


T HE great majority of men who fail to ac¬ 
complish what they should, can charge 
their failure to aimlessness—lack of a 
fixed purpose and fixed methods. Every man 
should have fixed in his thought a definite 
idea of what he wants to. accomplish and then 
adopt a definite systematic method of reaching 
the desired end. In other words, have a fixed 
purpose in your work, know what that purpose 
is and know what route you are going to take 
to accomplish it. 

Political parties adopt platforms, other or¬ 
ganizations adopt creeds, business firms adopt 
policies, and why should a man not adopt a 
platform, a policy or a creed as a guide in his 
work as an individual? It matters not what 
you may call it, so long as you have it, and for 
the lack of a better name, we will call it “The 
Salesman’s Creed,” and here it is: 

“I believe in the goods I am selling, in the firm 
I am working for, and in my ability to get * results.' 
I believe that honest goods can be sold to honest men 
by honest methods. I believe in working, not waiting 
—in laughing, not weeping—in boosting, not knocking 
—and in the pleasure of selling goods. I believe that 
a man gets what he goes after, that one order today 
is worth two orders tomorrow, and that no man is 
‘down and out 1 until he has lost faith in himseslf and 
his Creator. I believe in today and the work I am 
doing; in tomorrow and the work I hope to do, and 
in the sure reward of right effort. I believe in cour¬ 
tesy, in kindness, in fairness, in generosity, in good 
cheer, in friendship and honest competition . 9 * 

If each and every salesman would adopt this 
“Salesman’s Creed” and live up to it in his 
daily work and life, you could not find type 
large enough to spell his SUCCESS. Let’s 
analyze the “Salesman’s Creed” a little and 
pick it to pieces, and see what we find in it. 

“I believe in the goods I am selling, in the firm 
I am working for, and in my ability to get results.'' 

It is an undeniable fact that the results you 
accomplish depend upon whether or not you 
believe what you say you believe. If you re¬ 
verse this statement and say to yourself, “I do 
not believe in the goods I am selling, in the 
house I am working for, nor in my ability to 
get results,” then you know it is past time for 
you to quit your job and get at something you 
have faith in, as well as faith in your own 
ability to do it. 

Don’t try to sell goods unless you believe 
they are good goods. 

Don’t work for a firm unless you believe it 
is a good firm. 

Don’t try to do anything unless you believe 
you can do it before you start. 

Now, do you believe that “Honest goods can 
be sold to honest men by honest methods”? 
The man who does not believe this will never 
make a successful salesman or a successful any¬ 
thing else, in the end. 


After getting a right foundation by having 
faith in your goods, your firm, in yourself, 
and in honest methods, here is one of the most 
important qualifications that go to make a suc¬ 
cessful salesman—“I believe in working, not 
waiting; in laughing, not weeping; in boost¬ 
ing, not knocking; and in the pleasure of sell¬ 
ing goods.” Persistent and systematic effort 
is necessary to accomplish success in anything. 
A cheerful spirit, a kind word, and a happy 
smile, get more orders than a grouchy, whin¬ 
ing disposition that is always complaining 
about bad luck or poor business or something 
else that the customer does not want to hear 
about. Be a booster always, not a knocker. 
Do not knock anything—not even the weather. 
If it is a dark, rainy day, try to make up for 
it by the sunshine and cheerfulness that you 
can radiate from within—you will sell more 
goods by so doing. There are three rules that 
should be adopted by every salesman who 
wants to be a real success. 

First: Don’t knock your competitor; if you 
can’t speak well of him, keep your mouth shut. 

Second: Don’t misrepresent anything to a 
customer: if you can’t sell your goods by telling 
the truth about them, get another job. 

Third: Don’t be a booze fighter; you can 
get along better without it than with it. 

There may be days when we will all have a 
little touch of discouragement in our work, but 
we all have the privilege and the intelligence 
to overcome discouragement when it strikes at 
us. Memorize this sentence, and when you are 
discouraged just get out in a ten-acre field or 
a vacant building somewhere, and say it over 
and over to yourself until you believe every 
word of it, and then go back to your work and 
see where your discouragement is: 

“I believe that a man gets what he goes after; 
that one order today is worth two orders tomorrow, 
and that no man is down and out until he has lost 
faith in himself and his Creator. I believe in today 
and the work I am doinc% in tomorrow and the work 
I hope to do, and in the sure reward of right effort." 

It has been said that, “Poets are born and 
not made,” and in years past some people have 
held to the idea that “Salesmen are bom and 
not made.” However, just the reverse is true, 
that “Salesmen are made and not bom.” There 
is no man of ordinary intelligence who can read 
and write, who cannot develop in himself, in 
some degree at least, the qualities that go to 
make up a successful salesman, provided he has 
the desire. In fact, the man who will absorb 
and put into practice all that is contained in 
the “Salesman’s Creed,” will not miss the road 
to success very far. 

We may not reach absolute perfection in 
salesmanship, but we do know that the degree 
of our success is in exact proportion to the ef- 
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to help win the war 


Abnormal production, plus the 
necessity of rapid transporta¬ 
tion of supplies and soldiers 
has choked every medium of 
transportation. 

The government has asked that 
instead of ordering materials that 
must come thousands of miles 
across the Continent to order from 
local manufacturers whenever pos¬ 
sible. 

This is already being done in the 
plumbing line for most of the 
architects have found that Pacific 
Plumbing Fixtures are of superior 
quality and cost no more than 
eastern plumbing fixtures. 
r ^ s You will find this true 
* of many other products 
manufactured on the 
wL coast. ^ 
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fort we make in the right direction, and this 
encourages us to strive all the more; and in our 
striving we will find each day a better day, a 
more successful day, and a happier day, if we 
will carry with us continually, as we go about 
our work, the thought expressed in the closing 
sentence of the 44 Salesman’s Creed”— 

“I believe in courtesy, in kindness, in fairness, in 
generosity, in good cheer, in friendship and in honest 
competition . 11 


THE TINNER’S DREAM 

Last evening I was talking 
With a Tinner old and gray, 

Who told me of a dream he had 
I think ’twas Christmas Day. 

While snoozing in his office 
The vision came to view, 

For he saw an angel enter 
Dressed in garments white and new. 

Said the Angel, “I’m from Heaven, 
The Lord just sent me down, 

To bring you up to glory 
And put on your golden crown. 
You’ve been a friend to every one 
And worked hard night and day. 
You have supported many thousand 
And from few received your pay. 

So we want you up in glory, 

For you have labored hard; 

And the good Lord is preparing 
Your eternal just reward. 

Then the Tinner and the Angel 
Started up to glory’s gate, 

The Angel murmured “Wait— 

But when passing close to Hades 
I have a place to show you, 

It’s the hottest place in H-, 

Where the ones that never paid you 
In torment always dwell.” 

And behold the Tinner saw there 
His old customers by the score; 

And grabbing up a chair and fan 
He wished for nothing more. 

But was bound to sit and watch them • 
As they sizzle, singe and burn; 

And his eyes would rest on debtors 
Which ever way he’d turn. 

Said the Angel, “Come on Tinner, 
There’s the pearly gates to see; 

But the Tinner only muttered: 

“This is Heaven enough for me.” 


The tallest shaft in the cemetery is not go¬ 
ing to take any man any nearer heaven. 


Many a man who builds castles in the air 
winds up by finding himself in the hole. 


MANUFACTURER HAS NO DIFFICULTY IN 
SELLING 

Editor Hardware World: 

We, believe that raw material is going to be 
very difficult to secure and the man who is 
successful and can finish material will have no 
difficulty in disposing of his manufactured 
goods. At the present time we are doing an 
enormous business which is entirely domestic 
and not influenced by the war conditions and 
we see no reason why these conditions should 
not continue to exist. 

Very truly yours, 

RHODE ISLAND FITTINGS CO. 

C. P. Clough, Treasurer. 


EXPECT TO CONTINUE REGULAR 
PRODUCTION 
Editor Hardware World: 

In answering your inquiry would state that 
the writer is uncertain as to just what predic¬ 
tion to make for 1918’s business, especially re¬ 
ferring to Steam Heating Specialties which we 
manufacture. Unless the building business 
picks up and improves over what is now being 
done we should not expect a particularly pros¬ 
perous year. 

Nineteen hundred seventeen has been a very 
favorable year for us up to the first of Octo¬ 
ber, since which time the apparent falling off 
of building operations throughout this country 
and Canada is very noticeable. We are keep¬ 
ing up our regular production and expect to 
continue to do so for some time to come and 
expect that when business comes back to a nor¬ 
mal condition again that the demand will be in 
excess of what it was two years ago. 

Yours respectfully, 

THE BEATON & CADWELL MFG. CO. 

Wm. H. Cadwell, Pres. 


NEW CATALOG OF “BEAVER” TOOLS 

The Borden Company, Warren, Ohio, has just is¬ 
sued its 1918 Catalog of “Beaver” Easy Working Die 
Stocks and Square-End Pipe Cutters. 

This catalog is said to be the finest tool catalog 
ever issued, and its attractive appearance indicates that 
no expense has been spared in securing the services of 
the best artists and printers. 

This book is printed in two colors, on high grade 
paper, and illustrates in a complete and artistic man¬ 
ner the complete line of “Beaver” Easy Working Die 
Stocks and Square-End Pipe Cutters. 

Several new “Beaver” Tools are shown for the 
first time in this catalog—one of the most popular of 
these being the new No. 3 “Beaver” Junior Ratchet 
Die Stock, which is built on the unit plan to thread 
pipe from % to 1-inch, inclusive 

While this expensive catalog is not intended for 
general distribution, The Borden Company wiU un¬ 
doubtedly send a copy to any of our readers who will 
write a letter or card stating that they are interested 
in “Beaver” Tools, at the same time mentioning 
HARDWARE AND PLUMBING WORLD. 


We don’t blame some men for refusing to 
take their own advice. 
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YOU OBT THB SIMPLEST AND BBST 
COCK EVER MADB mkm YOU 8PBCIFY 


B. B. HIGH PRESSURE BALL COCK 


las Only One 
acking which 
Is Readily 
Removed 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tail piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and including 4-inch 
carried in stock. 

No Special Packing Required. Ground 
Joint Coupling, which is always tight. 
No hammering. Renewable Seat of Steam 
Metal. No Singing or Whittling. Roller 
Bearing Lever on Cam, Reducing fric¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Bacon and Plimpton Waltham, Mass. 


‘SWAN’S NECK 


PATENTED 
JUNK 18, 1918 


Dependable Tanks 
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The Savill Swan Neck Faucet 

The Original Quick Opening Perfect Sink Faucet 
/ tucet »11 operating parte within basin. 

If hands are soiled or holding something, faucet can he 
opened or closed just as easily with a finger, the wrist or arm. 
Up®®* ?pll stream and shuts off in fraction of a minute. 
SAVILL Faucets are a profitable and most satisfactory 
line. Investigate now. * 

Send for Booklet 

Made in 8. 0. T. See A-5 Catalog. 

THOS. SAVILL’S SONS i3io-t4 Wallace st. Philadelphia 

HOLBROOK, MBRRIT.T. * STETSON, 

San Francisco, OaL, and Los Angeles, OaL 


If you desire the best, choose our 

M Copper Brazed” Construction 

Positively hold sir without loss of pressure. 

Pneumatic and Storage Tanks. 

Range Boilers, Riveted or Welded. 

Special Tanks for Air, Gas or 
Liquids. 

Manufactured by 

WM. B. SCAIFE AND SONS CO. 
Pittsburgh, Pa. 

Factory, Oakmont, Pa. 
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It’s Only Too True 

& that it is neces- 

A sary to use good 

T* tools in order to 

jg^i — ■ 7G * ^ obtain satisfac- 

tory results. You 
should, therefore, 
Gbuy such tools 
^suB which have given 

„* < satisfaction inas- 

much as each and 
' ' —- w every article is 

PATENTED carefully tested 

No. 65 Quart Torch before it leaves 

No. 66 Pint Torch the factory. You 

are fully protected 
by our guarantee that these goods are manufac¬ 
tured only from the best materials obtainable. 

Why not try the “ALWAYS RELIABLE” 
NOW T Catalog Sent Free on Request 

OTTO BERNZ, Newark, New Jersey 
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HANDLING HEAVY PIPE IN DITCH 

Editor Questions and Answers:—What is 
the best way to handle heavy ten-inch water 
pipe so as to get it into the ditch with least 
effort and not too many men on the job? We 
have a long line to put in and would like to 
hear from you. 

W. D. COMPANY. 

Too many workmen just slam the pipe into 
the ditch any old way and make about four 
times the work necessary. The pipe can be 
dropped as near the ditch as is possible to get 
it while yet unloaded and rolled up close to 
said ditch. Now have some strong pliable rope 
and use two pieces say about twelve or four¬ 
teen feet long. Place o*e piece under each end 
of the pipe. Two men are at each end of said 
pipe, stand on one end of the rope and now 
the pipe is rolled over into the sling formed by 
the rope and the pipe slowly dropped into the 
ditch. When landed the pipe can be snaked 
into place by the rope and the rope pulled out 
and made ready for the next piece. In this 
way a few men can handle a lot of pipe per 
day and do it easily and safely. 


HOW MUCH LEAD PER JOINT 
Editor Questions and Answers:—Can you 
tell me how to find out how many pounds of 
lead it will take per joint for any size of cast 
iron pipe? 

HELPER. 

It depends upon how deep you desire to calk 
the lead into the joint. We dislike to give for¬ 
mulas, but in this case it will be an easy one 
and we will publish one given by an eminent 
authority; it is as follows:, 

“L equals .80 d i, in which L equals weight 
in pounds of lead required for one joint; d 
equals diameter of the pipe in inches and i 
equals depth of joint in inches. Say you have 
a pipe 24 inches in diameter and wish a joint 
4 inches deep. Then the formula written out 
would read as follows: 

L equals .80 multiplied by 24 multiplied by 
4 which worked out would give 76 4-5 pounds 
of lead per joint. You can try this out on any 
size of pipe you happen to want to work on and 
thus arrive at the amount of lead needed for 
the job more accurately than merely guessing 
at the result. 


REPAIRING CAST IRON PIPE 
Editor Questions and Answers:—Is it possi¬ 
ble to securely repair a cast iron water main 


which carries 80 pounds pressure of water? 
The main in one place has a piece of pipe—six- 
inch pipe—that has a small crack in it about 
five inches long. If you think this can be 
fixed without taking out the length, please tell 
us how, as it would take a lot of time and 
trouble to take out the piece. 

W. J. BELLENY. 

We believe that you can repair the pipe by 
having a split sleeve made of strong iron and 
fitted to fit the water pipe. It should be about 
18 inches long and drilled for bolts. When you 
are ready to place the sleeve, dope the pipe with 
a heavy coat of tar and wrap it smoothly with 
one thickness of heavy canvass. Then bolt on 
the sleeve tightly and watch for results. 


HOW LARGE SHOULD EXPANSION 
TANK BE 

Editor Questions and Answers:—Can you 
please tell me how large the expansion tank 
should be for any particular job of heating 
where an open tank job is to be used? 

J. A. C. 

You can probably secure the information by 
ascertaining the amount of radiation required 
and consulting some of the catalogs known to 
the trade. A rule that has been found to work 
out very successfully is to figure the tank ca¬ 
pacity five per cent that of the apparatus. Some 
of the best working jobs in the country are 
working on this proposition, and working en¬ 
tirely satisfactory. Many shops have gotten 
out sizes of tanks proportioned to jobs as the 
result of their own practice and perhaps you 
could get some good heating friend to give you 
a copy of his figures in the case. 


FLANGES DON'T LINE UP AND LEAK 
Editor Questions and Answers:—We have 
the work of several large factories in which are 
many high pressure steam lines and numerous 
flange joints. Many times the gaskets on the 
flange joints blow out, although they seem to 
have been packed right. We wish you would 
give us some pointers in your answ r er department 
as we note there many things of shop interest. 

J. & G. BASSETT. 

There are three principal reasons why 
flange joints are liable to leak. First, improper 
gaskets; second, incorrect tightening; third, 
poor alignment. If rubber packing is used we 
have found that under general conditions the 
flanges are not strained as much, and the gas¬ 
ket will be more liable to be placed correctly 
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It’s a Well Known 
Fact— 

that BEATON k CORBIN Plates 
mean the newest and best in the 
world of plates. No. 10 is our new¬ 
est model. For floor and ceiling. 
Made in cold rolled steel and brass, 
also nickel plated. Pipe gripping 
spring a new and clever device. 
Sizes % to 4 in. Accept only the 
genuine. 

Plates carried by the leading plumbing and 
supply jobbers. 

Catalog on Request 

The Beaton & Corbin Mfg. Co. 

Southington, Conn. 

Pacific Coast Representative 
W. E. GILCHRIST 


SMOOTH-ON 


\SHOOfflW 


IRON 
CEMENT 
No. 5 



For making hub joints on cast 
iron soil pipes, gas and water 
mains. 

EASY TO APPLY 

Difficult joints quickly and 
easily made 

SMOOTH-ON MFG. CO. 

Jersey City, N. J. 

For Sale by Supply Houses 
Sold in 1,5, 10 and 25-lb. tins. 


New York’s new 
Pennsylvania Hotel 


equipped with 


Rhode Island 


Unions 


llfr 


T HE MEN who selected the Rhode Island Union for New York's new “ 

Pennsylvania Hotel, did so because they knew that it is made of the 
best grade of malleable iron, has a specially constructed bronze seat 
that makes a tight joint and prevents wasteful, destructive and dangerous ^ 

leaks. It costs less in the long run, because it is guaranteed. 

Made for water, steam, jgas and oil. Approved by the Underwriters' 

Laboratory, and tested to 300 pounds pressure before being passed as perfect. 

The whole story is told In our booklet. Send for it. 

RHODE ISLAND FITTINGS CO., Hillsgrove, Rhode Island 
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if the full sized gasket be used. In tightening 
the bolts should be pulled until they all draw 
alike, or as nearly so as possible. The large 
flanges have eight or more bolts. Tighten four 
and then switch to the other four. The flanges 
should be made to “face up” exactly. Too 
many times this point is passed over easily, 
taking it for granted that the joint can be 
pulled square with the bolts, a practice which 
puts an unnecessary strain on one side of the 
flange. 

LOCATION OF STORAGE TANK 

Editor Questions and Answers:—We are 
planning on putting in a plumbing and water 
works system for a country customer and can 
use a tank set on a small hill about one thou¬ 
sand feet from the house; or can use a pneu¬ 
matic system and place the tank in the ground 
near the house or possibly in the cellar. Now 
which would you consider the better system, 
the cost being very nearly the same for each? 

E. G. HOLLAND. 

Under general conditions we believe that 
we should favor the pneumatic system and 
should locate the tank in the basement, if pos¬ 
sible, where it was easily accessible. Water in 
tanks exposed to weather conditions is liable 
to become warm (in summer) and more or less 
stale at all times. Besides you can probably 
obtain a greater pressure under the pneumatic 
system, unless the hill mentioned is a very 
high one, and for fire purposes this point is 
certainly worth considering in a place where no 
city pressure obtains. 


Editor Questions and Answers:—How do 
you figure the amount of expansion on a steam 
line? Is there any set rule I can use for this 
purpose ? 

H. B. STONE. 

We have, several times, published the figures 
in this case, but will give figures that will let 
you out in any case. Most any steam pipe one 
hundred feet long expands some one and a half 
inches between 32 degrees and 212 degrees, or 
between freezing and boiling points, to put it 
another way. Now, at one pound of steam the 
pipe (100 feet long) will expand a trifle over 
one and three-quarter inches; while at fifteen 
pounds the pipe expands two and one-eighth 
inches. 

At one hundred pounds steam pressure the 
pipe expands about two and one-half inches. 
So you can see by looking over these figures 
that you must calculate on the amount of pres¬ 
sure to be carried on the line. 


PUT HEADER ON BOILER 
Editor Questions and Answers:—I have 
been called on to fix a steam heating job in a 
large house where the boiler seems ample to 


heat same but does the work slowly and at & 
large expense of fuel. When the job gets 
heated up it’s all right, but it takes it too 
long and hence must be fixed in some way to 
give quicker results. Please advise me. 

H. C. WYLIE. 

Probably the steam mains are too small for 
the job, but to change them to larger sizes 
would involve a greater expense than the owner 
would care to invest. We believe that if you 
would put a header on the boiler of ample size 
and connect the mains to header that the re¬ 
sults would be better. We assume there is no 
header on the boiler, you did not make any 
statement in your letter. We should be glad 
to give exact advice on the subject if you care 
to send us a drawing and figures of pipe, sizes, 
radiation, etc., of the job. 


HOT WATER BOILER “LIMED UP” 

Editor Questions and Answers:—In our sec¬ 
tion of the country the water fronts and hot 
water boilers get all limed up and it is a terri¬ 
ble job to get it loose. Can you give me any 
suggestions that will make the work easier? 

AL. TOMPKINS. 

You can use some of the boiler compounds 
which are on the market which will act as a 
preventive and keep the lime and magnesia in 
a soluble form. When you have to loosen the 
old scale on an old boiler or front it has been 
found that caustic soda does the work quite 
satisfactory. This should be put in the water 
and the water then heated for several hours 
when the deposit will have become softer and 
can be more easily removed. If you will write 
us again we will send you the address of some 
firms that are in the “compound” business and 
can probably help you out in the matter. 


RADIATION AND GRATE SURFACE 

Editor Questions and Answers: — Would 
like to know how to figure the approximate 
grate surface of a boiler that would heat any 
given amount of radiation. I want to be sure 
of the amount of grate surface that goes on a 
job which will have between 1500 and 1600 
square feet of steam radiation. 

C. 8. STARKEY. 

The successful operation of the job, of 
course, after it is accepted, depends upon its 
proper operation. Now, assuming that the job 
will be run by persons who will give the boiler 
the proper attention you could figure on a 
boiler having ten square feet of grate surface. 
To be safe, however, you had better figure on 
sixteen for the property might change hands 
and receive care from some one who did not 
know how to manage a heating boiler and you 
would be blamed for installing a poor job. 
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THE PUBLIC DECLARES 

Oar No. 10 Floor and Ceiling Plato tho best universally 
used. It ia the moat satisfactory, most reliable plate made. 
All we ask is that you try it once—then compare it to any 
other plate you're used. We’re sure you'll agree with us 
that thia No. 10 ia the winner. 

THE BEATON & CADWELL MEG. CO. 

NEW BRITAIN, CONN. 

New York Office and Store, 284 Water 8t. Paeifie Coast 
Representative, Wm. P. Horn A Company, Rialto Bldg., 
San Francisco; Dekum Bldg., Portland; Hollenbeck Bldg., 
Los Angeles. Middle Western Representative, Harry Verbeck, 
129 No. Clark St., Chicago, Ill. western Canadian Agents, A. 
E. Hinds & Co., Chamber of Commerce, Winnipeg, Mani¬ 
toba. Southwestern Representative, J. R. Devereux, 283 
St. James Street, Montreal, Quebec. 


If#. 10—Top view 


Consists of Four Complete Ratchets In On#. 
Has long* and short feed for any style of 
Morse Taper, Square Shank or Flat Drill. 
All parts Interchangeable and it takes but a 
minute to change to any style required. 


WESTCOTT 

ADJUSTABLE “S” WRENCH 

For Nuts 

Handle Malleable Iron, Jaw Forged Steel 


In writing the 
company address 
Department IIW. 


ARMSTRONG 

TOOLS 

Tools bearing the 
name of the Arm¬ 
strong Mfg. Co. 
are superior made 
tools. Perfect in 
construction, accu¬ 
rate and depend¬ 
able. 

The name of Arm¬ 
strong has ever 
stood for the best 
in service, quality 
and workmanship. 

Tools with an En¬ 
viable Guarantee. 

Send for our catalog of Gen¬ 
uine Armstrong Stocks and 
Dies , Water , Gas and Steam 
Fitters’ Tools and Pipe 
Threading Machines. 

THE ARMSTRONG 
MFG. CO. 

276 Knowlton St. 

Bridgeport, Conn.. 


No. 204 Turner Torch 


A strictly high grade torch sold 
under the maker's guarantee. If 
you want the best torches on the 
market for your work use the 
Turner. 

No. 204, Quart Size, Each, $7.60 List 
Ask for Catalog No. 4. 


THE TURNER BRASS WORKS, Sycasore, III., U. S. A. 


BUILT FOR WORK 


■■ This is the reason that C. & L. No. 

ZJ _j'J, 32 Torches are used everywhere, on 

' practically every job requiring gaso- 
line torches. They are made of the 
very best material money can buy. 
The tank is made of extra gauge 
seamless drawn brass re-inforced and 
I .■ ; fitted with patented automatic brass 

^ pump, with double springs, which 
easily and quickly supply the required 
air pressure. The burner is made of 
MO. 32 Toroh special generator metal, producing a 
List Price steady pure, blue flame of intense 
Each |8.00 heat, using very little gasoline. Job- 
Ask for hers supply at factory price. Send 
Discount for Catalog—it’s free. 

CLAYTON & LAMBERT MFG. CO, Detroit, Mich., U. S. A. 
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THE EXPLOSION OP BOILERS 

Editor Questions and Answers: — Please 
mention the causes of boiler explosives and the 
prevention of same. 

Many boiler explosions are caused by care¬ 
lessness and inexperience the exact nature of 
which varies in different cases and it would 
be beyond our space limits to assume to list 
the cases. A boiler may explode because some 
of its working parts are not strong enough to 
do duty; or because said parts have become too 
weak for general duty. The boiler may be in¬ 
correctly made, or may have poor workman¬ 
ship. It may have been weakened by improper 
usage or the safety valve may have gone off 
duty. The explosions can be reasonably pre¬ 
vented by having the boiler inspected fre¬ 
quently by some one that is competent to do it 
and by having the boiler operated by skilled 
help. Also be sure the safety valve and soft 
plug are all right and that the boiler is not 
become unfit through long usage. 


KEEPING PILES 

Editor Questions and Answers:—It seems 
to be the common thing in our shop to furnish 
the men with a new set of files every week. 
This is too expensive and we would be obliged 
to you if you could give us a few prevent a- 
tives. Awaiting the news, we remain, 

GRISM & BARRETT. 

In about all the shops we ever worked in 
(and they are some numerous) the files were 
thrown any old place and never received any 
particular attention. Let the tool chests have 
a separate place and the general storage place 
the same. A file will work better for being 
brushed frequently with a fine wire or steel 
brush. Also a file is more effective if it has a 
handle—yet nine out of ten files do not have 
handles attached. A new file should never be 
used on cast iron that is rough and likewise 
upon too narrow a surface. The file should 
never be operated by being rubbed back and 
forth upon any work. Push the file so the 
teeth cut. 


DRILLING HOLES 

Editor Questions and Answers:—Consider¬ 
able of the profit of a job is shot into the work 
if it does not turn out right. I find that it is 
costing me too much money to drill holes 
through brick and cement work and would be 
glad to have any suggestions from you in the 
matter. 

J. A. BROWN. 

If you have a chance to work the air pres¬ 
sure tools your problem will be muchly simpli¬ 
fied but otherwise you must depend upon the 
customary tools unless you have sleeves put in 
while the cement work is under way. Such a 
course, however, is not always practical. We 
assume that if you use good star drills and 


keep them in cutting shape and show the work¬ 
men how to use the drill (and we might state 
that half of the men do not know how to prop¬ 
erly use a drill) that your cost of drilling holes 
will be materially reduced. We reduced drill¬ 
ing costs 100 per cent for one shop and you 
can do the same. _ 

CALKING JOINTS 

Editor Questions and Answers:—In testing 
our out pipe work of plumbing lines we have 
many leaks on the lead joints of the cast iron 
lines. As this is not occasional, but frequent 
I wish you would shed some light on the sub¬ 
ject and oblige. 

CHAS. E. STEBBINS. 

Leaks generally show up on testing out, to 
a certain per cent, but we assume that yours 
are going beyond the limit and hence believe 
that you had better be on the job often while 
the work is being run. We should think that 
the oakum was not properly driven home and 
hence, no matter how carefully the lead was 
handled there would be an unusual amount of 
leaks on the work. Again your plumbers may 
be making two pourings of lead per joint which 
is dead wrong. Look up these two points and 
we will venture that your leak percentage is 
reduced. _ 

HOLDING NICKEL PIPES 

Editor Questions and Answers:—How can I 
make a good vise to hold nickel pipe? The 
jaws on the one I use mar the pipe too much. 

ANDREW GILLETTE. 

Any vise with jaws having teeth is not the 
proper arrangement for holding nickel or brass 
pipes. You should use some kind of a clamp 
which will fit around the pipe and hold it with¬ 
out marring same. Some plumbers saw an or¬ 
dinary pipe coupling in halves and line said 
halves with lead. This makes a very good ar¬ 
rangement. Saw the coupling horizontally and 
line it with sheet lead. If it does not hold the 
pipe without slipping you can use some pow¬ 
dered rosin which will turn the trick. If the 
rosin sticks too much to the pipe after the work 
is done a little kerosene or gasoline will wash 
the rosin off the pipe. You can also buy vises 
for holding nickel pipes from your jobber. 

Carlson & Goff have removed their plumb¬ 
ing establishment to a new building, at Santa 
Ana, Cal., which will give them facilities for 
carrying an increased stock of merchandise. 
They went into business some three and a half 
years ago, have built up a splendid business and 
are keeping busy. They believe 1918 will be 
one of the best years they have ever experi¬ 
enced. Aside from being excellent workmen, 
they are enterprising merchants, realizing the 
advantages of plumbers engaging in mercantile 
lines, and have done so to a far greater extent 
than is usually the case with most plumbers. 
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No. 1 Firs Pot. List Price Each $13.60. 

Ask for Discount. 

The Greatest Heat at 
the Lowest Cost 

all the year round iB obtained by using a C. & L. Fire 
Pot or “Torch. All burners are especially powerful 
generators, consuming but little fuel, but producing 
intense heat. Easy of adjustment, quick action, satis* 
factory work, and a wide range of utility make C. A L. 
Fire Pots and Torches, a money making and a money 
saving proposition to you. Will winter find you ready 
with plenty of C. & L. Fire Pots and Torches on hand! 
It will pay you to anticipate your wants. Jobbers 
Bupply at factory price. Send for Catalog—it’s free. 

CLAYTON & LAMBERT MFG. CO. 

DETROIT, MICH., V. S A. 




Did You Ever See a Bull Pup 
Take Hold on a Root and Shut 
His Eyes to Everything Else in 
the World and Just Hold on? 

Did you ever have some chap return a five-dollar 
loan long after you had given up hopes and were as 
flat broke as a tramp? 

A NYE CHAIN VISE has in its jaws the tenacity 
of the bull pup—it also has in its absolute ability to fill 
a long felt want, the perfection of that five-dollar note. 

It takes all sizes of pipe from % to 2-inch coupling. 
The steel chain attachment is guaranteed to stand a 
strain of 2000 pounds. It will hold like a mortgage 
and the chain will not even mar a painted pole. 

You Can’t Beat That Without You Cheat 

NYE THE DIE MAN 

The Nye Tool & Machine Works 

116 N. Jefferson St, Chicago, Illinois 
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il Selling Pri 


The following retail selling prices are used by merchants in some of the large cities and are offered as a 
suggestion to retail merchants in smaller towns and cities where they do not have the opportunity of checking 
up their prices often. In communities removed from the larger cities, transportation charges should be added. 
We do not believe these prices will be found high. Many merchants use them as the MINIMUM price at which 
goods are sold. We will be glad to receive suggestions and corrections as to any prices quoted herein and of 
any items not mentioned. Our service department will be glad to give any assistance. 


AMMUNITION— 

Rim Fire— Black 

B. B. Caps .$ .15 

C. B. Caps .40 

22 Short .25 

22 Short. H. P.80 

22 Long .80 

22 Long, H. P.85 

22 Long Rifle.86 

22 Long Rifle, H. P. .. .40 

22 S. A W. Long.85 

22 Extra Long .1.00 

22 W. R. F.45 

22 W. R. F„ H. P. ... 50 

22 1903 Win. Anto. 

1903 Win. Anto H. P. 

Rem. Anto. 

Rem. Anto. H. P. 

Short SteTens.55 

Short SteTens H. P. .60 


22 

22 

22 

25 

25 

25 

25 

32 

82 

32 


$ .85 
.40 
80 
85 
85 
40 
40 
45 
40 

50 
55 
50 
55 
50 
55 


SteTens .75 


41 

41 

41 


SteTens H. P.80 

Short, R. F. ..... .55 

Long, R. F. ...... .65 

Ex. Long R. F .95 

88 Short, R. F.90 

38 Long R. F.1.00 

“ 8hort, R. F.85 

Long R. F.1.00 

__ Swiss . 

44 Flat Henry R. F. .. 1.80 
56-56 or other 8pencer 

ctgs.1.10 

NOTE—5% off 500 to 1000 22 
ridges, 10% case lots. 

Pistol Sixes— 

22 Win. Sgl. Shot _1.20 

22-15 SteTens .55 

25-20 SteTens, Ld. Bnl 1.46 
25-20 SteTens. SPAMC 

bullet . 

25-20 Mod 92 SPAMC 

bullet . 

25-20 Mod 92 Ld. Bnl. 1.80 
25-20 Mod 92 Hi Vel 

SPAMC bullet . 

25 Colts Aut., SPAMC 


41 Short Colts . 

1.20 

1.86 

40-72 Win. SPAMC _ 


1.50 

41 Long Colts . 

1.45 

1.65 

40-82 Win. Lead . 

1.25 

< .. 

44 S. A W. American.. 

1.60 


40-82 Win. SPAMC ... 


1.50 

44 8. A W. Russian.... 

1.65 

1.80 

401 Win. Self Ldg SPA 



44 8. A W. Special... 

1.80 

2.00 

MC ... . 

• • • 

1.85 

44 Win. or 44-40 Ld. 



405 Win. Mod. 95 SPA 



Rnllata . 

1.60 


MC . 


2.10 

44 Win. or 44-40 SPA 


45-60 Win . 

l'.is 


MO Bullets . 


2.00 

45-75 Win . 

1.25 

.,, 

44 Win. or 44-40 Hi. 



45-70 Win. 405 Gr. Ld. 

1.25 

• •. 

Vel. SPAMC Bullet . • 

,, 

2.05 

45-70 Win. 405 Gr. SPA 



44 Game Getter . 

L55 

1.75 

MO . 

• • • 

1.50 


10 


eart- 


1.30 

1.65 


1.75 


1.60 

1.55 


1.70 


44 Webley . 1.85 

44 Bull Dog. 1.20 

45 Webley . 1.85 

45 8. A W.2.05 

45 Colts . 1.80 2.00 

45 Colts Automatic. 2.40 

Rifle Cartridges— 

22 Hi. Pr. Sst. SPAM0 ... 1.30 

6 M-M SPAMC. 1.70 

6 M-M Short Range 

SPAMC. 1.60 

7 M-M Mauser SPAMC ... 1.70 

7.65 M-M Mauser SPA 

MO . 1.70 

8 M-M Mauser 8PAM0 ... 1.70 

8 M- Mannlicher SPA 

MC. 1.70 

9 M-M Mannlicher SPA 

M0. 1.85 

25-21 Sterens SPAMC. . .75 .95 

25-25 SteTens SP^MO .76 .90 

25-36 Marlin SPAMC. 1.15 

25 Rem. SPAMC . 1.15 

25-35 Win. SPAMC. 1.15 

25-35 Short Range Lead ... 1.05 

250-3000 SaT. SPAMC. 1.45 

280 Ross Win. A UM0 ... 2.20 

280 Ross, Ross make 

CT A MC. 2.40 

30-30 SPAMC . 1.30 

80-80 Miniature MC. 1.20 

30-30 Short Range Lead ... 1.05 

80 Rem. SPAMC. 1.80 

303 SaT. SPAMC. 1.80 

303 SaT. Min. MC. 1.20 


45-70 Win. Hi Vel. SPA 


bullet . 

,,, 

1.80 

303 Set. Short Range 


80 Borchart, SPAMC Bui. 

... 

2.10 

Lead . 

1.05 

30 Luger, 8PAM0 Bui. 

... 

2.10 

30 Spgfld 03 Rimless 


30 Mauser, SPAMC Bui. 

... 

2.10 

SPAMC . 

1.85 

30 Mauser in clips, SP 
AMC Bullet . 


.95 

80 Spgfld 06 Rimless 
SP«MO ... • • ••• 

1.85 

82 S. AW. ..... 

.90 

1.00 

30-220 Win. or Krag 


32 S. A W. Met. Pt... 

. . . 

1.05 

SPAMC . 

1.75 

32 S. A W. Long.... 

1.00 

1.10 

80-220 Win. or Krag, 


32 S. A W. Long, M. P. 


1.15 

Mid. Range SPAMC. 

1.55 

32 Short Colts . 

.90 

1.00 

303 British SPAMC. 

1.75 

32 Long Colts . 

1.00 

1.10 

32 Rem. SPAMC. 

1.80 

32 Colts New Pol. or 



32 Win. Self Ldg SPA 


Pol. Pos. 

1.00 

1.10 

MC . 

2.80 

32 Colts Auto. SPAMC 

.. . 

1.45 

32 Win. Special SPAMC ... 

1.30 

32 Win. or 32-20, Lead 



32-40 Lead .95 

• • • 

bullet . 

1.30 

1.55 

32-40 SPAMC . 

1.10 


32 Win. or 82-20 8P 

or MO . 1.60 

32 Win. or 32-20 High 

Vel. SP or MO. 1.70 

35 8. A W. Aut. SP or 

MC . 1.45 

88 S. A W.1.10 1.25 

38 S. A W. Met. Pt. 1.35 

38 S. A W. Spec. 1.35 1.50 

38 8. A W Spec. Met. 

Point . 1-60 

38 Colts New Pol. or 

Pol. Pos.1.10 1.25 

38 Colts New Pol. or 

Pol. Pos., Met. Pt. 1.35 

88 Short Colts . 1.10 1.25 

NOTE—10% off Pistol Cartridges 
500 lots or more. 

Center Fire Pistol Cartridges— 

88 Long Colts . 1.20 1.85 

38 Colts Ant. SPAMC. 2.10 

880 Colts Aut. SPAMC 2.00 

9 M-M Luger SPAMC. 2.15 

38-40, Lead Bullet- 1.60 

38-40 8PAMO . 2.00 

38*40 Hi. Vel. SPAMC ... 2.05 


82-40 Hi Vel. 8PAM0. . . 
32-40 Short Range Lead 
32-40 Miniature MC. . 

33 Win. SPAMC . 

35 Rera. SPAMC. 

35 Win. Self Ldg SPA 

MO . 

35 Mod. 1895 SPAMC.. 

351 Win. Self Ldg_ 

38-55 Lead . 

38-56 SPAMC . 

38-55 Hi Vel. SPAMC 

38-56 I.end . 

38-56 SPAMC . 

38-70 Lead . 

38-70 Lead SPAMC_ 

38-72 Lead . 

38-72 SPAMC . 

40-60 Win. Lead . 

40-60 Marlin, Lead_ 

40-60 Win. SPAMC_ 

40-65 Win. Lead .... 
40-65 Win. SPAMC.... 

40-70 Win. Lead . 

40-70 Win. SPAMC ... 
40-72 Win. Lead .... 


1.30 

1.00 

1.25 

1.70 

1.45 

2.85 

1.85 
2.75 


mv . 

45-90 Win. Lead . 

45 90 Win. SPAMC_ 

45 90 Win. Hi Vel. SPA 
MO . 

L25 

1.00 

1.50 

1.60 

50-70 GoT't Lead .... 

1.55 

8hot Cartridges— 

22 Long . 

.50 

.55 

44 Win. Wood End.... 

1.45 

1.65 

44 Marbles Game Getter 

1.45 

1.65 

44 XL. 

1.50 

1.75 

40*82 . 

1.85 


45-70 . 

1.85 

... 

Blank Cartridges — 

22 . 

.20 

.55 


82 8. A W . 


88 S. A W . 

.70 


Caps and Primers— 

Percussion . 

.20 


Musket Caps . 

.25 

e-e_e 

Primers, 100 in box.... 

.85 


Primers, 250 in box.... 

.80 


Loaded Shells — Black 

Powder — 

10 Ga. BB or Buck, per 

box 25 . 

1.20 


10 Ga. 1 to 10 . 

1.20 


12 Ga. BB or Buck.... 

1.10 


12 Ga. 1 to 10 . 

1.00 


16 Ga. BB to 10 . 

1.00 


20 Ga. 1 to 10 . 

.85 


28 Ga. 4 to 7. 

.80 



Smokeless Powder—Low Brass- 
10 Qa. Ball, Buok, BB .. 

10 Qa. 1 to 10. 

12 Qa. Ball, Buck A BB 

to 10 . 

16 Ga. Ball, Buck A BB 

to 10 . 

20 Ga. Ball A BB to 10 

28 Ga. 4 to 8. 

410 or 36 Ga. 

Leader, Arrow High Brass- 
10 Ga. Buck, Ball A BB 

to 10 . 

12 Ga. Buck, Ball A BB 

to 10 . 

16 A 20 Ga. Buck, Ball 

A BB to 10. 

12 Ga. 3% Dram or 28 

Gr. 

Case lotB or more, 10% off on 
Leader and Arrow. 

Empty Paper Shells—Black Pow.— 
12, 16, 20 Ga. per 100 ... 1.50 

10 Ga. per 100. 1.65 

For Smokeless Powder, Repeater or 
Nltro Club— 

12, 16, 20, 28 Ga. per 

100 — 


1.35 

1.30 

1.20 

1.10 

1.10 

1.10 

.70 


1.60 

1.80 


1.20 

1.80 


1.15 


10 Ga. per 100. 

2.10 

... 

1.85 

1.60 

Leader or Arrow— 

12, 16, 20, 28 Ga. 

10 Ga. per 100. 

2.80 

l.is 


2.40 

1.25 

1.85 

1.50 

Empty Brass Shells— 
Best Qual. 12, 16, 20, 

28, Box 25 . 

2.75 

1.20 

L50 

2nd Qual. 12, 16, 20, 

28, box 25 . 

2.10 

i!io 

1.15 


Wads— 

Cardboard, box 250.. 

.20 

l.’is 

L45 

Black Edge, Reg., box 

250 . 

.50 

1.25 

1.35 

Black Edge, % in., 125 
in box . 

.40 

1*25 

1.50 

Black Edge, % in.. 250 
in box . 

.80 
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RETAIL SELLING PRICE—Continued. 


L. A G. ENAMELED WAKE— 


Oral Foot Baths. 

0 .$1.15 

150 .50 

Drinkinf Cups. 

08 .$ .15 

220 . 2.00 

Covered Bake Pans. 

1. ft 

250 .55 

222 . 2.50 

1 .* 1.40 

850 .65 

09 .' .15 

2121 . 1.20 

Round Bake Pans. 
20 .$ .40 

2 . 1.65 

450 .80 

010 .20 

2141 . 1.45 

8 . 2.00 

HSO _ T . . , 1.00 

ft . 15 

21 B 1 - - . . t 1 75 

4 .2.50 

850 . 1 25 

0 . r T T 20 

2181 . . t .... 9 00 

30 .45 

Coffee Biffins. 

n • q a 

1060 . 1.50 

10 .. _. r . l$n 

2201 _ T . . 2 25 

40 .50 

1250 . 1.75 

11 .25 

2221 . 2 75 

50 .55 


1501 .60 

Pieced Caps. 

20 .$ .15 

Milk Kettles. 

70 .$ .40 

60 .60 

on t os 

2501 .70 

Bed or Douche Pans. 
2 . .$2.00 

Bed Pens. 

1 .$8.0C 


8501 . . 80 

010 .. 1.05 

4501 - - 95 

25 .20 

71 .50 

020 . 1.20 

030 . 1.80 

Corered Backets. 
6501 .$1.05 

40 .80 

72 .65 

Straight Caps. 

0 .$ .20 

6 .25 


040 . 1.45 

050 . 1.60 

Coffee Boilers. 

60 .$1.10 

70 . 1.25 

74 .90 

Bread Pans. 

2_.ft .85 

8501 1.40 

10501 1.75 

12501 . 2.00 

Rd. Dinner Backets. 
080 .$1.15 

76 . 1.05 

81 .50 

120 .40 

Miners’ Caps. 

50 .$ .40 

Messurinf Caps. 

10 .$ .20 

82 .65 

88 .75 

12 .45 

80 . 1.50 

90 . 1.80 

100.2 50 

84 .70 

80 1 05 

Oblong Pans. 

03 ..ft .85 

040 . 1.25 


AQ1 . , . T 1 25 

501 . 1.15 


04 .40 

701 . 1.40 

502 . 1.35 

After Dinner Cups A 
Ssacers. 

10 . 9 .85 


01 .80 

801 . 1.65 

60S . 1.50 


02 .85 

901 .2.10 

Miners' Dinner 
Backets. 

10 .$1.00 

Acme Dinner Backets 

56 . 1 65 

Sponge Cake Pans. 
200 .ft .85 

Oblong Stove Pans. 
100. ft 45 

1001 .2.75 

Fish Boilers. 

218 .$4.00 

Cup b A Ssacers. 

100 .$ .85 

20 .85 

Lipped Reserving 
Kettles. 

220 . 4.50 

400 .40 

16 95 

200 ., 50 

222 . 5.00 

240 2 00 

Oaspidors. 

10 a 45 

ift 4n 

800 .65 

2181 . 4.25 

840 1 60 

20 .. T .. T 50 

825 .75 

2201 . 4.75 

8401 1 66 

20 ., 55 

22.. 55 

350 .85 

2221 . 5.50 

Oral Dinner Backets. 

an . T 69 

24 60 

400 .95 

Ham Boilers. 

170 .$2.75 

Flaring Cocoa Shaped 
Dippers. 

26 .65 

425 . 1.66 


28 .80 

450 . 1.05 

175 .8.00 

31 .. 1.60 

80 .90 

475 . 1.15 

Milk or Bice Boilers 

14 .$ .95 

16 . 1.00 

18 . 1.15 

20 . 1.85 

22 . 1.50 

24 . 1.75 

26 .2.00 

28 .2.50 

80 .8.00 

141 . 1.00 

161 . 1.10 

181 - ‘ r r_ , 1 26 

Oblonf Dinner 
Backets. 

110 .$1.65 

111 . 1.75 

112 . 1.85 

113 .2.10 


82 . 1.05 

500 . 1.25 

Genuine Cocoa 
Shaped Dippers. 

55 .$ .50 

ft4 . t 115 

550 . 1.45 

36 . 1.85 

40 .2.00 

50 8.00 

Square Stove Pans. 
110 .ft .65 

Cup Dippers, 
p .$ .25 

Tea Kettles. 

20 .$ .75 

80 .80 

40 .90 

50 1.00 

60 . 1.15 

70 . 1.25 

112 .75 

Aurora Dinner 
Buckets. 

775 .$1.65 

776 . 1.90 

875 . 1.90 

876 . 2.15 

10 .80 

11 .$5 

Flaring Dippers. 

010 .$ .25 

Oil .80 

012 .85 

114 . 1.00 

115 . 1.15 

116 . 1.25 

118 . 1.40 

Square Jelly Cake 
Pans. 

99 .ft .80 

201 . 1.40 

Chambers. 

1 .$ .50 

Windsor Dippers, 
inn * an 

90 . . T . . T 1 7ft 

221 . 1.65 

070 2 OO 

100 .86 

241 . 1.90 

1% .65 

11 n an 

OftO 2 26 

90 .86 

261 .2.15 

2 .75 

119 8K 

OOO 2 60 

Jelly Cake Pans. 

A A OK 

281 .2.75 

8 .85 

n a 40 

160 1 25 

861 .8.50 

Chamber Covers. 

1 .$ .25 

Oblong Soap Dishes. 
50 .$ .80 

170 . 1.45 

0 _ 1 26 

52 . 1.05 

180 .1.65 

10 .80 

58 .1.20 

1% .80 

2 .85 

Wall Soap Dishes. 

60 .$ .80 

190 .2.00 

Deep Ladles. 

68 .25 

60 80 

58 % . 1.85 

8 .40 

7ft .. 80 

64 . 1.50 

Colanders. 

1 .$ .50 

2 .60 

060 .20 

90 ..$ .20 

100 .25 

110 .25 

120 .80 

Mountain Cake Pans. 
78 . ft .80 

70 on 

56 .2.00 

58 .2.50 

521 . 1.15 

521% . 1.25 

581 . 1.85 

581% . 1.50 

541 1.65 

Sink Drainers. 

7 .$ .50 

3 .75 

104 .50 

40 .40 

Coffee Flasks. 

10 .$ .50 

91 .25 

101 .25 

80 . 85 

Oval Dish Pans. 

15 . $1.50 

18 1.76 

205 . 60 

111 . 80 

806 . 70 

Round Coffee Flasks. 
110 . $ .65 

121 . 85 

407 . 85 

Child's Commodes. 

1 . $ .45 

Soup Ladles. 

20 f ftO 

561 . 2.15 

22 . 2.00 

581 . 2.75 

210 . 75 

Dish Pans, 
nn a ok 

Smls. Bowls. 

2-10 . $ .20 

Pieced Funnels. 

01 . $ .80 

^0 ..... t .. 25 

Covered Commodes. 

5 . $1.50 

88 . .20 

100 . T . l.on 

12-14 . 26 

02 . 80 

Graduated Measures. 
11 . $ .50 

140 . t 116 

16 . 80 

Odorless Commodes. 

6 $1 66 

08 . 85 

170 . 1.85 

18 . 85 

04 .. .40 

(No Lip.) 

mi a ik 

210 ... 1.55 

20 . 40 

Combinets. 

40 . $2.85 

Pot Covers. 

4 . $ .15 

4 XL . 15 

05 . 55 

800 . 2.85 

22 . 45 

06 . 65 

Standard Measures. 

01 . $ .25 

no an 

400 . 8 60 

24 . 50 

Fruit Jar Fillers. 

20 . $ .25 

101 . 95 

26 .60 

28 . 70 

141 . 1.05 

171 . 1.25 

Berlin Kettles. 

02 . $ .55 

03 .65 

03 .40 

8f» fl*> 

Rinsing Pans. 

08 . ft .85 

Soup Bowls. 

5 .15 

614 16 

04 .50 

05 .65 

125 .$ .25 

Wash Bowls. 

26 .$ .85 

6 .15 

6 % . 20 

v on 

04 . 75 

05 ft 5 

06 . 95 

Jelly Moulds. 

nan a ok 

010 . 95 

012 . 1.00 

06 . 90 

014 . 1.05 

28 . 40 

714 OK 

08 . 1.15 

Children’s Mugs. 

8 . $ .20 

5 . 25 

017 . 1.25 

80 . 45 

82 . 50 

8 . 25 

8H . 25 

0 on 

010 . 1.85 

012 . 1.65 

Lipped Fry Pans. 

80 .ft .80 

84 . 60 

021 . 65 

81 . 85 

86 . 70 

014 on 

081 . 75 

Chamber Pails. 

1 . $1.40 

82 . 40 

Corered Backets. 

w 7* . OU 

1 n 86 

041 .90 

88 .45 

1 n % 96 

051 . 1.00 

2 . 1.50 

84 .50 

19 $ 86 
oi an 

11 86 

001 . 1.15 

3 . 1.75 

85 .60 

41 11 A K 

1 1 14 86 

081 . 1.40 

4 . 2.00 

86 .65 

29 50 

12 4n 

0101 . 1.05 

25 .2.15 

National Fry Pans, 
so ft no 

29 6n 

12 % . r f .. f 45 

0121 . 1.85 

80 .2.85 

24 .70 

18 .50 

Convex Kettles. 

212 .$1.05 

Water Pails. 

110 .$1.15 

50 .85 

26 .85 

18% .60 

51 .45 

28 .. 1.00 

14 .75 

214 . 1.25 

112 . 1.85 

52 .50 

80 . 1.25 

14% .85 

216 . 1.50 

114 . 1.00 

58 .56 

82 . 1.50 

15 . 1.00 

218 . 1.75 

116 . 1.85 

54 .65 
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BBT AIL SELLING PRICE—Continued. 


as .70 

Lipped Sauce Pans. 

9 .$ .25 

Soup Plates. 

58 .$ .25 

1450 . 1.60 

218 . 6.00 

* 5ft .75 

1650 . 1.90 

224 . 7.50 

Muffin Pans. 

406 .$ .46 

10 .80 

59 .30 

1850 . 2.25 

236 . 9.00 

12 .80 

60 .85 

Berlin Sauce Pots. 

02 .$ .55 

312 . 9.00 

14 85 

Coffee Pots. 

2 H .$ .55 

818 . 12.00 

408 .55 

1 A AK 

894 1 5 AA 

409 .65 


03 .65 

886 18 AA 

412 .75 


8 .60 

04 .75 

Bread Raisers. 

10 .$1.75 

Corn Cake Pans. 

706 .$ .55 

708 .65 

22 55 

24 .60 

26 . 66 

6 .65 

05 .85 

15 .65 

06 .90 

25 .75 

08 . 1.15 

14 .'2.00 

8 * a k 

010 1 40 

17 2 85 

709 .75 

28 .80 

an 05 

45 .90 

012 . 1.65 

21 .2.75 

712 .85 

Milk Pans. 

Straight Sauce Pans. 
250 .$ .55 

55 . 1.05 

21H .55 

021 .65 

081 .75 

101 . 2.00 

141 .2.25 

81 ".60 

041 .90 

171 .2.75 

oo .• •. .9 

350 . .65 

51 .65 

051.1.00 

061 . 1.15 

211 .8.26 

1 * OK 

450 .... .80 

151 .75 

Nesco Perfect 

Roasters. 

150 .$2.60 

180 .8.25 

11 .. 

ft OK 

650 . 1.00 

251 .85 

081 . 1.35 


Shallow Stew Pans, 
a .$ .80 

351 .90 

0101 . 1.65 

80 .85 

451 . 1.00 

0121 . 1.85 


Convex Sauce Pots. 
212 .$1.05 

40 .40 

4 .' .85 


200 . 4.20 

50 .50 

5 .40 


Orocers’ Scoops. 

4 1 Af\ 

60 .55 

ton AK 

6 .50 

025 . 1.15 

214 . 1.25 

100 .70 

Deep Stew Pane. 

035 . 1.20 

(145 . 1.35 

216 . 1.50 

218 . 1.75 

8 .50 

120 .85 

Pudding Pans. 

50 .:....$ .25 

100 .85 

16 .85 

055 . 1.50 

220 . 2.00 

4 .55 

5 .65 

18 .40 

20 .45 

22 .60 

Molasses Pitchers. 
601 .$ .55 

051 . 1.00 

0151 . 1.05 

0251 . 1.15 

0351 1.30 

0451 . . T . . r 1 4Q 

2121 . 1.20 

2141 . 1.40 

2161 . 1.75 

2181 .2.00 

20 .55 

30 .65 

40 35 

150 .80 

50 . 1.00 

Flat Skimmers. 

9 .$ .20 


0551 .. 1 55 

2201 . 2.25 


Convex Water 
Pitchers. 

401 .$ .60 

Tea Pots. 

00 .$ .50 

2221 . 2.75 

500 - - -66 

Oval Sauce Pots. 

0 $2 00 

10 .20 

600 .55 

11 .25 

800 .65 

402 . .65 

01 .55 

8 . . 2 25 

12 .25 

1000 .70 

408 .75 

0 .65 

4 . . , . . , 2 50 

Spittoons. 

2nn , T $ 86 

Pus Pans. 

1 .$ -50 

404 .85 

10 .70 

20 . 2 25 

405 . 90 

20 . 80 

80 ... . . t , 2 50 

800 1 1A 

406 1 00 

30 . 85 

1A Q *7K 

Club Spittoons. 

100 . $1.25 

2 . 55 

. Water Pitchers. 

5 . $1.00 

40 95 

Straight Sauee Pots. 
014 . $ .50 

3 . 65 

KA 1 AK 

30 . 75 

aai jin 

Hotel SpittoonB. 

1 50 84 KA 

Berlin Sauce Pans. 

02 . $ .55 

03 .65 

04 .75 

05 .85 

10 . 1.15 

001 .. .00 

m t AK 

016 . 65 

20 . 1.25 

A , 1/ ton 

018 . 70 

Basting Spoons. 

10 . $ .15 

12 . 20 

14 20 

0 . 70 

1 . 80 

2 . 90 

3 . 1.05 

4 . 1.20 

6 . 2.00 

Pitchers A Bowls. 
100 . $1.55 

01H ......•• .70 

101 . 80 

201 . 85 

801 . 95 

020 . 85 

022 . 1.00 

024 . 1.25 

026 . 1.50 

028 . 2.00 

080 . 2.25 

082 . 2.50 

08 . #5 

08 . 1.18 

010 . 1.85 

mo 1 AK 

401 1.06 

501 . 1.15 

1000 . 95 

1A1A 1 AA 

16 .20 

18 .25 

Steamers. 

7 .$1.15 

AOi AK 

ti ik 

80 . 1.25 

AOI 7K 

200 . 1.75 

1 AAA 1 05 

100 . 1.50 

8 . 1.85 

041 Oft 

Dinner Plates. 

19 .$ .25 

20 .80 

1040 f 1 40 

120 . 1.75 

9 . 1.50 

AK1 . - 1 AA 

lOgO . - T , ... 1 S5 

160 .2.25 

Tea Steepers. 

2 .$ .60 

061 . 1.15 

2000 . 1.00 

200 . 2.75 

801 1 40 

081 .1.40 

A1A1 ... 1 65 

21 .85 

Pie Plates. 

27 .$ .20 

2010 ........ 1.10 

2020.1 50 

1001 . 1.75 

8 .55 

Handy Strainers. 

140 .$ .15 

moi _1 65 

5080 . . t r T . .. 1 85 

1201 . 2.00 

Comb. Dbl Sauce 
Pans. 

I .$1.50 

II . 1.75 

Comb. Triple Sauce 

Pans. 

10 .$2.25 

101 .2.50 

AAiA 1 il 

1601 . 2.50 

28 .20 

OAKA 1 AK 

2001 . 8.00 

Gravy Strainers. 

2 _.. _ T .. 9 36 

29 .25 

Tireless Cooker Pots 
420 .$ .85 

Covered Stove Pots. 

706 .$1.25 

707 . 1.50 

30 .30 

31 .85 

OQ OR 

Jelly Strainers. 

20 .$ .80 

iA AA 

620 . 1.15 

708 . 2.00 

Cake Turners. 

18 .$ .15 

14 . . T . T 20 

41 .85 

Lebanon Pie Plates. 
47 .$ .25 

820 . 1.40 

1420 . 1.25 

1620 . 1.60 

1820 . 1 00 

709 . 2.50 

7061 . 1.50 

7071 . 1.75 

7081 4 4K 

Sauce Pans. 

162 .$ .55 

Female Urinals. 

1 . 92 00 

48 .26 

450 . l 15 

7001 Oik 

168 .60 

49 .80 

650 1 KK 

Soup Stock Pots. 

A1 A m a 

Male Urinals. 

164 .70 

50 _ an 

850 . 1^85 

” _ _ 

.. a . 91.55 


H 

5 

% 

1 

1% 

1H 

1 % 

2 

2% 

2% 

2 % 

3 


.$ .50 
. .50 

. .85 

. .60 
. 1.15 
. 1.40 
. 1.80 
. 2.15 
. 2.50 
. 3.00 
. 3.75 
. 5.00 
. 6.75 


Boring Machine 

1 . 

1*4 . 

1H . 

1% . 

2 . 

Cuban Ring— 

1 . 

1H . 

5* ::::::::::: 

2 . 


.90 

1.00 

1.25 

1.50 

2.00 

1.50 
1.75 
2.00 

2.50 
2.85 


Sizes 
in 16’s 
5 to 10 
11 
12 

13 

14 

15 

16 

17 

18 

19 

20 
21 
22 

23 

24 

25 

26 

27 

28 

29 

30 

31 

32 


With 

Screw 

$1.20 

1.35 

1.35 

1.45 

1.45 
1.65 
1.65 
1.75 
1.75 
1.95 

1.95 
2.10 
2.10 

2.45 

2.45 
2.70 
2.70 

2.95 
2.95 
3.90 
3.90 

4.45 
4.45 


Without 

Screw 

fl.45 

1.60 

1.60 

1.70 

1.70 

1.90 

1.90 
2.10 
2.10 
2.35 
2.35 
2.50 
2.50 
2.80 
2.80 
3.30 
3.30 

3.90 
3.90 
4.45 
4.45 
5.20 
5.20 


Post Hole— 

Vaughns . 

Jwan 6-inch ... 
Eureka Diggers 


.11.75 
. 2.50 

. 2.00 


ADZES—Whites or Bartons—House, $3.90 each: Railroad 
$4.15; Ship 4%, $4.05; 8 hip 4%. $4.45: Lipd. 4 %, $460*’ 
. LippincottB—House. $2.50; Ship, $ 3 . 00 . 

ANCHORS—ScrewB per 100, 3-16, $4.15; H, $6.25. 
ANVILS—Vulcan—No. 2, 20-lb., $6.50; No. 8 . 80-lb. 87 50* 
No. 4, 40 lb., $8.75; No. 5. 50-lb., $10; No. 6 , 60-lb., $ 11 ; 
No. 7, 70-lb., $ 12 ; No. 8 . 80-lb., $18. Trenton—80 to 42$ 
lb., 22He lb.; 70 to 79 lb., 23c lb.; 60 to 69 lb.. 28He 
lb.; 50 to 59 lb., 24Ho lb. With Clip Horn. 2 c per lb. 
extra. Columbia, All Steel—80 lbs. and over, 20He lb. 
APRONS—Carpenters—California Leg, $1.50; No. 12 Long 
Brown, $1.25; No. 2 Short Brown, 60c. * 

A 8 BESTOS— 

Mill Board, 35c lb.; Cut, 40c lb, 

Paper, 35c lb.; Cut, 40c lb. 

Wicking, H-lb. balls, 80c each. 

Wicking, 1-lb. lots, $1.50. 

Cement, per sack . 8.00 

AXE 8 —Boys American, $1.50; best grade, $ 1 . 75 . Single Bit 
Hdl. Am., $2.00; best grade Hdld., $2.25. Dble. Bit Araeri* 
ean, $2.50; best grade Hdld., $8.00. Not Hdld.—S. B. 
best grade, $2.00; D. B., best grade. $2.50. 

Broad—Lippincotts 5 & 6 -lb., $5.00 each; 6 H & 7 -lb. ( 
$5.25 each; 7H snd 8 -lb., $5.50; 8 H & 9-lb., $5.75; 10 
lb., $ 6 . 00 . White’s or Barton's—All sizes, $ 6.00 each. 
BABBITT— 1 , 25c lb.; 2, 22c lb.; 3, 20c lb.; 4, 18c lb. 

Magnolia. 50c lb.; OH, 75e lb.; Motor, $1.00 lb. 
BATTERIES—Dry, 2Hx6, each 45c. 

BARS—Bent Claw, 20-in., each, 75c; 24-in. t 85e; 80-in., $ 1 . 
Crow Bars—15c lb. 
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RETAIL HF.T.T.TKO PRICE—Continued. 


BELLS—Kentucky Cow—No. 0, $1.00 each; No. 1, 85c each; 
No. 2, 75c each; No. 3, 55c each; No. 4, 45c each; No. 5, 
85c each; No. 6, 30c each; No. 7, 25c each. 


BEVELS—Sliding T—No. 

18: 6-in 

., 75c 

8-in., 90c; 

; 10-in., 

$1.00. No. 25: 6-in.. 

50c; 8-in., 

55c; 

10-in., 60o 

; 12-in., 

65c; 14-in., 75c. 





BIBBS—Compression. 


Size 

List 

Retail 

Fin. Plain . 



$19.80 

$1.25 



% 

25.20 

1.60 

N. P. Plain . 


..% 

23.40 

1.50 



% 

28.80 

1.80 

Fin. Hose . 


..% 

22.80 

1.45 



% 

28.20 

1.75 

N. P. Hose . 



26.40 

1.65 



% 

81.80 

2.00 

Fullers N. P. Plain- 





Shouldered. 


..% 

28.20 

1.80 



% 

32.40 

2.10 

Flanged, Fern. 


. . % 

34.20 

2.15 



% 

39.60 

2.50 

Flanged, Male . 


..% 

86.00 

2.25 

Fullers N. P. Hose— 


% 

41.40 

2.60 

Shouldered . 


..% 

31.80 

2.00 



% 

86.00 

2.25 

Flanged, Fem. 


..% 

37.80 

2.35 



% 

43.20 

2.70 

Flanged, Male . 



39.60 

2.50 



% 

45.00 

2.80 

BITS—Auger 



Car 



R. J. 

Irwin 

Irwin Common 

3-16 . 

.$ .55 

$ .40 


$ .25 

4-16 . 

. .50 

.40 

1.00 

.25 

5-16 . 

. .50 

.40 

1.00 

.25 

6-16 . 

. .55 

.40 

1.00 

.25 

7-16 . 

. .55 

.40 

1.00 

.25 

8-16 . 

. .60 

.45 

1.00 

.25 

9-16 . 

. .60 

.45 

1.15 

.30 

10-16 . 

. .65 

.50 

1.25 

.35 

11-16 . 

. .70 

.55 

1.85 

.85 

12-16 . 

. .75 

.60 

1.40 

.35 

18-16 . 

. .80 

.65 

1.50 

.45 

14-16 . 

. .85 

.70 

1.60 

.50 

15-16 . 

. .95 

.75 

1.65 

.55 

16 . 

. 1.00 

.75 

1.75 

.60 


Sets Common, 8 bit, $2.75; 13 bit, $4.50; Sets R. J., 
$8.00; Sets Irwin Pat., $6.00. 

Clark’s Expansive, small, $1.15; large, $1.50. 

Steers, small, $2.00; large, $2.50. 


BLADES—Hack Saw—8-in., 10c; 9-in., 15c; 10-in., 15c; 

12-in., 20c. Power, 14-in., 85c. 

EXTENSION BIT HOLDERS—12-in., $1.25 each; 18-in., 


$1.50 each: 24-in., $1.75. 
BLOCKS—Wood Tackle. 


Com. Com. 
Sngl. Dbl. 

8-inch .$ .80 $1.45 

4-inch.95 1.75 

6-inch . 1.00 1.90 

6- inch . 1.20 2.20 

7- inch . 1.45 2.65 

8- inch . 1.80 3.10 

10-inch . 3.00 4.90 

12-inch . 4.85 8.25 


Com. 

Pat. 

Pat. 

Pat. 

Triple 

Sngl. 

Dbl. 

Trpl. 

$1.90 

$1.20 

$2.20 

$3.20 

2.35 

1.30 

2.50 

3.60 

2.50 

1.40 

2.80 

3.85 

3.20 

1.65 

3.15 

4.85 

3.85 

1.65 

8.65 

5.50 

4.65 

2.50 

4.50 

6.60 

6.85 

3.85 

6.60 

9.35 

11.70 

5.80 

10.00 

14.50 


BLOCKS—Steel Tackle 


Size Single Double 

3- inch .$ .90 $1.50 

4- inch . 1.00 1.85 

5- inch . 1.10 2.00 

6- inch . 1.25 2.25 

8-inch . 1.85 3.25 

10-inch . 3.00 5.00 


BLOCKS—Wood Snatch. 

6-inch .$3.00 

8-inch . 4.35 

10-inch . 6.35 

12-inch . 7.50 


BLOWERS—No. 400 Champion, $35.00; No. 40 Lancaster, 
$20.00; Royal, $30.00. 

L.: 24x24, $1.40; 24x86, $2.00; 26x26, 


BOARDS—Stove—W. 

1.65; 26x32, $2.00; 28x28, 
2.25; 30x38, $2.75; 33x33, 
$3.35. P. L.—18x18, 55c; 
28x28, $1.25; 30x30, $1.50; 
Wash Boards—Glass Queen, 
85c; Zinc Queen, each 50c. 


BOXES—Mitre— 

Goodell— 

26x4 . 

. . .$15.00 

28x5 . 

... 16.50 

30x5 . 

. .. 17.00 

30x6 . 

, .. 19X)0 

New Langdon Imp.— 

82 . 

, .. 14.50 

33 . 

. .. 15.00 

34 . 

, . . 17.00 

85 . 

. .. 17.50 

Stearns— 

1 . 

. . 2.75 

Perfection— 

2 . 

. . 8.25 

Parts: Add to 

list. 25%, 


$1.95; 28x84, $2.25; 80x30, 
$2.80; 82x42, $3.25; 36x36, 
24x24, $1.00; 26x26, $1.15; 
26x30, $1.45; 28x32, $1.65. 
each 65c; Brass Queen, each 


Langdon— 


15 . 

... 19.50 

16 . 

. . . 20.00 

Acme— 


72 . 

... 17.00 

73 . 

... 18.00 

74 . 

. . . 19.00 

8tanley— 


246 . 

... 14.25 

50 % . 

. . . 7.50 

244 . 

. . . 14.00 

858 . 

... 16.23 

460 . 

. . . 19.00 

846 . 

... 14.25 


BOLTS— 

Carriage— Con tractors. Retail, by dox. 


Small . 


..Plus 

10% 

Plus 

50% ' 

I«»rge . 


..Plus 

25% 

Plus 

60% 

Machine— 






Small . 


..Plus 

10% 

Plus 

50% 

Large . 


..Plus 

35% 

Plus 

50% 

Stove Bolts, 80% off List. 





Stud . 


..Plus 

80% 

Plus 

60% 

BRACES— 

811 

911 

928 

945 

950 

6 . 

.... .... 

$2.85 

$2.25 



8 . 

_$8.35 

2.85 

2.25 



10 . 

-8.50 

8.00 

2.50 

$1.76 

$ .85 

12 . 

-8.75 

8.25 

8.00 

2.00 

1.00 

14 . 

-4.25 

8.75 

8.25 



16 . 

-4.50 





. 


998 

921 

955 


8 . 

.... 

8.00 

8.00 



10 . 


4.15 

8 25 

1 50 


12 . 


8.50 

1 65 




8008 

8010 

8012 

8014 

PSAW. 


.$3.00 

$8.25 

$8.50 

$8.75 

BRACKETS—8helf— 






Japanned— 

Pair 

B. 

P.— 


Pair 

8x 4 . 

.$ .20 

8x 4 



.$ .85 

4x 5 . 

. .25 

4x 5 



.40 

5x 7 . 

. .80 

fix 7 



.50 

6x 8 . 

. .40 

6x 8 



. ^65 

7x 9 . 

. .45 

7x 9 



. .75 

8x10 . 

.50 

8x10 



. .80 

10x12 . 

. .65 

10x12 



. i!oo 

12x14 . 

. 1.00 

12x14 



_ 1 25 

16x18 . 

. 2.25 

N.P. 

A O.C. 

same as B.P. 

BRADS—Wire. 

Bulk per lb. %-lb. pkgs. 

% -lb. pkgs. 

h A H inch .... 



$ .15 

$ 

.10 

% to 1 % inch .. 



.15 


.10 

1 Vi to 2 inch .... 



.15 


.10 


BRASS—Sheet—Soft, per lb., 90e; Half Hard, 85c; Sign, 80c; 
Spring, $1.10. 

BREAD MAKERS—Universal—No. 9. each. 82.25: No. 4. 

$2.50; No. 8, $3.50. 

BUCKETS— 


8 

10 

12 

14 

16 

C 

00 

02 

03 


Common Galv. 


Garbage Galv. 


Each 
.$ .40 
. .50 

. .60 
. .65 

. .75 

Each 
.$1.60 
. 1.85 
. 2.25 


Stock— 

14. 

16 . 

18 . 

20 . 

Well Galv. 

10 Qt. 

12 Qt. 

Wood- 


Each 
.$ .90 
. 1.00 
. 1.15 
. 1.25 
Each 
.$ .85 
. 1.00 
Each 


Short ear.$ .85 

Strap ear.90 

Thermos. Universal. 


BOTTLES—Vacuum. 

10 .$1.75 61 $1.75 

lOq . 2.75 62 2.75 

11 . 2.00 21 2.00 

llq . 3.25 22 3.25 

14 . 2.25 71 2.25 

14q . 3.50 72 3.50 

15% . 2.75 91 3.00 

15 . 3.00 92 4.50 

15q . 4.50 81 3.25 

6 . 3.25 82 5.00 

6q . 5.00 

Fillers—Thermos and Universal. 

% Pint .$1.25 

1 Pint . 1.50 

1 Quart. 2.50 

Lunch Kits— Thermos. Universal. 


391 A 395.$3.00 810 $3.25 

392 A 396. 3.25 410 3.50 

393 A 397. 3.50 510 3.75 

394 A 398. 4.25 


CANS—Garbage—15, $3.50; 16, $4.00; 18. $4.50: 20, $5 00. 
Oil. Galv., size 1 Gal., each, 50c; size 2 Gal., 85c; 5 Gal. 
with faucet. $1.50; 5 Gal. with spout, $1.25. 

CANTHOOKS— Maple Handle 2%x4%. each. $2.35. 

CAPS—Roofing. Per lb., 20c. 

CARBORUNDUM—Grain, per lb., bulk, 50c. 

CHALK—Carpenters, per piece, 2%c. School Crayon, per 
gross 50c; 6 for 5c. 

CHALK LINE—Yellow, per 100 ft. hank, 15c. Braided 
White. 20-ft. hanks, size 120, each 5c; size 220, 5c* size 
820, 5c. 50-ft. ball®, size 150, each lOe; size 250, each 

10c; size 850, each 10c. 


CHAIN—German Coil. 

000, 9c ft.; 00, 8c ft.; 0, 7c ft.; 1, 7c ft.; 2, 6c ft.; 8 and 
larger, 5%c ft. 

Passing Link—00 (3-16), 8c ft.; 000 (13-64). 8c ft. 

Proof Coil— Black, lb. Tested, lb. Galvd.. lb. 


3-16 . 


$ .40 

$ .27 

7-32 . 


.35 


1-4 . 


.32 

.23 

9-32 . 


.30 


5-16 . 


.28 

.20 

11-32 . 


.27 


3-8 . 


.26 

.io 

7-16 . 

.16 

.25 

.18 % 

1-2 . 


.23 

.17% 

5-8 . 


. . . 

.17% 

3-4 . 



.17 

1 . 

.13% 

. . . 

.17 


Digitized by v^,ooQle 
























































































































































HARDWARE WORLD—PLUMBING AND HEATING. 

RETAIL SELLING PRICE—Continued. 


181 


CHAIN—Continued. 

Brass Safety— yd. 

00 . 8 .20 

0 25 

1 .25 

2 .85 

Nickle Safety— yd. 

0 .25 

1 .80 

Jack Chain— 

Brass,Yd. Iron,Yd. 

8 .8 .65 $ .20 

10 .50 .15 

13 .80 .10 

CHECKS—Door—All Makes, 


14 . .. . 

... .25 

.10 

.10 

.10 

.10 

%, 15c; %, 2 
WIRE CLOTH— 

16 ... . 

... .20 

18 .... 

... .15 

Black, sq. ft. . 

80 .... 

... .15 

Galvanized . . . 


%, 30c; 


’—3-16 to % inc. p each 
%, 35c; 1-in., 45c. 


15c; 


Log Chaini 
5-16—12 ... 

14 ... 

16 ... 

%—12 ... 

14 ... 

16 ... 

Brass Ladde: 

Sise 18.f .25 

Liquid Checks—A-ll, $4.25; 


Pearl.08 

Copper Bronze .16 


$ 8.00 

8.25 

8.50 

8.50 

8.75 

4.00 

Yd. 


B-12, 85.50; C-13, 86.30; D-14, 87-85; E-15, 810.50. 
hold open arm, add 75c each. 

CHOPPERS—Meat and Food— 

Uni renal— Enterprise— 

0 .81.50 

1 . 1.85 

2 .2.25 

8 .8.00 

CHURNS—Barrel— 

Acmi 


5 

10 

501 

602 


No. 0 .85.50 

No. 1 . 6.50 

No. 2 7.00 

No. 3 7.50 

No. 4 9.00 

No. 5 11.00 

Sturges Steel— 

No. 1 88.55 

No. 2 10.50 

No. 3 11.00 

Improred Cylinder 


35 


For 


82.50 

4.25 

1.25 

1.50 

2.50 


No. 1 

No. 2 . 

No. 3 . 

No. 4 . 

Class Family— 
Universal— 

No. 15 . 

No. 25 . 

CHISELS— 


• 83.25 
. 4.00 
. 4.50 
. 5.00 


.8150 
. 2.00 


No. 

No. 45 . 3.00 

Dazey— Ex.Jars,Dazey 

Each 

No. 10 .81.50 8 -50 

No. 20 2.00 .75 

No. 30 . 2.50 1.15 

No. 40 . 8.00 1.35 

Dazey—Tin. 

No. 200, 2-gal.84.25 

No. 300, 3-gal. 5.50 

No. 400, 4-gal. 6.25 

No. 600, 6-gal. 8.50 

Dash IX Tin— 

2- gallon .8135 

3- gallon . 1.50 

4- gallon . 1.65 

5- gallon . 1.85 

6- gallon . 2.00 

Dash and Handle 15c extra 

Bucks Diamond 


% 

tt 

* 

8 

% 

1 . 
1% 
1% 
1% 

2 .. 


% 

5-16 

% .. 

% 


£ 

% 

1 . 

Cold Eye or Hot Eye 

1-inch. 

1%-inch. 

1%-inch 


Bucks 

Whites 

No. 36 

No. 2 

$ .70 

$ .90 

.70 

.90 

. .75 

.95 

.80 

1.00 

.85 

1.05 

.90 

1.15 

.95 

1.25 

1.00 

1.30 

1.10 

1.40 

1.15 

1.50 

1.30 

1.60 

1.40 

1.80 

Cold 

Cold 

Com. 

Special 

$ .15 

$ .30 

.15 

.30 

.15 

.80 

.20 

.35 

.25 

.45 

.35 

.60 

.45 

.75 

.50 

.95 


No. 4 


8 .95 
1.00 
1.05 
1.15 
1.25 

Cape 

8 -35 
.35 
.40 
.50 
.65 
.75 


1% -inch. 

1%-inch. 

1%-inch. 

2- inch. 

CLAMPS— 

Mall. Screw 

2%-inch .8 .50 

3- inch .65 

4- inch .75 

5- inch .00 

J'Joch . 1.15 

8-inch . 1.75 

10-inch .2.50 

12-inch .2.75 

CLEVISES—Malleable, 15c lb. 
CLIPPERS—Bolt— 

New Easy— 

No. 0 .83.50 

No. 1 4.50 

No. 2 6.25 

No. 3 8.00 

0. K.— 


Point 
8 .40 

.45 

.50 

.65 

.75 

.90 

1.25 

1.50 


Round 
Nose 
8 .35 
.85 
.40 
.50 
.65 
.75 


.8 -65 

.75 

.85 

. 1.00 

. 1.25 

. 1.65 

.2.25 

Door—Stearns— Pair 

2- inch .84.75 

3- inch . 6.00 

4- inch . 7.00 

5- inch . 8.00 

6- inch .12.50 

Universal— 

No. 88 . 


2.75 


Extra Cutters 

No. 0.82.00 

No. 1. 2.25 

No. 2. h.Oo 

No. 3. 8.75 

10-inch ..1.50 

14-inch . 1.75 

CLOCKS—Alarm—Flash, 81.75; Indian, 81-35; Cascade, 
32.25; Recall, $2.75; No. 200 Parker, 83.00; 8-Day Sim¬ 
plex, 84.00. 

rL P T U—Emery, Nos. 00 to 2%, 10c straight; No. 3, 15c, 
2 for 25c. Carborundum or Aloxite—Nos. FF-90, 10c 

straight. 


Wood Floor— 
14-inch .. .$ .40 
16-inch ... .50 


Rubber— 

10-inch ...8 .25 16-inch ...$ .40 

12-inch ... .30 18-inch . .. .45 

14-inch . .. .35 

COAL—Blacksmith— 

Catch weight sacks, per 100 lbs.81.85 

Per 125-lb. sack . 2 25 

COAL CHUTES—Hercules— 


No. 1, 16x18.813.00 

No. 2, 18x20 . 15.00 

No. 3, 20x24 . 20.00 

No. 4. 16x18 . 11.00 

COLORS—Dry— Lb. 

Lamp Black.8 -25 

Ivory Drop Black ... .25 

Prussian Blue.85 

Ultra Blue.50 

Umber Raw.15 

Umber Burnt.15 

Sienna Raw. 15 

Sienna Burnt .15 

COLORS—In Oil- 

Black—Eng Coach lb.8 .50 

Ivory Drop, lb.40 

Lamp, lb.45 

Blue—Prussian % lb. .40 

% lb.65 

1 lb. 1.25 

Ultrura % lb.20 

% lb.85 

1 lb.60 

Cobalt 1 lb.80 

Brown—R&B Sienna 1 .40 

Umber 1 lb.40 

Van Dyke 1 lb.50 

Green—Chrome 1 lb.. .40 
COMPOUND— 

5-lb. boxes, lb. 

50-lb. boxes, lb. 

COPPER—Sheet, 85c lb. 

CORD—Sash— —Common- 


No. 5, 20x24 .817.50 

No. 6, 16x18 . 14.50 

No. 7, 20x24 . 17.50 

No. 8, 18x24 . 28.00 

Lb. 

Van Dyke .18 

Chrome Green.8 .25 

Chrome Yellow.25 

Ochre Golden.10 

Ochre Yellow.04 

Venetian.04 

Indian Red.15 

Red—Amer Verm. lb. .60 

Eng. Verm. %-lb.... 1.40 

Eng. Verm. 1-lb. 2.80 

Tuscan .45 

Indian .30 

Venetian .25 

Rose Pink.60 

Rose Lake . 1.05 

Dutch Pink.75 

Carmine . 1.40 

Turkey . 1,70 

Para . 1.30 

Yellow—Chrome lb.. .50 

Ochre—Golden lb... .35 

Yellow, 1 lb.25 

Welding Heat Cherry Climax 

.8 .18 8 .18 

.13 .18 


No. 

No. 

No. 

No. 

No. 

No. 


6 

7 

8 
9 

10 

12 


Hank 

Ft. 

Lb. 

Hank 

$1.00 

$ -01% 

$ .65 

$1.50 

1.10 

• 01% 

.65 

1.75 

1.85 

.02 

.65 

2.00 

1.75 

.02% 

.65 

2.50 

2.00 

.03 

.65 

3.00 

2.75 

.03% 

.65 

4.00 


—Silver Lake 
Ft. 

.02 
.02 % 
.03 
-03 H 
.04 
.05 


Lb. 

8 .90 
.90 
.90 
.90 
.90 
.90 


Samson Spot, per lb... ’ . *90 

Tinned Picture— 


No. 0, Pk.$ .10 

No. 1, Pk.10 

No 2. Pk.15 

COTTERS—Spring— 

3-32 & 

Smaller 7-64 1-8 5-32 

% M. $1.05 $1.20 $1.50 $2.10 
.20 .20 .25 .35 

1.25 1.45 1.75 2.45 


No. 3, 
No. 4, 


Pk. 

Pk. 


.20 

.25 


.20 

1.45 

.25 

1.65 

.25 

1.85 

.30 

2.05 

.35 

2.20 

.35 


.25 

1.65 

.30 

1.90 

.30 

2.10 

.35 

2.35 

.40 

2.55 

.45 


.30 

2.00 

.35 

2.30 
.40 

2.50 

.40 

2.80 

.45 

3.10 

.50 

3.30 
.55 

3.55 

.60 


.40 

2.80 

.45 

3.15 

.50 

3.50 
.60 

3.85 
.65 

4.20 

.70 

4.50 
.75 

4.85 
.80 


C. 

% M. 

C. 

1 M. 

O. 

1% M. 

C. 

1 % M. 

C. 

1% M. 

C. 

2 M. 

O. 

2% M. 

C. 

2% M. 

C. 

3 M. 

C. 

CRAYON—Lumber, 10c; 

HOSE COUPLINGS—Com. 
CUTTERS—Pipe—Barnes. 

No. 3. $6.50; No. 4. $1 
Saunders—No. 1, $2.25; 

$12.60. 

DAMPERS—Stove Pipe—3, 15c; 

30c: 8, 40c; 9, 50c; 10, 60c. 
DIVIDERS—Wing No. 35— 

6 .$ .50 

7 .65 

8 .75 

DOLLIES—Timber— 

No. 649, 6-inch .$7,50 

DOORS—Screen. 

Common, %-inch, 2-6x6-6 .. 
Common, %-inch, 2-8x6-8 .. 
Common, 1%-inch, 2-6x6-6 . 
Common, 1 % -inch, 2-8x6-8 . 
Common, 1%-inch, 2-10x6-10 
Common, 1%-inch, 3x7 .... 


No. 1 
LOO; N 
No. 2, 


3-16 

1-4 

5-16 

3-8 

3.35 




.55 




3.85 

6.00 

9.75 


.65 

1.00 

1.60 


4.35 

7.05 

11.25 


.75 

1.20 

1.90 


4.85 

8.10 

12.75 

21.60 

.80 

1.35 

2.15 

3.60 

5.40 

9.15 

14.25 

23.75 

.90 

1.50 

2.40 

4.00 

5.90 

10.20 

15.75 

25.90 

1.10 

1.70 

2.65 

4.30 

6.40 

11.25 

17.25 

28.00 

1.15 

1.90 

2.90 

4.70 

6.90 

12.30 

18.75 

30.25 

1.25 

2.05 

3.15 

5.00 

7.90 

14 40 

21.75 

34.55 

1.30 

2.40 

3.65 

5.70 

te, 5c. 




, each 20c; %, 20c; : 

%. 20c. 

, $2.95 

each; 

No. 2, 

$3.90; 

a. 5. $19.50; 

No. 6, 

$26.00. 

$3.25; 

No. 3, 

$8.00; 

No. 4, 


4, 20c; 5, 20c; 6, 25c; 7, 


10 . . 
12 
14 


.$ .90 
. 1.15 
. 2.25 


No. 650, 8-inch_$10.50 


. .$2.15 
. . 2.35 
. . 2.50 
. . 2.65 
. . 2.85 
. . 3.25 
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V*1 

1 


16-20 

21-25 

26-80 

81-85 

86-40 

41-45 

46-50 

51-55 

56-60 


.fl.40 

.1.50 


Dot. 
.f 2.70 
8.00 

8.50 
4.00 

4.50 
5.00 
7.00 

8.50 


.12.75 

2.50 

2.25 

2.00 

1.00 

1.80 

1.75 

1.75 

1.70 

1.65 

1.60 

1.55 


DOORS—Ash Pit. 

8 x8, each..... 

8 x10. 

10 x12 1.80 

DRILLS—' 

Bit Stock No. 114 

8-82 . 

% . 

5-82 ... 

8*16 . 

7-82 . 

M . 

5- 16 . 

% . 

7- 16 . 10.50 

* . 18.00 

0-16 . 15.50 

. 18.00 

..24.00 

,. 80.00 

f .. 86.00 

Wiro (Hugo 108A. 

I- 5 6 b. 

6 - 10 Gb. 

II- 15 6 b. 

6 b. 

6 b. 

6 b. 

6 b. 

Gb. - 

Gb. .... 

Gb. - 

6 b. 

_ Gb. - 

Taper 8hank No. 106 each. 

% .# 45 

5-82.45 

8- 16.50 

7- 82.55 

* .60 

9- 82.65 

5-16.70 

11-82 75 

% .80 

18- 82.90 

7-16 . 1.00 

15-82 .. 1.10 

* 1.30 

17-82 . 180 

29-82 . 2.80 

15-16 . 8.00 

81-82 . 8.25 

1 . 8.50 

1 1-82 . 8.75 

1 1-16. 4.00 

1 8-82 . 4.25 

1* 4.50 

1 5-82 . 4.75 

1 8-16 . 5.00 

1 7-82 5.25 

1 % 5.50 

1 9-82 . 5.75 

1 5-16 . 6.00 

1 11-82 . 6.25 

1 % 6.50 

1 13-32 . 7.00 

1 7-16 . 7.50 

1 15-82 . 8.00 

1% . 8.50 

1 17-82 . 9.00 

1 9*16 . 9.50 

1 19*82 . 10.00 

1% 10.50 

1 21-82 . 11.00 

1 11-16 . 11.50 

1 23-82 . 12.00 

1% 12.50 

1 25-82 . 18.25 

1 13-16. 14.00 

1 27-32 . 14.75 

1 % . 15.50 

1 29-82 . 16.25 

1 15-16 .17.00 

1 81-82 . 17.75 

2 . 18.50 

Str. Shank No. 108. 

8 - 82 . 

% . 

5-82 . 

8-16 . 

7-82 . 

% . 

9-82 . 

9-16 . 

19- 82. 1.50 

% . 160 

21-82 . 1.70 

11-16 . 1.80 

23-82 . 1.90 


BBTA1L SELLING PBIOE Oontliittfld. 


Dob. 

1.70 

1.80 

1.90 

2.25 
2.75 

8.25 
8.80 
1.40 


12x15 . 3.50 

Aah Traps— 

7x9 .55 


% . 

25-82 . 

18-16. 

27-82 . 

% . 

7-82 . 

% . 

5-16 . 

% . 

7- 16 . 

H . 

9-16 . 

% . 

11-16 . 

% . 

13-16 . 

% . 

15-16 . 

1 . 

1 1*16 . 

1 % . 

1 8-16. 

1 % . 

1 5*16. 

1 % . 

1 7-16. 

1 % . 

Shank No. 

H . 

5-32. 

8 - 16. 

7-82. 


120 . 


2.00 

2.10 

2.20 

2.40 

2.60 

.65 

.70 

.80 

.90 

1.00 

1.10 

1.20 

1.80 

1.50 

1.70 

1.90 
2.10 
2.80 

2.50 

2.70 

2.90 
8.10 
8.80 
8.60 

8.90 
4.20 

4.50 

# -45 

.45 

.50 

.55 

.60 

.70 

.*0 

.90 

1.00 

1.10 

1.80 


* 

5-16 

% 

7-16 

H . 

9-16 

% ■ 

11-16 1.50 

% 1.70 

13-16 1.90 

% . 2.10 

15-16 . 2.80 

5-16 4.85 

* . 6.00 

7-16 8.50 

* . 12.00 

Each 

9-16 1.40 

% . 1.60 

Shank No. 116, each. 


* 

5-82 .. 
8-16 .. 

1 . 

1 1-16 
1 V* 

1 8-16 
1 *4 

1 6-16 
1H 

1 7-16 
14 

03 ... 
8 .... 
518 .. 


.50 
.55 
.60 
. 2.50 
. 2.70 
. 2 90 
. 8.10 
. 8.80 
. 8.60 
. 8 90 
. 4.20 
. 4.50 
1.50 
1.75 
2.00 

Bench Drills. 

8 .$ 5.50 

8 * 7.25 

9* 11.00 

10 * . 20.00 

490* 18.50 

1008 . 12.00 

1005 . 18.00 

11 .20.00 

Breast Drills. 

20 .85.50 

245 4.50 

279 10.00 

6 5.00 

07 . 4.00 

277 Feed Frame.... 5.50 
186. 8.00 

Chain Drill. 


807 

816 

317 

818 

815 


Surgeon's Drill. 


Hand Drill. 


2.25 

8.50 

4.00 

5.00 

4.00 


4 . 


52 . 


4* . 


53 . 

. 2.40 

5* . 

. 4.00 

54 . 


5*B. 

.4.00 

154 . 

. 8.00 

49 . 


555 . 



1480 . 

2.75 

445 

1445 . 

4.85 

455 

1455 . 

5.00 

545 

259 . 

4.30 

550 

829 . 

2.40 

1580 

843 . 

2.50 

1540 

885 . 

5.50 

1545 

879 . 

2.40 

1550 

LBOW Sk—Conductor— 


1555 


PI. Rd. 

2-inch. 8 -35 

8 -inch.50 

4-inch.60 

Corrugated—Conductor 

2-inch. 8 -35 

8 -inch.80 

4- inch.45 

5- inch.90 


4.85 

5.00 

7.00 

5.75 

4.15 


So. Cor. 
214x1 % 
8 *x2% 


.8.50 

Rd. Adj. 

l* inch_$ .25 

2 -inch.20 

8 -inch.25 

Shoes 

2-inch.$ .25 

8 -inch.80 

4- inch.45 

5- inch.90 


ELBOWS—Store Pipe— 

Com. 

Pol. 

Adj. 

Com. 

#st 

Galrd. 

3 . 

.8 -20 

8 .85 

8 .25 



4 . 

. .25 

.40 

.26 

. . . 


5 . 

. .25 

.45 

.80 

.60 

* ’.65 

6 . 

. .25 

.50 

.40 

.75 

.75 

7 . 

. .80 

.75 

.60 

.85 

1.00 


Flour 

Per lb. 

Stones—(See 8tones) 
Cloth—(8ee Cloth) 
Wheels—(See Wheels) 


EMERY—Grain- 

No. 60, per lb.8 -25 

No. 70, per lb.25 

No. 80, per lb.25 

No. 90, per lb.25 

No. 100, per lb.25 

No. 120, per lb.25 

FASTENERS—Casement, Common Brass Plated, 25c; 

Common Brass Plated, 10c. 

FELT—Deadening, Size Roll, 

!b„ 86.00. Tarred, 250-ft 
82.60 each. 

FIGURES—Steel. 

* each.8 -15 

8-16 each.15 

* each.20 

5-16 each.25 


.25 


%-lb., 83.00; 1-lb., 84-00; 1*- 
roll, 81-35 each; 500-ft. roll. 


% each. 

FTLES— 

Flat Bastard size 
Flat Bsnartl size 
Flat Bastard size 
Flat Bastard size 
Flat Bastard size 
Flat Bastard size 


6 

7 

8 

10 

12 

14 


Flat Bastard size 16 


Mill 

Mill 

Mill 

Mill 

Mill 

Mill 

Mill 

Mill 

Mill 


Bastard size 
Bastard size 
Bastard size 
Bastard size 
Bastard size 


Bastard size 10 
Bastard size 12 
Bastard size 14 
Bastard size 16 


.30 

\ .80 
.85 
.85 
.45 
.60 
.90 

1.15 

.15 

.20 

.20 

.25 

.25 

.85 

.45 

.60 

.85 

.15 


* set. 8 -90 

8-16 set. 1.10 

* set. 1.85 

5-16 set. 1.60 

% set. 2.00 

Size 10.45 

Extra Slim Tapers. 

Size 8*. 2 for 25c 8 *15 

Size 4, 2 for 25c .15 

Size 4*, 2 for 25c .15 

Size 5.15 

Size 5* .15 


Size 

Size 

Size 


2 for 85o 


.20 

.25 

.80 


Round Bastard size 8 
Round Bastard size 8* .15 
Round Bastard size 4 .15 

Round Bastard size 5 .20 

Round Bastard size 6 .20 

Round Bastard size 7 .25 

Round Bastard size 8 .25 

Round Bastard size 10 .85 

Round Bastard size 12 .45 

Round Bastard size 14 .60 

Round Bastard size 16 .85 

Half Round Bastard. 

Size 4 .8 -25 

Size 5.80 

Size 6.85 

Size 7.40 

Size 8.45 

Size 10.50 

Size 12.65 

Size 14.85 

Size 16 .1.15 

Square Bastard. 

Size 4 .8 30 

Size 5.25 

Size 6.25 

Size 7.80 

Size 8.85 

Size 10.45 

Size 12.60 

Size 14.85 

Size 16 . 1.05 

Knife Bastard. 

Size 4 .8 .80 

Size 5.85 

Size 6.40 

Slim Taper. 

Size 8*, 2 for 25o 8 .15 

Size 4. 2 for 25e .15 

Size 4*. 2 for 25c .15 

Size 5.15 

Size 5* .15 

Size 6, 2 for 85c .20 

Size 7.25 


Weeds Saw. 

Size 5. 8 for 50c 8 -20 

Size 5*. 8 for 50c . .20 

Size 6 .20 

Size 7.25 

Band Saw. 

Size B .20 

Size 6 .25 

Size 7 .80 

Size 8 .40 

Size 10 .50 

Gant Saw. 

Size 5 .8 -80 

Size 6.80 

Size 7.85 

Size 8.40 

Warding, 8 to 4... .25 

Warding, 4* ot 5... .30 

Warding, 6.85 

’qioomg punon JI*H 

Size 6 .8 -40 

Size 8.50 

Size 10.60 

Size 12.80 

Size 14 . 1.15 

Half Round Cabinet. 

Size 6 . 8-45 

Size 8.60 

Size 10.75 

Size 12 . 1.05 

Size 14 . 1.40 

Half. Round Wood Rasps. 

Size 6 . 8-45 

Size 8.60 

Size 10.75 

Size 12 .1.05 

Size 14 . 1.40 

Shoemakers. 

Size 8. 8-50 

Size 9.70 

Size 10.76 

Plain Horse. 

Size 12 .55 

Size 14 .75 

Size 16 .1.10 

Tang Horse. 

.Size 12 .70 

Size 14 .1.00 

Size 16 .1.85 


Digitized by v^,ooQle 
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RETAIL 8BUJKO PRICE—Continued. 


IPAUCETS— Cork Lined— 8-inch each.$ .20 

7-ineh each.$ .15 9-inch each.25 

FIXTURES—Grindstone—Auto: 01, $1.50; 02, $2.50. Com¬ 
mon: 15, 75c; 17, 85c; 19, $1.00; 21, $1.25. Am. 

Henry: 17, $1.00. Extra Shaft*. 15-inch, 25c; 17-ineh 
85c. Extra Crank*, 25c. 

**LA.TTERS—Blacksmith—2-in., $1.25; 2%-In., $1.65; 8-in., 
$2.00; 3%-in.. $8.00. 


piS w Ftnassa-r 


% 

.06 

.10 

.08 

.10 

.07 

.08 


Bashings, black 
Bushings, galv. 

Caps, black 
Caps, galr. 

Couplings, black 
Couplings, galr. 
Crosses, black 
Crosses, galv. 

Elbows, black .08 

Elbows, galr. .10 

45 deg. Elbows, blk .08 
" galv. .10 

St. Elbows, black .07 
St. Elbows, galr. .10 
Floor Flanges, black .. . 
Lock Nuts, black .04 
Lock Nuts, galr. .05 
Plugs, black .04 

Reducers, black .10 
Reducers, galr. .18 
Return Bends, blk ... 
Close— 

Return Bends, blk ... 
Medium— 

Return Bends, blk ... 
Open— 

Tees, black .10 

Tees, gals .18 

Unions, black .18 

Unions, galr. 


NIPPLE8—Right Hand. 



% 

% 

% 

1 

1% 

1% 

2 

.06 

.06 

.07 

.08 

.10 

.12 

.18 

.10 

.10 

.13 

.16 

.18 

.23 

.85 

.08 

.08 

.13 

.16 

.25 

.30 

.50 

.10 

.13 

.18 

.25 

.45 

.55 

.75 

.08 

.10 

.13 

.16 

.22 

.26 

.86 

.11 

.13 

.18 

.25 

.32 

.42 

.50 

.19 

.27 

.38 

.60 

.65 

.75 

1.25 

.25 

.88 

.55 

.85 

1.00 

1.40 

2.10 

.10 

.13 

.15 

.20 

.30 

.36 

.60 

.15 

.18 

.20 

.80 

.50 

.60 

1.00 

.10 

.18 

.15 

.25 

.50 

.60 

.80 

.15 

.18 

.25 

.43 

.75 

.80 

1.20 

.10 

.15 

.25 

.28 

.88 

.45 

.75 

.15 

.22 

.88 

.40 

.57 

.70 

1.82 

.. . 

.30 

.36 

.42 

.55 

.60 

.85 

.06 

.07 

.18 

.19 

.25 

.80 

.86 

.07 

.10 

.20 

.28 

.37 

.40 

.55 

.04 

.04 

.06 

.07 

.08 

.11 

.18 

.10 

.12 

.17 

.26 

.80 

.85 

.60 

.13 

.17 

.25 

.38 

.45 

.60 

.90 

.25 

.28 

.38 

.65 

.80 

.95 

1.85 

.27 

.82 

.40 

.70 

.90 

1.10 

1.55 

.28 

.34 

.45 

.75 

1.00 

1.35 

2.10 

.15 

.16 

.17 

.24 

.89 

.50 

.82 

.22 

.25 

.27 

.87 

.65 

.85 

1.45 

.22 

.25 

.80 

.35 

.45 

.60 

.75 

.80 

.35 

.40 

.50 

.70 

.90 

1.25 

8 

8% 

4 

5 

6 

7 

8 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.06 

.06 

.07 

.08. 

.10 

.12 

.15 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.07 

.07 

.08 

.10 

.12 

.14 

.16 

.11 

.11 

.18 

.16 

.18 

.22 

.26 

.09 

.09 

.09 

.11 

.18 

.17 

.18 

.14 

.14 

.14 

.18 

.21 

.25 

.82 

.18 

.18 

.13 

.15 

.18 

.28 

.25 

.19 

.19 

.19 

.24 

.28 

.84 

.88 

.17 

.17 

.17 

.20 

.24 

.29 

.88 

.29 

.29 

.29 

.32 

.88 

.45 

.52 

.20 

.20 

.20 

.25 

.29 

.86 

.40 

.35 

.35 

.35 

.89 

.46 

.54 

.80 

.27 

.27 

.27 

.82 

.88 

.50 

.54 

.47 

.47 

.47 

.52 

.61 

.68 

.75 


No. 2680 each. 1.25 

No. 2683 each.2.40 

No. 2634 each. 2.00 

No. 2659 each. 8.00 

with Battery— 

6241 Reg. 2-cell_1.50 

6848 Reg. 8-cell. 1.75 

6249 Miners' 2-cell.. 2.00 
6351 Miners* 8-cell.. 2.46 
Metal Vest Pocket 
3 *75 2-cell (Vest) . .. 1.06 
8577 8-cell (Vest)... 1.20 
8579 8-eell (Goat)... 1.70 


No. 1991 each. 1.25 

No. 2604 each. 1.20 

No. 2681 each. 1.50 

No. 2682 each.1.75 

Kwik-lite Flashlights, Complete 
Fibre Tubulars 
No. Bach 

5220 Baby 2-cell_$1.00 

5221 Reg. 2-cell.1.20 

5828 Reg. 8-cell.1.40 

5229 Miners' 2-cell.. 1.50 

6881 Miners' 8-eell.. 1.70 

Metal Tubulars 

0240 Baby 2-cell_ 1.25 

Kwik-lite Seamless Cell Flashlight Batteries— 

No. 1208 2-cell Bsby Tubular.$ .80 

No. 1202 2-cell Reg. Tubular.80 

No. 1801 8-cell RegT Tubular.40 

No. 1204 2-cell Penlite.25 

No. 1206 2-cell Vest Pocket.80 

No. 1207 2-cell Vest Pocket.80 

No. 1808 8-cell Vest Pocket.85 

No. 1809 8-cell Coat Pocket.85 

FROE8—8pectal—Each, 12-ln., $1.65; 14-in., $1.75; 16-in^ 
$2.00. Common—Each, 12-in., $1.25; 14-in., $1.85; 16-in., 
$1.50. 

FURNACES—(See Pots) 

FORGES—No. 150 Chicago. $11.25; No. 151 Chicago, $12.75. 


GATES—Molasses 

2 . 

8 . 

4 . 

5 . 

6 . 

GARBAGE CAN8—(See Cans) 


8tebbins 


Perf. 


$ .45 

% 

$ .90 

.50 

1 

1.00 

.60 

1% 

1.25 

.65 

1% 

1.40 

.75 

2 

1.85 


GLUE—Dry—X. X. White, 85c lb.; White, 70c lb.; Dark, 
60c lb. Lepages—1 oz., 10c each; % Gill, 20c; GilL 25c; 
% Pt., 35c; Pt, G5c; Qt., $1.05; % Gal., $1.90; Qnl., 

$3.65. 

GLASSES— 

Ground Level— Proved Level— 

1%.$ .50 1%.$. 10 

2.60 2.10 

2%.65 2%.15 

3.70 3.15 

.75 3%.20 

Gauge Glasses 40% off list. 

GRAPHITE—Flake, per lb., 75c. 

GRINDERS—Garb, and all 1st grade—No. L 4-in., $4.25; 

No. J. 5-in., $5.75; No. 3, 6*in., $8.00; No. 4, 7-in., $11. 
GRINDSTONES—Mounted. Wood Frame. No. 1, $8.00 saeh; 
No 2, $8.50 each; Angle Steel Frame, $8.00; T inlar 
Steel Frame, $8.50. Harvest King (Power), $12.50; Loose, 
4c lb.. 

GAUGES—Butt— 

.55 

No. 77. 1.00 

No. 90. .50 

No. 91. .90 

No. 92. 1.50 

No. 97. .75 

No. 98. 1.00 


No. 

93. 


No. 

71 

No. 

94. 


No. 

77 

No. 

95. 


No. 

90 

No. 

95%. 

. 1.00 

No. 

91 

No. 

Marking 


No. 

92 

61. 

.15 

No. 

97 

No. 

64. 

.85 

No. 

98 

No. 

65. 




AMMEK8 AND 

SLEDGES— 



Adze Eye, 1st 

Grade 

No. 

4 . 


FLASHLIGHTS— Ever-ready—Complete 

No. 6961 each.$ .75 No. 2619 each.1.70 

No. 6962 each.1.00 No. 2616 each. 1.50 


10 .$1.65 

11 . 1.85 

11% . 1.25 

12 . 1.15 

13 . 1.10 

Ball Pein, First Grade. 

3 lb. 1.75 

2% lb. 1.55 

1% lb. 1.85 

1% lb. 1.25 

1% lb. 1.15 

1 lb. 1.10 

10 ounce.90 

13 oz. 1.00 

7 ounce.85 

5 ounce.85 

2 ounce.80 

Riveting, 1st Grade 

No. 5. 1.00 

HANDLES—Axe- 

Sing. Bit, Shaved.50c 

Sing. Bit, Oval.35c 

Dble. Bit, Shaved.50c 

Dble. Bit, Oval.85c 

Boys, Shaved .35c 

Boys, Oval .25c 

Chisel— 

Leather Tip.10 

Hammer—A. E. 

1st Quality 

Sizes 12-13-14.15 

Peavey— 

Maple. 2%x4.50 

Maple, 4%.60 

Maple, 2%x4%.65 

Maple, 5.70 

Maple. 2 34x4%.70 

Maple, 5.75 

Maple, 8x5.80 

Pick—Drift 

No. 1, each.35 

No. 2, each.25 

Hand Saw Handles— 
Disston No. 7, each.. .85 

Disaton No. 8.50 

Disston No. 12.65 

Sledge- 

Shaved, 30-inch, each. .85 

Oval. 80-inch.25 

Saw—Cross Cut— 

No. 112 Disston.$ .65 

No. 113 Disston.70 

No. 114 Disston. 1.35 

No. 120 Disston. 1.50 

Reversible Guard, 

Simonds . 1.25 

No. 6 Simonds. 1.00 

No. 24 Atkins. 1.00 

One man, sup.85 

HATCHETS— 

Lath, 1 Plumb. .....$ .85 

Lath, 2 Plumb. 1.00 

Underhill Regular... 2 25 
Underhill Boston Pat. 2.50 
Underhill. St. Paul... 2.50 

141 Sayre. 2.00 

140 Sayre. 1.75 

Flooring, 1 Plumb... 1.75 

White . 1.75 

Broad 1 Plumb. 1.50 

Broad 2 Plumb. 1.75 


No. 4. 95 

No. 8.90 

No. 2. .85 

No. 1.80 

No. 0.75 

Stone Hammer 
No. 710 

8 to 4 lb., per lb.85 

4 to 12 lb., per lb.25 

5 to 20 lb., per lb.80 

Striking Hammers— 

Long Pat. 750 

3 to 4 lb., per lb.80 

5 to 20 lb., per lb.25 

B. S. Sledge 

No. 830.25 

No. 840.25 

Stone Sledge.25 

Coal Sledge.25 

Machine 

Sizes 12-13-14.15 

Hatchet— 

Sizes 13-14-15-16.... .15 

Peavy— 

Hickory, 2%x4, each .75 

Hickory 4%.80 

Hickory 2%x4% .85 

Hickory, 5.90 

Hickory 2%x4%.... 1.00 

Hickory, 5. 1.05 

Hi^’-'orv 3x5.1.15 

Plain Bent Hay— 

4% foot.55 

5 foot. .60 

Plain Manure— 

4 foot.50 

4% 55 

X Strap Header— 

4 foot .75 

4% foot.80 

5 foot.90 

5% foot. 1.00 

X Strap Manure— 

4 foot.80 

4% foot.85 

Hoe— 

Ivanhoe, 4% foot.50 

Mortar.85 

X German. 4% ft.70 

Planter. 4% ft.60 

Rake— 

X, 6 foot.75 

Long Shovel XX.70 

Long Spade XX.65 

Long Maynard XX.. .70 
D Handles.75 


Bench—(Single or 
Double Bevel) 

8 White. 2.00 

7 White. 2.15 

6 White.2.85 

5 White. 2.85 

4 White. 2.75 

Claw 1 Plumb. 1.85 

Claw 2 Plumb. 1.40 

Claw 3 Plumb. 1.50 

Shingling 1 Plumb. . . 1.20 
Shingling 2 Plumb. . . 1.25 
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RBTATTi WKTiTiTWQ PRICE—Oontlsuad. 


HATCHETS—Continued. 


Broad 

3 

Plumb.... 

. 2.00 

Half, 1 Plumb. 

1.25 

Broad 

4 

Plumb.... 

. 2.25 

Half, 2 Plumb. 

1.80 

Broad 

6 

Plumb.... 

. 2.50 

Barrel or Fruit Boxei 

i— 

Shingling 8 Plumb.. 

. 1.80 

Sayre 400. 

Sayre 401. 

1.65 

1.50 


HINGES A B 
No. 900 Lt. 


Strap Hinges. 
Pr. Ds/Pr. 


No 


3- inch ....$.20 $ 1.75 

4- inch .25 2.10 

5- inch.80 2.15 

5-inch.85 2.90 

985 Cor. Strap Hgs. 

Pr. DsTPr. 

4- inch .$ .25 

5- inch.86 

6- inch.40 

8-inch.00 

10-inch ..... .90 

12-inch . 1.85 

No. 904 Lt 


2.40 

8.75 

4.00 

5.60 

9.50 

18.00 


Tee Hingea. 
Pr. Da. Pr. 
$ 1.75 
1.90 
2.10 
2.40 


8-inch .$ .15 

4- inch.20 

5- inch.20 

6- inch.25 

No. 987 Cor. Tee Hingea. 

Pr. Da. rr. 

4- lnch .$ -85 $ 8.00 

5- inch.40 8.40 

6- inch.00 5.00 

8-inch.75 8J>0 

10-inch . 1-20 12.75 

12-inch . 1.75 17.00 

No. 888 Butte. 


Included)— 

No. 160 FAD2. 
Oont. 

2%-in.$ .40 

3- in.45 

3)4-in.55 

4- in.70 

4*-in.95 

No. 160 N. 
Oont. 

2%-in.$ .45 

8-in.50 

8%-in.60 

4-in.65 

4%-in.1.00 

No. 160 8 F2. 
Oont. 


%-inch . 

1- inch .. 
1)4 -inch 

1) 4-inch 

1 % -inch 

2- inch .. 

2) 4-inch 

2 )4 -inch 
2 % -inch 
8-inch .. 
8 % inch 


Da. Pr. 


1)4 inch 
1 % -inch 


Pr. 

....$ .15 
.. 15 

2- inch.15 

2)4 -inch.20 

2) 4-inch.20 

2%-inch- .20 

3- inch .25 

No. 781)4. 
Cont. 

2%x2%-in. 

8x8-in. 

8)4 *8)4-in. 

4x4-in. 

4%x4%-ln. 

6x5-in. 

5%x5%-in. 

No 

2%x2%-in. 

8 x 3-in. 

3) 4x3 )4*in. 

4x4-in. 

4) 4x4)4*in. 

5x5-in. 

5%x5%-in. 

6x6-in. 

No. 241 
2 )4 x2 )4 *in. 

Bx8-in. . . . 
8%x3%-in. 

4x4-in. . . . 
4)4x4)4*in. 

5x5-in. ... 
5%x5%-in. 

6x6-in. . 

No 


.40 
.40 
.40 
.50 
.75 
.95 
1.25 
783. 
f .40 
.40 
.40 
.50 
.75 
1.00 
1.25 
1.40 
FAD2. 
f .40 
.40 
.40 
.55 
.80 
1.00 
1.80 
1.50 


2%x2%-in. 
8x3-in. ... 
3%x8%-in. 
4x4-in. ... 
4)4x4)4*in. 
5x5-in. ... 
5%x5%-in. 
No. ‘ 


241 SF 2. 
Cont. 
$ .45 
.45 


.50 

.60 

.85 

1.05 

1.85 


2 )4 x2 )4 *in. 
3x8-in. ... 
3)4x3)4*in. 
4x4-in. . .. 
4 )4x4)4*in. 
5x5-in. .. . 
5)4x5H-in. 
6x6-in. ... 


241 HAN. 
Cont. 
9 .50 
.50 
.50 
.65 
.90 
1.10 
1.85 
1.60 


2)4*1n. 
8-in. .. 
8)4-in. 
4-in. .. 
4)4 *in. 


No. 


$ .10 

$ -75 

1 

.10 

.85 


.10 

.95 

1%-in. 

.10 

1.05 

2-in. . 

.15 

1.20 

2%-in. 

.15 

1.80 

3-in. . 

.15 

1.45 

8%-in. 

.20 

1.60 

4-in. . 

.20 

1.85 

4%-in. 

.20 

2.15 

I 

.25 

2.50 


840. 


1%-in. 


.45 
.55 
.60 
.70 

.90 

165 FAD2. 
Cont. 

1%-in.| .85 

2-in.40 

2)4 *in.45 

8-in.55 

8)4-in.65 

4-in..80 

4)4-In.1.20 

165NASF2. 

Oont. 
....$ .40 

.45 

. .50 

... .60 

.70 

.80 

_1.20 


Ret. 

f .50 
.55 
.65 
.80 

1 . 0 * 

Ret 
f .50 
.60 
.70 
.75 

1.15 

Ret. 
$ .55 
.65 
.70 
.80 

1.00 

Ret. 
I .40 
.45 
.50 
.65 
.75 
.95 

1.85 

Ret. 
f .45 

.50 

.55 

.70 

.80 

.90 

1.80 


$1.45 

1.60 

1.65 

1.80 

2.00 

2.10 

2.20 

Ret. 

$ .45 

.45 

.45 

.55 

.85 

1.05 

1.85 

$ .45 
.45 
.45 
.55 
.85 
1.10 
1.85 
1.50 

$ .45 
.45 
.45 
.66 
.95 
1.20 
1.50 
1.65 

Ret. 

$ .50 
.50 
.55 
.65 
.95 
1.15 
1.50 

Ret. 

| .55 
.55 
.55 
.75 
1.00 
1.80 
1.50 
1.75 


Pr. Da. Pr. 
) .25 $2.90 

2-in.80 2.90 

2)4 in.80 8.85 

8-in.40 4.00 

No. 295 SF2. 

Pr. Da. Pr. 

1) 4-in.$ .80 $8.20 

2-in.85 8.70 

2) 4‘in.85 4.00 

8-in.40 4.60 

No. 295 N. 

Pr. Da. Pr. 

1) 4 in.$ .85 $8.80 

2-in.40 

2) 4 -in.45 

8-in.50 

No. 295 H. 

Pr. Da. Pr. 

1) 4-in. .$ .80 $8.35 

2-in.85 - 

2) 4-in.40 

8-in.45 

No. 289 FAD2. 

Pr. Da. Pr. 

2x2.$ .80 $3.20 

2)4x2.80 - 

2)4x2)4.85 

8x8.45 

No. 289 SFD. 

Pr. Da. Pr. 

2x2 $ .30 $3.35 

2)4x2.85 

2)4x2%.85 

8x8.45 

No. 289 N. 

Pr. Da. Pr. 

2x2 .$ .40 $4.60 

2)4x2.45 

2)4x2%.45 

8x8.65 

No. 289 H. 

Pr. Da. Pr. 

2x2 $ .80 $3.35 

2%x2.40 

2%x2 %.40 

3x8.50 

1430 FAD2 Hg« .35 


4.20 

4.60 

5.85 


8.65 
4.00 

4.65 


8.85 

8.55 

4.80 


8.55 

8.65 

4.90 


4.75 

4.90 

6.00 


1480 N 
1431 FAD2 
1431 SF2AN 
1478 FAD2 
1478 SF2AN 
1480 FAD2 
1480 SF2AN 


.40 

.25 

.25 

.25 

.25 

.25 

.25 


4.25 

4.40 

5.60 

4.00 

4.85 

2.50 

2.80 

2.50 

2.80 

2.20 

2.80 


1475 FAD2 .20 

2.20 

1474 FAD2, 2 .80 

8.80 

1475 8F2AN .25 

2.80 

1474 SF2, 1% .25 

2.80 

1474 FAD2, 1% .25 

2.40 

1474 SF2, 2 .85 

8.60 

WROUGHT BRASS BUTTS—Narrow. Middle A Broad 

Add 

35% to List. 




HODS—Coal— 




Open Japanned— 


Open Galvanised 


15 . 

.$ .50 

15 . 

$ .75 

16 . 

. .«•* 

16 . 

.95 

17 . 

. .70 

17 . 

1.10 

18 . 

. .75 

18 . 

1.35 

20 . 

. .90 

20 . 

1.50 

HOOKS—Bright. 




No. 

Dos. 

No. 

Dos. 

0 .. 

$ .85 

104. 

$ .45 


.75 

.65 

.55 

.45 

.85 

.25 

.20 

.15 

.15 

.15 

.10 

.10 

.10 


4 . 

5 . 

6 . 

7 . 

9 . 

10 . 

11 . 

12 . 

13 . 

14 . 

Gross—60% Discount from Hat. 
Brass No. 1412— Dos. 

% .$ -20 

% .20 

%, 2 for 5c.20 

%, 2 for 5c.25 

1, 2 for 5c.80 

Brass Cup No. 181— 

Dorn. 

.$ .20 

.20 

.20 

2 for 5c.20 

2 for 5c.. .25 

JEW EYES—Bright 


105. 

106. 

107. 

108. 

109. 

110 . 
111 . 
122 . 
118. 
114. 


•85 

.25 

.20 

.15 

.15 

.15 

.15 

.10 

.10 

.10 


Dos. 

4, 2 for 5c.$ .85 

% .40 

4 .50 

4. 2 for 15c.76 

2 for 15c.85 

Dos 

2 for 5e.$ .80 

4 .*0 

4 .50 

4. 2 for 15e.75 

2 for 15c.85 


Dos. 

$1.70 

1.25 

.70 

.55 

.50 

.40 

.30 

.25 

.20 

.15 

.15 

.15 


No. 

104 

105 

106 

107 

108 

109 

110 
111 
112 
118 
114 


No. 

204 

205 

206 

207 

208 

209 

210 
211 
212 
218 

214 

215 


Dos. 

$ .80 
.25 
.20 
.15 
.15 
.15 
.10 
.10 
.10 
.05 
.05 
.05 


.10 

... 

.. • 

... 


.10 

... 

.. • 

... 


.10 

... 

... 

... 


.05 

... 

... 

... 


.wo ... ... ... 

or full packages, 60% aiscount from list. 


Dos. 

No. 

Dos. 

No. 

Do*. 

$2.85 

1104 

$1.50 

1204 

$1.50 

2.40 

1105 

1.80 

1205 

1.80 

1.85 

1106 

1.05 

1206 

1.05 

1.50 

1107 

.80 

1207 

.80 

1.80 

1108 

.75 

1208 

.75 

1.05 

1109 

.50 

1209 

.50 

.80 

1110 

.45 

1210 

.45 

.75 

1111 

.35 

1211 

.35 

.50 

1112 

.80 

1212 

.80 

.45 

1118 

.25 

1218 

.25 

.85 

1114 

.20 

1214 

.20 

.80 

.... 

.... 

.... 

.... 


Each 

No. 1040 t 1% $ .15 
Brass, 2. 

2 % .... 

8 . 

3 % .... 

4 


.20 

.20 

.25 

.30 

.35 


Dos. 

$1.40 

1.75 

2.10 

2.75 
3.40 

3.75 


Gross Lots 40% off List. 


1018 .25 .... - .... 

1014 .20 .... _ .... 

Gross lots or full packages, 50% discount from list. 
HOOKS AND EYES—Gate. 

No. 40, 1%.$ .25 

No. 40, 2.80 

No. 40, 2%.40 

No. 40, 3 45 

No. 40, 8%.50 

No. 40, 4 60 

No. 40, 4%.65 

No. 40, 5 75 

No. 40, 6 90 

Gross Lots 60% off List. 

IRON—Bars Small Lots. 

(Cutting Extra) 

Common Bar .$ 06 lb. Base 

Angle Iron, %-inch .10 

Angle Iron, 3-16-inch.08 

Angle Iron, %-inch and heavier.07% 

Rd,, sq. and sq. twisted— 

%-inch and smaller . 7.50 

5-16-inch 7.00 

% to 2%-inch . 6.50 

3-inch and larger . 7.50 

Flats, all sizes . 6.50 

UNIVERSAL PLATES—Mild Steel Bars. 

%-inch and thicker and wider than 6-inch... 9.25 


Base 


cwt. 


Digitized by Google 
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RBTAIL SELLING PRICE—Continued. 


SHEETS—Galvanised, Full Sheets—10 to 16, 12 *4 c lb.; 18 
to 24, 13c: 26 to 27, 13c; 28, 14c; 30, 15c.. Black 
Sheets—Full Sheets, 12 to 16, 11 c lb.; 18 to 28, 12c 
For cutting sheets, add 10 % to above. Corrugated—Ptd., 
28 Ga., $6.75 ; Gelv., 26 Ga., $10.50; Galv. 28 Ga., $9.50; 
Rock Face Siding, $10.50. 

IRONS—Sad. Common, 9c lb.; Mrs. Potts No. 50, $1.75 set; 

Dover No. 70, $2.75 set. 

ICE TOOLS— 

No. 815 Plow, 8 -in.$40.00 

No. 316 Plow, 10 -in. 47.50 

No. 817 Plow, 12 -in. 54.00 

No. 320 Plow, 8 -in. 42.50 

No. 821 Plow, 10 -in. 5o!oo 

No. 822 Plow. 12-in. 57.00 

No. 456 Splitting Chisel. 4.75 

No. 495 . 5*85 

No. 520 Ice Hooks, 4-ft. 1.85 

f H it. 1.40 

. 1.50 

. 1.65 

No. 1 Ice Tongs V A B. I .75 

No. 2 . 2.00 

no. s .;;; 2.25 

No. 540, 18-inch . 2 00 

14 *4-inch .i 2.15 

16 *4 -inch . 2.25 

Pond Ice Saws—Tiller Handle. 

4% -foot. 5.75 

5;*°°* . 6.25 

5*4 -foot . 6.75 

JACKS—Bell Bottom, Net List. 

Wagon—Lanes—0L, each $1.75; 1L, $2.50; 2L. $3.50: 
3L, $6.75. 

KNIVES A FORKS—Iron Handled, $1.25. 

KNIVES—Hay—Lightning $1.85; Iwan Sickle, $2.00; Iwan 

Serrated, $ 2 . 00 ; Heath’s Upright, $1.85. Corn—Corn 

King, 40c; No. 12 Hooks, 50c. 

KNOBS—Maple, Base, 5c each; 85c dos. 

LACING—Belt— 

Leather Bristol 

Size *4, per ft.$ .03 111 , per inch.$ .01*4 

Size 5-16 per ft.08 112 , per inch. 02 

Size *4, per ft.04 113, per inch_$ .02*4 

Size *4, per ft-$ .05 114. per inch.08 

Size %, per ft.06 Wire- 

Size %, per ft.08 No. 1 , box 50 ft.60 

No. 2 .65 

LADDERS—Extension, per ft., 80c; Step, common, per ft., 

20c; best, per ft., 50c. 


LANTERN GLOBES— 

No. 0.$ .20 

No. 0 Ruby.45 

0. B. 


No. 2 0. 

No. 2 C. B. Short... 


.20 

.20 


No. 2 C. B. Ruby. . .$ .50 
No. 2 Ruby Short... .50 

Dietz Jr.20 

89 R. R.25 


Each Set 

.15 2.75 

.15 8.25 


LANTERNS—No. 0 each, $1.10; No. 1 C. B., $1.25; No. 2 
C. B., $1.75; N. S., $1.75. 

LEAD—White—12 *4-lb. Keg. $1.85; 25-lb. Keg. $3.65; 50-lb. 

Keg, $7.15; 100-lb. Keg, $14.00. 

LETTERS—Steel— 

Each Set 

*4.$ .25 $ 8.75 *4... 

% .40 6.00 8-16 . 

*4. .60 10.50 

LEVELS— 

No. 0.$1.25 

No. 5.2.25 

No. 10.2.75 

No. 15.2.75 

No. 25. 8.00 

No. 80. 2.25 

No. 90. 3.50 

No. 93.3.50 

No. 95. 5.50 

No. 96. 7.00 


No. 103.75 

No. 86—12-inch.$2.00 

No. 86—18-inch.2.50 

No. 86—24-inch.2.85 

No. 37—12-inch.8.00 

No. 87—18-inch.8.50 

No. 87—24-inch.4.00 

No. 84. 1.85 

No. 4524. 4.00 

No. 4*24. 5.50 

LIFTS—Sash—Large Bar, $1.25 doz.; Small Bar, $1.10 doz.; 
Hook, 40c doz. 

LINE—Clothes— Length 50 75 100 

No. 9 Wire, each.$ .50 $ .60 $ .75 

Twisted No. 20.80 .35 .40 

Cable No. 15. .65 .80 

Cotton *4 -inch .60 ... 

LOCKS—Rim—Steel, 75c set; Cast, 60c set. 

OAR LOCKS—2-in., per pair 40c; 2 *4-in., per pair 60c; 
2 *4 -in., per pair, 70c. 

MATS—Reg. Cocoa— 

Door 14x24.$ .90 Door 22x86. 2.00 

Door 16x27. 1.25 Medium, 16x27.1.50 

Door 18x80. 1.40 Medium, 18x80.2.25 

Door 20x83. 1.85 

MATTOCKS—Handles Extra— 

Pick .$1.60 6-lb. long or short ctr 1.50 

5-lb. long or short ctr 1.40 Grub Hoes, No. 2... 1.25 

MAULS—Handles Extra—Post, cast, 7c lb.; R. R. Track, 
920, 25c; Woodchoppers, 960, 25c; Woodchoppers, 960A, 
25c. Dble Face (see Hammers). 


MILLS—Cider- 

Junior .$25.00 

Medium.80.00 


Senior.$40.00 

Force Feed . 18.00 

MOP STICKS—No. 7, 25c each; No. 18, 25e each; No. 70 
or Janitor’s. 65c each. 

MOPS— Slasher Cotton 

15 oz., each.$ .75 15 oz., each.$ .75 

18 oz., each.85 18 oz., each.85 

21 oz., each. 1.00 21 oz.. each. 1.00 

MOWERS—Great American—15-in., $16; 17-in.. $18* 19-in 
$ 20 ; 21 -in., $ 22 . Common— 12 -ln! $ 6 ; 14 iS., $S.25 ; l^ 
m., $6.50. 

NAILS—Base per Keg, $5.80. 60 to 99 lbs., add 50c per 

100 lbs. to Keg price. 1 to 50 lb- 

l\ n * .* 08 01X1 Casing «*».08 

Fine Bright. ..08 Galv. Felt. 15 

Common 2A3d.08 Galv. Boat. 12 

Common 4A5d.08 Clout_ 

Common 6A7d.07 Bulk, lb. . . 30 

Common 8 to 60d.07 *4 lb. Papers,* ‘ea..'! .*20 

Casing 2A8d.08 Cigar B?x— 

Casing 4A5d.08 Bulk, lb.30 

Casing 6 to 20d.08 1 lb Panera M a* 

Finishing 2A3d.10 U lb. P . lo 

Finishing 4A5d.08 *4 lb . 15 

Finishing 6 to 20 d.. .08 Trunk—. 

Smooth Box 4 to 6 d. .08 Bulk, lb. .. . 80 

Smooth Box 8 to aod .08 1 lb. Paper., ... ” ; 8 5 

Barb Box 4 to 5d. . .08 *4 lb on 

Barb Box 6 .08 *4 lb. ! 1 !!!!! . 15 

Barb Box 8 to 20 d. . .08 Horseshoe—. 

B ar |> Roof % to J4 . . .10 Capewell, lb.80 

Barb Roof 1 to 1*4.. .10 Northwestern . 80 

Plaster Board. 10 Union . 25 

C. 0. Box.10 

NETTING—Poultry- 

No. 19, 2-inch Mesh— No. 20, 1-inch Mesh— 

12-inch.$ 2.48 12-inch.$ 4.95 

18-inch . 8.56 18-inch . 7.32 

24-inch . 4.54 24-inch. 9 .O 8 

30-inch . 5.42 80-inch . 10.88 

36-inch . 6.19 36-inch. 12!38 

48-inch .. 8.25 48-inch . 16 50 

60-inch . 1°.82 60-inch . 20*68 

72-inch . 12.88 72-inch . 24!?5 

Full Rolls, 20 % off list. Over 100 feet, list 

Less than 100 feet. 25% above list. 

Union Lock—Light 48 in. 5 25 

2 J in.$3.50 60 in..*.*.*.*! .* .* .*.’ 6.25 

86 in. 4.60 72 in. 7.00 

NI »2 P 2? & 14^n ttl *»2°T 81n " 81,75 ® ,eh: 10 ' in - •>•»»! Min.. 


NUTS—Hot Pressed— 

Blank 

*4 inch.$ .25 

5-16 inch.23 

% inch.20 

7-16 inch.19 

*4 inch. 17 

9-16 inch.17 

% inch.16 

*4 inch.16 

% inch.15 

1 inch.15 

OAKU^-P.umber,. 16c lb.; Navy, 25c lb.; Best Unspun, 

OIL—Boiled Linseed, $1.60 *al. 

OILERS—Chase’s Zinc 
00 


Threaded 

*4 inch..*.$ .f 7 

5-16 inch.25 

% inch.22 

7-16 inch.21 

*4 inch.. 

% inch.. 

% inch. 18 

% inch. 17 

1 inch.. 


0 

1 

1*4 

2 . 


Cannon Pump— 
Brass 


$ .10 

Copperized 

Steel— 

.10 

13 . 


.15 

14 . 


.15 

14B . 


.20 

15A . 


.25 

16 . 


.80 




.85 


No. 11.$3.65 

No. 12. 1.75 

No. 13. 2.00 

Felloe- 

No. 8 .$1.75 

No. 4 . 1.85 


Tin 

No. 1.$1.00 

No. 2. 1.15 

No. 8. 1.35 


No. 5 


2.00 


No. 6 . 2 15 


OUTFITS—Cobblers—Eclipse, $1.00 each; Family, $1.85; 
Home, No. 1, $2.00; No. 2, $1.50. Lasts and Stands, No. 
15, cast, 90c; No. 15, extra heavy, $1.35; No. 24, malle¬ 
able. $2.25. 

PACKING—Sheet Rubber—Standard, 20c lb.; Rainbow, 90c; 
Italian Hemp, Common, 40c; Square Flax, braided, 50c; 
Piston Spiral 8team, High Pressure, $2.25; Steam or Water, 
Low Pressure, $1.25. 

PAN8—Acme Frying— 

No. 00, each.$ .15 No. 4, each.$ .40 

No. 0, each.25 No. 5, each.45 

No. 1, each.30 No. 6, each.50 

No. 2, each.35 No. 7, each.60 

No. 8, each.85 
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PAPER—Building 


P A B 


No. 1—500. 

.$2.00 

No. 1—1000. 

3.90 

No. 2—500. 

2.95 

No. 2—1000. 

5.75 

No. 3—500. 

4.00 

No. 8—1000. 

7.70 

Rod Resin— 


17 lb. 

, .$1.15 

20 lb. 

. 1.40 

Sandpaper— 


No. 00-0-%-l, quire. 

.$ .60 

No. 1%,quire. 

. .65 


RETAIL SELLING! PRICE—Continued. 

PLANES—Continued. 

Imitation P A B 

No. 1—500.$1.80 

No. 1—1000. 8.40 

No. 2—500. 2.55 

No. 2—1000. 4.95 

No. 3—500. 8.60 

No. 8—1000. C.75 


65 

1.90 

105 

8.25 

2% 

.50 

65% 

1.65 . 

110 

.85 

2% 

.50 

71 

2.85 

118 

4.25 

2% 

.55 

71% 

2.25 

120 

1.10 

2% 

.55 


.75 

.80 

.85 

.85 


Stanley 100‘ & 101 .20 

Stanley 102 A 108 
fc.anley 110 & 130 
Stanley 122 k 220 


25 lb.$1.65 

80 lb. 1.90 

No. 2-2 H. quire.$ .75 

__ No. 8, quire.85 

Leae Quantities, 8 for 10c 

PADS—Sweat—No. 63 N12. Red Edge, 75c; No. 146 A12, 
Blue and White striped, $1.50. 


PEA VIES— 


—Socket— 


Hickory 

$2.75 

2.85 

2.85 

8.00 

8.25 

3.25 
8.50 


—Bangor— 
Maple Hickory 


$2.80 

2.85 

8.00 

8.10 

3.25 

3.35 

8.75 


Maple 

2%x4 .$2.50 

4% . 2.75 

2%x4% . 2.75 

6 . 2.75 

2%x4% . 8.00 

5 . 8.00 

8x5 . 8.15 

PICKS—Drifting—Each, 3-lb., $1.00; 4-lb., $1.15; 4%-lb., 
$1.25; 5-lb., $1.40. Railroad—5-lb., $1.25; 6-lb., $1.85; 

7-lb., $1.50; 8-lb., $1.75. Contractors—6 Vi-lb., $1.65; 8- 

lb., $1.65. 

PINS—Escutcheon—Small lots, 15c os.; large lots, 40% over 
List. 

PIPE—Stove. 


3 . 

4 . 

5 . 

0 . 

7 . 

7-6 or 6-7 Com., 40c; Pol., 70c. 
6-5 or 5-6 Com., 40c; Pol., 70c. 


$3.00 

8.10 

3.25 

3.35 

8.50 

3.60 

3.85 


Tee 


PIPE— 

Standard Black 

Galvanised 


Full 

Cut 

Full 

Out 


Length 

Length 

Length 

Length 

% . 


$ 6.75 

$ 8.00 

$ 9.00 

V4 . 


7.50 

9.00 

10.00 

% . 


7.50 

9.00 

10.00 

% . 


9.00 

10.00 

11.00 

% . 


10.75 

12.50 

18.50 

1 . 


15.00 

17.75 

19.00 

1% . 


21.00 

24.50 

26.00 

1% . 

. 22.50 

24.00 

28.80 

30.00 

2 . 


82.00 

88.50 

40.00 

2% . *... 


53.00 

61.00 

68.00 

8 . 


70.00 

80.00 

93.00 

8% . 


92.00 

119.00 

122.00 

4 . 


108.00 

140.00 

146.00 


Cut Length, 10% extra. 

Pipe Conductor—Corrugated 

2 inch, per ft.$ .18 Vi 4 inch, per ft.$ .19 

8 inch, per ft.15 5 inch, per ft.24 

PITCH—Asphaltum—5-lb. can, 35c; 10-lb. can, 70c; 25-lb. 
can, $1.50; 50-lb. can, $2.75; Vi Bbl., $4.50; Bbls., $8.00. 

PLANES—Wood Smooth, $1.25 each; Wood Jack, $1.50. 

PLANES— 

1 
2 
8 
4 

4 Vi 

5 

5 Vi 

6 

7 

8 

:* 

10 
10 % 

11 

11 Vi 

12 

12 Vi 
18 

15 

15% 

16 

17 

18 

19 

20 
20% 

21 
22 
61 
62 


$2.10 

28 

$2.00 

72 

8.00 

180 

1.15 

2.65 

24 

2.00 

72% 

4.65 

181 

2.00 

2.75 

25 

1.90 

74 

7.00 

140 

2.00 

8.00 

26 

2.25 

75 

.60 

146 

8.00 

8.50 

27 

2.50 

78 

2.25 

147 

8.00 

8.50 

27% 

2.50 



148 

8.00 

4.00 

28 

2.65 

8CRAPER8— 

180 

1.75 

4.50 

29 

2.75 

80 

1.25 

181 

1.75 

5.00 

80 

8.00 

81 

2.00 

182 

1.75 

6.00 

81 

8.25 

82 

1.50 

190 

1.85 

1.50 

82 

8.85 

88 

1.50 

191 

1.85 

1.75 

88 

8.85 



192 

1.85 

4.85 

84 

8.50 

PLANES— 

220 

1.10 

8.50 

85 

2.50 

85 

8.50 

289 

2.75 

8.00 

86 

2.75 

87 

2.75 

340 

2.25 

4.25 

87 

2.85 

90 

2.75 

444 

7.50 

8.85 

89 

2.25 

92 

2.75 

602 

8.00 

4.50 

40 

1.65 

93 

8.85 

608 

8.25 

4.25 

40% 

2.00 

94 

3.85 

604 

8.50 

1.50 

45 

9.50 

97 

8.00 

604% 

4.00 

1.90 

46 

7.50 

98 

1.40 

605 

4.00 

1.65 

47 

5.50 

99 

1.40 

605% 

4.25 

1.85 

48 

8.75 

100 

.40 

606 

5.00 

1.75 

49 

8.75 

101 

.85 

607 

5.75 

1.85 

50 

6.00 

102 

.60 

608 

6.75 

5.65 

55 

17.50 


Stanley Stanley 

5.00 

57 

5.50 


Single Double 

2.00 

60 

1.65 

1% 

$ .35 

$ .55 

2.00 

60% 

1.50 

1% 

.40 

.60 

1.50 

108 

.75 

1 % 

.40 

.65 

3.85 

104 

2.85 

2 

.45 

.70 


.20 
.80 

..... AO 

Stanley 140 . A5 

Stanley 10 A 10% Single. -75 

Stanley 10 A 10% Double . 1-25 

Stanley 12 A 112.85 

Stanley 12 A 112 Toothing.55 

Stanley 9 Vi A 9% .80 

Stanley 15, 16, 17, 18, 19 .80 

Stanley 60 A 65 .80 


PLIERS— 

No. 102 Bernard’s 


6 %. 

4V4. 

5 % 

7%. 


2.00 
.$1.85 
. 1.65 
2.25 


Klein’s Side Cutting 


Com. 

Pol. 

Galv. 

Com. 

t 

21 

$ .30 

$ -45 

$ .55 


71 

.30 

.45 

.60 


72 

.30 

.55 

.65 

$ .70 

5 . 

.30 

.55 

.70 

.80 


.35 

.70 

.85 

.95 

4 


PLUGS—Spark—$1.00 each. 
POLISH— 

Brilliantshine- 

% Pt. 

Pts. 

Qts. 

Vi Gal. 

Gal. 

Rex— 

Vi Pt. 

Pts. 

POTS— 

Gasoline Fire- 


$1.85 

2.10 

2.35 

2.65 

3.25 


$ .15 

.25 

.50 

.85 

1.25 

$ .15 
. .25 


. 9.35 

.9.30 

Watering Galvanised 

Quart.$ .85 

Quart. 1.00 


—Liquid Veneer— 

4 ounces. »..$ .25 

12 ounces.50 

Quarts . 1.00 

Gallon. 8.00 

Qts.50 

Vi Gal.85 

Gal. 125 

8 Quart. 1.10 

10 Quart. 1.40 

12 Quart. 1.50 

16 Quart. 1.75 

Tin— 

4 Quart .$ .55 

6 Quart.65 

8 Quart.85 

10 Quart. 1.00 

2 qt., 85c; 8 qt. 50c. 
each; Rex. Jr., $1.25; Red 


Watering Ptd.—1 qt., 80c; 

PULLERS—Nail—Rex. $1.45 . _ 

Devil, $2.00; Morrills, $2.00; Little Giant, $1.60. 
PUMPS—P. S.—1, $3.00; 2 $3.40; 3, $8.85; 4, $4.25. 
PULLEYS—Frame—No. 4 Ottumwa per do*., 65c; No. 5, 
70c; No. 9, 70c; No. 105, 65c; No. 109, 65c. 

PUTTY—Per lb., 10c. 

RIVETS— 

Iron Carriage—Round or Flat Head, per lb., 25c 
Tinners’— 

8 to 12 os., per C... .$ .05 
1V4 to 2 lb., per O.. .10 
2% to 4 lb., per 0.. .15 
Copper Brake Band— 

No. 6 to 8.$1.00 

Copper Rivets and Burrs— 

No. 8 % lb. pa.$ .45 

No. 10 V£ lb. pa 


.45 

No. 12 % lb. pa.50 

Copper Rivets Only— 

No. 8 1 lb.80 

Copper Burrs Only— 

No. 8 and 9.$1.10 

Copper and Burrs— 

No. 8 to 10 % lb. pa. .45 


5 1b., per O.$ .20 

6 lb., per C.25 

7 lb., per 0.80 

No. 10.$1.00 

Asst. 8 A 9, pa.45 

No. 9 R. H., pa.45 


No. 10, 1 lb.85 

No. 10 and 12.$1.15 

No. 12, % lb. pa.50 


Rivets and Burrs California Tire—% and 5-16, per Ib. f 80c 
ROOFING—Standard—% ply sauare, $1.75; 1 ply equare, 
$2.00; 2 ply square, $2.50; 8 ply square, $8.00. 

ROPE— Manila—8-16 A V4 lots under 200 ft.: 5-16 to % 
lots under 100 ft.; % to 1-ln. lots under 50 ft. All to be 

Sell 
per lb. 

Over 200 ft.$ .60 

Over 200 ft.50 

Over 100 ft.50 

Over 100 ft.45 

Over 100 ft.45 

Over 100 ft.. .45 

Over 100 ft.45 

Over 100 ft.45 

Over 100 ft........ • .45 

Over 100 ft.45 

Over 100 ft.45 

.... .45 


sold by measure. 

Av. ft. 

Sell 

8ize 

in 1W 

per ft. 

8-16 ... 

.80 

%c 

V4 . 

.55 

l%c 

5-16 _ 

.88 

mu 

8-8 . 

.27 

2Hc 

7-16 _ 


2%c 

%. 

.18 

8%c 

9^16 


4%e 

% . 

. 8 

6c 

% . 


7%c 

% . 

. 4% 

10c 

1 . 

. 4 

18c 


Larger . 

Wire—20% above list. 


RULES— 


No. 

8 

5 

7 

17 
80 
80% 
31 . 


Price 

878- .$ .75 

808- .70 

762B 75 

..60 

.85 

. 1.00 

. 1.00 


No. Price 

82 886 50 

82% 888 .65 

33 .15 

86 171.85 

86% 872 .45 

88 .1.25 

89 .2.75 


Digitized by 


Google 
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RETAIL BP.IJ.mO PRIDES—Continued 


RULES-Continued. 

40 8.25 

41 .25 

42 .40 

50 85 

61 851 .30 

52 871 .50 

53 861 .80 

53 *fc 861A 65 

54 881 .65 

57 488 .50 

58 .45 

61 751 .25 

61*4 750 .25 

62 781 .60 

62C 7810. 1.25 

62 *ft 780 .50 

63 761 .30 

63*4 760 .80 

64 476 .25 

66*4 8851 .50 

66% 8881 . 1.00 

68 651 .20 

60 465 .15 

72 762 .45 

75 862 .50 

78% 882 .85 

81 .60 

lie’* 862 qW.WWW loo 

84 771 .55 

85 . 4.00 

86 5.00 

87 6.00 

89 . 6.50 

92 . 1.50 

92 % 1.25 

94 4883 . 1.75 

480 . 1.00 

REGISTERS— 

Jap 6x8.$1.55 

Jap 8x10. 1.65 

Jap 10x12.2.40 

Jap 10x14. 8.15 

Jap 12x14. 4.85 

REGISTER FACES— 

Jap 6x8.$1.00 

Jap 8x10. 1.10 

Jap 10x12. 1.70 

Jap 10x14.2.20 

Jap 12x14.2.80 

DI8ST0N SAWS— 

No. 18-in. 20-in. 

7 .$1.90 $2.00 

D-8 ft 1874 _ 2.35 2.50 

16 . 2.35 2.50 

12 . 2.70 2.85 

112 . 2.80 2.95 

D-21 A 22. . 

D-20 ft 28.. 


08 
04 
05 
06 
08 
108 

104 

105 

106 
108 

204 . 

206 . 

803 . 

804 . 

403 . 

404 . 

405 . 

406 . 

408 . 

503 . 

504 . 

505 . 

506 . 

508 . 

803 . 

804 . 

805 . 

806 . 

808 . 

853 . 

854 . 

855 . 

856 . 

858 . 

Aluminoid Zig Zag— 

4- inch .$1.25 

5- inch . 1.50 

6- inch . 1.75 

White 6x8.$1.85 

White 8x10. 2.00 

White 10x12. 2.90 

White 10x14. 8.80 

White 12x14. 5.25 


8518.40 

8514 .50 

8515 .65 

8516 .75 

8518. 1.20 

8618.60 

8614 .65 

8615 .80 

8616 .90 

8618 . 1.20 

.75 

. 1.00 

.60 

.80 

.40 

.50 

.60 

.70 

.80 

.50 

.60 

.75 

.85 

.90 

.40 

.50 

.60 

.70 

.85 

.40 

.50 

.65 
.75 
.90 


SAW S—Continued. 

Hand- 

No. 5 Simonda, No. 12 Disa 
ton or No. 69 Atkina. 

20-inch.$2.65 

22-inch . 8.00 

24-inch. 8.50 

26-inch . 8.85 

28-inch . 4.25 

30-inch . 4.75 

No. 8 Simonda, No. D8 
Disaton or No. 51 
Atkins. 

20-inch .$2.50 

22-inch . 2.75 

24-inch .2.85 

26-inch . 8.00 

28-inch . 8.50 

30-inch . 3.75 

No. DIOO or No. D20 
Disston. 

26-inch.$8.25 

28-inch . 8.50 

Back 12 in.2.25 

Back 14 in.2.50 

Back 18 in.2.75 

Back 20 in. 8.00 

Back 22 in. 8.25 

Compass No. 2, 10 in. .60 

12 in.65 

14 in.70 

16 in.75 

Buck— 


No. 10 Simonda or No. 7 
Disston. 

16-inch.$1.80 

18-inch. 1.90 

20-inch.2.25 

22 inch.2.50 

24-inch.2.65 

26-inch. 2.75 

28-inch . 8.25 

No. 4 Simonda or No. 120 
Disaton. 

26-inch.$4.00 

28-inch .4.25 

No. 112 Disston. 

26-inch.$3.25 

28-inch. 8.50 

Butcher No. 10, 16 in. 1.25 

18 in. 1.80 

20 in. 1.50 

22 in. 1.65 

Kitchen No. 2, 12 in. .45 

14 in.50 

16 in.55 

Mitre 24 in.8.50 

26 in. 8.75 

28 in.4.25 

80 in. 5.00 

Nest Complete !To. 8. 1.50 


1.00 


Com Sgl Brace V tooth ... 

Com Dol Brace V tooth . 1.50 

Com Dbl Brace Tuttle tooth . 1.75 

SAW CLAMPS—Stearns. 8, $1.75; 0, $1.00: 105, $2.50; 
200, $1.50; Went, 2, $2.50: Perfection, $1.00; No. 10, 
$1.50; N33, $2.00; No. 11 with guide, $3.25. 

8AW SETS— 

Colonial . 1.25 

7 Tsintor. 1.10 

28 Triumph. 1.25 

Hammer.85 

Lerer.25 


White 6x8... 
White 8x10.. 
White 10x12. 
White 10x14. 
White 12x14. 


22-in. 

$2.15 

2.60 

2.60 

8.05 

8.20 


24-in. 

$2.25 

2.70 

2.70 

8.25 

3.35 


26-in. 

$2.85 

2.85 

2.85 

8.45 

8.60 


.$1.30 
. 1.45 
. 2.20 
. 2.85 
. 8.65 

28-in. 

Rip 

$2.60 

8.10 

8.10 

8.70 


201 G. A P. 

...$1.00 

Spec. Morrill.... 

... 1.10 

105 Morrill. 

... .60 

1 Morrill. 

... 1.00 

10 . 

... 1.00 

77 . 

... .60 

X Out— 

Morrill No. 8.... 

_$1.85 

Baker No. 3.. . ..., 

... 2.25 

SAW TOOLS— 

Clipper _Outfit^.. 

...$ .75 


Morin Raker Gauge— 

No. 1 . 

No. 6 . 

No. 9 . 

Atkins Raker Swage. 
5-M Tooth Oauge. . . . 
Jointers Pikes Perf.. 
Jointers No. 7 Sterns 


1.00 

1.85 

1.50 

.40 

.15 

.60 

.65 


Morin No. 2.2.25 

Morin No. 2%.3-75 

Morin No. 8 .1.00 

Setting Tool Disston— 

No. 100.65 

No. 4 Setting Blocks— 

No. 4 Blocks. Morin. 1.00 
Swages No. 0 Disst. . 4.50 
Swages, Whitings.... 1.00 

Atkins Rex. 1.00 

Atkins Excelsior.75 


SCOOPS—Common Hollow Back— 


120 . 

D-115 A 15.8.80 


2.50 

2.65 

2.85 

8.05 

8.25 

8.50 

No. 

Price 

No. 

Price 

No. Price 

No. 

Price 



2.85 

8.05 

8.25 

8.50 

2 

$1.75 

5 

$2.00 

8 $2.30 

10 

$2.40 

2.50 

2.65 

2.85 

8.05 

8.25 

8.50 

3 

1.85 

6 

2.15 

9 2.85 

12 

2.50 

8.15 

8.25 

8.40 

8.60 

3.75 

4.00 

4 

1.90 

7 

2.25 

Potato No. 1 . 


. 2.00 


SAWS—One Man— 

8imonds Disston 

3.35 $8.50 

8.85 4.00 

4.80 4.50 

4.80 5.00 


2V‘- 

5 4 V- 


8.90 4.05 4.20 4.40 4.65 

Roy si 

Chinook 0.0. Chinook C.O 
6 ft. $9.60 5% $5.75 


Simonda Felling same price 
Atkins No. 400 and 401- 


6% 10.80 6 

7 12.00 6ft 

7% 13.25 7 

7 % 

ss Royal Chinook C. 0. 


6.50 
7.80 
8.15 

9.50 


28 in... 


...$6.85 

22 

in. 


26 in... 


... . 5.60 

20 

in. 

.4.40 

24 in... 


,... 5.20 

18 


.4 15 

Atkins 

No. 68 

and 69- 




28 in... 


_$3.60 

22 

in. 


26 in... 


-8.15 

20 

in. 


24 in... 


-2.90 

18 

in. 


Atkins 

No. 58- 

51 and 

65—— 



28 in... 


-$3.80 

22 

in. 


26 in... 


_2.90 

20 

in. 


24 in... 


-2.75 

18 

in. 


Atkins 

No. 64— 




28 in... 


-$4.00 

22 

in. 


26 in... 


- 3.50 

20 

in. 

.2.70 

24 in... 


. .. 8.30 

18 

in. 


Atkins 

No. 66 

and 67— 




28 in... 


_$8.60 

22 

in. 


26 in... 


.... 3.15 

20 

in T TT . . . . 

.2.50 

24 in... 


_a on 

18 

In.., . , T . 

. 2.20 

Atkins 

No. 70— 




28 in... 


....$2.85 

22 

in. 

. 2.10 

26 in... 


-2.40 

20 

in. 


24 in... 


-2.20 

18 

in. 



8CREEN (See Cloth) 
SCREWS— Iron Bench— 

V* .$1.00 

T4 . 1.10 

1 . 1.20 

Wood Hand— 

6 inch.$ .45 

8 inch.65 

10 inch.85 

12 inch.95 

Jorgensen— 

No. 0.$1.15 

No. 1. 1.25 

No. 2. 1.50 

SCREWS—Wood— 

Contr. Broken 

Full Pkg. Pks. 

60% 
50% 
50% 
40% 
80% 
20 % 
20 % 


1 % 
1*1 
1 Vi 

14 

16 

18 

20 

No. 

No. 

No. 


inch. 
inch, 
inch, 
inch. 


1.40 

1.50 
2.25 

1.10 

1.85 

1.00 

1.70 

1.65 

2.00 

2.50 


FH Brt ... .60% 

FH B1.60% 

RH B1.60% 

RH Nic.50% 

FH Gal.40% 

FH Brs.20% 

RH Brs.20% 


Flat Hd. Brt.—Small Quant. 

5c Dozen to $1.00 List 
10c Dozen to 
15c Dozen to 
20c Dozen to 
26c Dozen to 
80c Dozen to 
35c Dozen 


2.00 List 
8.00 List 
4.00 List 
5.00 List 
6.00 List 
to 7 00 List 
Retail 

Contr*s. by dos. 
list Plus 25% 
Plus 25% 
Plus 25% 
Plus 25% 


Lag ... 

Can V. thread .list 

Cap SAE .list 

8et .list 

Machine Iron 30% off list. 

Machine Brass .list 

Nuts for Machine Screws—Iron, add 20% to 
Brass, 40% to List Price. 

Bench—Iron—1-inch. $1.00; 1%-inch, $1.25; 
$1.50; 1 *4*inch, $2.25. Wood—2-inch, $1.25. 
SCREW DRIVERS—Yankee—80, $2.00; 81. $2.75; 

$1.50; 130, $2.25; 181, $2.90. 


Plus 20% 
List Price; 


1%-in, 


86 , 


Digitized by LjOOQle 
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RETAIL BELLING FBIOES—Continued 

STEEL GOODS— 


Hay Forks. 

84 HB . 1.25 

85B . 1.25 

Jr. Header Forks. 

J0184 .$1.85 

J0184H . 1.40 

Coke Forks. 

710 .$2.50 

712 . 2.75 

Warren. 

Hoes. 

Scythes. 

Bush A Weed 1.75 
Dutchman .... 1.75 

SB14.90 

SB16 . 1.00 

Malleable Rakea. 

12BOM.60 

14BOM.65 

084 . 1.25 

J0185. 1.40 

714 .8.00 


034% . 1.25 

084B .1.25 

Header Forks. 
R0144 % $1 50 

Shavings Forks. 

806L .2.15 

Fish Forks. 

IF .$ .75 

W8 . 1.20 

Ladies*. 

LY5 .65 

Smith*s Hoes. 

50A . 1.00 

Nursery. 

No. 7 . 1.00 

084HB .1.80 

085B . 1.25 

R0154 ".."1.65 

R0154U 1 A5 

Lawn Rakea. 

24 .$ .75 

Wood.50 

Asphalt. 

914. 2.50 

085B . 1.80 

R/1155 1 AS 

Riveted. 

RA.40 

Socket. 

G078 .95 

G07RY on 

044HB . 1.85 

045B . 1.50 

Alfalfa Forks. 
A0134 % $1 sn 

Stone. 

HW4 1 RJC 

German. 

GE2-0 .90 

C04 H . 1.25 

Ensilage Forks. 

508 . 2.15 

Chaff Forks. 

C1717L .8.00 

Spading Forks. 

OL4.$1.50 

OLD . 1.50 

OL4X. 1.85 

OLDX . 1.40 

05H4.2.00 

05HD . 2.00 

Potato Forks. 

P064 . 1.70 

P06D . 1.85 

81uice Forks. 

208 .$2.25 

210. 2.50 

99R 2 25 

Planter's Eye. 

AE8.65 

AE5.75 

005 . 1.50 

Barley Forks. 

B0185 . 1.90 

B0505 . 2.85 

Manure Forks. 

44H .$1.25 

044% . 1.85 

4D . 1.85 

nan i an 

Potato Hooks. 

4BHFM .$1.10 

4BHD . 1.10 

5GNR . 1.20 

UGNR . 1.80 

5CP . 1.85 

5MP .60 

Hoedown. 

40HD .$1.65 

Hoes—Planter Eye. 

SE3 .$ .75 

8E5 .90 

Scuffle. 

FFD .$ .65 

Yf}R 110 

Turf. 

Edger .$1.00 

Dandelion. 

Spuds.80 

Dock Cutter.. .$1.25 
Floral Sets. 

1 .50 

2 .55 

Beebe. 

BB6.90 

BB6%.95 

Weed. 

IP .45 

2P.50 

4P . 1.00 

6P . 1.10 

2PF.65 

Acme. 

A . 1.15 

Mattock. 

DE8.76 

Mortar. 

9 .$1.15 

S10. 1.85 

M210. 1.85 

M29. 1.25 

Invincible. 

1905 .$1.10 

Rakes—Bow. 

Bll . 1.05 

B18 . 1.15 

B15 . 1.26 

Steel. 

IOC.90 

12D oa 

44 %X . 1.10 

4DX . 1.25 

054 % . 1.65 

OSD . 1.76 

064 H . 1.90 

06D .2.00 

8PF . 1.85 

4P8F. 2.50 

Floral Shovels. 

F8D.80 

Floral Hoee. 

TY4.65 

Floral Rakes. 

GR6.45 

Clam Rakes. 

1120. 8.25 

Header Forks. 

BS . 1.85 

41 i no 

vOlM ••••see 

08144 H . 1.50 

08154% .1-40 

08155 1.50 

212 . 2.75 

8tone Forks. 

99R .$2.25 

Garden Hoes. 

G78X .$ .75 

G78 .85 

8nathes. 

50 . 1.85 

100 . 1.50 

140 . 1.00 

160 . 1.10 

8B12.85 


POINTS A CHUCKS— 



.$ .75 

8-inch . 

.95 

For 85. 

. .50 

10-inch . 

. 1.10 

Nos. 11 and 15, 2-in. 

. .55 

No. 75. 


8-inch. 

. .60 

No. 60. 


4-inch . 

. .65 

No. 80. 


5-inch. 

. .75 

No. 81. 


6-inch . 

. .85 




SCREW DRIVERS—G. A P.—867—1%, 35e; 3, 40c; 4, 46c. 
SHEATHING (Sec Paper) 


SHIELDS— 

Diamond—Expansion 


8*16, each. 

each... 
6*16, each. 
%. each... 

each... 
%, each... 


.06 
.06 
.07 
.08 
.12 
.16 

SHINGLES—Tin, 5x7, $3.00. 
SHOVELS— 

Cheater . 1.50 

Piqua . 1.75 

Tremont . 1.75 

Nor. King . 1.75 

Sterling . 1.85 

Stuart . 2.00 

Holley . 2.00 

Hartford . 2.00 

Snow— 

No. 80 .$1.16 

No. 20 . 1.00 

No. 11.60 

SHOT—Drop, 25c lb.; Buck, 


% .each.20 

Diamond—Lead 

%x%. each.$ .04 

3-16x% each.04 

8-16x1 each.04 

%x% each.06 

%xl .06 

5-16x1 each.07 

Gen. Maynard .2.25 

Maynard Ptrn.2.25 

Alki .$1.60 

Rainier . 1.60 

Pacific . 1.70 

8 ueen City . 1.85 

ccident . 1.85 

Olympic . 1.85 

11D 65 

33WD . 1.40 

033WD . 1.25 

25c; Chilled, 25c; Air Rifle, 


1-lb. bags, 25c; Tubea %-li>., 10c; 2 for 25c 
SHOES—Horae—Light, extra light or anow. All aiies, 10c lb. 
Mule—No. 00 A 0, 12c 1b.: 1, 11 He; 2 A larger. 11c. 

Oast Sleigh—Flat, 9c lb.; Concave or Convex, 10c lb. 
ASSES* SKIN—25, 45c: 50c, 65c; 75, 85c; 100, $1.00. 
SLEDS—Hand and Coaster. 

Flexible Flye; 


No. 1 $3.00 

No. 2 3.50 

No. 3 4.50 

No. 4 5.50 

No. 5 . 7.50 

No. 6 15.00 

8MOOTH-ON—75c lb. 

SNIPS— 

Wise Straight— 

7 . 

8 . 

9 . 

10 . 

11 . 

12 
18 
19 


Jr. Racer . 4.25 

Racer . 5.00 


Tux. Racer 
Fire Fly— 
No. * 

10 
11 
12 


No. 

No. 

No. 


.$3.00 
. 2.35 
. 2.10 
. 1.90 
. 1.45 
. 1.25 

. a.oo 

2.85 


7.50 

.$1.75 
. 2.25 
. 2.75 
. 3.25 

. 2.50 


100 .... 

Circular- 
6% CB . 

7 . 

8 . 

9 . 

10 . 

11 . 

12 . 

SOLDER— % A %. 60c lb.; Wire, 60c. 

SPRAT PUMPS—Faultless, Tin, each, 60c; Barnes No. 254, 
$4.50; Barnes No. 276. $7.00. 

STEEL SQUARES—Nichols— 

Framing, N.P. 100A. .$4.00 
Framing, N.P. 100... 8.75 
Framing, Pol. 100A.. 2.5© 

Framing, Pol. 100... 2.25 


$5.00 

4.05 

3.50 

3.25 

2.85 

2.80 

1.95 


Oxidised Oop. 100A.. 8.00 
Oxidised Oop. 100... 2.75 
Royal Oop. 100A.... 8.00 
Royal Cop. 100.2.75 


Standard Makes—Eagle, Sargent, R. A E., Etc.— 

No. 100 Polished....$2.25 No. 14 Polished. 1.50 

No. 100 Blued.2.60 No. 8 Polished.1.75 

Add 75c for Take-Down Squares to above price. 

Goodell’s No. 66 12 inch Combination Square.$1.25 

Starreit’s No. 28 12 inch Combination Square. 1.50 

SQUARES—Try- 

No. 20—8 inch.$ .85 No. 20—Oinch.75 

No. 20—AH inch.40 No. 20—10 inch.85 

No. 20—6 inch.50 No. 20—12 inch.... 1.00 

No. 20—7% inch.60 


STAPLES—Netting, Galv., 16c lb.; Barbed Wire,, Polished, 
7 He. 


STARRETTS’ TOOL8—“Shop** or “Retail**— 

Micrometers, 40% above list. 

Caliper Rules, 40% above list. 

Thickness Gauges. 40% above list. 

Steel Tables, 40% above list. 

All other items, 25% above list. 

G. A P. GOODS—Hack Saw Frames— 

69.. $1.75 69B..81.50 247. .$2.00 5.. $.50 14. .$2.00 

STEEL—Mild—See Iron. Tool, 20c; Drill, Com., 20c. 
STONES—CARBORUNDUM— 


No. 76. 

-$ .25 

No. 128. 

... .75 

No. 107. 

.... 1.15 

No. 124. 


No. 108. 

.... 1.50 

No. 130. 

... .50 

No. 109. 

.... 1.00 

No. 181. 

... .50 

No. 110. 

.... 1.25 

No. 142. 


No. Ill. 

.75 

No. 148. 

... .50 

No. 112. 

.60 

No. 144. 

... .50 

No. 113. 

• .80 

No. 145. 

... .80 

No. 115. 

_$1.25 

No. 146. 

... .80 

No. 116. 

_1.26 

No. 147. 

... .30 

No. 117. 

-1.25 

No. 149. 

... .15 

No. 118. 

_1.00 

No. 180. 

... .65 

No. 119. 

_1.00 

No. 184. 

... .60 

No. 120. 

_1.00 

No. 196. 

... .40 

No. 121. 

.75 

No. 292. 

... .85 

No. 122. 

. 75 



STOVES—Common 

Air-Tights— 



No. 16 Unlined. 

_ $9.25 

No. 22 Lined.... 

... .$4.50 

No. 18 Unlined. 

_8.00 

No. 24 Lined.... 

... 6.00 


No. 20 Lined. 4.00 No. 26 Lined.6.00 

STRETCHERS—Wire—Elwood, $1.25; Star (No. 482), $1.75; 

Giant (Tackle Blk), $2.50. 

STOCKS A DIES— 


Green River List plus 25% 
Little Giant, List plus 25% 
Armstrong No. 1 pipe $5.86 

No. 2...! . 7.80 

No. 2%. 8.50 

No. 8, 1H to 2.18.00 

No. 8, 1 to 9.15.60 

Dies—Solid pip< 

20% off. So! 


STOP AND WASTE— 


Oommon No. 1 pipe. .$7.75 

No. 2. 9.90 

Stocks Only—. 

Common No. 1 Pipe $2.75 
Common No. 2 Pipe 4.75 
Armstrong No. 2. ... 8.50 

No. 8.5.86 

>e only 40% off. Armstrong Dies only 
lid Pipe Dies only, 35% off. 


Rough Brass, Iron Pipe Threads No. 10 T-Handle or 
No. 20 Lever Handle— 

H inch.$1.25 % inch.2.00 

% inch. 1.75 1 inch.8.00 

No. 80 High Grade “Cap** Pattern T or Lever Handle— 
Rough Brass, Iron Pipe Threads 

H inch.$1.50 % inch.2.50 

% inch.2.10 1 inch.$.75 

STRIP—Weather—Rubber, %-l*. 8c per ft; %-in. 4c ft. 
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RETAIL selling 

SUPPORTS—Wagon Tongue— 

No. in. Price No. in. Price No. in. Price 

1 % $1.50 2 % $2.00 8 % $2.75 

SWEEPERS Carpet— 

Universal .$4)00 

Grand Rap. Jap. 4.25 Amer. Queen . 5.25 

Grand Rap. N. P.... 4.75 Club . 9.00 

TAPS—Machine Hand— Disc. 

116 to 15-64.80% 1 1-16 to 2.20% 

s .i 8 ‘ OT * BoU— so ~ 

1% to 12.85% Pipe- 

14 to 24.85% % to 2.40% 

Machine Nut— 2% to 3.80% 

8-16 to 1.80% 3% to 4.20% 

TACK8—Bulk- 

Wire 8 ounce, per lb.$ .85 

Wire 4 ounce and larger, per lb.35 

Blued Double Point, 9 to 12.85 

Blue Upholster 2 to 8 ounce, per lb.35 

Blue Upholster 4 ounce and larger, per lb.85 

Galvanised Upholster 4 ounce ana larger, per lb.40 

Bill Posters 4 ounce and larger, per id .80 

In Packages— 

Blued or Tind. 8 os. and larger % lb. .05 

DbL Point % lb_$ .05 8 os. and larger % lb. .10 


PRICES—Continued 

balls, 20c each: 1-lb. balls., 85c each. Sail—%-lb. hank, 
15c each; %-lb. hank, 80c each. Seine—60 to 42, 75c 
lb.; larger, 75c lb. Marlin—40c lb. Cotton Wicking.— 
li to lb., 5o each; 8 to lb., 10c each. 

TAPES— 

Starrett Lufkin 8tarrett Lufkin 

No. 510, 25-ft. 260 $8.85 550 8.00 

No. 510, 50-ft 268 4.85 558 8.75 

No. 510, 75-ft. 265 6.15 555 4.75 

No. 510, 100-ft. 266 7.75 556 6.00 

No. 505, 25-ft. 240 8.25 100 4.00 

No. 505, 50-ft. 248 4.00 103 5.00 

No. 505, 75-ft. 245 5.25 105 6.25 



Lufkin 

8tarrett 

Lufkin 

25-ft. 

260 

$8.85 


550 

8.00 

50-ft 

268 

4.85 


558 

8.75 

75-ft. 

265 

6.15 


555 

4.75 

100-ft. 

266 

7.75 


556 

6.00 

25-ft. 

240 

8.25 


100 

4.00 

50-ft. 

248 

4.00 


103 

5.00 

75-ft. 

245 

6.25 


105 

6.25 

100-ft. 

246 

6.75 


1260 

8.60 





1268 

4.50 





1265 

5.75 

—Tin— 

4-in., 

6c ft.; 

10-in., 10c; 

14-ln., 14c; 

20- 


8 os. and larger 


Blued or Tind. 

DbL Point % lb_$ .05 

Wire % lb.05 

Wire % lb.10 

Blued Out 

1% to 2% os. % lb.$ .10 
TENTS— 


Sise - 8-os. 

7x7.$10.40 

7x9 12.35 

9x9 14.25 

9%xl2. 16.75 

12x14. 22.50 

12x18. 27.75 

14x16. 29.50 

14x20 . 36.65 

16x18. 40.25 

16x20 . 44.35 

16x24 . 50.50 

16x30. 61.10 

A or Wedge— 

5x7. 6.50 

7x7. 8.20 

7x9. 9.80 

Five—% urice of tent. Pins, 3c each. 

TEES—Stove Pipe—Cylinder— 


lb. .05 
lb. .10 


in., 20c, Tin Valley—Painted 2 sidei 
VALVES— 

Standard Globe and 8tandj 

Angle Valves— Gat 

% .$ .85 % .. 

% .90 % .. 

% . 1.00 % .. 

% . 1-25 % .. 

% . 1.50 % .. 

1 .2.25 1 ... 


-14-in., 16c. 


Standard 
Gate Valves 
% . 


1 to 8" 01 . % lb.. 

..» .10 

VI8 ES—Solid 

Box— 

.. < 


a . .. . , 

. 


. . . f.OU 

4 os. and larger % 

lb. .05 

85 

lb. 

$12.50 

65 

lb... 

.. 17.50 

90 

lb... 

.. 25.00 

4 os. and larger % 

lb. .10 

40 

lb. 

18.15 

70 

lb... 

.. 18.76 

95 

lb... 

.. 26.25 


Poles A 

45 

lb. 

18.75 

75 

lb... 

.. 20.00 

100 

lb... 

.. 27.50 


Stakes 

50 

lb. 

14.40 

80 

lb... 

.. 21.90 

125 

lb... 

.. 85.65 

- 8-os. 10-oz. 

Per Set 

55 

lb. 

15.00 

85 

lb... 

.. 28.15 

150 

lb... 

.. 48.60 

.$10.40 $12.15 

$2.35 

60 

lb. 

16.25 








TEES—Stove Pipe—Cylinder— 

Asbestos 6 inch— Adjustable 6 inch— 

6x4, each.$ .90 4 to 8.65 

6x6, each. 1.25 6 to 12.75 

6x8, each. 1.65 Adjustable 7 inch— 

8x6. each. 1.75 6 to 12.85 

THIMBLES—Asbestos—Each, 6x4, 90c; 6x6, $1.25; 6x8, 

$1.65; 8x6, $1.75. AdJ. Stove Pipe—4 to 8, 50c; 6 to 12, 
_75c. 

THIMBLES—Flue—6-in., 10c; 7 in., 10c. 

THICKNE88 GUAGES—40% above list price. 

TIN—Common Roofing—40c per sheet. 

TONGS—Vulcan Chain—31, $8.50; 82, $5.00; 88, $7.00; 
88%. $9.00; 84, $11.00. 

TORCHES—0 A L—No. 81, $6.50; No. 32, $6.75: No. 18. 

•5.00; No. 87. $5.50; No. 47, $7.25; No. 28, $2.00. 
TR A P S' 

Victor— No. 3 . 1.25 14.50 

Each Do*. No. 4 . 1.50 16.50 

No. 0 .$ .20 $1.85 No. 5 .9.50 

No. 1 .25 2.25 No. 6 .22.50 

No. 1% .35 3.25 No. 15 . 9.50 


Oregon-Atha, 26e; Cedar- 


Each Do*. 
.$ .20 $1.85 


No. 1% .35 


No. 150 .7.50 

Jump— 


Each Do*. 

No. 0 .$ .40 $4.00 

No. 1 45 4.75 

No. 1% 65 7.00 

No. 2 1.00 10.50 


No. 2 

TROUGH— 
Eaves— 

4 in. 

5 in. 


.$ -18% 
. .15 


.$ .25 $2.50 
. .30 3.00 


No. 91 .35 3.75 

No. 91% .50 5.25 

5 inch, per dos.85 

6 inch, per dos.40 

End Caps— 


WATCHES— 

Yankee .$1.85 Junior.2.75 

Triumph. 1.50 Midget . 2.75 

Eclipse .2.00 Radiollte .2.50 

WASHERS—Out—8-16, 25c lb.; %, 22c; 5-16, 20c; Malle¬ 
able. 18c; Oast, 6c; 8-8, 17c; %, 14c: %, 14c; %, 14c. 
WEANER8—Calf—8haws No. 1. 50c; No. 2, 65e. Hoosier 
No. 11, 75c; No. 12, 85c. Kantsuk—Calf, 40c; Cow, 50c. 
WAGON8—Express. 

Steel— No. 30 . 7.00 

No. 04 .$1.50 No. 40 7.50 

go. 03 . 1.65 Wagners— 

n”: i 0 .:::::::::::: \*l g.. jo. 7.50 

No. 2 . 3.00 No - 24 . 8 50 

No. 3 . 3.50 Mars—Wells— 

Coaster—Star. No. 10 . 5.75 

No. 10 $5.75 No. 11 . 6.50 

No. 20 6.50 No. 12 . 7.00 

WASTE—No. 1 White, 25c lb.; No. 2, 22c; No. 2 Colored, 
18c. 

WAX—Floor, 60c., 

WEDGES—Truokee-Alki, lb., 15c: Oregon-Atha, 26e; Cedar- 
Atha, 25c: Cedar-Alki, 15e; Falling, 27c; Saw, 19c. 
WEIGHTS—Bash—8 lbs. and over, 4c lb. Eveners or Bal¬ 
ances—%, 7c lb. 

.WIRE—Plain Fence— 

Black—Nos. 6 to 16. 5 to 24-lb.. loU.$ .08 

Galvanised—Nos 6 to 16, 5 to 24-lb., lota.10 

Black, 1 to 5-lb.$ .10 Galv.. 1 to 5-lb.12 

Barbed Fence— 

Glidden Ptd, $6.80; Glidden Galv., $7.00; Baker Ptd, $6.55: 
Baker Galv., $7.25; Waukeganito Galv., $8.00; Am. Spcl 
Galv., 80 rd spls, ea„ $4.45; Glidden 80 rd apis, $5.90; 
Baling Wire—14 Ga„ Full Coils, $6.55 100 lbs.; 15 Ga., 

S B.65; 16 Ga., $6.75. 

roken Coils—1 to 24-lb. add 8c lb.; 25 to 50-lb. add 2c 
lb.; 50 to 100-lb. add 1 c lb. 

Bale Ties— 9% ft.. 15 Ga., per bundle of 950, $8.25 
WOOL—Steel—1-lb. rolls—0, 85c; 1, 75c. Wheels—Grinding 
Discount 40%. 

WHEELBARROWS— 

Ajax .$4.70 No. 4 Tubular.10.50 

Scioto . 4.90 No. 5 Tubular.12.60 

Pan. Amer.10.20 Garden K&J No. 1... 5.75 

K&J Concrete.11.00 No. 3 . 6.80 

Sterling .13.00 No. 4 . 7.85 

AX Tubular. 9.95 No. 5 . 9.90 

WRENCHES— Extra Wheel 18A- 2.50 


No. 4 Tubular.10.50 

No. 5 Tubular.12.60 

Garden K&J No. 1... 5.75 

No. 3 . 6.80 

No. 4 . 7.85 

No. 5 . 9.90 

Extra Wheel 18A.... 2.50 


0 

in. 

Mitrea— 

.is 

5 

in. . 
in.. 

4 

in. 

.$ .45 

6 

in.. 

5 

inch.. 

. .50 


End 

6 

in. 

. .60 

4 

in.. 


Hangers—Wire— 


5 

in.. 

4 

inch, per dos.... 

.$ .80 

6 

in. . 



Agri. 

Coes 

P8&W 

6 in. 

$ .60 

$1.85 

$1.25 

8 in. 

.75 

1.75 

1.50 

10 in. 

.90 

2.00 

1.75 

12 in. 

1.10 

2.25 

2.00 

15 in. 

1.40 

8.00 

2.76 

18 in. 


8.75 

8.50 

21 in. 


4.50 

4.25 


TROWELS—Rose Brick, Wood Hdl.—10%, $1.65; 11, $1.65; 
11%, $1.65; 12, $1.65. Marshaltown Lea.—10%, $2.00; 
11, $2.00: 11%, $2.00; 12, $2.00. Plastering—11, $2.50; 
11%, $2.50; 12, $2.50. 

TUBS—Galvanised—Common, 0, $1.25; 1, $1.50; 2, $1.65; 
8. $1.85; 12, $1.75: 18, $2.00. Ex. Heavy—100s, $2.25; 
200s. $2.50; 800s, $2.75. 

TURNS—Cupboard—Brass Plated—Small, 20e; large, 25c. 
TWI NE—Sacking—% -lb. hank, 20c. 

TWINES—Cotton, 2 os. balls, 10c each; Cones, 60c lb. Flax 
—18BO. Mr lb. balls. 25c each; 18BB, %-lb. balls, 15c 

each; 18BC, %-lb. balls, 80e each. Spring, No. 4%, %-lb. 


Orescent— 


4 in. 


10-inch . 

. 1.45 

6 in. 

. 1.00 

14-inch . 

.2.00 


. 1.25 


. 2.85 

10 in. 

. 1.50 

24-inch . 


12 in. 


36-inch . 


15 in. 


48-inch . 


| 

i 

Trimo— 

Crescent Double End— 

6-inch ... 


6*8 . 

.$1.75 

8-inch ... 

. 1.80 

8-10 . 



Parts for Trimo A Stilson 85% Discount. 
ZING—Full Sheets. 40e lb.: less than Sheets, 50c lb. 
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WHERE TO BUY 

Classified list of the products of progressive manufacturers—Goods that can be 
depended upon. Note carefully our advertising pages for particulars, or address our 

information department; 


AIR PUMPS 

Ourtis Pueu. Machinery Oo., 8t. Louie, 
Missouri. 

AIR VALVES 

Beaton A Cadwell Mfg. Oo., New Brit¬ 
ain, Oonn. 

Romort Mfg. Oo., Seattle, Waah. 

ALUMINUM GOODS 

Aluminum Goode Mfg. Ob., Manito¬ 
woc, Wie. 

Buckeye Aluminum Oo., Wooeter, O. 

AMMUNITION 

Giant Powder Co., San Francisco, Cal. 

Peter* Cartridge Co., Cincinnati, O.; 
San Francieco, Oal. 

ASBESTOS FURNACE CEMENT 

Wm. Connere Paint Mfg. Co., Troy, 
New York. 

AUGER BITS 

Jamee Swan Go., Seymour, Conn. 

Lebanon Machine Co., Lebanon, N. H. 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington. Conn, and Cleveland, Ohio. 

Progressive Mfg. Oo., Torrington, Ot. 

AUTOMATIC SCALES 

Detroit Automatic Scale Oo., Detroit, 
Mich. 

AUTOMOBILE ACCESSORIES AND 
SUPPLIES 

Amerioan Chain Co., Bridgeport, Oonn. 

Automobile Acceeeoriee Oo., Baltimore, 
Maryland. 

Boeton Woven Hoee A Rubber Co., 
Boston, Maee. 

Buffum Tool Co.. Louiaiana, Mo. 

Century Plainfield Tire Oo., Plainfield, 

Chicago Flexible Shaft Oo., Chicago. 

Curtie Pneu. Machinery Ob., St. Louie, 
Miaaouri. 

Dunham. Oarriran A Hayden, San 
Francieco, Cal. 

Eclipse Mfg. Co., Indianaoplie, Ind. 

L. P. Halladar Co., Streator, Ill. 

J. H. Haney A Oo^ Haetinge, Neb. 

Hartford Rubber works, New York. 

Honerman Hardware Co., Portland, Or. 

W. H. Howell Co., Geneva, Ill. 

Joseph Dixon Crucible Co., Jereey 
City, N. J. 

Lane Bros. Co., Poughkeepaie, N. Y. 

Lee Broom A Duster Co., Linooln, Neb. 

Monamobile Oil Co., S'an Francieco and 
Los Angeles. 

Frank Moeeherg Co., Attleboro, Maee. 

Motor Car Supply Co., Chicago, Ill. 

Mound Tool Co., St. Louie, Mo. 

Oagood Lena A 8upply Co., Chicago. 

Pacific Hdwe. A Steel Co., San Fran- 
ciseo. Cal. 

Platt A Waahburn, New York and San 
Francisco. 

Romort Mfg. Co.. Chicago and Seattle. 

Rubber Insulated Metals Oorp., Plain- 
field, N. J. 

L. C. Ryan A 8one, Pacific Grove, Cal. 

R. F. Sedgley, Philadelphia, Pa. 

Stanley Works. New Britain. Oonn. 

Stavbestoa Mfg. Co., Germantown, Pa. 

Spring Leaf Lubricator Co., Ann Ar¬ 
bor, Mich. 

Strevell-Pateraon Hardware Oo., Salt 
Lake City, Utah. 

Salt Lake Hardware Co., Salt Lake 
City, Utah. 

Simmons Hdwe. Co.. St. Louis. Mo. 

Stadeker Metal Specialty Co., Chicago. 

Union Hdwe. A Metal Co., Lob An¬ 
geles, Cal. 

U. 8. fare Co.. New York, N. Y. 

Tritch Hardware Oo., Denver. Colo. 

Whit on Hardware Co., Seattle, Wash. 

Weed Chain Tire Grip Co., New York. 

AUTOMOBILE OILS 

Monamobile Oil Co., 8an Francieco. 

Platt A Washburn Refining Co., New 
York and San Francieco. 


Union Hdwe. A Metal Co., Los Ange¬ 
les, Cal. 

AXES 

Simmons Hdw. Co., St. Louie, Mo. 
BABBITT METAL 

Wheeling Corrugating Co., Wheeling, 
W. Va. 

Whitaker-Gleeene? Oo., Wheeling, W.Va. 
BAKING PANS 

Wheeling Corrugating Oo., Wheeling. 
W. Va. 

Whitaker-Glessner Ob., Wheeling,W.Va. 
BALL COCKS 

Boston Brass Co., Waltham, Mass. 
BARB WIRE 

American Steel A Wire Co., Chicago, 
Ill.; San Francisco and Los Angeles, 
Cal.; Portland, Ore., and Seattle. 
Pittsburgh Steel Co., Pittsburgh and 
San Francisco. 

United States Steel Products Oo., San 
Francisco, Oal.; Los Angeles. CaL: 
Portland, Ore.; Seattle, wash. 
BARN DOOR HANGERS 

Hunt, Helm, Ferris A Co., Harvard, 
Illinois. 

Lane Bros. Co., Poughkeepsie, N. Y. 
McKinney Mfg. Oo., Pittsburgh, Pa. 
Rlchards-Wilcox Mfg. Co., Aurora. Ill. 
Safety Door Hanger Co.. Ashland, O. 
Stanley Works, New Britain, Conn. 
Wagner Mfg. Oo., Cedar Falla, Iowa. 
BARN DOOR LATCHES 

P. A F. Corbin, New Britain, Conn. 
Lane Bros. Oo., Poughkeepsie, N. Y. 
Stanley Works, New Britain, Oonn. 
BATTERIES 

Whiton Hardware Co.. Seattle. Wash. 
BIRD CAGES AND SUNDRIES 

O. Lindemann A Oo., New York, N. Y. 
BITS 

Buffum Tool Oo., Louisiana, Mo. 
Lebanon Machine Co., Lebanon, N. H. 
Peck, Stow A Wilcox Mfg. Co., South¬ 
ington. Conn, and Cleveland, Ohio. 
Progressive Mfg. Oo. Torrington, Ot. 
BLACKSMITHS' -SUPPLIES 

Buffum Tool Co., Louisiana, Mo. 
Buffalo Forg e Oo .. Buffalo, N. Y. 
BLASTING POWDER 

Giant Powder Co., 8an Francisco, Cal. 
Hercules Powder Co., Wilmington, Del. 
BOILh rt GRAPHITE 

Joseph Dixon Crucible Ob., Jersey 
Ofty, N. J. 

BOILER HANDLES 

Berger Bros. Oo., Philadelphia, Pa. 
BOLT CASES 

American Bolt A Screw Case Co., Day- 
ton. O. 

BOLT CLIPPERS 

■ i. K. Porter Oo., Everett, Mass. 
BOLTS—Door 

Boramer Bros., Brooklyn, N. Y. 
Chicago 8pring Butt Co., Chicago, UL 

P. A F. Corbin, New Britain, Oonn. 
Shelby 8pring Hinge Oo., Shelby, O. 
The Rtanlev Works, New Britain, Ot. 

BOX OPENERS 

Bridgeport Hdwe. Mfg. Co., Bridge¬ 
port, Conn. 

BRACES 

Peck. Stow A Wilcox Mfg. Co., South¬ 
ington. Conn, and Cleveland, Ohio. 
BRACKETS—Shelf 

Atlas Mfg. Co., New Haven, Oonn. 

P. A F. Corbin. New Britain, Oonn. 
The 8tanlev Works, Nsw Britain. Ot. 
BRAKE LINING 

Stnvhentos Mfg. Co., Germantown, Pa. 
BRAZIERS 

Clayton A Lambert Mfg. Oo., Detroit, 
Michigan. 

Turner Brass Works, 8ycsmore, Ill. 
BRIDLE IRONS 

Lane Bros. Co., Poughkeepsie, N. Y. 


BROOMS 

Lee Broom A Duster Oo., Linooln, Neb. 
BUILDERS* HARDWARE 

P. A F. Corbin, New Britain, Conn. 
Corbin Cabinet Lock Co., New Brit¬ 
ain, Conn. 

Marshall-Wells Hardware Co., Port¬ 
land, Ore. 

Peck, Stow A Wiloox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
Russell A Erwin Mfg. Uo., New Brit¬ 
ain, Oonn. 

BUTTS 

The Chicago Spring Bntt Co., Chicago. 
Shelby Spring Hinge Co., Shelby, O. 
Stanley Works, New Britain, Oonn. 
CANS AND SPECIALTIES 
Stu)>sr A Knck, Peoria, Hi. 

CAPS. BLASTING 

Giant Powder Oo., San Francisco, Oal. 
CARBORUNDUM 

Carborundum Oo. t Niagara Falls, N. Y. 
CASH REGISTERS 

National Cash Register Co., Dayton, 0. 
CASTERS 

Bassick Oo., Bridgeport, Oonn. 
Faultless Outer Oo., Evansville, Ind. 
Universal Outer A Foundry Oo., New¬ 
ark. N. J. 

CATCHES—Transom 

P. A F. Corbin, New Britain, Oonn. 
Shelby Spring Hinge Oo., Shelby, O. 
CEILING PLATES 

Beaton A Corbin Mfg. Oo., Southing¬ 
ton. Oonn. 

CELLAR WINDOW SETS 

Shelby Spring Hinge Oo., Shelby, O. 
Stanley works. New Britain, Oonn. 
CHAIN 

American Chain Oo., Bridgeport, Conn. 
CHAIR TIPS 

Elastic Tip Co., Boston. Mus. 

Henry Peabody A Oo., New York, 
CHEMICAL ENGINES 

O. J. Childs Co., Utica, N. Y. 
CHERRY SEEDERS 

Enterprise Mfg. Oo.. Philadelphia, Pa. 
CHISELS 

Peck, Stow A Wilcox Mfg. Oo., South¬ 
ington, Conn, and Cleveland, Ohio. 
CLIPPERS 

H. K. Porter, Everett, Mus. 
CLOCKS 

New Haven Clock Oo., New Haven, 

COAT AND HAT HOOKS 

Atlas Mfg. Oo., New Haven. Conn. 
Shelby Spring Hinge Co., Shelby, O. 
CONCRETE MIXERS 

Lansing Wheelbarrow Co., San Fran¬ 
cisco. Oal. 

CONDUCTOR ELBOWS 

Ferdinand Dieckmann Co., Cincinnati, 
Ohio. 

COPPER GASKETS 

Beaton A Cadwell Mfg. Co., New Brit- 
ein. Oonn. 

CORDAGE 

Colombian Rope Oo., Auburn, N. Y. 
Portland Cordage Oo., Portland, Ore. 
Samson Cordage Works, Boston, Mus. 
CURRY COMBS 

New York Stamping Co., Brooklyn. 
CUTLERY 

John Chatillon A Sons, New York. 
Honeyman Hardware Oo., Portland, Or. 
International Silver Oo., Meriden. Ot. 
Jacobs Bros. Oo., Inc., New York. 
Ontario Knife Co., Franklinville, N. Y. 
Simmons Hardware Go.. St. Louis, Mo. 
Salt Lake Hardware Oo., Salt Lake 
Oity Utah. 

Strevell-Pateraon Hardware Oo., 8alt 
Lake City, Utah. 

DIES 

Greenfield Tap and Die Corporation, 
Greenfield, Mus. 
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WHERE TO BUY—Continued 


DOOR HANGERS 

Hunt, Helm, Ferris A Oo., Harvard, Ill. 
Um Bros. Oo., Poughkeepsie, N. Y. 
Richards-Wilcox Mfg. Oo n Aurora. Ill. 
Safety Door Hanger Oo., Ashland, 0. 

• Stanley Works, Now Britain. Conn. 
Wagner Mfg. Oo.. Osdar Falls, Iowa 
DOOR LATCHES 

Lana Bros. Oa, Poughkeepsie, If. Y. 
Tha Stanley works. New Britain, Ot. 
DOOR PULLS 

Bommer Brothers, Brooklyn, N. Y. 
DOOR SPRINGS 

Chicago Spring Butt Ob., Ohieago, Ill. 
DRAG SAW'S 

R. M. Wsde A Oo., Portland, Ore. 
DRINKING FOUNTAINS 

Bnffum Tool Oo., Louisiana, Mo. 

H. L. Kline. Portland. Ore. 
DRILLS 

Buffalo Forge Oo., Buffalo, N. Y. 
Good ell-Prat Oo., Greenfield. Mass. 
North Bros. Mfg. Co., Philadelphia, Pa 
DUMBWAITER 8 

Sedgwick Machine Works, New York. 
DUSTERS 

Lea Broom A Duster Oo., Lincoln, Neb. 
DYNAMITE 

Dupont Powder Oo., Wilmington, Del. 
Giant Powder Oo.. Ban Francisco, OaL 
ELECTRICAL SUPPLIES 

Pacific Hardware A Steel Oo., San 
Francisco. 

Salt Lake Hardware Oo., Salt Lake, 
Utah. 


FLOOR SLEEVES 

Beaton A Cadwell Mfg. Oo., New Brit¬ 
ain, Conn. 

FLOUR SIFTERS 

Fred J. Meyers Mfg. Oo., Hamilton,0. 

FLY TRAPS 

A. B. Aria, Pomona Cal. 

FOOD CHOPPERS 

Enterprise Mfg. Co. of Pa, Philadel¬ 
phia Pa 
Maryland. 

Russell A Erwin Mfg. Co., New Brit¬ 
ain, Conn. 

Sehlichter Mfg. Co., Hamilton, Ohio. 

FORGES 

Buffalo Forge Oo., Buffalo, N. Y. 

FRY PANS 

Central Stamping Oo., New York. N.Y. 
New York Stamping Oo.. Brooklyn. 
Wheeling Corrugating Oo., Wheeling, 
W. Va. 

FURNACES 

Oulter A Proctor 8 tove Co., Peoria, 
Illinois. 

Otto Bernx, Newark, N. J. 

FURNITURE 8 LIDES 

Universal Caster A Foundry Co., New¬ 
ark, N. J. 

GALVANIZED FITTINGS 

Ferninand Dieckmann Co., Cincinnati, 
Ohio. 

GALVANIZED GOODS 

Wheeling Corrugating Oo., Wheeling, 

GARAGE EQUIPMENT 


Simmons Hardware Oo., St. Louis, Mo. 
8 trevell-Paterson Hdwe. Oo., Balt Lake 
City, Utah. 

Union Hardware A Metal Oo., Los An¬ 
geles, Cal. 

Thomson-Diggs Oo., Sacramento, Cal. 
Whiton Hardware Oo., Seattle, Wash. 
HARDWARE SPECIALTIES 

Bridgeport Hardware Mfg. Co., Bridge¬ 
port, Conn. 

Buckeye Aluminum Oo., Doylestown, O. 
Buffum Tool Co., Louisiana, Mo. 
Crescent Tool Oo., Jamestown, N. Y. 
Delta File Works, Philadelphia. Pa. 
Enterprise Mfg. Co., Philadelphia, Pa. 
Excelsior Bag A Mf*. Oo., Troy. N. Y. 
Fred J. Meyers Mfg. Oo., Hamilton, O. 
Lane Bros. Co., Poughkeepsie, N. Y. 
Lufkin Rule Co.. Sarinaw, Mich. 

New York Stamping Oo., Brooklyn,N.Y. 
Reading Saddle A Mfg. Co., Reading, 
Penn. 

Richards-Wilcox Mfg. Oo., Aurora, Ill. 
Salt Lake Hardware Oo., Balt Lake 
City, Utah. 

Shelby Spring Hinge Oo., Shelby, O. 
Simmons Hdw. Co., St. Louis, Mo. 
Stanley Works, New Britain, Conn. 
Strevell-Paterson Hdwe. Oo., 8a1t Lake. 
Thomson-Diggs Oo., Sacramento, Cal. 
McKinney Mfg. Co., Pittsburgh, Pa. 
HARNESS HARDWARE 


Covert Mfg. Co., Troy, N. Y. 

Salt Lake Hardware Oo., Salt Lake 
City, Utah. 


HATCHETS 

Simmons Hdw. Oo., 8 t. Louis, Mo. 


ELEVATORS 

Sedgwick Machine Works, New York. 
ENAMELED WARE 

Honeyman Hardware Co., Portland. Or. 
Central Stamping Co., New York.N.Y. 
New York Stamping Oo., Brooklyn,N.Y. 
Lalance A Grosjean Mfg. Oo., New 
York, Chicago and San Francisco. 
Salt Lake Hardware Oo., Salt Lake 
City, Utah. 

Simmons Hardware Oo., 8 t. Louis, Mo. 
6 treTell-Paterson Hsrdware Co., Salt 
Lake City, Utah. 

ENGINES 

Lansing Wheelbarrow Oo., San Fran¬ 
cisco, Cal. 

ESCUTCHEONS 

P. A F. Corbin, New Britain, Oonn. 
Shelby Spring Hinge Co., Shelby, O. 
EXPANSION BOLTS 

Parker Supply Co., New York, N. Y. 

FASTENERS—Casement Window 
Shelby Spring Hinge Oo., Shelby, O. 
FAUCETS 

Thos. SaviU's Sons, Philadelphia, Pa. 
Lane Bros. Oo., Poughkeepsie, N. Y. 

United States Steel Products Co., San 
Francieeo, Los Angeles, Oak; Port¬ 
land, Ore.; Seattle, Wash. 

FENCE WIRE 

Pittsburgh, Steel Co., Pittsburgh and 
San Francisco. 

FILES 

Delta File Works, Philadelphia, Pa. 
Henry Disston A Sons, Philadelphia. 
Nicholson File Co., Providence. R. I. 
McCaffrey File Co., Philadelphia, Pa. 
Simonds Mfg. Ob., Fitchburg, Mass. 
FIRE APPARATUS 

O. J. Childs Oo„ Utica, N. Y. 
FIREARMS 

Colt's Patent Firearms Oo., Hartford. 
Oonn. 

FIRE POTS 

Clayton A Lambert Mfg. Ob., Detroit, 
Michigan. 

FITTINGS 

Central Foundry Go., New York. 

M. L. Kline, Portland, Ore. 

Rhode Island Fittings Oo., Hillsgrove, 
R. I. 

FLOOR AND CEILING PLATES 
Beaton A Oadwell Mfg. Oo., New Brit¬ 
ain, Oonn. 

Beaton A Obrbln Mfg. Os.. Southing¬ 
ton, Oonn. 


FLOOR HINGES 
Standard Mfg. Oo M 


Shelby, Ohio. 


Lane Bros. Oo., Poughkeepsie, N. Y. HEATERS 

Rieharde-Wilcox Mfg. Oo., Aurora, Ill. Minier Gas Heater Oo., South Pasa- 
Hunt, Helm, Ferris A Oo., Harvard, HI. dena. Cal. 

The Stanley Works, New Britain, Ot. jjEJEL PLATES 
GARDEN TOOL 8 Star Heel Plate Oo., Newark, N. J. 


Buffum Tool Oo., Louisiana, Mo. 

J. E. Gilson Oo. f Port Washington, 
Wis. 

C. S. Norcroas A 80 ns, Bushnell, IB. 
Union Fork A Hoe Oo., Columbus, D. 


GAS HEATERS 


Hesa-Snyder Oo., Massillon. O. 

Minier Gas Heater Oo., South Pasa¬ 
dena, Oal. 


HINGES 

Bommer Brothers. Brooklyn. N. Y. 

P. A F. Oorbln. New Britain, Oonn. 

P. A F. Corbin, New Britain, Oonn. 
The Ohieago Spring Butt Oo., Chicago. 
Shelby Spring Hinge Cte., Shelby, O. 
Stanley Works, New Britain, Oonn. 
Superior 8 pring Hinge Oo., Chicago 
and Los Angeles. 


GAS RANGES 

James Graham Mfg. Oo., San Francisco. 
GASOLINE TORCHES 

Olayton A Lambert Mfg. Co., Detroit, 
Michigan. 

Otto Bernx, Newark. N. J. 


HOLLOW HANDLE TOOL KITS 
Bridgeport Hdwe. Mfg. Co., Bridge¬ 
port, Oonn. 

HOOK AND EXPANSION PLATES 
Beaton A Oadwell Mfg. Oo., New Brit¬ 
ain. Oonn. 


GRAPHITE 

Joseph Dixon Crucible Oo., Jersey Olty. 
N. J.; San Francisco, Oal. 
GRAPHITE PAINT 

Joseph Dixon Orucible Oo., Jersey Olty, 
New Jersey. 

GRASS CATCHERS 

Excelsior Bag A Mfr. Co., Troy, N. Y. 

Philadelphia Lawn Mower Cb., Phila 
delphla. Pa. 

Specialty Mfg. Co., St. Anthony Park, 
Minnesota. 

HAMMERS 

Vaughan A Bushnell Mfg. Oo., Chi¬ 
cago. Ilk 
HANDLES 

Buffum Tool Co., Louisiana, Mo. 

Ivory Handle Oo., Hope, Ark. 


HORSE 8 HOE 8 

Phoenix Horse Shoe Co.. Chicago, Ill. 
United States Steel Products Co.. San 
Francisco, Los Angeles, Portland and 
Seattle. 

HOSE 

Boston Woven Hose A Rubber Oo., 
Boston, Mass. _ 

Goodyear Rubber Oo., 8 an Francisco. 
HOSE COUPLING 

Stuber A Kuck, Peoria, Ilk 

HOSE MENDERS 

Stuber A Kuck, Peoria, Ilk 

HOSE REELS 

Specialty Mfg. Oo., St. Anthony Park, 
Minnesota. 

HOUSEHOLD GOODS 


HAND FIRE EXTINGUISHERS 

O. J. Childs Go„ Utica, N. Y. 

HAND CARTS 

Lansing Wheelbarrow Oo., San Fran¬ 
cisco. Cal. 

HANGING SCALES 

Pelouse Mfg. Co., Chicago, Illinois. 

Triner Scale Oo., Chicago, Ill. 

HARDWARE JOBBERS 

Baker A Hamilton, San Francisco, Oal. 

Dunham. Carriran A Hayden, San 
Franciseo, Cal. 

A M. Holter .Hardware Co., Helena, 
Montana. 

Hammond Lumber Oo., Los Angeles. 

Honeyman Hardware Oo., Portland, Or. 

Jensen, King. Byrd Oo., Spokane, Wn. 

Pacific Hardware A Steel Co., San 
Francisco, Oal. 

Salt Lake Hardware Oo., Salt Lake 
City, Utah. 


Aluminum Goods Mfg. Co., Manito¬ 
woc, Wis. 

Baker A Hamilton, San Francisco, Oal. 

Central Stamping Co., New York, N. Y. 

Cordley A Hayes, New York, N. Y. 

Corning Glass Works, Coming, N. Y. 

Dunham. Osrrigsn A Haydenn, San 
Francisco, Cal. 

Jacobs Bros. Co., Inc., New York. 

Jensen, King, Byrd Co., Spokane, Wn. 

Lalance A Grosjean Mfg. Co.. New 
York, Chicago and San Francisco. 

Landers, Frary A Clark, New Britain, 
Connecticut. 

Fred J. Meyers Mfg. Co., Hamilton, O. 

National Kitchen Products Co., San 
Francisco, Cal. 

New York Stamping Co., Brooklyn, N.Y. 

Nu-Sink Oo., Los Angeles and San 
Franciseo, Oak _ 

Ontario Knife Co., Franklinville, N. Y. 

Orona Mfg. Oo., Boston, Mass. 
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Pacific Hardware A Steel Co., San 
Franciaco. Cal. 

Schlichter Mfg. Co., Hamilton, Ohio. 
8trevell-Paterson Hardware Co., Salt 
Lake City, Utah. 

United Royalties Corporation, N. Y. 
Wheeling Corrugating Co., Wheeling, 
W. Va. 

Whiton Hardware Co.. Seattle, Wash. 
ICE CREAM FREEZERS 

North Bros. Mfg. Co., Philadelphia. 
ICE SCALES 

Pelouse Mfg. Co., Chicago, I1L 
Triner Scale Co., Chicago, Ill. 
INTERIOR METAL DECORATION8 
Wheeling Corrugating Co., Wheeling, 
W. Va. 

IRON AND STEEL 

Pacific Hardware A Steel Co., San 
Francisco, Cal. 

Salt Lake Hardware Co., 8alt Lake 
City. Utah. 

Strevell * Paterson Hardware Co., Salt 
Lake City, Utah. 

Thomson-Diggs Co., Sacramento, Cal. 
United States Steel Producta So., San 
Francisco, Los Angeles, Portland and 
Seattle. 

Wheeling Corrugating Co., Wheeling, 
W. Va. 

Whiton Hardware Co.. Seattle, Wash. 
JACKS—Carriage. Truck 

Lane Bros. Co., Poughkeepsie, N. Y. 
JOBBERS’ HARDWARE 

Marshall-Wells Hardware Co., Port¬ 
land, Ore. 

JOIST HANGERS 

Lane Bros. Co., Poughkeepsie, N. Y. 
KICK PLATES 

Bommer Bros. Co., Brooklyn, N. Y. 
Shelby Spring Hinge Co., Shelby, O. 
KNIVES 

Ontario Knife Co., Franklinville, N. Y. 
KNOBS—Door 

P. A F. Corbin, New Britain, Conn. 
Shelby Spring Hinge Co., Shelby, O. 
LAVATORY SPRING HINGE8 

Uw'Mofe 8 ’ 1 ' C °- ° h,e ** 0 - In - 

Pacifie Hardware A Steel Co., 8aa 
Francisco, Cal. 

Philadelphia Lawn Mower Co., Phila- 

Pennsylvania Lawn Mower Co.. Phila¬ 
delphia, Pa. 

Simmons Hdw. Co., St. Louis, Mo. 
LAWN SPRINKLERS 

Buffum Tool Co., Louisiana, Mo. 
Enterprise Mfg. Co. of Pa., Philadel¬ 
phia, Pa. 

Stuber A Kuck, Peoria, Ill. 

Thompson Mfg. Co., Los Angeles, Oal. 
Will’s 8prinkler Co., Los Angeles, Oal. 
LAWN SWEEPERS 

Philadelphia^ Lawn Mower Co., Phila- 

LENS 

Osgood Lens A Supply Co., Chicago. 
LENSES 

Corning Glass Works, New York, N. Y. 
LEVELS 

Bridgeport Hardware Mfg. Cbrp., 
Bridgeport, Conn. 

Goodell-Pratt Co., Greenfield, Mass. 
Henry Disston A Sons, Philadelphia. 
Stanley Rule A Level Co., New Brit¬ 
ain, Conn. 

LINOLEUM 

Armstrong Cork Co.. Lancaster, Pa. 
LOCKS 

P. A F. Corbin, New Britain, Conn. 
Corbin Cabinet Lock Co., New Brit¬ 
ain, Conn. 

Shelby Spring Hinge Co., Shelby, O. 
MANUFACTURERS’ AGENTS 

Bailey A Drake Co., San Francisco. 
A. H. Coates Co.. San Francisco, OaL 
George E. Dalton, Los Angeles, Cal. 
Norman Cowan, San Francisco, Oal. 
W. D. Caldwell, San Francisco. 

E. 0. Coffin A Co., Salt Lake, Utah. 
Horace Allen, 8an Francisco. 

8. V. Armstrong, 8an Francisco. 

Phil Bekeart Co., San Francisco. 

W. F. Boardman A Ob., San Fran¬ 
cisco, OaL 

A. L. Conger Co.. San Franciaco. 
Omer Cox 8an Francisco. 

Geo. F. Eberhard Co., San Francisco. 


Ewing-Lewis Co.. San Francisco and 
Los Angeles. Cal. 

Griffith Sales Co., Sheldon Bldg., 8an 
Francisco, Cal. 

Edward Knoble A Son, Tacoma, Wash. 
Chas. L. Lewis, 268 Market 8t., San 
Francisco, Cal. 

French A Linforth, San Francisco. 

C. W. Cause Co., San Francisco. 

W. H. Gilbert, San Francisco and Los 
Angeles. 

R B. Hanna, Los Angeles, 
llaven A Haven, San Francisco, Cal. 

D. L. Herman, Seattle. 

H. A. Heppner A Co., Portland. 

Wm. P. Horn Co., San Francisco. 

M. Howard, San Francisco. 

Hughson A Merton, San Francisco. 

C. N. A F. W. Jones, 708 Equitable 
Savings Bank Bldg., Los Angeles. 

O. N. A F. W. Jones, San Franciaco. 

E. A. Keithley, San Francisco. 

P. C. A A. E. Lowrey, San Francisco. 
O. A. May dwell A Oo., San Francisco. 
Morgan A Allen, San Francisco. 

J. T. McDevitt, San Francisco. 

T. D. McLean Co., Seattle. 

Osgood A Howell, San Francisco. 
Sanford Plummer, San Francisco. 

A. Rennie, San Francisco. 

O. S’. Rhea, Berkeley, Cal. 

Jno. T. Rowntree, San Francisco, Port¬ 
land, Or., Los Angeles, Denver, Colo. 
Rowntree A Wishon, San Francisco. 

A. C. Rulofson, San Francisco and Los 
Angeles. 

C. P. Rust A Co., San Francisco, OhL 
0. H. Smith A Bro.. Los Angeles. 

T. H. 8peddy, San Francisco. 

0. H. Stanyan. San Francisco. 

Eugene C. Saul, San Francisco. 

J. A. Tuthill, Los Angeles. QeL 
S. F. Wilbur Oo., San Francisco, Cal. 
Thomas A. Williams, 8alt Lako. 

8. G. Wilson, Loe Angeles. 

Fred P. Winchester, San Francisco. 
John J. Wlrtner, San Francisco. 
Wright A Lacey, San Francisco. 
MECHANICS’ TOOLS 

Buffum Tool Co., Louisiana, Mo. 

The Keystone Mfg. Co., Buffalo. N. Y. 
The James Swan Co., Seymour, Conn. 
METAL CEILINGS 

Wheeling Corrugating Co., Wheeling, 
W. Va. 

METAL LATH 

Wheeling Corrugating Go., Wheeling, 
W. Va. 

METAL SHINGLES 

Wheeling Corrugating Go., Wheeling, 
W. Va. 

MILLS—Coffee, Spice, Corn 

Lane Bros. Co., Poughkeepsie, N. Y. 
MITRE BOXES 

H. C. Marsh Co., Rockford, Ill. 
MITRE MACHINES 

H. 0. Marsh Co., Rockford, Ill. 
MOTOR CARS 

Bnsh Motor Co., Chicago, Ill. 

NAILS 

Pittsburgh 8teel Co., Pittsburgh and 
San Francisco. 

NAIL CLIP8 

H. C. Cook Go.. Ansonia, Oonn. 
NAIL SETS 

James Swan Go., Seymour, Conn. 
NAILS. STAPLES. SPIKES 

American Steel A Wire Go., Chicago, 
Ill.; San Francisco and Los Angeles, 
Cal.; Portland, Ore., and Seattle, 
Washington. 

OIL STOVES 

George M. Clark A Go., Division Amer¬ 
ican Stove Oo., Chicago and San 
Francisco. 

Ringen Stove Co., St. Louis, Mo. 
PAINTS 

The Brininstool Go., Los Angeles, Oal. 
Wm. Conners Paint Mfg. Oo., Troy, 
N. Y. 

Joseph Dixon Crucible Co., Jersey City, 
N. J. 

Montank, Paint Mfg. Co.. Brooklyn. 

R. N. Nason A Co., San Francisco, Cal. 
Pacific Hardware A Steel Co., San 
cisco, Cal. 

Simmons Hardware Go., St. Louis, Mo. 
Salt Lake Hardware Co., Salt Lake 
City, Utah. 


Strevell-Paterson Hardware Go., Salt 
Lake City, Utah. 

A Wilhelm Co., Reading, Pa. 

PAINT BRUSHES 

Rubberset Company, Newark, N. J. 
PEDAL PADS 

Auto Pedal Pad Oo„ New York. M. Y. 
PIPE 

Central Foundry Co„ New York. 
Abendroth Bros., Port Ohester, N. Y. 
Alabama Flue A Foundry Go., Annis¬ 
ton. Ala. 

Amerioan Enameling Mfg. Oorp., New 
York, N. Y. 

American Foundry A Pipe Go- Penns 

8ta.. Pa. 

Anniston Foundry Go., Anniston, Ala. 
Bessemer Soil Pipe Oo n Bessemer, Ala. 
Oampbell Mfg. Oo., Gadsden, Ala. 
Gaaev Hedges Go., Chattanooga. Team. 
Charlotte Pipe A Fdy. Go., Charlotte, 
North Carolina. 

Ooosa Pipe A Foundry Cb., Birming¬ 
ham, Ala. 

Grown Pipe A Fdy. Oo.. Jackson, O. 
Gadsden Pipe Go., Gadsden. Ala. 
Haines, Jones A Cadbury Ob., Phila¬ 
delphia, Pa. 

J. D. Johnson Go., New York, N. Y. 
Krupp Foundry Oo., Lansdale, Pa. 
Medina Foundry Oo„ Medina, N. Y. 
National Foundry Oo. of N. Y„ Brook¬ 
lyn, N. Y. 

National Pipe A Foundry Oo., Attalla. 
Ala. 

Readin^Foundry A Supply Oo., Read- 

Salem Brass A Iron Mfg. Go., Salem. 
New Jersey. 

Sanitary Go. of America, LinflelAr Pa. 
Sommerville Iron Works, New York. 
Standard Foundry Oo., Anniston. Ala. 
Superior Mfg. Ob., Bessemer, Ala. 
Union Foundry Go., Anniston, Ala. 

A. Weiskittel A Son Go., Baltimore. 

H. Wetter Mfg. Go., Memphis, Tena. 
PIPE BENDERS 

Buffum Tool Co., Louisiana, Mo. 
PIPE FITTINGS 

Stanley G. Flagg A Go., Philadelphia, 
Penn. 

Rhode Island Fittings Go., Hillsgrove, 
Rhode Island. 

PIPE HANGERS 

Beaton A Cadwell Mfg. Go., New Brit¬ 
ain, Oonn. 

PIPE HOOKS 

Berger Bros. Co., Philadelphia, Pa. 
PIPE WRENCHES 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland. Ohio. 
Trimont Mfg. Co., Roxbury, Mass. 
PISTON RINGS 

Automobile Accessories Co., Baltimore, 
PIVOTS—Ball Bearing 

Bommer Bros., Brooklyn, N. Y. 
PLANES 

Stanley Rule A Level Co., New Britain, 
Conn. 

PLATES—Kick 

Bommer Bros., Brooklyn, N. Y. 
PLIERS 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
PLUMBING SPECIALTIES 

Armstrong Mfg. Co., Bridgeport, Ot. 
Buffum Tool Co., Louisiana, Mo. 

Otto Bernx, Newark, N. J. 

Boston Brass Co., Waltham, Mass. 
Clayton A Lambert Mfg. Oo., Detroit, 
Michigan. 

Orescent Tool Oo., Jamestown, N. Y. 
Excelsior Bag A Mf*. Go., Troy, N. Y. 
Hays Mfg. Go.. Erie, Penn. 

M. L. Kline, Portland. Ore. 

Nye Tool A Machine Works, Chicago. 
Rhode Island Fittings Ob., Hillsgrove, 
Rhode Island. 

Thoe. Savill's Sons, Philadelphia, Pa. 
Trimont Mfg. Go., Roxbury, Mass. 
Turner Brass Works, Syracuse, Ill. 
PRUNING HOOKS 

Henry Disston A Sons, Philadelphia. 
PRUNING SHEARS 

Granucci Hardware Co., San Francisco. 
Peck, Stow A Wilcox Mfg. Co., South 
ington, Conn, and Cleveland. Ohio. 
PUMP VALVES AND PLUNGERS 
Berger Bros. Go., Philadelphia, Pa. 
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PUMPS 

Goulds Mfg. Oo., Seneca Fella, N. T. 
Groetken Pump Co., Aurora, Ill. 
Lenaing Wheelbarrow Oo., 8an Fran* 
ciaco, Oal. 

Paeifie Hardware A Steel Ob., Sen 
Francisco, Gel. 

PUNCTURE CURE 

▲lcemo Mff. Co., Newark, N. J. 
PUSH PLATES 

Bommer Bros., Brooklyn, N. T. 

P. A F. Corbin, New Britain, Conn. 
RADIATOR VALVES—Key and Wood 
Beaton A Oadwell Mfg. Oo., New Brit¬ 
ain, Conn. 

RAILWAY CAR MOVERS 

G. D. Rowell A Son, Appleton, Wis. 
RANGES 

Jas. Graham Mff. Co., San Franeiseo, 
California. 

Rinftn Store Oo., St. Louis, Mo., San 
Francisco, Cal. 

RAZORS 

Baker A Hamilton. San Franeiseo, QaL 
Simmons Hdw. Co., St. Louis, Mo. 
REAMERS 

Greenfield Tap and Die Corporation, 
Greenfield. Mass. 
REFRIGERATORS 

Baldwin Refrigerator Co., Burlington, 
Vermont. 

Maine Mfg. Oo., Nashua, N. H. 
Northern Refrigerator Co., Grand Rap¬ 
ids, Mich. 

Simmons Hdw. Oo., St. Louis, Mo. 
RIVETS 

Edwin B. Stimpson Go., Brooklyn,N.Y. 
RIVETING MACHINES 

F. H. Smith Mfg. Co., Chicago, HL 
Wheeling Corrugating Oo., wheeling, 
W. Va. 

ROASTERS 

Central Stamping Go., Brooklyn, N. Y. 
ROOFING 

Pioneer Paper Co., Los Angeles, Oal. 
ROOFING CEMENT 

Wm. Conners Paint Mfg. Co., Troy, 
New York. 

ROPE 

Columbian Rope Oo., Auburn. N. Y. 
Portland Oordage Oo., Portland and 
Seattle. 

RULES 

Lufkin Rule Go., Saginaw, Mich. 
Stanley Rule A Level Ob., New Brit¬ 
ain, Conn. 

SAD IRONS 

W. H. Howell Co., Genera, Ill. 

SASH CORD 

Samson Cordage Works. Boston, Mass. 

Henry Disston A Sons, Philadslphia. 
Goodell-Pratt Oo.. Greenfield. Mass. 
Simmons Hdw. Co., St. Louis, Mo. 
Simonds Mfg. Oo., Fitchburg, Mass., 
San Franeiseo and Portland, Ore. 

L. S. Starrett Ob., Athol. Mass. 
Thomson-Diggs Co., Sacramento, Oal. 
SAW SETS 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
8CALE8 

John Chatillon A Sons, New York. 
Detroit Automatic Scale Oo., Detroit, 
Mich. 

Jacobs Bros. Co., Inc., New York. 
Pelouie Mfg. Oo., Chicago, HI. 

Triner Seale A Mfg. Oo n Chicago. 
SCREW CASES 

American Bolt A Screw Case Oo., Day- 
ton. O. 

SCREW DRIVERS 

Buffum Tool Co.. Louisiana, Mo. 
Bridgeport Hardware Mfg. Obrp., 
Bridgeport. Conn. 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington. Conn, and Cleveland, Ohio. 
Henry Disston A Sons, Philadelphia. 
Goodell-Pratt Oo.. Greenfield, Mass. 
North Bros., Philadelphia, Pa. 

The James Swan Oo., Seymour, Conn. 
Stanley Rule A Lerel Oo., New Brit¬ 
ain. Conn. 

8CREEN DOOR SETS 

Bommer Bros., Brooklyn, N. Y. 
Chicago Spring Butt Oo., Chicago, IR. 
Stanley Works, New Britain, Oban. 

er, Los Angeles, OaL 
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SHARPENING MACHINE 

Hyfisld Mfg. Oo., New York, N. Y. 
SHAVING BRUSHES 

Rubberset Co., Newark, N. J. 
SHEETS 

Brier Hill Steel Co., Youngstown, 0., 
and fe'an Francisco. 

SHEEP SHEARING MACHINES 
AND TOOLS 

Chicago Flexible Shaft Co., Chicago. 
SHEETS—Black and Galvanized 
Wheeling Corrugating Oo., Wheeling, 
W. Va. 

SHOTGUN SHELLS 

Peters Cartridge Co., San Franeiseo 
and Cincinnati. O. 

SKILLETS 

New York Stamping Co., Brooklyn. 
Wheeling Corrugating Oo., Wheeling, 
W. Va. 

SLIDING CASTERS 

Domes of Silence Co.. New York, N. Y 
Onward Mfg. Co., Menashe, Wis. 
SLIDING DOOR LATCHES 

Lane Bros. Co., Poughkeepsie, N. Y. 
Richards-Wilcox Mfg. Co., Aurora, Ill. 
SNAPS 

Oorert Mfg. Co., Troy, N. Y. 
SOLDER 

Wheeling Corrugating Oo., Wheeling, 
W. Va. 

SPORTING GOODS 

Colt*a Patent Firearms Oo., Hartford, 
Conn. 

Du Pont Powder Co., Wilmington, Del. 
Honeyman Hardware Ob., Portlend,Or. 
Jensen, King. Byrd Oo., Spokane, Wn. 
Peters Cartridge Co., Cincinnati, 0. 
Strevell-Paterson Hardware Co., Salt 
Lake City. Utah. 

Wbiton Hardware Oo., Seattle, Wash. 
SPRING LEAF SPREADER 

Spring Leaf Lubricator Oo., Ann Ar¬ 
bor. Mich. 

SPRINKLERS AND HOLDERS 

Beaton A Oadwell Mfg. Oo„ New Brit¬ 
ain, Conn. 

STAMPED STEEL HARDWARE 
Shelby Spring Hinge Oo., Shelby, 0. 
STAPLES—Wire 

McKinney Mfg. Oo., Pittsburgh, Pa. 
STEAK AND FISH PLANKS 

Lau iing-Oompany, San Francisoo, Oal. 
STEEL FENCE POSTS 

American Steel A Wire Co., Chicago, 
Ill.; Ban Francisco and Los Angeles, 
Csl.; Portland. Ore., and Seattle, 
STOCKS AND DIES 

Armstrong Mfg. Co., Bridgeport, Ot. 
Greenfield Wap and Die Corporation, 
Greenfield, Mass. 

STOVES 

George M. Clark A Oo.. Division Amer¬ 
ican Store Co., Chicago and San 
Francisco. 

Oulter A Proctor Stove Co., Peoria, HI. 
Hese Snvder Mfg. Co., Massillon, O. 
Jas. Graham Mfg. Go., 8an Franeiseo. 
Jensen, King. Byrd Co.. Spokane, Wn. 
Ringen Stove Co., 8t. Louis, Mo., San 
Francisco. Oal. 

8pokane Store Repair Works, 8pokana, 
Washington. 

8TOVE PIPE CRIMPER 

Packham Crimper Go., Mechanicsburg, 
Ohio. 

8TOVE PUTTY 

William Conners Paint Mfg. Cb M Troy, 
New York. 

STOVE REPAIRS 

Spokane Store Repair Works, Spo¬ 
kane, Wash. 

TACKLE BLOCKS—Automatic 

Lane Bros. Co., Poughkeepsie. N. Y. 
TANKS—Pneumatic Water Supply 
Wm. B. Scaife A Sous, Pittsburgh, Pa. 
TAPS AND DIES 

Greenfield Tap and Die Corporation, 
Greenfield, Mass. 

TAPES 

Lufkin Rule Oo., Saginaw, Mieh. 

L. S. Starrett Co., Athol. Mate. 
THREADING MACHINES 

Armstrong Mfg. Oo., Bridgeport, Ot 
Greenfield Tap and Dia Corporation. 
Greenfield, Mate. 


TIMBER HANGERS 

Lane Bros. Co., Poughkeepsie, N. Y. 
TINWARE 

Oentral Stamping Oo., New York, N. Y. 
TIRES 

Century Plainfield Tire Co., Plainfield, 

Diamond Rubber Co., Akron, San 
Francisco and Seattle. 

Hartford Rubber Works Co.. New York 
Marshall-Wells Hardware Co., Port¬ 
land, Ore. 

U. S. Tire Oo.. New York, N. Y. 
TIRE PUMPS 

J. H. Haney A Co., Hastings, Neb. 
TOGGLE BOLTS 

Rich arils-Wilcox Mfg. Oo., Aurora, Ill. 
TOOLS 

Mound Tool Co.. St. Louis, Mo. 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
Rubber insulated Metals Corp., Plain- 
field, N. J. 

TOOL HOLDERS 

J. H. Williams A Oo., Brooklyn, N. Y. 
TOOL ROLLS 

Buffum Tool Co., Louisiana, Mo. 
Excelsior Bag A Mfg. Co.. Troy, N. Y. 
TOOTH BRUSH HOLDERS 

E. J. Chubbuck Co., San Francisco. 
TORCHES 

Turner Brass Works. Sycamore, Ill. 
Clayton A Lambert Mfg. Oo M Detroit 
Michigan. 

Otto Borns, Newark. N. J. 
TROLLEYS—Overhead 

Lane Bros. Co., Poughkeepsie, N. Y. 
TRUCKS 

Lansing-Company, Ban Franeiseo, QaL 
Universal Caster A Foundry Ob., New¬ 
ark^ N. J. 

TRUNKS AND BAGS 

Salt Lake Hardware Ob., Balt Lake 
City, Utah. 

VACUUM BOTTLES 

Landers, Frary A Clark, New Britain, 

Conn. 

VARNISH 

A Wilhelm Co., Reading, Pa. 

VISES 

Goodell-Pratt Oo., Greenfield, Maes. 

H. O. Marsh Co., Roekford, Ill. 
WASHING MACHINES 

Eagle Woodenwsre Mfg. Co., Hamilton, 
Ohio. 

Johnson Electric Washer Co., 8sn 
Francisco, Cal. 

Pacific Hardware A Steel Oo., San 
Francisco. Oal. 

WASHERS—Wrought Steel 

The Stanley Works. New Britain, Ot 
Wrought Washer Mfg. Go., Milwaukee, 
WASTE 

Royal Mfg. Co., Rahway, N. J. 
WEEDERS 

J. E. Gilson Co., Port Washington, 
Wis. 

WHEELBARROWS 

Lansing Wheelbarrow Qo., San Fran¬ 
cisco, Cal. 

WIRE PRODUCTS 

Colorado Fuel A Wire Oo., Denver, Los 
Angeles, San Francisco, Portland, 
Spokane. 

WERE AND WIRE SPECIALTIES 
United States Steel Produets Co., San 
Francisco, Lot Angelas, Portland 
and Seattle. 

Wbiton Hdwe. Co.. Seattle, Wash. 
Pittsburgh Steel Go- Pittsburgh, Pa 
American Steel A Wire Go., Chicago. 
Ill.; San Francisoo and Los Angelea, 
Cal.: Portland, Ore., and Seattle, 
Washington. 

WRENCHES 

Buffum Tool Co., Louisiana, Mo. 
Bridgeport Hdwe. Mfg. Corp., Bridge- 
port, Gonn. 

Crescent Tool Oo., Jonestown, N. Y. 
The Keystone Mfg. Co., Buffalo, N. Y. 
Frank Mossberg Oo., Attleboro, Maes. 
Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland^ Ohio. 
R. F. Sedgley, Philadelphia, Pa. 
T rimont Mfg. Qo„ Roxbury, Maas. 
WRINGERS 

Eagle Woodenwsre Mfg. Go., Hamilton, 
Ohio 

WROUGHT STEEL WASHERS 
Stanley Works, New Britain. Conn. 
Wrought Washer Mfg. Co., Milwaukee, 
Wisconsin. 
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M going to build that garage I told y< 
pretty soon now. The new auto will 
in a month.” 

“Glad to hear it. Mr. Johnson—we 
equipment all ready for you.” Here it is 


C HARDWARE 


oee mis uoor nomerr rush the door open so 
that the bar drops into the holder. A hundred- 
mile-an-hour hurricane can’t budge the door. 
With this Stanley Garage Door Holder in use it’s 
impossible for the door to cause damage. 

“The Stanley Garage Hinges will support the 
heaviest doors and prevent sagging and binding. 
Stanley Bolts keep the doors locked shut tight. 
Stanley Pulls and Latches are convenient to oner- 


——- -_am_- • _i 





















How Veedol National Advertising 


Will Increase Your Profits 


1918 CAMPAIGN GREATER THAN EVER BEFORE 
BRINGING THE VEEDOL MESSAGE TO MORE 
THAN 28,000,000 PEOPLE 


The subject of lubrication has always 
been a mystery to the average motorist. 
Until the now famous sediment test was 
given widespread publicity he knew no 
way of choosing between one 
motor oil and another, except 
on a basis of price. 

Veedol advertising has edu¬ 
cated millions of motorists on 
the importance of choosing the 
right lubrication for their au¬ 
tomobiles — a motor oil that 
will not break down and form 
sediment under the intense 
heat of the engine. 

Veedol national advertising ordinary 
reached 28,000,000 people in «ii after use 
1917, and sales of Veedol 
doubled. 

In 1918 Veedol advertising 
will reach even more people, 
with greater space, appearing 
oftener. 


Last year 350,000 motorists used Veedol 
regularly. 

there are over 450,000 Veedol 


Today 

users. 


Veedol 


after use 


Showing sediment in suspension 


VEEDOL 


Veedol Dealers Shared in 
$2,000,000 Profits 
Last Year 

Protits to the dealer on Vee¬ 
dol are liberal, sales are sure, 
and Veedol sales - building 
cooperation is cordial and 
effective. 

Other Fast Sellers 

Veedol greases will profit¬ 
ably supplement your oil sales. 
There is a Veedol grease for 
every purpose, and each is 
of the same high quality as 
Veedol. 

Write for the money-making 
Veedol proposition today. 


Tide Water Oil Company 

VEEDOL DEPARTMENT, Successors to Platt & Washburn Refining Co. 
MONADNOCK BUILDING, SAN FRANCISCO, CALIFORNIA 
Main Office: New York City Branches in Boston, Philadelphia and Chicago 
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Bight down in the front trenches of metal working, in the no man’s land of production 

Starrett Hack-Saws 

are doing their bit. The sharp, hardened tungsten steel teeth cut their way through rod 
or sheet, steel or copper as a machine gun cuts its way through opposing infantry. 


While the excellence of Starrett blades has 
long been an accepted fact, never before have 
they been accorded the confidence they enjoy 
today. The rush and bustle attendant upon 
forced production have created a demand for a 
hack saw blade that will * * stand up 1 ’—cut 
quicker and last longer. 


Because we have made careful and thorough 
tests we are able to tell you just which num¬ 
bered blade is best suited for each class of work. 
The result of these important tests together with 
the unexcelled quality of Starrett Hack Saws 
have placed our blades in the first rank of in¬ 
dustrial preparation. 


What blade to use is indicated on page 208 of our Catalog No. 21BF. Send for your copy. 


THE L. S. STARRETT CO. 


. CUT QiHCMUl 


The World’s Greatest Toolmakers 
ATHOL, MASS. 
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mm mm 

GRAPE KNIVES 

No. K51 


Highest Grade Forged 
Crucible Steel Curved 
Blade; Uniformly Tem¬ 
pered; Highly Polished; 
Carefully Ground and 
Sharpened for use. Oval 
Beechwood handle; fast¬ 
ened in handle by 3 steel 
rivets. 


Retail 

Suggested 

Price 

20c. 


Packed one dozen 
in a cardboard 


ST. LOUIS 


NEW YORK 


Digitized by V^,OOQLe 





H AkDWARE WOk'LD 



Twenty-Five Years Young 


B ACK of this handsome Tea 
Kettle, and every other article 
of Mirro Alhminum, is a ripened 
experience of twenty-five years 
in the making of fine aluminum 
ware. 

Yet Mirro Aluminum will al¬ 
ways be young, always repre¬ 
sentative of the newest and best 
—always the leader in the myr¬ 
iad features that make each Mirro 
piece exclusively Mirra 

The Mirro story of super-refine¬ 
ment and greater utility is being 
told month by month in a wide 
list of national publications in a 
manner that is building new pres¬ 
tige and dealer demand every¬ 
where. 


The above diagram illustration 
is a small reproduction of one 
such compelling feature adver¬ 
tisement which will appear in full- 
page form in The Saturday Eve¬ 
ning Post in February, followed 
by half pages in a number of 
women's publications. 

Every Mirro advertisement is 
a salsa-producer for Mirro dealers. 
This is a dealer campaign through 
and through. Mirro sales are 
enormous. 

If you do not already handle 
this popular line, write today for 
dealer catalogue and interesting 
sales proposition. Twenty-five 
years of better aluminum making 
becomesa bigsellingfactorfor you. 


Aluminum Goods Manufacturing Co., Manitowoc, Wis., U. S. A. 



<mimo 


ALUWNUM 

Reflects 

Good Housekeeping 
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THE GREAT SIX-IN-ONE TOOL THAT PLEASES THE USER 

EVERY TIME IS THE 

Stewart Handy Worker 

This uniquely practical combined tool machine 
comprises— 

A good, sturdy anvil. 

A steel-faced vise opening up to 4 y 2 inches. 

A steel pipe vise up to V /2 inches. 

A substantial corundum grinding wheel. 

A two-speed drill press. 

A cutting hardie. 

Complete outfit boxed weighs 90 pounds. 

List $14.00 f. o. b. Chicago. 

Western list, $16.00. 

From your jobber or direct. 

CHICAGO FLEXIBLE SHAFT COMPANY 

TWELFTH STREET AND CENTRAL AVENUE, CHICAGO 
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FLAT LINK CHAIN 


Care in packing — strong 
boxes and attractive labels 
pay dividends in increased 
sales and greater customer 
satisfaction . 

When we reached the stage 
where we felt that Hodell 
chain could not be im¬ 
proved; we turned our at¬ 
tention to the packages . 

These packages preserve 
the goodness of the chain 
right to the ultimate buyer , 
and on the dealer's shelves 
they compel the attention 
of the customer. 

This is just one of the 
methods we have taken to 
popularize the world's best 
weldless chain. 

Write for samples and our 
dealer proposition. 


OHIO u&A' 


Pacific Coast Offices 
W. B. WILSON 

66 Eighth St.. San Francisco, Cat. 

SANDS A COX 
207 San Fernando Building 
Los Angeles, Cal. 

STRIMPLE A COX 
1127 Smith Bldg., Seattle, Wash. 


* 
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Cannon Ball Combination 

( Folding - Sliding ) 

Garaqe Door Sets 

The makers of the best known barn door hangers in America—the Cannon Ball— 
have added to this line a new garage door hanging which is unquestionably the most 
practical set for this purpose yet evolved. 

Briefly the Cannon Ball Combination (Folding-Sliding) Garage Door Set fits any 
door opening up to 8V2 ft. and takes care of any thickness of door—makes them abso¬ 
lutely weather tight and secure against sagging. The doors fold inside requiring 
minimum space and are automatically held open by the heavy spring attached to the 
supporting track bracket. It is easy to install—neat in appearance—easy working and 
strong and substantial in use. 

Comes packed in complete sets including Hangers, Track, Hinges, Floor and Ceiling 
Stops, Door Latch, Bolts, Screws, etc. 

And the selling-helps put back of this new Cannon Ball item absolutely insure its 
rapid sale. 

Send for Detail s of the New Cannon Ball Garage Set 

HUNT, HELM, FERRIS & CO. 

New York Main Office and Factory, 54 Hunt Street, Harvard, Ill. 


Pacific Coast Distributors 


Pacific Hardware & Steel Co., San Francisco, Cal. Schwabacher Hdwe Co., Seattle, Washington. 
Dunham, Carrigan & Hayden Co., San Francisco Morse Hdwe. Co., Bellingham, Washington. 
Honeyman Hdwe. Co., Portland, Oregon. Holley-Mason Hdwe. Co., Spokane, Washington. 

Failing-McCalman Co., Portland, Oregon. Jensen-King-Byrd Co., Spokane, Washington. 

Seattle Hdwe. Co., Seattle, Washington. 
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Applied at bottom of Casement 
Sash, opening out. 


Applied at side on transom. 


Russwin Friction Adjusters can be applied at either top or 
bottom of sash opening out and at either top or bottom of 
sash opening in, when there is no objection to applying the 
adjuster on the outside of the sash. 

They can also be applied to transoms opening either in or out. 

Friction sufficient to hold the sash under varying conditions, 
can be applied by turning the knurled friction clamp. 

Made of wrot bronze and 
furnished in standard finishes. 

RUSSELL & ERWIN MFG. CO. 


New York 


The American Hardware Corporation Succewor 

New Britain, Connecticut 
San Francisco Chicago 


London, Eng. 
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Add More Goods That Sell Themselves 


After all, it’s the goods that sell 
themselves that bring in the real prof¬ 
its. High selling costs and “overhead” 
eat up profit, so whenever a self-seller 
comes along tie up with it. 

This Pexto Rose Shear with its unique 
display is one of the self-selling kind. 
The display catches your customers’ 
eyes in the first place and the Rose 
Shear does the rest. 

This member of the Pexto Family is 
a little beauty. It’s made in the regu¬ 


lar Pexto style with a super-finish that 
catches the home folks every time. 

There’s “something different” about 
this shear too. It has a little attach¬ 
ment that holds the rose after it’s cut. 
Doesn’t that sound like a “quick 
seller!” Other dealers know it from 
experience. 

Write your jobber or address us 
direct and get prices as well as practi¬ 
cal literature. 


The Peck, Stow & Wilcox Co. 

Mfrs. Mechanics* Hand Tools, Tinsmiths' 
and Sheet Metal Workers* Tools and Ma¬ 
chines, Builders' and General Hardware. 


Southington, Conn. 


Cleveland, Ohio 


Addras correspondence to 2182 W. Third Street, deeetond, Ohio 

PEXTO 

MECHANICS' HAND TOOLS 
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PHOENIX 

HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 

BEST IN THE WORLD 

PHOENIX SHOES ABE KEPT IN STOCK 
BT THE FOLLOWING HOUSES 

PACIFIC HARDWARE & STEEL COMPANY 
San Francisco, California 

WATERHOUSE & LESTER COMPANY 

San Francisco, California 

PEROIVAL IRON COMPANY 
Los Angeles, California 

NORTHWESTERN HARDWARE & STEEL COMPANY 
Portland, Oregon 

J. E. HASELHNE COMPANY 
Portland, Oregon 

WEST COAST WAGON COMPANY 
Tacoma, Washington 

GRAY BROTHERS 

Seattle, Washington 

HOLLEY-MASON HARDWARE COMPANY 
Spokane, Washington 

8C0VEL IRON STORE COMPANY 

San Francisco, California 

TAYLOR-SPOTSWOOD HARDWARE COMPANY 

San Francisco, California 

SPOTSWOOD-HELFER COMPANY 

San Francisco, California 

NORTHROP HARDWARE COMPANY 

Boise, Idaho 

SALT LAKE HARDWARE COMPANY 
Salt Lake City, Utah 
Pocatello, Idaho 

GEO. A. LOWE COMPANY 

Ogden, Utah 

WATERHOUSE & LESTER COMPANY 

Los Angeles, California 

INLAND IRON COMPANY 

Fresno, California 

SCHAW-BATCHER COMPANY 
Sacramento, California 

MANUFACTURED BY 

PHOENIX HORSE SHOE CO. 

Largest Horse Shoe Manufacturers in the World 

BOLLING BOLLS AND FACTORIES JOLIET, ILL, POUGHKEEPSIE, NEW YORK 
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You Sell Real Home Protection 
with Sargent Cylinder Day 
and Night Latches 

Sargent Cylinder Day and Night Latches for safety, 
security and strength have no equal. They have many 
special features, chief of which is the PUSH-BUTTON 
STOP found only in Sargent Day and Night Latches. 
They are simple, convenient and safe, and there is no 
possibility of getting out of order by the forcible closing 
of the door. 

OTHER SPECIAL FEATURES 


The Latch Bolt, which is 
made with long projection to 
provide for any shrinkage that 
may occur in the door or door 
frame, thus assuring security 
under all conditions. 

Jimmy Proof: The latch bolt 
is fully protected and when 
the door is closed cannot be 
forced back from the outside. 

Self-Locking: These latches 
are locked automatically by 
the closing of the door and 
cannot then be opened from 
the outside except by the 
proper key. 

Double Locked: Can be 
locked or deadlocked from the 
inside. 


For All Doors: Suitable for 
either right or left hand doors 
and for doors of all thick¬ 
nesses from % to 2y% inches. 

Three Gold Plated Keys are 
packed with each latch and 
no two latches are furnished 
with the same keys unless spe¬ 
cially made to order. 

Design and Finish: Attrac¬ 
tively designed and hand¬ 
somely proportioned, they may 
be obtained in several finishes, 
which are thoroughly durable 
as well as pleasing. 

Sargent Cylinder Day and 
Night Latches are easily ap¬ 
plied and adjusted by follow¬ 
ing the simple directions 
packed in each box. 


SARGENT & COMPANY 

Hardware Manufacturer* 

NEW HAVEN CONN. 


STOCK THE 
8ARGENT LINE 
OF LATCHES and 
give your custom¬ 
ers complete satis¬ 
faction in safety, 
convenience, dura¬ 
bility and appear- 


NEW YORK 


BOSTON 


CHICAGO 
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Is a Fence and Not a Netting 

The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


AMERICAN STEEL ft WIRE COMPANY 
United States Steel Products Company 


SELLING AGENTS 


San Francisco Los Angeles Portland 

Awarded the Grand Prize at the Panama-Pacific Exposition. 


Seattle 
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What the Smoke Test Reveals! 


Experts everywhere condemn substi¬ 
tutes for sanitary plumbing. A prom- 
inent Plumbing Authority who has 
devoted many years to the study of 
house drainage problems and has 
made thousands of tests with a smoke 
machine, once said: “Where tile 
(vitrified) pipes have been used for the 
house drain, without exception they 
will be found to leak at most 
of their joints/' 


Central Foundry Co.New York, N. Y. 

Charlotte Pipe A Foundry Co. 

Charlotte, N. 0. 
Coosa Pipe A Foundry Co. .Birmingham, Ala. 
Crown Pipe A Foundry Co.. .Jackson, Ohio 

Gadsden ripe Co.Gadsden, Ala. 

Haines, Jones A Cadbury Co. 

Philadelphia. Pa. 

Johnson Co., J. D.New York, N. Y. 

Krupp Foundry Co.Lansdale, Pa. 

Medina Foundry Co.Medina, N. Y. 

National Foundry Co. of N. Y., Inc.... 

Brooklyn. N. Y. 
National Pipe A Foundry Co.. . Attalla, Ala 
Reading Foundry A Supply Co..Reading, Pa 


Salem Brass A Iron Mfg. Co. . .Salem, N. J. 

Sanitary Cc. of America.Linfield, Pa. 

Somerville Iron Works....New York, N. Y. 

Standard Foundry Co.Anniston, Ala. 

Superior Mfg. Co.Bessemer, Ala. 

Union Foundry Co.Anniston, Ala. 

Weiskittel A Son Co., A. ... Baltimore, Md. 

Wetter Mfg. Co., H.Memphis, Tenn. 

Abendroth Brothers.Port Chester, N. Y. 

Alabama Pipe A Foundry Co. .Anniston, Ala. 
American Foundry A Pipe Co. Penns Sta., Pa. 

Anniston Foundry Co.Anniston, Ala 

Bessemer Soil Pipe Co.Bessemer, Ala. 

Campbell Mfg. Co.Gadsden, Ala 

Casey-Hedges Co., The... Chattanooga Tenn. 


Illustrated literature will he sent on request by any or all of the abooe 
independent and competing makers of Cast Iron Soil Pipe and Fittings 
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Hand Drills 

A good, strong, well-balanced 
Hand Drill is a tool that a good 
workman can appreciate. 

Our No. 51/2 Two Speed Hand 
Drill (illustrated) has a malleable 
Iron Frame; Gears and Pinions 
turned from solid blanks, Pinions 
made of steel; ball-bearing, lathe- 
turned spindle; all steel Chuck with 
three hardened jaws; Two Speeds, 
changed by simply turning Shifter 
Knob marked fast or slow; a hol¬ 
low, polished, screw cap Cocobolo 
Handle for Holding extra drills, 
and a large Side Handle. 

Every Drill is very carefully in¬ 
spected and tested out, after which 
it is wrapped and packed in a strong 
cardboard box. 

Our Tool Book No. 13 gives com¬ 
plete information and prices on our 
“1500 Good Tools.” 


r * w 1 

Hr. Ranch 


Goodell-Pratt Company 


Greenfield 




Mass., U. S. A. 
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GENUINE 


“PHILADELPHIA” 


LAWN MOWERS 



Styles “Graham” and “A,” 
All-Steel, Practically 
Indestructible 


SOME OF THE 
STYLES 

“Graham” All-Steel, 

10-in. wheels. 

“A” All - Steel, 10- 
in. wheels. 

“E” Removable Box 
Caps, 10-in. wheels. 

“K” Plain or Roller 
Bearings, 10-in. 
wheels, 5 blades. 

“All-Day,” 10-in. 
wheels. 

“University,” four 
blades, 9-in. wheels. 

“Independence” 
Roller Bearing, 9- 
in. wheels. 

“Overbrook” Roller 
Bearings, 8-inch 
wheels. 

“Golf,” 6 or 8 blades. 



“Independence” Roller Bearings, 
9-in. Wheel. 

“Overbrook” Roller Bearings, 
8-in. Wheel. 


Every style lawn 
mower manufactured 
by us is equipped with 
VANADIUM Crucible 
Steel Blades, both sta¬ 
tionary and 8 p i r a 1. 
This is the hardest and 
toughest steel known. 


mower 


30" Walking type 
40" Riding Type 

A thoroughly equipped 
Motor Mower in uso on 
many large estates, parks, 
cemeteries and Government 
grounds for several years 
and proven to be most 
satisfactory. 

GUARANTEED FULLY. 


CATALOG 
ON REQUEST 




Style “K”—5 Blades—Plain, or 
Roller Bearings. 


Roller Bearings are 
superior to old-fash¬ 
ioned ball bearings 
as they have a line 
contact along entire 
length of the journal 
and not a pin-point 
contact. They wear 
straight and even. 
Journals always 
straight and true. 



Style “E” Removable Box Caps 
Vanadium Crucible Steel Blades. 


THE PHILADELPHIA LAWN MOWER CO. 

31st and Chestnut Streets, Philadelphia, Pa., U. S. A. 

HAVEN A HAVEN, 508 ItlMlon Street, Sea Francisco, California, San Francisco Selling Agents 
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You Can Easily Sell the 

Wade Gasoline Drag Saw 

Here is a machine that fills a long felt want—a machine that saves time and labor for its 
users—in fact, the kind of machine it pays you to handle. The WADE GASOLINE DRAG 
SAW is being advertised in a big way and has every point in its favor that an easily 

saleable article should have. 

CASH IN ON THE DEMAND WE HAVE CREATED 

Our advertising campaign now running in all the leading farm and trade journals is im¬ 
pressing the many good qualities of the WADE GASOLINE DRAG SAW on thousands of 
prospective buyers. By supplying convincing circulars and by direct co-operation we can 
help you get the full benefit of this demand. Put the WADE on your floor NOW and 

get your share of the sales. 

Retail Price 

Delivered Freight Prepaid 
Anywhere in the U. S. A. 


*165 



Wade’s 
Gasoline Drag Saw 


(Portable) 

1918 MODEL- 

All 1918 model WADE Drag Saws are 
equipped with our new 4 H. P. Engine 
that gives an abundance of power. The 
WADE is made of the best materials 
throughout, and is always ready for use 
—practically never gets out of order. 
Simple, compact, easy to operate, long 
lived. 


— 4 H, P. ENGINE 

Logging camps are adopting the WADE 
at an enormous saving in time and labor, 
and it is generally known that the lum¬ 
bering industry has no patience with in¬ 
efficient and unreliable machinery. An 
attractive contract is ready for the right 
kind of dealers in open territory. Write 
TODAY for details. 


IT WILL PAY YOU TO GET OUR DEALER PROPOSITION 


Oldest and largest 
independent whole- 
salers of farm ma¬ 
chinery in the North¬ 
west. 




I MCE 




322 Hawthorne Ave., Portland, Oregon 
910 N. Howard Street, Spokane, Wash. 


52 years' experi¬ 
ence has given us the 
ability to test and 
judge the efficiency 
of farm machines. 
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Newspaper electrotypes 

free to GIANT dealers 


B Y USING some of our striking advertisements in your local newspapers 
you can bring to YOUR store the farmers, ranchers and orchardists 
who are in need of explosives for stump-blasting, tree-planting and other work. 

Our assortment of Giant newspaper electrotypes will bring you new trade both 
for explosives and for other merchandise. Furnishing such electrotypes is one 
of the many ways in which we help the hardware trade sell Giant Farm Powders. 


THIS TEST 

«> 



Come in and get a 25 or 50-pound case of either 

of the Giant Farm Powders. Try them out 
and you will find that they go further and 
therefore cost less to use. We have noticed 
that when farmers try them once, for any kind 
of blasting, they always come back for 

FARM POWDERS 

^ ^ 5TUMPNO—AORICULTURAL 


(This space may be used for your 
own advertising of other goods) 


Dealer’s Name Here 


Let us tell 
you more 

Ybu need not carry Giant 
Farm Powders in stock in 
order to make money on 
them. Giant magazines 
will supply you promptly, 
so you can make a profit 
on every order. 

If you are not already 
selling Giant Farm Pow¬ 
ders, let us send you our 
confidential trade bulletin 
entitled, “Helping the Re¬ 
tailer Sell Giant Farm Pow¬ 
ders.” This shows seven 
ways in which we will help 
you to build up a more 
profitable business in ex¬ 
plosives. 

The coupon below will 
bring you full information. 
Tear it out and mail today. 


— — — — — — — 

Hardware Men | 
Mail This Coupon | 

The Giant Powder Co., Cocv. I 
227 First Netionel Benk Bldg.. ! 

Sen Francisco I 

CHECK 
HERE 


I 


□ Swtf L_ _ 

Fra mart. | 

□ Set n ym back, "HifclM Si I 

MtUtr Sill Slat Fra Piv3*s.” | 

□ S mi n arappr attritrai a* I 
VtM "Main TMs Ttst/ ■ 


Address . 
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The New Boston Rubber Chair Tip 


mu ifcrm oatax^oq 


Assortment Box 


Rubber Chair 


Tips for 
Furniture 


THE ELASTIC TIP CO. 


370 Atlantic Avenue 
BOSTON - MASS 


SprinGriP 

(USB BUM 


THE RUBBER TIP AND ITS PARTS 

BUM VAIKBB BBASB BUS BTUVO MCXBf 
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(Jp-to-date System for Retail Stores 


Electrically Operated National 
Cash Register 

Great labor-saving machine for retail 
merchants. 

It does 15 things in three seconds. 

It does quickly what clerks can’t 
do. 

Tells which clerk sells the most 
goods. 

Advertises your goods direct to your 
customers. 


The New N. C. R. 

Credit File 

Cuts out all bookkeeping of cus¬ 
tomers’ accounts. 

No customers’ ledger, blotter or day¬ 
book. 

Every customer’s account balanced to 
the minute. 

Complete record with one writing. 

Saves time and work for clerks. 

Customers like it; it saves their time. 


Prosperity is increasing. Freight congestion is growing greater. Hence don’t delay. 
Order now and get the profits which our system will make for you. 

It more than pays for itself out.of the money it saves. Sold on small monthly payments. 
Old cash registers repaired, bought, sold, rebuilt and taken in exchange for new registers. 



Adapted to retail stores of all kinds, from the smallest to the largest 


To Bop*. 18701 National Cash Register Cow, Dayton* Ohio 

Please send me full particulars of your 
latest model cash register and the new 
N. C. R. credit file. 

Gel the benefit of these prosperous times 


NameL. 


Business. 


Address. 


Cut out this coupon end mail it today 
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these products. 

By the use of the “Universal” Food Chopper the 
left-over bits of food are made into delicious and appe¬ 
tizing dishes and the price of the chopper is saved in 
no time. 


With the “Universal” Bread Maker whole wheat, rye 
or graham bread is made with the same certainty and 
ease that white bread is made. Just to turn the crank for 
three minutes and the dough is perfectly kneaded. 

The “Universal” Coffee Percolator makes delicious 
coffee without boiling. Saves one-third on the 
coffee bill, because every bit of flavor is ex¬ 
tracted from each grain of coffee. 

Write for new special window trim and 
sales helps. 


Trod, $ UN IVERS AL l Mark 

I— F~. & G. 



Landers, Frary & Clark 

New Britain, Conn. 
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Another Source of Profit 


C HE hardware merchant sells almost every needed thing for com¬ 
pletely equipping the kitchen and bathroom. Why isn’t it perfectly 
logical for him to sell linoleum as well —the most serviceable, sani¬ 
tary and attractive floor covering for these rooms? 



After you have sold a stove or other kitchen necessity, or some equip¬ 
ment for the bathroom, you can often increase your sales and profits by 
suggesting linoleum for the floor, for linoleum is very closely related to 
goods of their nature. 

Housewives generally favor linoleum not only because it is a durable 
and attractive floor covering, but because it is easily and quickly cleaned. 
It is in every sense a labor saver. 

We are always glad to send samples and prices of Armstrong’s 
Linoleum, as well as to supply window displays, newspaper 
cuts, lantern slides, and helpful sales suggestions — free upon 
request. Let us hear from you. 


ARMSTRONG CORK COMPANY 
Linoleum Department - - Lancaster, Pa. 


Armstrong's Linoleum 


Circle A Tr^de Mark V 


For Every Room 



in the House 

Digitized by Google 
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Genuine “Empire" Griddles 

Cost No More Than Imitation 
or Inferior Articles 


BUT they BUILD 
UP YOUR TRADE 
and SATISFY 
YOUR CUSTO¬ 
MERS. 

Insist on the 

Genuine 
“Empire” 

If You Want Ware of 
Uniform and Highest 
Quality. 

Examine Sam¬ 
ples of this Ware 
and Prove it for 
Yourselves. 

SOLD by ALL FIRST GLASS JOBBERS THROUHOUT the WEST 

ORDER THROUGH THEM 


WM. P. HORN CO., PACIFIC COAST REPRESENTATIVES 

LOS ANOKLKS RIALTO SUILDINO, SAN FRANOISCO, CAL. PORTLAND 


NEW YORK STAMPING COMPANY 

BROOKLYN, NEW YORK 
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Glacier Refrigerators 

One Piece—Porcelain Lined 


Are growing in popularity rap¬ 
idly as shown by our constantly 
increasing sales. 

They have rounded comers— 
even the front inside comers are 
rounded—a feature women are 
insisting on. 

They are made in standard 
sizes. No slow sellers among 
them. 


This insures the dealer a sure, 
quick turnover. 

It pays to sell the best and 
concentrate effort. 

We also make a standardized 
line of White Enamel and Gal¬ 
vanized Lined Refrigerators. 

You ought to have our 1918 
catalog. 

Gladly sent on application. 


BAKER, HAMILTON & PACIFIC CO., San Francisco, Cal. 

WHOLBSALB DISTRIBUTORS 


Permanent Exhibit, Keeler Buildinf, Grand Repide 

Northern Refrigerator Company 

Grand Rapids, Michigan 
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When 

Your Salesmen 


call the attention of the 
customer to the fact that this 
silverware has behind it seventy 
years of knowing how, they give 
the best assurance as to quality. 
They bring to bear a powerful 

argument that is featured in our 

National Advertising and one in 
which the public puts faith. Write 
for particulars regarding win¬ 
dow cards, etc., that will help 
you to handle this ware. 

\ International Silver 

\\\ Company A 

Meriden, Conn. jnrA 

IfiVsSv 150 Post Street 

San Francisco 
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This Is a photograph of a 
Pyrex pie plate standing on 
ice and subjected to boiling 
water. Pyrex dishes stand 
this test without cracking. 
This proves how safe they 
are in the hottest oven heat. 


From freezing to boiling without breaking 


Pyrex transparent cooking dishes are 
made of a material that stands even such 
violent change of temperature as is pictured 
above. They are guaranteed not to break 
in oven heat. 

Why Pyrex sales are increasing so rapidly 

Sixty per cent more heat is transferred to 
food cooked in Pyrex than to food cooked 
in any kind of metal pan! This is proved 
by scientific tests. It means that Pryex 
cooks food more thoroughly, more evenly, 
makes it noticeably more delicious. It 
means, too, a big saving in fuel! 

“No more black, greasy pans to scrub!'' 
This is another reason women prefer Pyrex. 

Pyrex never chips, rusts, discolors, crazes 
or absorbs odors. It always stays tike new. 
Your customers, like thousands of other 
women, will find it in the end the most eco¬ 
nomical cooking utensil they could buy. 

Most effective advertising campaign ever 
used on an oven ware 

This year more than 5,974,593 people will 
see Pyrex advertising in their favorite mag¬ 


azines. In the Ladies' Home Journal, the 
Saturday Evening Post and Good House¬ 
keeping, striking full-page announcements— 
sometimes in color—will bring the news of 
Pyrex in a big way to every city and town. 
McCall's Magazine, Christian Herald and 
fifty-four other religious magazines will 
make Pyrex a familiar word even in the 
remote country districts. 

The women who read these magazines are 
the home-loving type who take pride in 
buying the best equipment for their homes— 
they are the people whom you consider your 
most satisfactory, most influential custom¬ 
ers. 

This is bound to create a demand which 
will bring your customers to you to order 
Pyrex. It will also bring into your store 
many new customers. Be prepared to meet 
this deamnd. 

Write for the 1918 Dealer proposition. 
It's different and unusually attractive. Corn¬ 
ing Glass Works, 301 Tioga Avenue, Corn¬ 
ing, N. Y., U. S. A. 


World 9 § largest makers of technical glass 



Transparent cooking dishes 
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BALDWIN Dry-Air 

Refrigerator 


150 Handsome Styles 



’Tkt Bom with til Stiady Ctld Wavi" 


ASH, OAK, SOFTWOOD OASES 
OPALITE GLASS, VITRIFIED POR¬ 
CELAIN, AND METAL LINED 

“The Cold, Clean Kind” 

Baldwin's do better work with less ice than 
any other refrigerator made. They keep 
food preserved in the best possible manner, 
because of their positive one way current 
of absolutely pure, cold, dry air, moving 
swiftly around articles stored, and constantly 
cooling and purifying every square inch of 
the refrigerator. 

Many Baldwin Refrigerators in constant use 
for 35 years are still giving the utmost satis¬ 
faction. 

Don't sell a “cheap" refrigerator— 
it wastes your customer's money 
and is a source of annoyance every 
day he uses it 

Baldwin’s are lined with snow-white opalite 
glass 7-16 inch thick; vitrified porcelain, 
seamless porcelain, white enamel or metal. 
There are 150 styles in stock. Don't experi¬ 
ment with new makes of unknown quality— 
sell the Baldwin—the “kind the old folks 
used." 


SEND A POSTAL FOR OUR BIG CATALOG 


The Baldwin Refrigerator Co, 

BURLINGTON, VERMONT 
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KHRfU 

m ** Quality 

Lawn Mowers 



Y OU will be 
pleased to 
know the details of 
our big co-operative 
advertising plans 
for next season. 

Large space in national mag¬ 
azines. Strong, convincing 
copy. It will produce a big 
demand for the “PENNSYL¬ 
VANIA” you carry. 

Our “trade helps” will bring them 
to your store “half sold.” 

Write us today for complete details. 
Let us know which “PENNSYL¬ 
VANIA” Quality brands you carry. 



This Trade Mark is on the Handlee of 

“Pennsylvania* 

“Red Cloud” 

“Pennsylvania! Jr.” 

“Bellevue” 

“Pennsylvania Golf* 

“Panama” 

“Pennsylvania Put- 

“Delta” 

ting Greens Mower” 

“Electra” 

“Continental” 

“Pennsylvania Pony” 

“Great American 

“PenneylvaniaHoree” 

B. B.” 

“Pennsylvania 

“Shock Absorber” 

Grand” 

“Quaker City” 

“Pennsylvania Trio” 



Remove Stock Rapidly 
h and Smoothly 


“The 1 

DELTA 

Is the only Line of Files 
from 8 to 24 inches that are 
made absolutely of 

OBUOIBU 

STEEL” 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—there 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—you will increase your out¬ 
put and gTeatly reduoe your 
cost of filing. 



DELTA 


I Thlf trade mark safagaarde the 
Interests of thousands of fllo 
users everywhere Always look 

for It 




DELTA FILE WORKS 

PHILADELPHIA, PA. 
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MADE IN OHIO, U. S. A. 

ALUMINUM 

“Real Solid” 


The “UAL IOLZD” LINE has been for 20 
years, the Strong, well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy is and has been to give the dealer 
goods of such quality that assures him not 
only his PROFIT, but the housewife’s contin¬ 
ued patronage, we have now added 

A New Une of 

"REAL SOLID WARE” 


This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness and 
Durability. 

We have eliminated unneces¬ 
sary expense of CAST ALUM¬ 
INUM HANDLES, etc,, and are 
Putting MORE METAL into 
the BODY of our UTENSILS. 

TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and burn off 
handle. 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers’ Shelves. 

We have added 25 New Items, all prac¬ 
tical This makes the “REAL SOLID" 
Line the most complete on the market 

Write Today and get our New 
1918 Catalog Just off the Press. 

Tha Bickiys Aluminim Goipuy 

WOOSTER, OHIO 


MR. JOBBER 

YOUR CUSTOMERS 

WANT 

Star Heel Plates 

BECAUSE THERE ARE NONE SO GOOD 
AS STAR 




Made in Seven Sixes—Nos. 0 to 6 

SEND YOUR ORDER TODAi 
They Sell and Sell and Sell 

The Pioneer Brand 

STAR HEEL PLATE CO. 

LOUIS SACKS, Prep. 

Hamburg Pleoe, near Avenue L, Newark, N. J> 
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STANLEY 
MITRE BOXES 


STRONG 

DURABLE 

ACCURATE 

A Specially Made Back 
Saw with Each Box 

Every mechanic that 
visits your store will 
be interested in this 
up-to-date mitre box. 

May we send you 
some special circu¬ 
lars containing com¬ 
plete description. 

Stanley Rule & Level Co, 

New Britain. Conn. U.S.A. 



I’m Convinced 
the Chatillon 
Line is Right 

BECAUSE 

1st. The trade demands 
scales and cutlery of the 
Chatillon quality. 

2nd. The Chatillon Line 
includes both Scales and Pos¬ 
ter Bros. Cutlery and this 
one line is complete to meet 
all the needs of my trade. 

3rd. Poster Bros. Cutlery, 
which is a part of this line, 
is well known and of the very 
best quality and latest de¬ 
signs. 

4th. Chatillon dealers have 
always received large profits 
from the sale of this line. 

5th. Chatillon dealers are 
always treated in the fairest 
manner. 

These and other reasons 
convince me and should de¬ 
cide any hardware dealer to 
send for catalogue prices, and 
trade discount. 


JOHN CHA'flLLON 6S0N5 

Established 1835 

85 Cliff Street, New York City 
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White Mountain Refrigerators 


“The Chest With the Chill in It’ 

The name “WHITE MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Ef¬ 
fort, Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow-White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated 1918 
catalogues and booklets. B 


Maine Manufacturing Company - Nashua, N. H., U. S. A. 






York City Boston, 


BBAJTCH OrrcGBI>— 
Atlanta, Oa. Dallas, Tanas 
Wslbourna, Australia 


■an Branolsoo, OaL Danrsr, Oolo. 


The Ontario Knife Company, Frankiinviiie, N. Y. 


WE SELL EXCLUSIVELY TO TNE WHOLESALE TRADE 


If you are a wholesale dealer and have not oar catalog and prices, you shook! write for them at once 






mami 


BUTCHEB 

smmmm 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


kitchen 

CANNING 

FISH 

VEGETABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles. 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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TWO BIG FIELDS 

Both the Farmer and the Housewife 
have greater need than ever for one or 4iw| 
both of these standard “ENTER- Wflp 
PRISE ' 9 Specialties. vjl 

1—Pork products are commanding fabulous prices; 
farmers are prosperous—two big factors that con¬ 
tribute heavily toward making easy sales for you 
of ‘* Enterprise ’' Sausage—and Lard-making Outfits. 

^ 2—Housewives demand food-saving devices. The 

big “Enterprise’' consumer advertising campaign, 
the appeal of the Food Administration, household 
economy, self-interest, etc., are all at work selling 
“Enterprise’' Meat-and-Food Choppers for you. 


“ENTEBFBZSE” 

Sausage Staffer and Z.ard Press 

—the Stuffer with the true-bored cylinder (plate 
can’t jam); with the corrugated spout that keeps 
air out of casings and preserves sausage; with 
the broad-lipped lard strainer. The most dur¬ 
able, practical and best-know T n stuffer made. 
Standard for nearly fifty years. An excellent 
fruit press, too. 

4 qt. Size, Japanned, $10.00. 


"EBTEBPBISE” 

Meat-and-Food Chopper 

—the chopper that cuts; the steel knlfe-and-plate 
machine that doesn’t mash, mangle or squeeze 
out the rich food Juices; that enables the house¬ 
wife to turn the cheaper meat cuts, vegetables 
and table left-overs into dainty, nutritious dishes. 
Practical for both kitchen and butchering use. 
No. 5 Family Size, $2.50. 


ORDER FROM YOUR JOBBER 

Write us for complete catalog of sizes and prices. Valuable sales helps, imprinted with your name 
and address, free. You can make good profits and meet all competition with the “Enterprise” line. 


THE ENTERPRISE MFG. CO. OF PA. 


PHILADELPHIA, U. S. A. 


Lalance & Grosjean Mfg. Go. 


Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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1*L JSTe.'W' 


Majestic Design is furnished only in Wrot Brass 
and Steel and can not be furnished in any bronze 
finishes. 

An attractive moderate priced design of “ Russwin 
Quality.” 

RUSSELL & ERWIN MFG. CO. 


The American Hardware Corporation. Succewor 

New Britain, Conn. 

San Francitco Chicago 


London. Eng 
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A SUGGESTION 

H AVE you a stock of Spring 
Hinges that have distinctive 
selling features which your 
salesmen can offer and which would 
make the prospective purchaser buy 
them and no other f 



Chicago M Trjplox ,, Spring Butts 

offer this advantage to you. The ap¬ 
pearance, durability and finish of this 
article are unsurpassed, and in consid¬ 
eration of prices that are conservative 
in respect to value, the up-to-date 
dealer cannot afford to neglect this 
profitable business. 

Send far Catalog*• 32. It fully illustrates 
and describes the mest complete liue ef Spriug 
Hiuges manufactured . 


Chicago Spring < Butt Compaosjg, 


CHICAGO 





NBW YORK 


Keeps Floors Clean 



M UD, snow and ice tracked indoors and gronnd 
into rugs and polished floors is as unsanitary 
as it is unsightly. Certainly any article that 
will catch this dirt and keep it outdoors will appeal to 
the housewife. 

The McKinney 

Steel Door Mat 

scrapes mud and snow-covered shoes dean—always. 
Most mats become so clogged with mud and dirt as to 
render them utterly useless in a very short time. By 
reason of the open mesh construction of the McKinney 
Steel Door Mat, dirt falls through to the porch floor 
where it can easily be swept away as accumulated. It 
possesses a neat appearance and wiU render satisfac¬ 
tory service for years. 

We have prepared window and counter cards, dis¬ 
play stands, electros, and folders to be furnished with 
dealer’s imprint for counter use and distribution in 
letters and bills. 

A small amount of effort now will bring big returns 
all winter long. May we send details of our co-opera¬ 
tive plant Write now. 

McKinney mfg. co. 

Makers of Hardware 

PITTSBURGH 
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SIMONDS 



Dependable 

The word that should typify your 
store; the word you like to use about 
a man; the word you can use when 
selling Simonds Hand, Hack, or 
Crescent Ground Cross-cut Saws— 
Dependable. 

Most attractive discounts offered 
Dealers and Jobbers. 

Simonds Mfg. Co. 

“THE SAW MAKERS” 

San Francisco, Cal. Portland, Ore. 

Seattle, Wash. Vancouver, B. C. 


THE BRID6EP0RT HOW. MF6. CORP. 

BRIDGEPORT, CONN. 


ADJUSTABLE COFXVO SAWS 

Heavy Steel Frame 



No. 9 "Favorite” Nickel Plated and Buffed, 
Hardwood Handle, Rubberoid Finish, dos. fSXN) 
No. 9 “Leadall” N. P. only, Red Varnished 


Handle, doz...98.00 

No. 29 “Leadall” Bright Finish .97.20 


VO. 30 1CATOXL2M ADJUSTABLE 



Nickeled and Buffed, Rubberoid Handle, packed 
one in a box with 10-in. Hard Blade. 

List Price, 912.00 Dozen. 


C. W. CAUSE CO. 

Western Sales Agents 

693 Xloaion Street San Prancieoo, 0*1. 


SNAPS 

FOR THE HARDWARE MAN 


FROM THBBBST LI N B MANUFACTURED 



NO. 50 SWIVEL SNAPS 
In All Regular Sixes from | to 1) Inches 



TROJAN OPEN BYE SNAP 
Nos. 520 Bit, 521 Chain, 522 Traoe 


Slid by All Jobbers 

COVERT MFG. CO. 

TROY, N. Y. 
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THE JAMES SWAN COMPANY 

SEYMOUR CONNECTICUT 


Bits 

Augers 



Chisels 
Draw Knives 



Nail Sets 
Gimlets 



Gouges 
Screw Drivers 


New York Office: 100 Lafayette Street 


WE WERE AWARDED THE MEDAL OF HONOR ON MECHANICS’ TOOLS AT THE PANAMA- 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento, California 



THE WHEEL OF FORTUNE 
IN THE GRINDSTONE BUSINESS 

wins on Quality of Stone, Smoothness of Opera¬ 
tion, Strength of Frame, Adaptability to indi¬ 
vidual requirements of Grindstone users. Such 
grindstones will win customers for you and 
bring you success. 

The R-WLine of Grindstones 

includes stones of assorted grits in fifteen stock 
styles of foot treadle and power grindstones; 
also a complete line of loose grindstones and 
separate grindstone fixtures. Ball Bearings in 
Journals and Crank Attachments make smooth 
operation. 

Every R-W Grindstone is cut from selected 
Berea Grit. 

Bee pages 220-239 of Richards-Wilcox General Catalog No. 
12; pages 260-281 of Catalog No. 16. Write for illustrated 
folder, * ‘Pointers for Grindstone Buyers.'* Sent without obli- 


lANIKANCUCO 
|4>S AMGKLM 


A Mark 
of Merit 


Aurora. Illinois . USA. 

Richards Wilcox Canadian Co,Lt<LLondon, Ont 
"A /janjer" /or door t/iaf j/Jt/as*' 


PHILAMOPHU 

MINNEAPOLIS 
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THE SHELBY “CHIEF” 

The Well Known Surface Floor Hinie That Made the Shelby Line of Builders' Hardware Famous 


Get Catalog and Price* on our largo Una of Builders' Hardware and 
we will gat your buslnaaa 

THE SHELBY SPRING HINGE CO., SHELBY, 0. 

Coast Representatives: 

Pond Id we. Specialty Co., I* os Angeles, OaL Z>. L german, Seattle, Wn. 


Recognized 

as the 

World's 

Best 

Floor 

HINGE 


Made at 
Shelby, 
Ohio. 
Sold 
Every¬ 
where 


lYn proud of you 


DISSTON SAWS 

have done more to up¬ 
build America and 
America’s reputation 
than any other brand 
of tools. 
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No. S I Blowor. 


BUFFALO 

Forges—Blowers—Drills 

Designed Right—Built Right 

Strong — Durable — Efficient JLpi 

The largest line of blacksmith forges, i II 

drills and blowers manufactured by any t' K 

one company. A style for every service. m I 

Our General Catalog No. 179-37 illu b- m 
trates and describes the complete “Buf- 
falo M line of hand and power operated V 

machines. Mailed on request. AH 


Buffalo Forge Company, Buffalo, N. Y. 

Western Representative, 

Xarrold Bagllah, MS Slgglas Bldg., Los ingeies, CM. 


Some of our Western Distributers, 

Jker * Hsilhoa (too. Trite* Xdwe. Oo. lCaro*aIl-Wells Kdwo. Oo. 

San Francisco, Cal. Denver, Colo. Spokane and Portland. 

Spotswood- M slfsg Oo. Kasper ft Beyaolds jen se n» Klaj r-Bygd 

Ban Francisco, CaL Los Angeles, Oal. Spokane, wash. 

Boa Kardwars Oo. Bmlth-Boofth-UShsr Oo. Buoommua Kdwo. Oo. 

Seattle, Wash. Los Angeles, CaL Los Angeles, CaL 


jcnse&»Xla£Syrd 

Spokane, Wash. 


No. til 
DrllL 


“Good in Every Respect ,, 

Here’s a Barrel Sprayer that you can recommend to your most particular A 
customer with perfect assurance that it will completely satisfy him. J. A. Bingamen 
Pillow, Pa., writes: “I have used the Goulds ‘Pomona’ for the last six year* 
and it is giving perfect satisfaction—good in every respect, having sprayed \ 
an average of 6.000 trees each year for myself and my neighbors.” The \ JVjj 
• ’Pomona’• will supply 2 leads of hose and 4 nozzle*. It is but one of 50 

OULDS SPRAYER 


HAN]© AN© ROWKR 



The “Pomona” has solid bronze plunger, plunger con¬ 
nection, gland, valve seats and strainers. The plunger 
ia outside packed. All working parts «*an be easily 
removed for cleaning. The lever is adjustable for 
3, 4 or 5-inch stroke. The agitator really agi¬ 
tates — is automatic, simple, dependable. 

The dormant spraying season is at hand. 

NOW is the time to stock for the II ffOl 

Spring trade. Put in a line that’s H PU 

nationally advertised and backed J[ 

by the broad guarantee of pfj 

S a firm which for 70 years 
has been the leader 

in the Pump and ^ 

Sprayer business wfcs 

Send today for 
h our Sprayer 

K catalog and 
prices. 


The Trademark of quality 
—look for it on every 
Pump and Sprayer 


THE GOULDS MANUFACTURING COMPANY 


Goulds Fig. 1100 
il Pomona” Barrel Sprayer 


Main Office and Works, Seneca Falls. N. Y. 

New York Boston Chicago 

16 Murray St. 58 Pearl St. 12-14 8. Clinton St. 

Philadelphia, 111 North Third St. 

Pittsburg Atlanta Houston 

636 Henry W. Oliver Third National 1001 Carter 
Building Bank Building Building 
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Are you handling the 

10-in. and 14-in. 0. K. Gutters? 

If not, my Pacific Coast representatives 
will tell you why you should. 

Address 


Omer Cox, 
Underwood Bldg., 
San Francisco, GaL 

Sands ft Oox, 

San Fernando Bldg., 
Los Angeles, CaL 


Jones ft Oox, 
Newhouse Bldg„ 
Salt Lake City, Utah 

Turnbull ft Oox 
Mint Block 
Denver, Colorado. 


Strlmple ft Oox, 

L. O. Smith Bldg., Seattle, Wash. 

H. K. PORTER 

Bolt Clipper Specialist 

• ASHLAND STREET, EVERETT, MASS. 


Tiie “PONY" 

Is the very best Hand Machine that 
money can buy, for setting Tubular 
or Bifurcated Rivets 



IT'S GUARANTEED 
SOLD BT JOBBERS EVERYWHERE 


F. H. SMITH MFG. CO. 

CHICAGO, U. 8. A. 



“Easy Emptying** Grass Catchers 


11 Favorably known 
the world over" 
now made with 

Re-Inforced 
Non-Slipping 
Bottom 

Rigid Light 
Durable 

Many exclusive 
patented features 
and strong selling 
points explained in 
Catalog No. 14. 

Writ* for it 

Borne of Our Paeifle Coast Jobbers 
California BAw. Oo. Paolflo BAw. ft BtaalOo. 
FaiUng-MaOalman Oo. The Bohaw -Batch sr Oo. 
Bonayman BAw. Oo. Sohwabaehe* BAw. Oo. 
Xellev-lCaaon BAw. Oo. Beattie BarAware Oo. 
Xarahall-Walla BAw. The Thomaon-SMgga 
Co. Oo. 

Dunham. OarrUran k HayAen Oo, 
Boffman BAwe. Oo. 

The Specialty Mfg. Co. 

St. Paul, Minn., U. S. A. 



No. 1, Regular size for oval boilers. 

No. 2, Regular size for square boilers. 

No. 40, A new style made to hook over the edge 
of sinks, etc. 

The illustration represents the No. 40 handle. The 
sides are heavy stamped steel, nicely trimmed. 

Send for samples. 

BERGER BROS. CO. 

Office—229-231 Arch Street 
Store—237 Arch Street 

Warerooms and Factory, 100 to 114 Bread Street 

PHILADELPHIA 
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A Sound Investment 


The purchase of a 
modern Hatfield 
Grinding Machine 
has proved a sound 
investment for many 
Hardware merchants. 
Here’s why: Every 
man who uses a safety 
razor in your town 
sooner or later will 
w-ant blades sharp¬ 
ened. A 


HATFIELD 

Grinding 

Machine 


will bring you this business. If only twenty men 
a day each bring in a dozen blades you make 
♦5.00 per day. 

Many dealers have worked up a business of 
♦ 10.00 and ♦12.00 a day. They are very enthusi¬ 
astic to us in praise of the splendid work our 
machines do. Remember the Hatfield sharpens 
all makes of safety razor blades and other cut¬ 
lery, Six styles of machines. 

Literature, prices, business getting plan, etc., 
mailed on request. 


HYFIELD MFG. COMPANY 

21 Walker Street NEW YORK CITY 




MADE BY 


SUPERIOR Screen Door Check 

The only Cheek that has the jack-knife lever which 
allows the door to open clear up against the wall with¬ 
out strain on the Check. 

It also has a positive plunger and automatic inlet 
valve for air. 

The above features together with the low. price 
makes it the best Cheek for user, dealer and jobber. 

Quickly and easily attached by anyone. 

If your jobber can not supply you, write us and we 
will give you the address of your nearest jobber who 
handles our Check. 


SUPERIOR SPRING HINGE COMPANY, 136 West Lake Street, Chicago 



Revolving Bolt and Screw Cases 


Dealers in Hardware, Auto Supplies, etc., find that 
time and space are saved by using the Revolving Onset 
for keeping loose Bolts, Screws and Auto Accessories, 
Everything is kept right at the clerks’ fingers’ end. 
Catalog sent on application. All jobbers handle these 
cases. 
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Surface Floor Spring Hinges 

Are slow acting with a positive holdback feature when 
opened to 90*; will INSURE AGAINST ACCIDENTAL 
release of door. INVISIBLE TOP PIVOT AND 
SOCKET (patent applied for). MADE OP WROUGHT — 

METAL. ' NO MORTISING* REQUIRED. SAVES gA 

TIME AND MONEY—COST NO MORE. Write for JF/p* ' S 'mSk 

catalog and prices. f / 0 ' v ;‘-yT 

LAWSON MFC. CO. v * " S 

Comer Superior and Franklin Streets, Chicago, Illinois \ \ x \ 



“Forstner” Brace and Machine Bits 

Tor Him Oarpentsr, Cabinet and Pattern Work 

Specially Adapted for Hardwood Working 

The Forstner LAbor Saving 1 Aua^er Bit, 
unlike other is guided by its Circular 
Rim Instead of its center: consequently 

^ ^ will bore any arc of a circle and can be 

guided in any direction regardless of grain 
or knots, leaving a true polished surfao*. 
It is preferable and more expeditious than chisel, gouge, scroll-saw, or lathe tool combined, for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fanoy scroll twist columns, newels, 
ribbon moulding and mortising, eta 

Manufactured by THE PROGRESSIVE MFG. 00., Dept “A” Torrington, Conn. 

lurtii of row HwAwaoo Soolwo o wctto u ami SoppIloA la Mo Wiflo fw OMUtfN 


0. LINDEMANN & CO. 

35 ond37 WooaterSt,New York Established 1863 



Parrot Cages Must Bs Strong 

Ours are Positively the Most 
Durable 


Manufacturer? of JAPANNED. BRASS and 
TINNED WIRE 


ATLAS 

10 Cent 
Fly Swatter 


This swatter has an 
extra long handle —10 
inches. It is very neatly 
and securely bound with 
soft green felt — cannot 
mar the fineet furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra Btrong and flexible 
— will outlast any now 
on the market. 

Our 5 cent swatter is 
the beet ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
insertion of your ad. if 
you desire. 

Now is the time to 
place stock orders. We*ll 
gladly quote prices and 
terms. 


Bird Cages and Cage Sundries I 5S* 8 ®?r 








Pacific Coast Representative* 

A. L. CONGER CO. 

731 MARKET STREET, SAN FRANCISCO, CALIFORNIA 


HUGHSON A MERTON 
Padfic Coast Agents 
San Francisco Los Angeles 
and Portland, Oregon 
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No. 999 

Tradesman’s Hammer 

Patented Oct 9, 1917, 


ANOTHER ADDITION TO THE 

“COMPLETE HAMMER LINE” 


For Steam Fitters, Plumbers, Electricians, Mill¬ 
wrights, Cement Workers and heavy Carpenter 
Work. Two Hammers In one—Machinists’ and 
Hipping. The Ideal hammer for the portable tool 
chest. Weight where weight counts. Ask your 
jobber to quote you. 

Write for complete catalogue. 

Vaughan & Bushnell Mfg. Co. 

Maker s of Fine Took 

2114 CARROLL AVENUE - CHICAGO, ILL. 


ONLY 


Just as in any other commodity. Our Washers 
are made of the Best Material and with the 
utmoet car*. That'e why the largest user s of 
Washers prefer thoee of our make. 

Maleable Washers ami Cast Iron Washers 
Wraeght aad Steel Plate Washers 

of all descriptions. Round and Square, Plain or 
Galvanised. 

kn e el e d Rivet Bars Felow Plates 
Sheared aad Peached Plates 


Wrought Washer Mfg. Co. 

RflllwnukM, Win. 

Coast Representatives, 
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cally u 
durability. 

Bommer Floor Surface Spring Hinge 

Has Release and Holdback Feature*, Ball 
Bearing and Alignment Device 

The most durable hinge of its tyne; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 
free, without spring-action, by inserting a 
I wire nail (when the door is open) into a 
I hole provide d In the side plates. The 


BOMMI 


2/ no. is Type 

MOTHERS, Mfn^ Broektyn, N. Y. 
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Clover Leaf Manila 

Rope 

Nothing Better 

A 


Trad* Mark 

PORTLAND CORDAGE COMPANY 

Portland, Oregon-Seattle, Washington 

Established 1887 



GARDEN HOSE 


INSIST 
UPON 
THESE 
BRANDS 
AND YOU 
GET 
THE 
BEST 


WRITE FOR CATALOGUE AND PRICES 

Goodyear Rubber Company 

B. H. PEASE, Prest. J. A. SHEPPARD, Vieo-Prest. H. B. PEASE, JR*, Tress. C. P. BUNYON, Secy. 
Nos. 587, 689, 591 Haricot and Second Sts. Nos. 61, 63, 65, 67 Fourth St. * Pine at 

SAN FRANCISCO, CALIFORNIA PORTLAND, OKRGON 

GOODS SOLD TO THE TRADE ONLY 


THE 

BRANDS 

OP 

GARDEN 

HOSE 

WHICH 

INSURE 

QUALITY 
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STOCK 


In every race there’s • “CHAU.KNOE” > “RIVAL” and a “BANNER” 

m AND WITH THESE LINES ON HAND YOU CAN LAND EVERY PROSPECT 

IfJFICIIV TAPES ’ BOXWOOD and SPRING JOINT RULES 

i+J I* PERTORMANCE*'t*weU „ THE /(/FKFHffi/LE /Jo. 

a GUARANTEE / #T |/ v * 106 Lafaytttt St„ N. Y. 

Stocked by Your Jobber c ~ J - 


SAGINAW, MICHIGAN 
106 Lafayatta St„ N. Y. 
Send for Catalogue 


HAMMOND LUMBER COMPANY 

WHOLESALE HARDWARE 

WHOLESALE PAINTS 

Specializing In BUILDERS’ Hardware 

Sargents Locks and Hardware, Galvanized and Painted Corrugated Iron, 

Nails, Bolts and Barbed Wire, Northwestern Expanded Metal Lath. 

Beaver Board, Black Bock Board and Composition Roofings, Felt Insulating and 

Upson Board. Building Paper. 

Cal-pa-co Paints and Painters’ Supplies. 

Full and complete lines of these materials stocked in carload quantities. 

We solicit your inquiries. 

Offices and Warehouses, Twentieth and Alameda Streets • - Los Angeles, California 


ORONA and 0. M. C. ALUMISHINE 


Mako Satisfied Users of 


Cookieg Uteasils 



ORONA for removing all discolorations and 
O. M. O. ALUMISHINE for polishing burnished j rW 
surfaces. X ^ 

One large manufacturer of alu min um states ' lyi \ 

that neither ORONA nor ALUMISHINE need be y * i.|> f 

purchased expressly for cleaning and polishing I 1 — ■!-’•y I 

aluminum. They are excellent for all other % /ALUMISHINE \ M 

metals, also enameled ware, tiling, furniture, — ~~ _ 

porcelain, glass, etc. ^^OronaMfq.Co^T 

“ Truly they are marvelous compounds for all 
cleaning purposes .' 9 

For enameled, china and porcelain bath fixtures, they are recommended by United States Sani¬ 
tary Mfg. Co. and other manufacturers of high grade ware. Also by the Davis Milk Machinery 
Co. of North Chicago, Ill. 

Orona Manufacturing Company, 224-226 Milk st, Boston, Mass. 


Orona Mfg.C o ., A 

^BOSTON 


by United States Sani- 
Davis Milk Machinery 
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New Ladd’s Discount Book No. 3 

A new and enlarged edition of this standard work, comprising the most comprehen¬ 
sive collection of discounts ever printed, as well as many other valuable computations 
for commercial purposes, is now ready, after months of preparation by tb« compiler and 
editor, William J. Ladd. 

Is one of the greatest time and labor-saving productions of the age. The net of any 
amount at any discount can be obtained in a second. The calculations have all been 
carefully checked. No proving is necessary. It is invaluable for pricing and checking 
invoices, figuring inventory, making prices, figuring profit, etc. Note the equivalent 
discounts. Are they worth anything to you? 

It contains more than300,000 Computations including New Discounts and Combinations 
which have come into use within the last few years. Nearly 600 pages, all double indexed. 


60, 10,10,* 7% & 2%: 



1100.2922 

• 00.6844 
S 00.87 66 
401.1688 

• 01.4610 
601.75 32 
T 02.04 66 

• 02.3377 

• 02.6299 
02.9221 


The section above shows a part of a page of the book. There are six 
tables on a page. Put your finger right on the net the hand shows: The 
net of 73 cents is 21 cents, $7.30 is $2.13, $73.00 is $21.33, $730.00 is 
$213.31, $7,300.00 is $2,133.11. 

OTHER USEFUL TABLES 


Net of One Dollar showing all discounts 
arranged- numerically, with different 
ways given for their application. 

Per Cent Profit. Tables for adding per¬ 
centage, affording an accurate and rapid 
way of making prices with profit added. 

U. S. Money Into Foreign Money and Re¬ 
versed. Pounds, marks, francs, kronen, etc. 


Numerical Arrangement of Figured 
Nets brings the different nets together 
numerically and increases the value of the 
other tables. 

Twelfths of a Dozen or Cross. These 
tables, arranged on the plan of the Dis¬ 
count Tables, give the price of fractional 
parts of a dozen or gross. 


600 Pages. Double Indexed. Size, 8x11 inches. Cloth. Price, $6.50, 
Including a Full Year’s Subscription to the HARDWARE WORLD. 


ADBBE88 IS1B18T OPPXCBl 


Whs&MM Bundlntf. 

San PracSoo, Calif. 

607 Plonaar Building, 
Seattle, Waek. 

1134 CltUen's Hat. Bank Bldg. 
Boa Angeiee, Oallf. 



388 Taylor Bt^ oorner Tenth, 
Portland, Oregon. 

804-807 Soott Building, 
Balt X»*ka City, Utah. 

880-885 Pacific Building, 
Vancouver. B. C„ Canada. 


Boatman'a 


Bnlldlng, St. Bonin. Bo. 
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The MARSH-AYER 

MITRE BOX is Recognized as the Best 

WRITE FOR FUEL INFORMATION. 

H. G. MARSH CO. 

212 Race Street - - Rockford, Illinois 

WESTERN REPRESENTATIVES. 

Omer Cox.San Francisco, California 

Sands & Cox.Los Angeles, California 

Strimple & Cox.Seattle, Washington 

Jones A Cox.Salt Lake City, Utah 

Turnbull & Cox.Denver, Colorado 



HARDWARE 

SPECIALTIES 

-THAT SELL- 

THE 

“READING LINE" 


Write Today for New 
Catalogue 


THE READING SADDL 
ft MFa. CO. 

Reading, PtaML, U. S. A. 


Samson Spot 
Sash Cord 


Extra quality, guaranteed free from 
all imperfections. Can be distin- 

f uishea at a glance t>y the Colored 
pots. Specified by architects and 
builders everywhere. 

We manufacture braided cord in all 
sizes, colors and grades, for all pur¬ 
poses. Carried by all jobbers. 

SASH OORD 


SOLID BRAIDED ROPE 

SHADE OORD 
MA 80 N 8 ’ LINES 
OHALK LINES 

Send for catalogue and samples. 

Samson Cordage Works 

Boston, Massachusetts 


YOU ARE BIGHT IN 
RECOMMENDING 

*‘WORLD’S BEST” 

IN NAMB AND FACT 

World’s Best 
Tubular Track 

Bam y Factory 
and 

Warehouse 
Door Hanger 

EXCLUSIVE FEATURES 
Frame la best grade malleable iron. 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributee weight and 
makes it the Easiest Banning Huger on the market. 

Packed one pair in box oomplete with bolts; one- 
half doxen pairs in a ease. 

Track has Slidable Bracket, which has made the 
World’s Best Hangers so popular with the building 
trade. 

If your jobber can’t supply yon we will. 

SAFETY DOOR HANGER CO. 

ASHLAND, OHIO, XT. a A. 

0. V. ft F. W. JONAS, Bialto Bldg., Ben Francisco, OaL 
and Equitable Savings Bank Bldg., Los Angeles 
Western Representatives 
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QUALITY 




You will find it in the Heart 

of Every COLUMBIAN 

COLUMBIAN ROPE COMPANY 

Auburn, “The Cordage City,” New York 


Product 


QUALITY, pins SERVICE, equals SATISFACTION 



In offering yon onr line of goods, we are offering you 
QUALITY and SERVICE, and complete Satisfaction comes 
only in the selection of goods that have stood the test of 
time. In stocking our goods, you get this SATISFACTION. 

Our EAGLE MOP WRINGERS and BUCKETS COM- 
BINED, and SUPERIOR FOLDING 
WASH BENCHES have the reputa¬ 
tion of never failing to satisfy. You 
will find these two lines, quick sell¬ 
ers and big profit producers. 


Our products are built of high 
grade material and are guaranteed 
against all defects. The increasing demand for these 
goods is conclusive evidence that they are the Standard 
of Comparison, the Highest point of Mechanical Skill, 
and the Acme of Perfection. 


THE EAGLE WOODENWARE MFG. CO. 

Mahufacturers, 

Hamilton, Ohio U. 8. A. 


Will hold » 10. 11 or It 
clothes wrlnfor. 
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MM 


y ith 


YOUR CUSTOMERS WANT THE BOOMER 


IF YOU ONLY SHOW XT TO THEM 


Adapted for every use. Is the strongest and most durable Cannon Stove made. Constructed so that a 
sheet iron drum may be attaehed, and thus increase the heating eapaeity. 

Made in six — 1 2 8 4 5 6 

Diameter of FhePots 13%" 16" 18" 20" 22" 24%" 

Weights, 182 240 800 385 526 575 

OUE LOW PBIGBS WILL 8UBPBISE YOU—Writs for them. 

THE HESS-SNYDER CO., Manufacturers - - MASSILLON, OHIO 

Trmde mmik “Boomar” 58228 




Look for This 
Name 


The Trade-Mark of the Better 
Line of Conductor Elbows and 
Shoes — Only new material used. 
Made in all angles from 10 to 90 
degrees of 29, 28, 26 and 24 Ga. 
material. Gauge is stamped in 
each elbow. 

Are made of one piece of metal; 
have no seams. 

All shoes have reinforced bands. 

Our facilities enable us to make 
quick shipments at all times. 

Insist on Dieckmann’s and you 
troubles will cease 

The Ferdinand 
Dieckmann Go. 

P. O. Station B 

CINCINNATI, OHIO f' 


Western Representative 
GRIFFITH SALES CO. 
814 Sheldon Building 
SAN FRANCISCO 


roi uaraoes, SHOPS LSD FACTORIES. —A simple, practical, efficient hoisting and 
tarrying dev let for handling heavy objects. Will pay for Itself many times over in any garage, 
shop, faetory or store where heavy objects must be handled. With this outfit one man can han¬ 
dle any object weighing up to 700 lbs. Two or three men can move a ton. Outfit consists of 
the Wagner Self-Cleaning Track, roller-bearing tandem carrier and centre pull triple sheave 
hoist. Write for prices. Also ask for the Wagner 96 page catalog of Barn Door Hangers, 
Trolley Tracks, Studding Sockets. Hardware Specialties, Sleds and Non-Tipping Coaster Wagons. 

WAOHEB MTQ. CO., DEPT. O. CEDAR FALLS, IOWA 
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EDWIN B-STIMPSON COMPANY 




SOLDERING 
| COPPER j 


14 IN. 

COMBINATION 

HAND MADI 

STEEL 
CAHNER TONGS 


HAMP WILLIAMS 
■0* POISUNOUS 
SOLDERING PASTE 
WILL ROT PlWCAIi 

OUM OWN 

| COMPOUND 


>J PURE 

CAN SOLOEBl 


BLOCK TIN] 

CAN 


SOLDERING I 
^ASTC BRUSH 


[combination 

COVER 

ANO 

■can CARRYING 

r^gAY 


2 PATENT 
LONGHANOLE 

CANNING 

TRAY* 

WITH 

nactssmiiugwpy 


mm 


i AAO 


HEET BRASS 

BROOKLYN* NEW-YORK 


SHEETS 


ROLLS 


WIRE 


BRASS § COPPER 


BARS 


TUBES 


RODS 


GARDENS — GARDENS — GARDENS 


Never—were there so many people encased in 
Gardenia*. 

Increased production, is our Country's cry. 

“NORCROSS” GARDEN CULTIVATOR-HOES 
AND WEEDERS are playing an important part 
In this Nation-wide movement They are favorite 
tools; tout—the demand almost exceeds the pos¬ 
sible supply. 

DEALERS: Don’t delay your orders. 

Jobbers are buying heavily, that you may be 
supplied. Early buying may pay you big divi¬ 
dends. 

Remember the name—"NORCROSS." 

C. s. NORCROSS & SONS 

MMufaetarar. BUSNNELL. ILI_ U. I. A. 


HAMP WILLIAMS HARDWARE CO. 

Umufacturtrs HOT SPRINGS, ARKANSAS 


HAMP WILLIAMS 
HOME CANNER 


Hamp Williams has worked two years industri¬ 
ously equipping a factory to manufacture the 


so that the people may can their vegetables and 
fruits in tin cans or glass jars for home and market, 
and not let them rot and go to waste as they have 
been doing. This Canner complete and with direc¬ 
tions how to can everything, on which you can put 
up 500 cans daily, 


Retails for Only $14.00 


Every Retail Hardware Dealer in this country 
should have one of these canners in his front door. 
It would be worth many times its cost as an adver¬ 
tisement for people to talk and think about. Order 
one and get the agency for your town. 
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Over 850,000 
SATISFIED USERS 

is a strong* argument that women everywhere 
appreciate the advantages of the 

(£ 5 )\ S^f 

Heating DlFOIfil 

Women In your town and vicinity are looking for 
modern labor-saving devices and we help you 
advertise and introduce the iron by supplying you 
with Window Trims, Counter Displays, Movie 
Slides, Electrotypes, Circulars, etc. 

Write us now for details—also name and address 
of nearest distributor. 

Royal Iron Mfg. Co. 

553 Wayne Street - Big Prairie, Ohio 




Madelike this 

The Corco Stove Pipe 
booklet, showing all 
style locks, will be 
mailed on request. 


Stovepipe 

is made from Even Colored, Polished, Planished or Galvanized 
Steel Sheets, in all gauges, and in 4" to 7" diameters. 

Six style locks to choose from, all simple, strong and capable of 
making a perfectly rigid joint. 

Corco Stove Pipe is shipped in steel casks with wood heads that 
save a joint on every package. With paper wrapped or wood 
crated pipe the outside joint is usually battered 
and rusted when delivered and must be thrown 
away. 

Corco Pipe, in the steel drum, comes to you 
with the outside joint in the same good con 
dition as the inside sections. Makes handling 
and storage easy. Can be used over again. 


Whitaker - Glessner Company 
WHEELING CORRUGATING DEPT. 


Wheeling, W. Va. 


Brunch Offices and Warehouses 
New York Philadelphia Chicago St. Louis 
Kansas City Chattanooga Richmond 


Membra of Net tone t 
Association of Sheet end \ 
Tin Plete Manufacturers. 

Shipped like this 


A 
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Order Now 
Be Prepared 

Either Pair a 
Safe Choice 


Each of the three, 
LIGHTNING, 
Ln GEM or BLIZ- 
Uj ZARD, has served 
-L the housewives of 

America for thirty years, 
and like the cream they 
create, are in demand in all 
seasons. 

They are built of the best 
material and workmanship 
possible — their ingenious 
construction makes them 
easy to operate, quick freez¬ 
ing and economical to both 
dealer and user. 

The Blizzard being simpler 
in construction and cheaper 
in price makes it a good run¬ 
ning mate with either the 
Lightning or Gem. They sell 
themselves and _ 

stay sold! This -gff’ 
means easy net 
profits for you. ^ I fiE 


Any Jobber 
Can Supply You 


NORTH BROS. 

MFC. CO. 

Philadelphia 

Pa. 


“UNIVERSAL 

SLIDES 


Are an Absolute Business Getter 


-X" Diam. 


No. 3—H” Diam. 


No. 2 —13/16" Diam. 


No. 1—1" Diam. 


An ideal article to in¬ 
crease the service, abil¬ 
ity of many pieces of 
furniture where Casters 
are unsuitable. 

They are easy sellers 
and afford a good mar¬ 
gin of profit for the 
merchant. 

“Universal" Slides can 
be attached with per¬ 
fect safety to the most 
fragile piece of furni¬ 
ture—the unique posi¬ 
tion of the prongs obvi¬ 
ate the possibility of 
splitting the furniture 
or causing an ugly pro¬ 
jection. 

They are constructed of 
high grade steel, case 
hardened and neatly 
nickel plated. 

Made in four sizes— 
Fifty sets of size one, 
two, and three, and one 
hundred sets of size four 
in a box. At so slight a 
cost yon cannot afford 
to pass them up. 


Write for 
SAMPLE CARD 
No. 25 H.W. 


Manufactured exclusively by the 

Universal Caster & Foundry Works 

Division of The Bassick Co. 
BRIDGEPORT, CONN. 

EUGENE C. SAUL 
Pac. Coast Representative: Monadnock Bldg. 

San Francisco, Cal. 
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DOMES OF SILENCE 

Glide softly, smoothly, silently over any kind of flooring. Save rags, carpets, floors and 
furniture. Sizes to fit any kind of furniture. 

We manufacture all grades of sliding casters 


Hgtallfto Bid gUdM 
Bimmt %. %, 1. 11-16. 
1%. 16-16. 1 H. 2 in. 

When ordering meas¬ 
ure else of bed poet. 

If round, meaa- 
ure across In- i \ ) 
side. W 

If square, meas- I 
ure across In- / 
side oorners. \L _1 


HENRY W. PEABODY & CO. 

Domes of Silence Division 
17 «Uli Street Yew York 


Wood Bed Ride 

These wood bed 
slides made to fit %- 
in. Universal socket 
Also specially adapter 
for heavy arm chairs, 
etc. 

Fits any wood bed 
Pull out the wheel 
caster; insert this 
slid* 


Sold by All Buy a 

Leading Jobbing and Supply Houses SAMSON or ROWELL 

Railway Car Mover 

And Have a 

LITTLE SWITCH ENGINE 

Mm >. your own 

CL D. ROWELL & SON, Appleton, Wisconsin price each, $s.oo 


CL 0 . ROWELL & SON, Appleton, Wisconsin 


r 






Mason 
Tool Bag 


Ws Manufacture 

Msio n’s, Electrician's, 
Plumber's Tool Bags. Au¬ 
tomobile, Auger Bit. 
Punch and Chisel Rolls, 
Coal Bags, Horse's Feed 
Bags, Couch Hammock*, 
Carpenter's Aprons, 
Grass Catchers and other 
Specialties. 

Send for Catalogue 

EXCELSIOR BAG 
& MFG. CO., Inc. 

TROY, N.Y. 


Sell the Coleman “Quick-Lite” 


This newest Coleman Lamp is the best seller yet So 
simple, economical and safe, that customers buy quickly. 
Every sale means a liberal profit to you. 

LIGHTS WITH A MATCH 

The Coleman "Quick-Lite" is the moat wonderful lamp to handle. No 
dfy torch needed. Lights with ordinary matches like any plain kerosene 
w* lamp. Makes and bums its own gas from common gasoline or kerosene. 
Gives a brilliant, steady light of 800 candle power without glare or flicker — more light 
^ than 20old style oil lamps. C&n’texplode. No danger if tipped over. Very ornamental 
and cornea in variety of styles. 

Dealers wanted in all parts of the country. Write at once for catalog 86 and 
agency proposition. Address nearest office. 

THE COLEMAN LA MR COMPANY 

Wichita. Kana., St. Paul, Minn., Toledo. Ohio, Dallas, Texas, Chicago, III. 


S WANTED 


We manufacture everything from dependable hand fire 
extinguishers to large chemical engines and chemical 
tanks for fire department service. There's good Drofit 


tanks for fire department service. There’s good profit 
in being our agent. We carry the stock. Write us for 
catalog and special hardware discounts. Manufacturers 
of Fire Apparatus. O. J. CHILDS CO., Utica, N. Y. 
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Garry Your Stock on Our Shelves 


HE successful retail merchant today 
is constantly planning how to keep 
__ his investment in merchandise at 
the lowest possible point and still main¬ 
tain a profitable volume and satisfactory 
turn-over. This problem exists in every 
business and is of the utmost importance 
in these times of high prices and fluctu¬ 
ating values. 

The solution lies in purchasing goods in 
small quantities from the nearest home 
jobber who carries a complete stock and 
can fill orders promptly and give every 
day helpful service. 


We carry the largest and most complete 
stock of Hardware and Auto Accessories 
between Chicago and San Francisco and 
thousands of successful merchants in this 
Inter-Mountain country are profiting by 
the service we are rendering. 

Merchants who will let us CABBY THE 
STOCK ON OUB SHELVES, and send it 
to them as it is needed will keep their own 
investment at the lowest possible figure, 
and will be able to confidently face the 
future, knowing that they are well forti¬ 
fied to meet any emergency. 


THE SALT LAKE HARDWARE GO. 

Salt Lake City, Utah — Pocatello, Idaho 




Pop Up—Automatic Lawn Sprinkler In Operation On the 
Grounds of the 

UTAH STATE CAPITOL BUILDING 

Can be regulated for any spray from a fine mist to a very 
coarse stream. Hade for half inch connections. Has 
25'-0" distribution with 75 pounds pressure. Made of 
non-corrosive metals. Has but three parts, nothing to 
wear out. Flush with ground when not in use, made to 
cover one half circle or full circle. Write for sample— 
booklet and prices. For Sale by 

W. D. ALLEN MFG. CO., Chicago, Ill. 
PITTSBURG VALVE & FITTING CO., Barberton, Ohio. 

or 

AUTOMATIC LAWN SPRINKLER 00. 

Salt Lake City, Utah 
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Keep the 
Shotguns Busy 




How many shotguns are 
there in your cityf Suppose 
we say a hundred. Now if 
50 were used at the trap¬ 
shooting club each week 1250 shells and targets would be sold. 

It is the idle gun that keeps your stock of shells on the shelf. The DuPont Company 

By Boosting the Trapshooting Game 

creates a steady demand for loaded shells. ing school at Atlantic City; introducing novel 

targets, trap equipment, sporting goods ana and instructive features in local, state and 

many other articles. By vigorous and con- national events and being the leaders in every 

tinuous advertising; employment of salesmen beneficial project to popularize trapshooting, 

thoroughly familiar with the trapshooting we are carrying on a vigorous campaign to 

game and its promotion; conducting a shoot- put across the patriotic sport of trapshooting. 


Where There's a Gun Club 

we want to put more “pep” into its membership,—get more guns working. If there is no club 
organized,—write us. Let’s get busy—mark X before “Trapshooting” and “Gun Club” and mail 
the coupon today to Sporting Powder Division. 

E. I. du Pont de Nemours & Co., Wilmington, Delaware 

POWDBR MAKBRS SINCB 18*2 



CONTRACTORS IN YOUR 
OWN TOWN USE THIS BAR- 
ROW. 

ARE YOU SUPPLYING 
THEM? ASK FOR PRICES. 

WAREHOUSE TRUCKS, CASTERS, 
CONCRETE MIXERS, 80RAPER8, 
HAND CARTS, FIBRE WHEELS, 
MILK CARTS, ETC., ETC. 



338-348 Brazilian St. near 2nd 
SAN FRANCISCO, CAL. 


Here’s the Sprinkler that’s 
in Big Demand 





THOMPSON’S 

IMPROVED TWIN LAWN SPRINKLER 

Throws fine mist-like spray. Very novel 
design. Non-corrosive. Made of zinc, lined 
with brass. Covers large area. Order now. 
Sold thru leading jobbers. Write at once 
for descriptive folder of sprinklers and 
permanent systems. 

Thompson Manufacturing Company 

East Eighth and Santa Fe Avenue 
LOS ANGELES 
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O.K. GOPHER TRAP 


The Abingdon Trap Co. HBwH 

ABINGDON, ILLINOIS, U. S. A. 

FOR 8ALB BT LBADUVO JOBBBRS 

THROUGHOUT TD WB8T ' 

THE TRAP THAT TAKES THE GO OUT OF GOPHER 


JENSEN-KING-BYRD CO. 


Spokane, Washington 


HARDWARE JOBBERS 

UNIVERSAL RANGES 

CONGRESS AUTO TIRES 

GUNS, AMMUNITION, FISHING TACKLE 


MEW HAVE 

IN J U N I O R 


With Radium Dial and Hands 

The Popular One-day Intermittent 
Alarm Clock 

The Radium Dial for night use and the 
Intermittent Alarm features make a com¬ 
bination of usefulness yhich will appeal 
to anyone requiring an alarm clock. The 
radium material used on the dial and the 
hands is of the highest quality, and guar¬ 
anteed to last several years. 

The clock is only 3% 
inches high and has a 
2-inch dial. Alarms in¬ 
termittently in 20-sec¬ 
ond intervals for five 
minutes. 

The daintiest and most 
useful clock on the mar¬ 
ket. JnBt right to “slip 
in the grip.” 

MORGAN <& ALLEN CO. 

160 Post Street 
San Francisco, California 


BAST TO 0 


SURM TO C 


mmntmmm 


ABINGDO 

FOR 

TRA1’ THR01 

THE 


The 

Schaw-Batcher Co. 

SACRAMENTO, CAL 

WHOLESALE 

HARDWARE 

Pipe and Fittings Sargent & Co. 

Canton Steel Bidders’ Hardware 
Ammunition M9 and Mining 
Sporting Goods Suppfies 
Blacksmith Suppfies 
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A few mechan¬ 
ics’ tools along 
with other hard¬ 
ware from a local 
jobber keeps the 
INVESTMENT 
down and SALES 
possibilities up. 


i) 



Strevell - Paterson Hardware Go. 

SALT LAKE CITY, UTAH 

Wholesale Only 


American 

Seal 

Cements 


ASBESTOS FURNACE CEMENT will withstand mors 
host than iron, bake* a* hard as the casting itself, 
and will not erack, shrink, eramble or fall ont. 

ELASTIC OIL ROOF CEMENT fS a superior article m 
colors for bedding slate and tile roofs and repairing 
leaks in tin, metal, gravel and composition roofs. Es¬ 
pecially adapted for pointing up around skylighta and 
fire walls. 

CARBON CEMENT, the peer of all lightweight oe- 
ments, is made up of long asbestos fibre, and elastic, 
adhesive waterproof gums. The ideal cement for mak¬ 
ing an old roof new, using the old roof as a founda¬ 
tion. 

T-CO is a waterproofing cement in colors, especially 
recommended for use on side walls exposed to heavy 
driving rains, preventing the water from permeating 
these walls. 

Manufactured by 

The Wm. Connors Paint Mfg. Co. 

1,32 TROY, N. Y. 1918 


TRINER UNIVERSAL 

HANGING 




Hu a heavy tin scoop 
14 H Inches long, 9 
inches wide and 5 
inches deep; which 
holds over half a peck 
of potatoes or apples. 
No. I0I-T has a white 
dial protected by 
glass and nickel rim. 
No. 10I-T. B. fur¬ 
nished with an enam¬ 
eled dial. One scale 
packed in a corru¬ 
gated box. Weight 
boxed. 5 lbs. 

Write us for 
Descripti ve Matter. 

Order Through 
Your Jobber 


SCALE & 
MFG. CO. 

CHICASO, ILLINOIS 


2714 WEST 21st STRUT CHICASO, IL 

WX. P. lOBV ft OO. • 

Pacific Coast Representative 
Rialto Bldg., Sam Pramelsoo, OaL 

LOS AJTCtBLBS, OAL. PORTLAND, Ol 
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1st AND 2nd AMATEUR TRAPSHOOTING AVERAGES FOR 1917 

Were Won With 



SHELLS 


The known superiority of the ® brand is a factor that trap and field shooters are 
quick to take advantage of. Sportsmen of all classes and in every section of the 
country have been made strong advocates of PctftM Shells because of their exclusive 
and superior features. In the 1917 trap-shooting averages, two representative shooters 
captured first and second honors, and both depended upon the ® brand in achieving 
this success. 

1st. W. H. Heer, Guthrie, Okla., shot at 2060, broke 1997. Average, .9741 
2d. Woolfolk Henderson, Lexington, Ky., shot at 2670, broke 2602. Average, .9736 

Six times in the past 8 years the Highest Amateur Honors have been won 

with the brand. 

In the 1917 official professional averages, Mr. L. H. Reid, of Seattle, Wash., shooting 
PctCW Shells has an average of .9722, winning second place, and first place over all 
representatives of ammunition manufacturers. 

Remember the Old Saying “the Beet is the Cheapest in the End” and Insiet on Having Peten 

THE PETERS CARTRIDGE COMPANY, CINCINNATI, OHIO 

BUXOMBI—V«w York: 00-48 Warm Knit UV TBAVOXSOO: 586-887 lowitt ItTMt 

Pacific Ooavt Branch: 585-587 Howard Street. San Pranoieoo 
Marshall-Welle Hardware Oo. f Portlaad-Spokane, Duluth, Winnipea-Bdmonton 
Hibbard. Spencer, Bartlett ft Oo., Chicago, HL 
Sutler ft Britain, Zno^ San Praneisoo 



Pelooze SiTMce Scales 


The new Pelouxe “ Double 
Dial*’ lee Sealee, aa the name 
implies, have double dials 
which admit of a greater dis¬ 
tance between graduations 
and the diala are therefore 
more easily read than on any 
other scales. 

They are made of malleable 
iron throughout. Absolutely 
unbreakable. 

They can be quickly adjusted, 
if neeeesary, by removing the 
steel eap on top and turning 
the screw slightly—thus in¬ 
suring a permanent scale. 
Made to comply with the re¬ 
quirements of the Depart¬ 
ments of Weights and Meas¬ 
ures. 

Made in five sines. 

Write for discounts. 

Seales of all kinds. 

Pslonzs Manufacturing Co. 

CHICAGO 

EWXHGkLBWIS OO. 
Representatives 
Baa Francisco Lot Angeles 




You’ll make many 
youngsters happy if you 
handle the Auto-Wheel 
Convertible Roadster. 
What’s more, you'll he 
happy, too, for who 
isn't happy when selling 
is brisk and profits good! 

Tho Auto-Wheel Con¬ 
vertible is two wagons in 
one—a Roadster and a 
Coaster. Every boy wants 
one immediately he knows 
of it, and our adver¬ 
tising In the coun¬ 
try’s leading magasines 
is telling millions of 
boys about this Auto- 
Wheel. 

Take advantage of our 
advertising. Get the full 
facts about this wonder¬ 
ful wagon. 

Write for catalog. 

BUFFALO SLED COMPANY 

Dept. A. 

North Tonawanda, N. T. 

Factories: North Tona¬ 
wanda, N. Y., and Pres¬ 
ton, Ont. New York 
Office: 108 Chambers 
St. Pacific Coast Rep¬ 
resentatives: Pacific 

Sales Co., S&n Francis¬ 
co.; D. L. Herman, 214 
Maritime Bldg., Seattle. 
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THE MONARCH 

(Timda Mark Bag. D. a Pat. Offiea) 

REFRIGERATORS 

Made in Zinc, White Enamel Porcelain and Seamless Porcelain Lined. Handsome 
Strongly-made, Up-to-date Refrigerators at prices which net you a good profit. 
Ash and Oak Oases. Strong, removable Air Fines. Removable 
Waste Pipe and Trap. Retinned Wire Shelves, bright as silver. 

Strong Hardware in Roman gold and nickel plate. Good Casters. 

An old established line—on the market 25 years. Has always been a good seller in large 
and small stores, because it looks right and is reliable—there are no come-backs. 
“It’s the Frigid ’Frigerator”—the “Box that’s on the Boom.” 

Large Stock Carried in Los Angeles 

UNION HARDWARE & METAL CO. 

Distributors for California, Arizona and Nevada. LOS ANGELES, CALIFORNIA 
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Whiton Hardware Co. 


Jobbers Peerless Fence 



This is a Real Fence of Quality 

Prices Quoted Upon Application. 

No. 03726, 26-inch; stays 6 inches apart 
No. 3726, 26-inch; stays 12 inches apart 
No. 03832, 32-inch; stays 6 inches apart 
No. 3832, 32-inch; stays 12 inches apart 
No. 03939, 39-inch; stays 6 inches apart 
No. 3939, 39-inch; stays 12 inches apart 
No. 01047-13, 47-in.; stays 6 inches apart 
No. 1047-13, 47-in.; stays 12 inches apart 


PEERLESS POULTRY FENCE 


No. 1425 
No. 1536 
No. 1848 
No. 2060 


,14-Bar, 25-inch; stays 8 inches apart 
. 15-Bar, 36-inch; stays 8 inches apart 
.20-Bar, 48-inch; stays 8 inches apart 
.20-Bar, 60-inch; stays 8 inches apart 


BUY A FENCE WHICH HAS 


QUALITY and Gives Service 


SEATTLE 
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“QUICK MEAL” 

All Blue Porcelain Enameled and 
Black Porcelain Enameled Ranges 
are “Rust Proof,” “Sanitary” and 
Easy to Keep Clean, being Enam¬ 
eled Inside and Outside. 


jfl ]l I [ ^ Not affected by the Hottest of Fires. 

Write for Catalogue and 
Agency 

Ringen Stove Company Div ision of American Stove Company 


C H. SCHIECK, Pacific Coast Agent 


715 Indiana Street, near 19th 


SAN FRANCISCO, CALIFORNIA 


THERE ARE MANY REASONS 

Far the CaatiMad aid h cr aa ta d Growth aff Oar Trade 

1 Wi Vmw wWIIWIVW VHV WRIot Wl WlR 11 Ww 


If yoa are mm af 
ear castoatecs yoa 
kaoerthoM. 

If yoa are aet eve 
W6 wait tbe tpptr- 
tMaty ef sbewiag 
yoa why K wfl be 
to year iaterest to 


Ibe Haase ef Fair aad Sqaare Peafcg Art ear C a s tea w t i — 

BVBRYTHING IN HARDWARB, IRON, PIPB AND HOUSE¬ 
HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY 

THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 
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BAKBR A HAMILTON PACIFIC HARDWARB A STBBL GO. 

Foaaded 1853 Pounded 1901 

r The Pacific Hardware & Steel Com¬ 
pany and Baker & Hamilton an¬ 
nounce their consolidation effective 
January 2, 1918, and will operate 
under the name 

Baker, Hamilton & 
Pacific Company 

The new firm is one of the largest 
wholesale hardware establishments 
in the United States. 

The consolidation enables us to offer 
our customers better facilities, 
larger and better assorted stocks 
and more economical methods of 
taking care of their trade, which we 
shall endeavor to fully merit. 

Exclusively Wholesale 

We Solicit Your Patronage 


Baker, Hamilton & Pacific Company 

Seventh, Townsend and King Streets, San Francisco, Cal. 
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Honeyman Hardware Co. 

Ninth and Hoyt Streets 
Fourth and Alder Streets 


NOW IS THE TIME TO ORDER 
YOUR SPRING 
... STOCK OF... 

Garden Tools 


Poultry Netting 

Lawn Mowers 

Pruning Shears 
and Saws 


WONDER 
Butter Merger 


Most Phenomenal Seller of Any 
$1.00 Article in the Hardware World 



IMI 


Makes a Solid 2-lb. Boll out of 
1 lb. Butter and 1 Pint Milk in 

one minute. 

And the Merged Butter is just 
as sweet, firm and delicious as 

the original. 

This article has endorsement 
from United States Government 
Bureaus of Agriculture as well as 
Civic and State departments. 

Live Dealers, Jobbers and Exporters 
Everywhere Write Us for Quotations 




NATIONAL KITCHEN 
PRODUCTS CO. 

580 Howard Street 
SAN FRAN01800, V. & A. 


A. M. Holter Hard¬ 
ware Company 


BtUMUkti ltt7 


HBLBNA, MONTANA 


WHOLBSALB 

Hardwire, Spelling Geode 

Ammunition 
Blacksmiths' Supplies 
Pipe 

and Fittings 


Mill and Mine Supplies 


j m \ en 

n®n 

1 


1 '£*7vr?7) 

| 

1 * 

i 

_ 

• 


Spokane Stove & Furnace 
Repair Works, Inc. 

Manufacturers and Jobbers of 
Rubens and Empire French Wrought 
Steel Portable Ranges for Hotels 
and Restaurants 

Send us all your orders for Fire- 
backs, Grates, Centers, Covers, 
Waterfronts, Dampers, Knobs, Stove 
Putty and Stove Polish. 

Complete Line Always in Stock 
Jobbers and wholesalers of repairs. 

We make prompt shipments. 

912-914 First Ave., Spokane, Washington. 

Phone Main 1790 
Send for our order blanks 
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TACKS S ^T LL NAILS 

Cobblers * Naila, Glazier Points, Etc. 


Doable-Pointed Tacks and Staples 

Send for Illustrated Catalogue, moat convenient 
and comprehensive 

THE SHELTON TACK CO. 

Successors to Shelton Co. 

Shelton, Conn. New York Office, 06 Warren St. 


THE PACKHAM 

Stove Pip« Crw.Fr and Baafcr 

MADE BY 

THE PACKHAM CRIMPER CO. 

MF^UCTBBW. OHIO 

If Your Jobber Does Not 
Carry It, Write Us 


2 


BROOMS 

IN 


S0V \ We find it easy to 

Smi ' .“Climax” 

FOOD OUTER 

It is an excellent article and every 
"——woman becomes infatuated with it.— 
' —— 4 / Thu* write* one of our enterprising 

— w customer*. 

HE IS MAKING MONEY)! Acquire the same habit and write 
TODAY for price*. 

Schilchter Manufacturing Co. 

HAMILTON. OHIO 


Sedgwick *-*'■«« ?„Th£!&3 

Manufactured by Specialists and Guaranteed 
Send for Catalog and Discounts 

SEDGWICK MACHINE WORKS 

136 LIBERTY STREET .... NEW YORK 


Give your customers greater 
value for same money. They 
can cut out the seams on the 
improved LEE as broom wears 
shorter and receive double 
service over the old style wire 
made broom. 


Lee Broom & Duster Company, Lincoln, Hob. 

(Nearly 60 years making better brooms) 


(pLT Firearms 


On the battle-field 
—in the preservation 
of law and order— 
the protection of 
home and country— 
whenever and wher¬ 
ever armies or indi¬ 
viduals have had to 
enforce right with 
might — COLT’S 
FIREARMS have 
been creating, build¬ 
ing and maintaining 
a reputation for 
merit, efficiency and 
reliability, that has 
resulted in a posi¬ 
tion of unquestioned 
superiority. 

(1836-1917) 

Pacific Coast Representative 

Phil. B. Bekeart Go. 

Saa Francisco 


Colt’s Patent Fire Arms Mfg. Co., Hartford, Conn., U. S. A. 
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The Tritch Hardware Co. 

Jobbers of Hardware 

RECOMMEND 

KING SPRING OILERS 


“The More 
You Work the 
Bottom 9 * 


Spout cannot lose off—held by spring. 

Large openings for filling. Saves Oil. 

Lithographed bright color—Will not 
become lost. 

Always deliver oil—Spring forces return 
of bottom. 


THE TRITCH HARDWARE CO. 

JOBBERS OF HARDWARE 
Denver, Colo. 
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I 

XX)R CHECKS 

The Norton System of Operating Doors 


The first Door Check 
ever made to close a 
door quietly without 
slamming was the 

NORTON 

made in 1880. To-day 
the 1918 model, with all 
improvements, is the 
Door Check you want. 



Highly Efficient 

Progressive 

Up-to-Date 

Rack and Pinion 

Door Check 

Pull of power to close 

doors and prevent from 

slamming. 


The Norton Liquid Door Check has taken its place at the head 
of the Door Check family, through pure merit. There is no 
more stopping the advancement of the Norton Check than 
there is in stopping the U. S. from winning the war—why? 
because—having the right principle—it is RIGHT. 

SIZES AND PRICES OF THE OVERHEAD NORTON LIQUID DOOR CHECK 

Besides the sizes specified for certain size doors it is good judgment to take into 
account the wind pressure, suction blowers, heating system by forced air, elevator 
draughts, etc. 

Size Al—Suitable for light inside and screen doors .$ 3.50 

Size B—Suitable for light inside doors, 2 ft. 6 in. wide by 1% in. thick. 4.25 

Size C—Suitable for doors 2 ft. 8 in. wide by 1% in* thick. 5.00 

Size D—Suitable for heavy inside or light outside doors 3 ft. by 7 ft. by 2 in. thick 6.00 

Size E—Suitable for heavy outside doors 3 ft. by 8 ft. by 3 in. thick. 8.00 

SizeP—Suitable for extra heavy outside doors . 10.00 

Regular finish—Norton Maroon Bronze. Packed one in a box with screws and 
wrench. Checks furnished in Gold, Aluminum or imitation Bower Barff without extra 
charge. 

SOLD BY 

TRITCH HARDWARE CO. 

DENVER, COLO. 
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WHEN IN 
THE MARKET 
FOR 


H 






IT 
WILL 
PAY YOU 
TO WRITE US 


Wa represent one of the largest asbestos menu* 
facturers in the United State*. 

A full stock of 

ASBESTOS PAPER 
ASBESTOS ROLL MIT.T. BOARD 
ASBESTOS SHEET MILL BOARD 

will be carried by us at all times. All sizes and 
weights. 

SAMPLES ON REQUEST 


KEEP UP 

YOUR STOCK . <0 

VSSft* 

b m a wmeia 


DON’T TAKE 
CHANCES 
ON FREIGHT 
TIE-UPS 


Since 1888 the people of the Weet 
have learned to rely on Pioneer Roofing. 
It always looks well, wears well—and 
is economical at first and at last Pays 
the dealer a living profit 


PIONEER PAPER CO. 

Manufacturer* Since 1888 

Hears! Building, San Francisco 247*51 S. Los Angeles St, Los Angeles 



1 







J 1 ■ 



L 

h ■! 



Send for 
Circulars 


Live Jobbers 


Already realize the opportunities awaiting them 
in the fast-growing demand for fly traps. Inves¬ 
tigate the merits of the 

Avis Sanitary Fly Trap 

Before you place your order. We can give you 
a lot of interesting facts about them, facts that 
mean dollars in your pocket. 

Ply traps are no longer a luxury. They fill 
a need in every community. 


Manufactured 

• By 


A. B. Avis 

Pomona, California 
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QUALITY— SATISFACTION 



MANUFACTURED BY 


You’ll Find Both in Our 
“De Luxe” Line of 

DAIRY PAILS 
CREAM CANS 
WASH BOILERS 
JAPANNED WARE 
WASH TUBS 
WATER PAILS 
WELL BUCKETS , ETC. 

Also a Complete Line of Pieced. Stamped, Japanned 
Galvanized Ware 


SCHLUETER MANUFACTURING CO. 


ST. LOUIS, MO. 


Addxtm: Omer Cox, San Francisco; Jones & Cox, Salt Lake City, Utah; Sands & Cox, Los Angeles, 
Cal.: Turnbull & Cox, Denver, Colo.; Strlmple & Cox, Seattle, Wash. 
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IRON AND STEEL BOARD OF TRADE 

THK BLUE BDOK OP CREDITS 

Rating all Manufacturers, Dealers or Users of Metal, in any form, in a class by 
themselves. 

Cut out this page and send us a copy of your Annual Statement. Do not wait for us 
to ask for it, send it in now and when the Credit Man has to pass on your order, your 
statement is available at once and saves a delay in shipment. ALL large Credit Depart¬ 
ments check up their files yearly. No matter if you have been buying in one quarter all 
of your business life, we get inquiries on the Steel Corporations and the smallest Hard¬ 
ware Dealer, Plumber, or Tinner and may get an inquiry from YOUR Supply House on 
You, to-morrow. 

Help Us to rate you correctly. Send in your Statement to 


Ellsworth Bldg., 
Chicago, Illinois, 
if West of Ohio. 


We acknowledge receipt 
of your statement 
promptly. 


Woolworth Bldg., 

New York City, N. Y. 
if East of Ohio. 


IRON AND STEEL BOARD OP TRADE 

JOHN W. EALY, General Manager. 

Gentlemen:—The following statement of the financial condition of the undersigned is made as per 

inventory of.—---—, 191 —, as a basis for rating in your Reference Book. 

J (Branch Offices at)- 

What is your principal line of business............ 

When commenced business __.._Succeeded whom_.._—__ 

When incorporated ____Under laws of.....State 

Authorized Capital ---Amount of capital stock paid in- 

Town...-.Street Address..State._Date._ 

Officers' Names ............ 

(Give Titles) 

Partners’* Names ...-............ 

Age -----—....Married or Single..—... 


ABIBTB Dollars Cents 

Stock on hand.....— 

Book accounts receivable, good....... 

Notes and Bills receivable, good.... 

Accounts and Bills receivable, doubtful--- 

Cash ..... 

Real Estate .... 

Office and Store Fixtures or Personal 

Property and Fixtures.. 

Machinery and Tools..-.— 

Other Assets consisting of.....— 


LUBZLZTZ1S Dollars 

Accounts not due.. 

Accounts past due.. 

Notes and Bills payable.. 

Loans from banks.. 

Loans from other sources.. 

Mortgages on real estate.. 

Chattel Mortgages .. 

Capital Stock paid in.. 

Other liabilities consisting of.. 


Total Assets 


Total Liabilities 


Amount of Annual Busins**, 


We regard ourselves worth net.-.. 

Were you ever in business before?-If so, where?_____ 

Insurance on Stock.—__Insurance on Buildings- 

Give description and location of real estate.......... 

Mortgages or Amount Unpaid on Real Estate..Value of Real Estate.. 

In whose name standing......... 

Any suits or Judgments against you....Amount and particulars—.—__ 

Did you ever fail in Business?-If so, when, where, and how settled?- 

Bank with ---—Average monthly balance.- 

Did you ever Burn Out?-If so, give Extent of Doss and Insurance- 

BBniBVOXS-PABTZM »OX WHOM YOU A U BUYZVO 
(Give 5 if possible) 


CORPORATE 
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Sell 

Faster 


BECAUSE— 

1. Can’t torn in the hole. 

2. Steel Spring Band keeps thread in perfect 
alignment and permits full expansion of 
shield. 

3. No rough spots in castings. 

Above features all make for a better fastening 
faster. 

PARKER SUPPLY CO. 

Manufacturers 

784 East 135th St. New York 

Write for the Parker Proposition 


WE ARE NOW RECEIVING OUR 
IMPORTATION OF 

Genuine Swiss Rieser 



Pruning Shears 

Fully Warranted. Hand Made of High Grade Steel 
All Sizes and Patterns Carried in Stock 


EXTRA BLADES 

EXTRA BOLTS EXTRA SPRINGS 


OUR PRICES mu INTEREST YOU 


Granucci Hardware Co. 

Importing Agents for North America 

633-647 Front Street, San Francisco, Cal. 



Is the Modern Rival of 
the Old Oaken Bucket 

That’s why it pulls such big sales and 
profit. It gives your customers satisfac¬ 
tory service. Creates good will for you. 

“Fibrotta” will not swell, warp, leak 
or rust. It is the perfect material for 
all kinds of pails. 

“Fibrotta” is made of wood pulp. It 
is moulded into shape under hydraulic 
pressure. Then it is especially treated 
to give it a hard, glass-smooth surface. 
It has no seams and so cannot fall apart. 

“Fibrotta” is superior to wooden 
ware or metal ware. In the long run, 
it is always cheaper. 

These are the 
points thaf are 
making sales all 
over the coun¬ 
try. You can 
use them, too. 

If you do not 
already carry 
“Fibrotta” or 
if you need 
more, write to¬ 
day for our lat¬ 
est catalog and 

“Star” Pail prices. 

pORDLEY JP_ IJ A Y E S 
v o o l e r Qc Headquarters 

40 Leonard Street, MEW YORK CITY 
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The Kitchen’s Most 
Useful Utensil 

FOR WAR-TIME ECONOMIES 

Ladd Mixer Churns—3 in 1 

1. A CHURN: makes butter of large or smallest 
amount of cream: left-over cream is saved. 
Turn slowly,—makes butter in 3 to 5 min¬ 
utes. 

2. A KITCHEN MIXER for general purposes, 
like light doughs, griddle cakes, mayonnaise, 
etc. 

3. LADD ALL-STEEL, Nickel-plated, double 
BEATER (removable). Does work in half 
the time: results most unusual. 

All 3 for price of one good Churn or Mixer. 
SEE THE SALES OPPORTUNITY: EVERY 
HOME should have one and will. 

Two sizes, No. 1, 1 qt.—No. 2, 2 qts. 

Most jobbers stock: if yours don’t, write ns 
direct, but by all means CARRY THESE 
STAPLE GOODS CONTINUOUSLY. 

United Royalties Corporation M 

1133 IBOASWAT, »W YOU 
Western. Mm mepraasatatl vm : 

Omer Cox, Underwood Building, San Francisco 

Sands & Cox, 207 San Fernando Bldg., Los Angeles 

Strimple & Cox, L. C. Smith Bldg., Seattle, wash. 

Jones & Cox, Newhouse Bldg., Salt Lake City, Utah 

Turnbull & Oox, Mint Block, Denver, Colorado 




Oil Stoves 

SAVE THE FUEL 

Clark Jewel oil stoves are the most economi¬ 
cal stoves made. 

No other stove wiil do as great amount of 
cooking in as short a time and with as little 
fuel as a Clark Jewel. 

Every one equipped with High Speed Oil 
Saving Burners. Short and close to the cooking 
top. Hot flame bite vessel direct. 

Help save the fuel by selling the Clark Jewel. 
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GEORGE M. CLARK & COMPANY 

Division Atneriean Stove Company 

CHICAGO, ILLINOIS 


HOLBROOK, MBRRILL ft STBTSON 
Of San Franeiseo and Los Angeles, Jobbing Agents for California 
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THE PATRIOTIC BUSINESS MAN 

The part that business men are playing in 
America's fight for righteousness and democ¬ 
racy in the world, is commendable and inspir¬ 
ing. 

There have been times when certain discon¬ 
tented elements expressed the view that big 
business men were not interested in anything 
but themselves and their own profit. Now this 
unjust criticism has been forever put to rest by 
the fine action of the biggest and best business 
men of this country. 

Immediately after war was declared, great 
financiers and captains of industry rushed to 
Washington—not to get profit or gain for them¬ 
selves but to work, work, work, night and day 
for Uncle Sam, many of them enlisting as em¬ 
ployes of the Government at the nominal salary 
of $1 a year. 

In every city and town throughout the land 
the leading business men are busy in Red Cross 
work, in Y. M. C. A. war work, giving freely of 
their time and of their money to help this 
Nation. 

Every man in American business should be 
proud of the part the business people of the 
Nation are playing in this great struggle. 


APPLY THIS IN YOUR BUSINESS 

“ ‘As a man thinketh in his heart, so is he.' 
That was remarked long before your time or 
mine, but it has not lost its potency. 

“You can make your business just as bad 
as you think it’s going to be; likewise, you can 
build it up if your thinker isn’t out of joint. 

“Medical men tell us many a sick man lives 
to a ripe old age because you couldn’t make 
him believe he was sick; and many a bed-rid¬ 
den invalid railroaded himself there through 
oVerindulgence in imaginary ills. 

“There are business men going broke this 
next year because they think the war is going 
to kill business. Their live competitors are go¬ 
ing to swallow them up for no better reason 
than that their’s are the healthier minds. 

“Don’t get panicky. 

“Don’t let the newspapers of your town be¬ 
come panicky. If they are showing symptoms, 
get up a delegation of your red-blooded busi¬ 
ness men to call on them and convince them 
that the war is making Uncle Sam the merchant 
of the world—without competition—and that it 
is up to the newspapers to smile. 

“Bad weather isn’t due to the war; bad 
weather isn’t going to last forever. If there’s 
gloom anywhere in the industry, it can more 
honestly be attributed to weather than to war. 
It’ll quit raining—it always has. 

“And business will be good.” 


There are two values in every purchase: 
What it saves and what it costs. 


IT’S EASIER TO QUIT 

One of the real reasons for direct or partial 
failure of many men is that of giving up or 
quitting too easily. When they are confronted 
with a task or problem which taxes their 
thinker, and involves considerable mental ef¬ 
fort, if the results do not come readily and 
easily, they throw up the sponge—they quit. 
It starts with small things, a good scheme about 
their work, or a cleverly formed idea about 
some device, which if put into effect would 
save time, or improve conditions, etc. They 
make a start to work out the thought, some¬ 
thing just doesn’t jibe right or goes amiss, the 
scheme or idea doesn’t work out readily or eas¬ 
ily, and so they give it up. They do this a few 
times, and then the habit of quitting soon forms. 

Not every task, problem, or scheme, of 
course, can be worked out to a successful end, 
but a good plan to adopt is that of never quit¬ 
ting until you have satisfied yourself that it is 
beyond possibility, and even then you should 
preserve your idea, thought, or scheme by mak¬ 
ing notes of it, and filing these away, not in 
your memory, but on paper. After a time, take 
it up again^ talk it over with some fellow who 
you think would be able to aid you in deciding 
whether there is any value to it. Form the 
habit of sticking to your tasks, problems, and 
ideas until you have proved to yourself beyond 
a doubt that you are right in giving up. 


WHAT TO CONSERVE AND ELIMINATE 

Conserve food, man-power and energy; cur¬ 
tail overhead expense and credits; eliminate 
waste, unnecessary service, premium schemes 
and bait offers; encourage production, economy 
and co-operation. 

These are the fundamental principles which 
must be adopted by business and the public to 
back up our President and our Government to 
the end that we may bring this war to a speedy 
and triumphant end by glorious victory for 
world democracy, freedom of the seas and per¬ 
petuation of American ideals. 

Business men are ready and willing to make 
every necessary sacrifice to assure the lowest 
prices, largest quantity, best service and abso¬ 
lute fulfillment of all needs to the people of 
our country and those of our allies and to fur¬ 
nish food and other supplies to the soldiers and 
sailors of our country and those of our allies, 
to the end that efficiency and comfort may be 
preserved at the highest level. 

Economy must prevail. It is a vital factor. 
Save where possible the things that are scarce. 
Be extravagant if desired of the things that are 
plentiful. Reduce the cost of necessaries and 
cater to the whims of those who want luxuries 
and can afford to pay for them. Keep always 
in mind that our greatest patriotic duty and 
privilege is to conserve, curtail and eliminate. 
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AFTER THE WAR 

Much has been said and written upon this 
subject, and among the many articles coming 
under our notice, none have carried a finer note 
of hopeful inspiration than this saying of 
Charles M. Schwab, of the Bethlehem Steel 
Corporation. 

Mr. Schwab holds that when peace breaks 
out, it will herald the opening of the greatest 
era in constructive effort and rapid develop¬ 
ment of civilization which mankind has ever 
known. 

“My own idea,” Mr. Schwab says, “is that 
we are just as far from the zenith of business 
prosperity today on this continent as we were 
in 1901. This war,” added Mr. Schwab, “is 
going to result in the world moving forward in 
a few years as much as ordinarily would re¬ 
quire centuries.” 

Is that your idea ? It certainly is ours. The 
stupendous efforts which the finest brains and 
physique of all the civilized nations are mak¬ 
ing—efforts, mark you, made for the first time 
in history, in scientific and world-wide organi¬ 
zation—have aroused a consciousness of ability 
and power which will be the driving force of a 
new civilization. 

Imagine what will happen to industry, to 
transportation, to the development of neg¬ 
lected lands and neglected resources, to social 
organization, to every phase of the organized 
life of mankind when the colossal powers and 
energies awakened by this war are diverted 
from destruction to construction! 

Do you realize that the past three years have 
witnessed the first general recognition in all 
history of the pre-eminence of science? 

Before the war the nations of the world were 
dimly feeling their way towards scientific 
methods. Now they are deliberately—nay, ve¬ 
hemently—harnessing science to every phase 
of effort and activity. 

The most spectacular proof of the impetus 
given to science by the war is furnished by the 
progress of aerial transportation. Before the 
war we were fumbling with what were little 
better than aerial toys. Now we have con¬ 
quered the pathless tracks of the heavens, and 
by so doing have annexed a new and boundless 
empire to man’s domain. 

But come down to the earth and look 
around you. Do you see the beginnings of a 
mighty procession of tractors going out from 
the factories to the farms all over the land? 
They are the answer of science to the call of 
the farmer to relieve him of drudgery and mul¬ 
tiply his productive powers. 

Do you not see on every hand wonderful 
new applications of chemistry and electricity 
in the founding of new industries and the mak¬ 
ing of new products? Why even the soles of 
your shoes are now being made of a composi¬ 
tion hitherto unknown. 


And think what is meant by the fact that 
ships are now being turned out by the hun¬ 
dreds on standardized models, instead of, as 
hitherto, on individual designs, each separately 
prepared and painfully pondered and studied. 

These are but instances of the universal 
change and quickening. 

Can you, in face of this making over anew 
of our whole civilization, doubt for a moment 
that we are at the beginning of a period of in¬ 
dustrial and commercial activity such as the 
world has never seen? 

Well may men of vision like Mr. Schwab 
declare that the coming of peace will mean the 
opening of the greatest era of constructive ef¬ 
fort and rapid development of civilization 
which mankind has ever known. 

Are you in the procession? Are you keep¬ 
ing your mind alert and receptive to new ideas 
in your business, and holding out a welcoming 
hand to science? Or are you one of those whom 
the wave of science will leave stranded on the! 
beach of tradition, a prey to the sterile thoughts 
of those who fear the worst? 


CO-OPERATION 

The man who took the word “operation” 
and set “co” in front of it took the common 
clay of work and breathed soul into it. 

Look around with understanding and you 
will see that Co-operation is but another and a 
better way of spelling “Life.” 

Co-operation is at once the name and defi¬ 
nition of a power almost as limitless as space, 
the secret of existence, the secret of success. 

Where Co-operation is suspended, Nature is 
but cold stone. A business without co-opera¬ 
tion is soon stone broke. 

A modern business is like a complicated 
piece of machinery—the smallest cog must co¬ 
operate or quickly be replaced. 

He who compares life to a game of poker 
makes a bad mistake. No man can play a lone 
hand and win in the game of life. 

Notice! You will find the surest path of 
progress, the shortest cut to success, is the full¬ 
est co-operation with those with whom you 
work. 


The best way to break an old habit is to 
form a new one. If you feel that you must 
celebrate the coming of a new year by drop¬ 
ping something, let the habit of saving and 
buying war stamps and certificates take its 
place. This not only may make it easy for you 
to “swear off,” but may give you such a prac¬ 
tical insight into the fundamentals of finance 
that you will date your success from the be¬ 
ginning of 1918. Besides you will be helping 
to win the war, and every one has to help if 
this war is to be won by the side in which we 
are interested. Let Uncle Sam help you to 
form the saving habit. 
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Bullet Versus Buck-Shot Advertisements 


1 WAS talking to a doctor the other day—an 
elderly man, who remembers the past, 
though he keeps abreast of the present. 
“Things change,” said he. “Some years ago, 
when a person was ill, we first gave what was 
called a buck-shot-prescription. It contained a 
lot of ingredients—one for the stomach, some¬ 
thing for the heart, also for the nerves, the 
liver and the kidneys. 

“All the ingredients were unnecessary but 
one, but we hoped they would do no harm, 
and that one would strike the ill place and re¬ 
store the patient to health. 

“Now, we carefully diagnose the case. 
With our questions, and our instruments, and 
our eyes and ears, we determine the cause of 
the trouble and the organ affected, and we 
prescribe a remedy for that one organ only. 

“The buck-shot-prescription has gone, and 
the single-bullet prescription has supplanted 
it.” 

When you write an advertisement, Friend 
Dealer, whether it be a letter, a circular, a 
poster or a newspaper advertisement, please 
remember that “General Publicity,” which 
used to be so popular, has gone out of vogue 
as completely as the buck-shot-prescriptions of 
the doctors. 

I should say, is going, for many merchants, 
engrossed with the details of their business, do 
not realize this. They write a general adver¬ 
tisement, covering their general line, which 
was good advertising a few years ago, but has 
little force today. 

The successful advertising merchant of to¬ 
day is prone to advertise one thing at a time. 
And then, before writing his advertisement, 
he thinks out the 

Points Which Will Interest the Buyers. 

He don’t give a hoot for the points that inter¬ 
est himself. He puts himself in the buyer’s 
place. He thinks up the points he would like 
to know, and the questions he would ask, if 
he were buying—and he imparts the informa¬ 
tion and answers the questions. 

Then he has a bullet advertiseemnt. It is 
pointed, direct, specific. It gives the informa¬ 
tion which parties desire who need the article 
advertised. 

It does more. It convinces them that the 
man who can write this information of real 
worth, knows enough to select the best from 
the many makes, and also knows enough to 
impart with his tongue much more information 
than he has written. 

This inspires confidence in the dealer, and 
the dealer who has the confidence of his cus¬ 
tomers can well afford to whistle while he 
works. 


You will tell the same story in your news¬ 
paper advertisements, and mention a few of 
the desirable articles you offer. 

And what will be the result? 

Your window won’t be quite as showy as 
your show window has been, but as a Sales 
Window it will be a large and brilliant success. 
It will sell goods, and sell them right abund¬ 
antly. 

And as you unload your cash register you 
will remark—“There is a good deal in a name, 
after all.” 


My Tuesdays are meatless, 

My Wednesdays are wheatless, 

Am growing more eatless each day. 
My room it is heatless, 

My bed it is sheetless, 

All gone to the Y. M. C. A. 

The barrooms are treatless, 

My coffee is sweetless, 

Each day I am poorer and wiser. 

My stockings are feetless, 

My trousers are seatless, 

My word! How I do hate the Kaiser. 


SAVING SCRAP IRON AND STEEL FROM 
THE BATTLEFIELDS 

Considerable speculation has been going the 
rounds as to the amount of scrap iron and steel 
that is accumulating on the battlefields of Eu¬ 
rope and how it is to be disposed of. American 
companies which regularly deal in such old ma¬ 
terial have for some time been looking forward 
to the harvest to be reaped from these battle¬ 
fields after the war. These hopes have been 
rather rudely shocked lately by observers re¬ 
cently returned from the front who state that 
this matter is now being handled by the respect¬ 
ive governments. 

According to the systems now established 
in modern warfare it is stated that a salvage 
corps is daily going over all the ground near 
the battle front exposed to fire and is gather¬ 
ing all the debris discarded by the contending 
armies. None of the scrap is neglected with 
steel worth 2 to 3 cents per pound and copper 
and other metals in proportion. All the metals 
are taken to shops in the rear and there worked 
over to be cast into other various metal muni¬ 
tions that a modern army uses. 

All the lead that is fired is practically lost 
as a bullet traveling at a velocity of 2,000 feet 
or more per second buries itself so deep into 
any object it hits as to be lost entirely. Other 
metals, however, such as tangled steel from 
^wrecked motor cars, large pieces of shells, bits 
of copper, pieces of aluminum, etc., are care¬ 
fully collected and later turned into usable con¬ 
dition.—Scientific American. 
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A WORD TO YOU, FRIEND CLERK 

You are a hardware clerk. And, taking it 
all in all, you rather like it. You know the 
goods, their features and their prices. You 
know the customers and the personal qualities 
of many of them. 

You are onto the job, you draw your money 
with a clear conscience, you have the good will 
and confidence of the boss, and everything is 
all right 

But when you think again everything ain’t 
all right, and you know it full well. For when 
you have an earnest talk with yourself, which 
you occasionally indulge in, you tell yourself 
that your pay is small, and your prospects poor. 

Honest injun, ain *t that so ? 

You needn’t hesitate to answer frankly, for 
I won’t give you away to the boss. 

Sometimes you get an impatient feeling, and 
half resolve to go away to a great city and be¬ 
come a Marshall Field. Often you think of try¬ 
ing some other line of work, because all around 
it looks as though there were other jobs with 
easier work, more pay and better prospects. 

You hardly know what to do, and you would 
be willing to give a good red cent if some one 
would tell you. 

Keep the penny, son, and listen. 

AU In the Man. 

Stay right where you are, but become an 
expert. One business is about as good as an¬ 
other, for it ain’t in the business. It’s all in 
the man. 

Let me repeat. In this great, and compli¬ 
cated, and infinitely difficult game of life, it is 
the man and not the business, which decides 
whether he shall play a winning or a losing 
game. 

Please stop and dwell on that. Tell yourself 
a thousand times a day—“It’s the man. It’s 
the man. It’s the man.” 

Then fall in love with that game entitled— 
A Clerk of Hardware. Highly resolve to be¬ 
come an expert, a specialist on the subject. 
Concentrate on it. 

Cultivate a keen hunger and an omniverous 
appetite for knowledge of hardware, and 
knowledge of clerking. 

Learn the makers of the goods, and what 
quality goods each maker makes. Get the good 
points and the bad points of the various kinds. 
Learn what they will do, how to use them, how 
to preserve them, how long they will last. Be 
an expert on this knowledge. 

Also specialize in clerking. Read this pa¬ 
per. Buy books on clerking. Learn window 
dressing, learn the art of making friends. 
Learn that great and wonderful art of selling. 

Learn to like the learning and the work. 
If you don’t like it then make yourself like it. 
You can’t succeed if you don’t. It is a life 


study, and it will take you a year or two before 
you begin to progress. 

But progress you will, son. For that brain 
of yours is the brain of a god, and will accom¬ 
plish the impossible. 

Do these things—with enthusiasm, cheerful¬ 
ness, earnestness, and no one can predict the 
height to which you will attain. 


WHAT PER CENT EFFICIENT ARE YOU? 

What is my efficiency? Am I fifty per cent 
efficient in my work, or am I working up to 
candle power and giving my employer full 100 
per cent efficiency? Here is food for reflec¬ 
tion. Many of us are prone to complain of our 
lack of recognition on the part of our “boss,” 
or don’t think we are receiving proper compen¬ 
sation for the work that we are doing. At such 
times, when a spell of gloom casts its shadow 
before us, it is time to sit up and take notice of 
our actual working conditions. 

If we reflect carefully we generally see 
where by a little extra effort we could have 
improved the quality or the quantity of our 
work. The old saying “let well enough alone” 
is a fallacy. There is always a chance for im¬ 
provement if careful thought is given to exist¬ 
ing conditions. A little kink here and a small 
repair job there, if conscientiously followed up, 
will unquestionably add to the efficiency and 
operating conditions of any plant. It is the 
collection of little things that create the 
mighty whole and if one is constantly on the 
alert to make any possible improvement in op¬ 
erating conditions, or make changes ever so 
slight that will be beneficial, the efforts will be 
well spent and are bound to be recognized 
sooner or later. 

The man who gets into a rut and stays 
there, and who for years will plod along in the 
same job, and who is generally bewailing his 
lot, will, upon investigation be found to inva¬ 
riably follow the paths of least resistance and 
let well enough alone. When through with the 
day’s work one is tired and naturally wants 
rest and recreation, but a few minutes can be 
spared to thinking over the work of the day 
and trying to determine where mistakes have 
been made and where conditions could have 
been bettered. If this is done a new interest 
will be awakened the next morning and we will 
set about to correct our errors and put into 
effect such ideas as we think will be for the 
improvement of the work in hand, and thereby 
aid in bringing our efficiency up to the stand¬ 
ard. _ 

TARDY ADVICE 

If you have a feeble-minded citizen in your 
community, put him in the proper institution 
and pay taxes cheerfully for his support. Don’t 
dodge the issue by sending him to Congress. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. 
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Implements and Seeds 


T HE hardware man who does not handle 
seeds—and not only handle them, but give 
wide publicity to the fact—is depriving 
himself of a very profitable side line. Not only 
that, but missing the sale of many farm and 
garden implements, for in order to prepare the 
ground and cultivate his crop the seed pur¬ 
chaser must have the proper tools, and in the 
majority of cases the packets of seed are but 
the first of a number of profitable purchases. 

The main thing then is to let the public 
know that you have the seeds and bulbs for 
sale, and the earlier in the season you do this 
the better it will be. 

A publicity plan adopted with much success 
for several years by the Warner Hardware Co., 
Minneapolis, Minn., consisted in an annual 
Farm Day. This .was widely advertised in the 
local papers and those of surrounding towns, 
on which day they gave to every one making a 
purchase of 25c or more a potted fern. 

They took particular pains to emphasize the 
fact that their supply of ferns was inexhaust¬ 
ible and that the person who made his pur¬ 
chase at 6:00 P. M. was just as sure of getting 
his fern as the one who came in the morning. 
This assurance greatly swelled the crowd of 
buyers, as many from the country and small 
towns about who could not get in early came 
anyway, knowing their trip would not be in 
vain. 

This complete supply was assured by mak¬ 
ing arrangements with a local florist, so that 
whenever the stock ran low a new supply could 
be obtained at a few minutes’ notice. Quanti¬ 
ties of these ferns were displayed at a booth 
near the door, on one side being a big rack con¬ 
taining bins of bulk Seeds; and on the other 
racks holding gay hued packets of flower and 
vegetable seeds, each with cards indicating the 
price. Another counter held bulbs, some dry 
and brown, others growing in glass or pottery 
bowls. These seeds were advertised in the 
same announcement that called attention to 
Farm Day, and every man or woman who came 
to get a fern thus had the seeds again called 
to their attention and in this manner many ad¬ 
ditional sales were made. 

Smith & Cilek, Iowa City, Iowa, a progress¬ 
ive firm of hardware men, set aside a corner of 
their store for their seed department, which 
was as widely and frequently advertised in 
early spring as was their stock of wire netting 
and gas ranges. They specialized in bulk 
seeds, and on a long counter were many pack¬ 
ages of garden and flower seeds weighed, 
packed and tied, all ready to take home. On 
this counter, too, were a number of seed cata¬ 
logues for free distribution. They secured in 
advance from one of the big seed houses a num¬ 


ber of these catalogues, which they mailed, with 
their compliments, to a number of their long 
established seed customers, who thus had a 
chance to see the latest novelties in flowers, and 
the best class of vegetables, and could make out 
a list at their leisure, which in most instances 
greatly exceeded that of the casual buyer. An¬ 
other way in which they greatly increased their 
popularity among the farmers was by the pur¬ 
chase of a seed tester, and the insertion of a 
notice in the local paper: 

In order to enable any farmer who 
wishes to be sure his seed will germinate 
strong, we have installed a seed tester 
and invite each farmer to bring in ten 
ears of corn he is saving for seed and let 
us test it. 

This test is free and we will be glad 
to have all farmers take advantage of it. 
When the farmers came in with their corn 
they had a chance to see the wide variety of 
grain seeds carried by the firm, and could not 
fail to be impressed with the superiority of 
seeds backed by the guarantee of a large and 
responsible seed house. The farmers’ wives, 
too, were excellent customers, and purchased 
largely in flower and vegetable seeds. 

They used car card advertising, especially 
in suburban trolleys, to great advantage. In 
this case of course they appealed to a somewhat 
different class than the farm trade, so their ad¬ 
vertising was focused on garden and flower 
seeds, with particular emphasis on grass seed 
for the lawn. One card showed a sketch of 
velvety sward, and in large black letters: 

Mr. Commuter. 

You will need for the lawn our 
Champion mower, lawn rake, 3-ply hose, 
and good supply of our fresh grass seed. 
Even the stickers quoting the price of garden 
tools were made to do publicity work. At¬ 
tached to each rake, hoe, shovel or other gar¬ 
den implement was a red and white sticker on 
which was printed: 

For the Garden You Will Need: 
Diamond pointed shovel; garden hand 
plough; cultivator; garden hose; insect 
sprayer; light rake; strong hoe. The 

price of this article is:-(Price 

inserted with pen.) 

As the majority of these implements were car¬ 
ried on trolleys by the suburbanites, the stick¬ 
ers were read not only by himself, but by many 
who sat near, and served as a constant re¬ 
minder of garden needs. 

Early in the season bulbs should be widely 
advertised in the papers and complemented by 
an attractive display in the show window. One 
of the most striking and effective was that of 
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a large firm in lower New York in a district 
passed by thousands of commuters oh tfeeir way 
to the Jersey ferries. In the center was a big 
doll dressed to represent a Chinese lady with 
paper umbrella over her head. Heaped all 
about her were bulbs of the Chinese sacred lily, 
with card: 44 15c each, $1.25 a dozen .’ 9 In 
front of her was a glass bowl with nest of 
bulbs with card: 4 ‘Bowl (with gravel) and 
bulbs complete, 55c.” There were also fancy 
boxes covered with Japanese paper, each con¬ 
taining three lily bulbs and gravel, and card 
said “Box of gravel and three bulbs, 35c.” 

WOOLWORTH’S IDEAS OP BUILDING A 
BUSINESS 

Mr. Woolworth’s first attempts to establish 
a chain of stores were unsuccessful experiments. 
He opened a store in Harrisburg, Pa. He placed 
one tentatively in York, Pa. Indifference. He 
invaded Philadelphia. Poor business, and clos¬ 
ing. He marched upon Newark, N. J., with 
his accoutrement of useful articles at low 
prices. Nothing doing. Elmira, N. Y., with 
some results. 

“I was discouraged,” said Mr. Woolworth 
of these earlier years. “But I kept on.” 

These are his deductions from forty-three 
years as a merchant organizer and builder of 
the world’s tallest structure: 

1. “Of course you will be discouraged. But 
keep on. 

2. “If you believe in an idea give it a 
chance. Some of my first stores failed because 
I hadn’t studied the situation thoroughly. I 
placed my stores in the wrong part of the 
town. There’s a right place. Find it. 

3. “Everybody likes to make a good bar¬ 
gain. Let him. Small profits on an article 
will become big profits if you sell enough of 
the articles. 

4. “I believe in doing business by and with 
cash. I had been in business several days be¬ 
fore I knew how to make out a check. Large 
credit is temptation to careless buying. 

5. “Supervise details, but don’t allow them 
to absorb you. Don’t waste the time of a high- 
priced organizer on a clerk’s job. 

6. “I prefer the boy from the farm to the 
college man. The college man won’t begin at 
the bottom and learn the business. 

7. “There are plenty of opportunities for 

young men today. Many fail because they are 
not willing to sacrifice. No one ever got far 
who was in bondage to the body. You can’t 
build a business on thoughts of having a ‘good 
time.’ ” _ 

SOME PROGRESS 

Farmer Clapole—“Has thet city feller who 
bought Stone’s farm learnt anythin’ yet!” 

Farmer Sands—“Waal, he’s learnt it don’t 
do no good ter try ter make apple butter in a 
chum.” 


WAR SAVINGS 

The Government of the United States of 
America—to give it full title and dignity—is 
not too . proud to tax the citizens of the same 
land a cent or even a fraction of a cent to help 
to provide funds for carrying on the war. Why, 
then, should any citizen feel it beneath his dig¬ 
nity to save a cent, or even a fraction of a cent, 
for the same purpose? 

The billions of dollars required for the 
prosecution of the war are made up, in the 
main, of contributions of very modest amounts 
from many sources. Compared with the small 
amounts thus contributed, the large contribu¬ 
tions are negligible. It is the small savings, the 
little contributions to the general fund, that 
will win the war on the financial side. 

Part of the general plan for the raising of 
war funds contemplates the issuing of United 
States War Savings Certificates, and in this 
way it is figured to raise not less than $2,000,- 
000,000. Each certificate will cost $4.12. These 
will mature in five years to their face value of 
$5 each, which means four per cent interest, 
compounded. 

For the person who cannot pay out $4.12 all 
at once for one certificate, stamps will be is¬ 
sued at twenty-five cents each. Sixteen of 
these stamps, pasted on a folder, plus a few 
cents for accrued interest, will be taken for a 
$5.00 certificate. The Government does not go 
into providing for the saving of the initial 
twenty-five cents, a cent at a time, but it 
should be easy for any one to set some plan 
for this, so that even the spare cents might be 
made to go toward the accumulation for a sin¬ 
gle certificate. 

Aside from the achievement of the immedi¬ 
ate purpose, these war savings certificates will 
induce many to form the saving habit, the 
habit of small savings. In fact, there seems no 
likelihood for any one having an excuse that 
he cannot save when machinery is provided 
starting him as low as a quarter. He ought to 
provide his own machinery for accumulating 
up to that point. 

Don’t be ashamed of saving a cent at a time 
or of waiting till you have twenty-five of these 
to invest in a stamp. The virtue lies chiefly in 
the habit of saving, and where you can afford 
to save no more than a cent at a time, the habit 
may be made as strong as though you could 
save by tens of dollars or hundreds. The main 
thing is to save and to invest your savings, 
large or small, with the Government—which 
means with yourself, for you are a part of the 
Government. 


CONCERNING DISCOUNTS 

When you have money in the bank, discount 
your bills as fast as you like, but don’t discount 
your future by buying beyond your means. 
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Hardware Merchants Do a Good Candy 

Business 

Stock Turned Every Thirty Days 


H ERE is a suggestion Campbell Bros., en¬ 
terprising Missouri merchants, are will¬ 
ing to pass along for the benefit of our 
readers. It is instance of where a Missouri re¬ 
tail merchant can really 44 show'’ merchants in 
other sections. 

Mr. Campbell tells us there has been quite 
a change in the candy business in recent 
months, for candy has advanced two and a half 
times. This has practically put the 10c per 
pound candy out of business. 

This will be confirmed if one visits the 5c 
and 10c stores and sees that they are now selling 
six ounces for 10c. What the future of the 
sugar market will be until the war is settled no 
one is able to even predict, but they are still 
doing a good candy business, and find their 
country customers greatly appreciate this de¬ 
partment of their business. 

It didn’t require a large investment, on the 
contrary a comparatively small investment. 
Candy is a commodity that is turned over prac¬ 
tically every thirty days, and they find they can 
keep their trade supplied with about 450 pounds 
of the plain ordinary sugar candy, and 100 
pounds of chocolates. 

Last year their candy business turned over 
fifteen times during the year. They tell us 
their experience has been that candy is not 
simply confined to children and ladies, but all 
classes and ages have a sweet tooth, and there 
is hardly a home in their vicinity but what 
keeps candy on the table to eat when the fam¬ 
ily desires a little sweets between meals. 

This department has been a great help to 
their other business, by the mere fact that it 
brings a number of people to their store for 
candy. They have established quite a reputa¬ 
tion for keeping pure sugar candy. 

Bowling Green has a population of about 



2200 people, and it also has an up-to-date candy 
kitchen and the usual number of drug stores 
who also sell candy. 

Campbell Hardware Co., who handle every¬ 
thing pertaining to hardware, house furnishing, 
paints and other lines, find they can sell candy 
without interfering with other merchants’ 
trade, and tell us it is a big drawing card for 
them. 


MAKING A SALESMAN OUT OP A CLERK 

(By W. F. Mellen.) 

As I call on the trade, I am constantly sur¬ 
prised to note the difference in the clerks and 
their salesmanship in the various stores I visit. 
I find there are really few who have advanced 
from the stage of merely being a clerk to that 
of a salesman, and this condition exists in the 
large stores as well as in the smaller ones. Too 
often the clerk seems only anxious to make a 
sale and to do this as quickly as possible with¬ 
out apparently giving much thought to the 
needs of the customer or to the profits of their 
employers. 

Now it is always easier to sell along the line 
of least resistance, or in other words show an 
article which is attractive in price and re¬ 
quires little or no effort to sell it. But this is 
not salesmanship. A little study of the indi¬ 
vidual needs of the customer and an earnest 
effort to interest that customer in an article 
of intrinsic worth, will not only make for a 
possible transaction, but if the sale is consum¬ 
mated, makes that customer more loyal to the 
store where the purchase has been made. 

The majority of people prefer to buy goods 
of quality. Instead of giving the greater prom¬ 
inence to the cheaper line, a real salesman sees 
to it that the high-grade goods are displayed to 
the best advantage. He knows the strong sell¬ 
ing points of such goods—he is always on the 
alert to post himself—he is enthusiastic when 
showing such articles. 

I see no reason why the average clerk can¬ 
not make himself a salesman worthy of the 
name and at the same time further his own in¬ 
terests as well as that of the store which em¬ 
ploys him, if he is willing to make the effort. 
Greater encouragement and coaching should be 
done by department heads towards this end. 
Trade papers, house organs and all educational 
literature should be placed in the hands of the 
clerks with requests that they be carefully read 
and studied. These will prove of great help to 
every ambitious man. 
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Your Sales Windows 

Make Your Windows Dividend Producers 


Y OU are invited to join in. A generous 
award will accrue to you from the addi¬ 
tional sales you will make. This relates 
to that front window of yours—erroneously 
called the Show Window. 

Let us change it to Sales Window. 

There is a good reason for this. If you 
have a show window, you, of course, must treat 
it as a show window should be treated. In 
other words, you show your goods in it. You 
put so many articles in it that the Japanese 
would happily term it “the window of a thou¬ 
sand things.” 

And it does make a show! There is no doubt 
of that. It looks well, and it is a credit to your 
artistic capacity of combining many things into 
a pleasing effect. It attracts and pleases peo¬ 
ple as they pass, and many compliment you on 
the striking effects you are able to get. 

All this is very interesting and pleasing. 
The only objection is that it don’t sell the num¬ 
ber of goods it should. 

Now, if you will change its name to Sales 
Window, you will just naturally handle it as a 
sales window. 

In the spring, for instance, you will devote 
say one week to selling house cleaning goods. 
You will get out buckets, and scrubbers, and 
step ladders, and hammers, and tack-drawers, 
and tacks, and the various things the women 
folk use in house cleaning. 

You will arrange these in a striking and ef¬ 
fective manner. You will put a price card on 
every article, stating that the regular price is 
so much and the price this week is a few cents 
less. 

You will get up various big placards, say¬ 
ing “Get Ready for House Cleaning.’’ An¬ 
other will state that you are making a drive on 
House Cleaning Helps, inviting the public to 
look, and see. and buy, and save money. 

You won’t stop there, but will get out a 
circular and distribute the same which states 
that you are making a drive on housekeeping 
helps, that you have a number of little inex¬ 
pensive articles which are great labor savers, 
and that no woman should fail to come to your 
store and look at your goods. 


SIDEWALK “COPY” 

The owner of an electric shop at Los An¬ 
geles advertised his goods by painting red lines 
on the sidewalk in front of the store. Those 
lines all terminated at the window, and were 
continued within the window by bands of red 
ribbon leading to representative nationally ad¬ 
vertised goods in his line. This drew trad* 1 . 


The possibilities of making the sales window 
of a store a good asset are often neglected. If 
a merchant will figure the floor space of his 
windows as something he pays rent for, or as 
a part of the investment in the building he 
owns, he will want to make this space profit¬ 
able. Dollar for dollar, this part of his store 
can often be made a greater money-maker than 
any other space on his floor, taking the num¬ 
ber of square feet as a unit. 

Beqnires Study. 

But making windows sell goods requires the 
same study and care as any of the other depart¬ 
ments. The lighting of the window at night is 
very important. It is false economy to have 
too few lights. Should the windows be too 
deep for the effective display of certain classes 
of goods, a screen in the background can eas¬ 
ily be arranged. A week is usually long 
enough for any one display to remain. It is 
better to vary the classes of goods shown and 
repeat a good arrangement after a time than to 
keep a display so long that it becomes stale to 
the passer-by. 

Seasonable Goods. 

It is usually well to anticipate somewhat 
the season in making window displays. (Jet 
people to thinking of purchasing goods at your 
store before they are reminded of it by dis¬ 
plays elsewhere. Throw as much of that sea¬ 
son’s atmosphere into the trimming of the 
windows as possible. It is surprising how a 
very simple suggestion in the way of a picture 
or a special article will carry out an idea and 
make an appeal. This is especially true when 
the window has grouped into it articles of the 
same class. The merchant as far as possible 
should specialize his windows and not over¬ 
load them with articles. Hunting trophies, war 
exhibits, etc., when surrounded by a line of 
goods, make a window which always attracts 
attention. The show cards furnished by the 
manufacturer of trade-marked lines should al¬ 
ways be used in window displays. Where price 
cards are used they should be small and 
placed near the article itself. Enlist the inter¬ 
est of the clerks in window trimming. An oc¬ 
casional prize for good suggestions will stimu¬ 
late this interest and often be productive of 
good displays. 


Don’t expect the public to remember your 
business too long without assistance. The pub¬ 
lic has a lot of other important things on its 
mind. 


Today is the tomorrow you worried about 
yesterday. 
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Put More Enthusiasm Into Your Advertising 


I N A recent issue of “Practical Retail Ad¬ 
vertising, ’ 9 W. H. Hotchin, formerly adver¬ 
tising manager for John Wanamaker, New 
York, has an article on the “Weakness of 
Most Retail Advertising/’ which should be 
read and reread by every retailer. It is true, 
as Mr. Hotchkin says, that a large portion of 
retail advertising is done in a perfunctory 
manner which fails to arouse interest, and he 
strongly emphasizes the need of enthusiasm in 
advertising so as to make it effective. 
Weakness of Most Betail Advertising. 

During the past few years, I have been 
asked to criticise the advertising of many re¬ 
tail stores throughout the United States. 
Some of it had many and serious shortcomings; 
but the best of it usually showed much of the 
common weakness, chiefly caused by a lack 
of real Writing Ability. 

Usually the technical facts about the mer¬ 
chandise are intelligently stated, and, while 
much of the typography was frightfully bad, 
some of it has been exceptionally good; but 
almost all of the advertisements, from the East 
as well as the West, were written in a per¬ 
functory and conventional manner. Only in 
the rarest instances did I find advertising that 
contained the most vital element of strength 
and forcefulness in securing sales results—en¬ 
thusiasm. 

People who might be looking for informa¬ 
tion about the particular goods listed in the 
advertising, might find what they wanted to 
know, but if no such anxiety existed before 
the advertising was seen, there would be slight 
hope of having desire aroused by such cold 
statements of dry facts. 

One of the chief functions of advertising is 
to make the reader eager to see and possess 
the goods advertised. 

Certainly there can be little hope of mak¬ 
ing your advertising bring customers to your 
store to buy goods, unless you develop in your 
readers some enthusiasm to see the goods ad¬ 
vertised. 

One fundamental psychological fact must 
be recognized and fully understood, before ef¬ 
ficiently resultful advertising can be created: 
It is impossible to inspire an enthusiasm in the 
reader which did not previously exist in the 
mind of the writer of the advertising. 

“Water cannot rise higher than its source,” 
—Neither can enthusiasm in the printed word 
rise higher than the enthusiasm in the mind 
of the writer. 

The salesman who is listless and diffident 
about the goods he shows, cannot hope to arouse 
the enthusiasm of his customer, notwithstand¬ 
ing the fact that he has the full co-operation of 
the goods themselves, and what they may say 


for themselves, when he lays them on the coun¬ 
ter before the eyes of the customer. This valu¬ 
able adjunct to his message, the advertiser does 
not Dossess. He must show his goods and their 
merits by word pictures alone, in most cases, 
and how utterly hopeless it is to attempt to cre¬ 
ate desire in the mind of the customer by 
merely tabulating technical facts about the me¬ 
chanical form and composition of the goods. 

Enthusiasm a Necessity in 44 Copy.** 

An active mentality, aided by a tempera¬ 
ment capable of really enthusing over the real 
merits of the merchandise, is absolutely neces¬ 
sary to the production of advertising “copy” 
that will fully pay for the space that it occu¬ 
pies. 

Any merchandise that does not deserve the 
enthusiasm of the advertising writer should 
never be advertised. It is sheer waste of money 
to fill costly, or cheap space in a newspaper, or 
on a barrel, with such sterile and stupid adver¬ 
tising. 

But why should not the professional writer 
of advertising be capable of feeling genuine en¬ 
thusiasm about any good merchandise! Why 
should he, or she, have the temerity to pretend 
to fill an advertising position, for the produc¬ 
tion of copy, if this vital quality is lacking! 

How can a merchant have the effrontery to 
print in the newspaper the story of goods that 
cannot arouse the interest of his own people— 
particularly of one whose business it is to ana¬ 
lyze and dig out the good points and qualities 
possessed by the goods. 

What a frightful mistake it must be to in¬ 
vest the firm’s money in goods that is so mean 
and uninteresting that nothing good can be 
said for it. 

But what goods could it be, that thus fails 
to arouse the enthusiasm of the advertising 
writer, when it is necessary to tell people that 
you have it for sale! Perhaps nothing in the 
whole store would seem quite so commonplace 
and hopeless toward inspiring enthusiasm on 
the part of the writer of advertising as 
Kitchen Toweling, and yet it must be adver¬ 
tised at times. 

Price Cutting Not Necessary. 

Must we resort to a big cut in price, to make 
our advertising writer enthuse about it, to the 
point of writing an interest-compelling story 
about it! That would be unfortunate, for 
Kitchen Toweling does not carry a profit that 
will permit of price-cutting without the whole 
cut being a loss. And it isn’t necessary at all, 
if the advertising writer has sufficient whole¬ 
some imagination to know what a housekeeper 
thinks about her towels and her kitchen. But 
most advertising writers are only able to write 
a piece of cold, crude copy like this: 
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“Linen Toweling, twilled, or plaid; 12-in. 
wide, 15c yd.” 

Can’t you just see the crowds surging in to 
buy it? 

Perhaps that homely piece of crash does 
lack inspiration; but why should the writer of 
the copy be so lacking also? Why, in such a 
case cannot he or she be honestly enthusiastic 
about what the dish towels will do in the kitch¬ 
en? That is what the real writer of advertis¬ 
ing is going to think about. For instance: 

Spick-Span-New Dish Towels 
Will Brighten the Kitchen— 

15c a yard. 

Old Kitchen Towels breed carelessness and 
slovenliness in those who use them. They look 
untidy and only give half-service. You never 
know when they are clean, and perhaps they 
never are really sanitary. 

Be proud of your kitchen—not ashamed of 
it—when a neighbor drops in. 

These Towels will put new brilliance on your 
China and Glass. 

Crisp Glass Toweling, or sturdy Twilled 
Crash, at 15c a yard. 

Will look fine on the kitchen rack. 

If a story like that can be written about 
such homely and commonplace goods as dish 
towels, why should it not be very easy to write 
interesting and enthusiastic copy about the mul¬ 
titudes of infinitely more inspiring things with 
which your store is filled ? 

In advertising Wearing Apparel, the work 
is hopeless unless the writer is filled with the 
feeling that women will be delighted to get 
out of their old garments and put on these 
fine new things that are to be advertised. The 
mere technical description “damns them by 
faint praise.” So in advertising linens, the 
advertising writer must be filled with the feel¬ 
ing of pleasure and satisfaction that will be 
possessed by the housekeeper when she adds 
her selections to her linen treasures. 

Every head-line, as well as every para¬ 
graph, should express the conviction that the 
writer is telling about something that com¬ 
manded his enthusiasm and, therefore, should 
win equal enthusiasm on the part of the reader 
when she sees it. 

Stimulate Desire in Advertising. 

It is the daily duty of the writer of adver¬ 
tising to stimulate desires for the goods he 
advertises, and this requires intense mental 
determination to effectually sell the goods 
advertised, by means of the words that he 
writes. 

Measure your own copy by this test. Is 
this the kind of writing that fills your adver¬ 
tising columns? 

The reader always lacks imagination, and 
the mere tabulating of cold, dry facts will not 


83 

get under her skin. People size up a store’s 
merchandise according to the measure of in¬ 
terest in the goods which is expressed by the 
writer of the advertising. If the writer of the 
advertising is not enthusiastic about his goods, 
why should the reader be interested in them? 

This is why so many announcements of 
really interesting offerings of merchandise go 
almost entirely to waste, in bringing people to 
the store. When the story of a fine offering 
is told in frozen words it naturally chills the 
reader’8 interest and makes no sales. 

It may seem unreasonable to expect the 
writer of advertising to come forward with a 
fresh supply of youthful enthusiasm every 
morning, and to always write enthusiastically 
about “the same old merchandise” that he has 
been exploiting for years; but such is the Ab¬ 
solute demand, and the positive requirement 
of every man or woman who assumes the tre¬ 
mendous responsibility of writing the daily 
story must bring the continuous stream of 
eager shoppers upon which the very life of 
the store depends. 

THE KAISER IN BUSINESS 

(By Creighton Hall.) 

We cry out against the Kaiser and all that 
his wicked misrule stands for. 

We decry the indignities suffered by the 
Belgians. 

We lament the loss of the Lusitania’s inno¬ 
cents. And resent the blood shed by the sol¬ 
diers of France, Britain, and America. 

We wonder that the German people permit 
this ruthless betrayer to continue his mad work. 

Oh, for the opportunity to get at this evil¬ 
doer! 

There is a kaiser within your reach. 

The Kaiser in Business. 

He greets suggestions with antagonism. Of¬ 
fers of assistance with suspicion. 

His motto is: “Yield not the lime-light.” 

His famous remark, “I am boss. Iam. Right 
or wrong.” 

His favorite sport: Keeping the under-dog 
under. 

He arbitrarily dictates the wills of well-in* 
tending people, as does the German Emperor. 

He, like everything inequitable and undemo¬ 
cratic, must go. 

He will go—where Louis the Fourteenth 
went, where Nicholas Romanoff went, where 
Kaiser Bill is headed for. 

It is your part to help him on his journey. 

A knocker never wins, a winner never 
knocks. 

Don’t hurry if you are going in the wrong 
direction. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. 
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WESTERN CANADA PROSPEROUS 
Editor Hardware World: 

The year 1917 will be noteworthy in the 
history of the provinces Manitoba, Alberta, and 
Saskatchewan, because of the prosperity with 
which these provinces have been favored, and 
the good trade which has resulted. Conditions 
at the outset were none too favorable. The fall 
of 1916 was very wet, and farmers had diffi¬ 
culty in getting on the land to do the necessary 
amount of plowing. The spring also was late, 
and coarse grains especially were put in under 
unfavorable circumstances. Up to the first of 
July, however, on the whole, it seemed as if an 
average crop would probably be marketed. 
July was a very dry month, and at one time it 
looked as if disaster was looming in the future. 

Opportune rains over most of the country, 
however, helped the situation and in the end a 
fair average crop was harvested. The crop 
estimate of the North West Grain Dealers’ As¬ 
sociation of November 14,1917, was 200,100,000 
bushels of wheat, 201,690,000 bushels of oats, 
28,000,280 bushels of barley, and 4,209,000 bush¬ 
els of flax. As to the wheat an extraordinary 
circumstance was that the sample is probably 
higher than the best for many years. The 
heads filled better than could possibly have been 
expected, and it is reliably stated that the 
average will run better than No. 2 Northern. 
This of course increases the price which the 
farmer can get for his grain. This price, in¬ 
deed, owing to war conditions, was fixed at a 
very high figure ($2.21 for No. 1 Northern) 
as compared with other years, by the Govern¬ 
ment, so that as a money maker the 1917 crop 
is a record, though in the number of bushels 
it does not begin to approach the year 1915. 
The farmers today have more money in this 
country than ever in its history. 

The result of the conditions adverted to 
was shown in business done by wholesale and 
retail trades during the year. Spring business 
was first class. At times in the summer it 
sagged off, owing to apprehensions of a dry 
year, but later on and up to the present time, 
it has continued very good, so that merchants 
throughout the country can well be congratu¬ 
lated on the progress which they have made. 

As to 1918, we see no reason why the out¬ 
look should not be considered as a very good 
one. The price of all grains is certain to be 
high. The fall has been an exceptionally fa¬ 
vorable one for the farmers, as they have been 
able to work on the land up to an extraordi¬ 
narily late date, plowing being practically all 
finished before the cold weather set in. We 
must of course take our chances with weather, 
but this country is too large now to have a uni¬ 
versal crop failure, and even a half crop, as 
was evidenced this year, is a first class paying 
one at prevalent prices. 


One noteworthy result of the large amount 
of money which the crops have brought to this 
country during the last three years has been 
the tendency on the part of the farmers to im¬ 
prove living conditions. This is shown by the 
fact that more heating, lighting and power 
plants have been installed during the present 
year than ever before in our history. A large 
amount of building has also been done. The 
farmer very properly, with his increasing pros¬ 
perity, is using his money for the greater com¬ 
fort of himself and his family. He is also buy¬ 
ing more automobiles than ever before. I have 
not the figures, but the information which we 
have received has been that the vast majority 
of farmers own autos. Many of them are 
changing from a cheap to a more expensive ma¬ 
chine. This has resulted in increased sales of 
auto accessories; also house furnishing goods 
have had a good sale during the present year. 

The only pessimistic note in the present 
outlook arises from the difficulty in getting 
goods, and this will probably increase instead 
of becoming better, owing to the tremendous 
demand for war materials. It is a condition, 
however, which cannot be helped, and which 
we will all of us have to meet in the best way 
we can, with good nature and patience. 

THE J. H. ASHDOWN HARDWARE CO. LTD. 

H. H. Pigott. 

THE WINNING WAY 

If you put a little lovin’ into all the work you 
do, 

And a little bit of gladness, and a little bit of 
you, 

And a little bit of sweetness, and a little bit of 
song, 

Not a day will seem too toilsome; not a day 
will seem too long; 

And your work will be attractive, and the 
world will stop to look, 

And the world will see a sweetness like the 
tinklin’ of a brook, 

In the finished job; and then the world will 
turn to look at you 

With a world’s appreciation of the thing you’ve 
found to do. 

Just a little bit of lovin’ and a little bit of 
song, 

And some pride to sort of make it straight and 
true and clean and strong; 

And the work that you’re a-doin’ pretty near 
before you know 

Will have set the world a-talkin’ and you’ll see 
that you have done 

More than you had dreamed or hoped for when 
the task was first begun; 

And you’ll find the bit of lovin’ you have put 
into the same 

Has come back to you in lovin,’ and come back 
to you in fame. 
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EXPECT BRISK BUSINESS IN 1918 
Editor Hardware World: 

We have been receiving some very good 
business of late on some special lines of new 
goods and on regular lines of goods, some of 
which are being used by the Navy and Army 
Departments of the Government 

Were it not for these special lines together 
with our export business which has been com¬ 
ing along very nicely our domestic business 
would not be as much in volume as we would 
like to have it be. 

It is rather hard to describe the outlook for 
1918. We do not believe that many of the job¬ 
bers are loaded up with big stocks. Our opin¬ 
ion is that they have been buying more from 
hand to mouth for the last three or four months 
and we do not see how the demand is going to 
be decreased any for the next several months. 
Furthermore, we believe that prices on all 
hardware articles, tools, etc., will have to be 
maintained and we are thoroughly in sympa¬ 
thy with the idea of the jobber and the dealer 
buying conservatively because that reacts fa¬ 
vorably for the manufacturer in these times 
when labor is so hard to get as it is in Bridge¬ 
port. 

We think it would be well for merchants to 
bear in mind that most all lines of hardware 
and tools are going to be difficult to obtain in 
large quantities at short notice during the next 
year or two; in fact, during the duration of 
the War. Therefore, reasonable allowance 
should be made by the jobbers in ordering from 
the manufacturer. 

On the other hand, we do not wish to influ¬ 
ence the jobber to buy up and put in stock 
large quantities more than their normal re¬ 
quirements. 

We believe business during 1918 will be 
brisk and that prices on many articles will go 
higher than they stand today. 

Very truly yours, 

THE BRIDGEPORT HDWE. MFG. CORP. 

Harry B. Curtis, Treasurer. 


A “MILK TOAST” 

“Drink to me only with thine eyes 
And I will pledge with mine”— 

There’s not a drop in the wide, wide state, 
And we cannot pledge with wine. 

“Leave but a kiss within the cup,” 

Where yesterday there fell 
The bubbling spray that symbolized 
The dreams your charms impel. 

“Drink to me only with thine eyes”— 
Soberly love and die, 

Or pledge our troth in a glass of milk; 

For it’8 dry, my love, it’s dry. 


ABOUT LIBERTY BONDS 

The questions most commonly asked about 
the Liberty Bonds are thus answered by an 
official bulletin: 

Q. Do I have to hold my bond until the 
date it is due before I get my money backf 

A. No; you can sell your bond any time 
you desire. There is always a ready market 
for United States Government bonds. 

Q. How can such a sale be made? 

A. Any bank, trust company, reliable bond 
dealer, or broker will be glad to sell your bond 
for you at any time. 

Q. If necessary, could I borrow money on 
these bonds? 

A. Yes; United States Government bonds 
are the best security which can be offered in 
borrowing money. They will obtain for you the 
best terms possible. Ask any bank, if you de¬ 
sire to borrow money on your Liberty Bonds. 

Q. Do I get any interest on my money while 
it is loaned to my Government? 

A. Yes; the Government will pay you inter¬ 
est at the rate of 4 per cent a year. 

Q. How do I collect the interest? 

A. Attached to each bond is an engraved 
sheet of interest coupons, one for each six 
months’ period. When the interest date ar¬ 
rives, you cut off the interest coupon of that 
date and take it to any bank, where it may be 
cashed or deposited. 

Q. How often do I get this interest? 

A. Every six months. This interest will be 
paid to you during the life of the bond. 


OPPORTUNITY FOR AMERICAN MANU¬ 
FACTURERS IN SOUTH AFRICA 

One of the Hardware World subscribers in 
South Africa, advises us that he wishes to get 
in touch with manufacturers of all classes oL ! 
American tools, agricultural implements, glass¬ 
ware, enamel ware, padlocks, wrought iron, 
cast iron hollow ware, electrical goods, brass 
foundry, garden implements, etc. 

For reasons of his own he does not desire 
that his name and address be published, but any 
literature or data that is sent to us, we will 
forward to him. 

If large catalogs or literature is sent, please 
include foreign postage for forwarding. 

There is also a good demand for fancy 
leather goods, including ladies’ hand bags, suit 
cases both leather and fibre. 

Mail may be addressed to the offices of the 
Hardware World, indicating that it is to be 
forwarded to our South African subscriber. 


Ambition, like alfalfa, with determination 
for moisture, can be cut down often, but is al¬ 
ways growing deeper. 
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NATHAN ROBKBT8 
Secy. Nebraska Asan. 


ARTHUR J. SOOTT 
Secy. Michigan Assn. 


A. R. SALE 
Secy. Iowa Assn. 





H. O. ROBERTS 
Seey. Minnesota Assn. 


A quartette of veteran and thoroughly efficient secretaries, with the “Roberts” as “end men ” Thev are 
ZVlStZ fT 8 ,n , the 4 work - a “d are actuated solely by a sincere desire and purpose to promote the 

COmm ° nitie8 - EaCh ° f thCir h “ of great 


CONVENTIONS THIS MONTH 

Nebraska Retail Hardware Association Convention. 
Lincoln, Feb. 5, 6, 7, 8, 1918. Nathan Roberts, secre¬ 
tary, Lincoln. 

Wisconsin Retail Hardware Association Convention, 
Milwaukee, Feb. 6, 7, 8, 1918. P. J. Jacobs, secretary, 
Stevens Point. 

Iowa Retail Hardware Association Convention and 
Exhibition, Des Moines, Feb. 12, 13, 14, 15, 1918. 
A. R. Sale, secretary, Mason City. 

Michigan Retail Hardware Association Convention, 
Saginaw, Feb. 12, 13, 14, 15, 1918. Arthur Scott, sec¬ 
retary, Marine City. 

North Dakota Retail Hardware Association Conven¬ 
tion, Grand Forks, Feb. 13, 14, 15, 1918. C. N. Barnes, 
secretary, Grand Forks. 

Illinois Retail Hardware Association Convention, 
Hotel Sherman, Chicago, Feb. 19, 20, 21, 1918. L. D. 
Nish, secretary, Elgin. 

Minnesota Retail Hardware Association Convention, 
St. Paul, Feb. 19, 20, 21, 22, 1918. H. O. Roberts, sec¬ 
retary, Metropolitan Life Building, Minneapolis. 

Missouri Retail Hardware Association Convention, 
Art Building, St. Louis, Feb. 19, 20 and 21. Head¬ 
quarters at Marquette hotel. F. X. Becherer, secre¬ 
tary, St. Louis. 

Ohio Retail Hardware Association Convention, Co¬ 
lumbus, Feb. 19, 20, 21, 22, 1918. James B. Carson, 
secretary, Dayton. 

South Dakota Retail Hardware Association Con¬ 
vention, Mitchell, Feb. 25, 26, 27, 28, 1918. F. J. 
Shepard, secretary, Mitchell. 


ADVERTISING 

Advertising isn’t writing a world-beating 
announcement the first time, nor waiting until 
everything is perfect before beginning, says 
James H. Collins. 

It’s making a start somehow, and writing a 
better ad the second time through experience 
of shortcomings in the first, and doing better 
the second year, and hitting a good pace and 
getting second wind, and then—going on and 
on, and on. 


If a customer is disposed to argue, instead 
of looking for arguments, look for points upon 
which you can agree. 


SALESMEN PLUS ADVERTISING WIN 

Salesmen are important and necessary, as is 
conclusively proved by the fact that two men 
working in like territory, under like conditions, 
produce different results. But just because the 
salesman brings home the bacon, we must not 
conclude that he originated, killed and cured 
the pig, states a real advertiser. 

The selling plan that depends wholly upon 
salesmen and ignores advertising, is about as 
sensible as the man who walks up ten flights of 
stairs when the elevator is running. And the 
salesman who thinks he is “the whole works” 
should remember the frog who tried to be as big 
as the bull—he made a bull but not the kind he 
intended. 


“Save the waste; control the taste; 

Eat corn bread and rye; 

Meatless days, wheatless days; 

Eat less cream and pie. 

For the allies’ sake, cut out the cake; 
Save food and win, or die; 

Keep fighters fit—this your bit— 
That is the reason why.” 


The inclination to buy gradually oozes out 
of people who have to stand around a long time 
waiting for a clerk. 


Every store has a reputation, just as every 
man has one. This reputation is the result of 
the store’s policy and advertising. 


EXPECT A GOOD YEAR 

Notwithstanding the crop failure, which we had to 
contend with, our business has been very satisfactory, 
and the holiday business exceeded our expectations. 
We look forward to a good year in 1918. 

We read the Hardware World every month, and 
could not get along without it. 

HAVRE COMMERCIAL COMPANY, 
Per T. J. McDonnell, Hardware Department. 
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L. D. NISH 
Secy. Illinois Assn. 


P. J. JACOBS 
Secy. Wisconsin Assn. 



O. N. BARNES 
Secy. N. Dskots Assn. 


JAKES B. CARSON 
Secy. Ohio Assn. 



What we have said on the preceding page applies with equal force to this quartet of efficient secretaries, 
who are elected not because of their “ pulchritude” which even the members of their respective families will 
admit, but because they do with their might what their hands find to do. They each want to see a big attend¬ 
ance at their conventions this month. 


HACKLEY'S STORE NEWS 

This is the title of the store paper issued at 
Earl Park, Indiana, by Earl Hackley. 

He terms it “a live message from a live 
store.'' It contains not only items of local 
news with reference to people of his community, 
but a number of articles of a general nature 
that make it in demand in his community. 

The only criticism, if such is permissible, we 
might offer Mr. Hackley would be to feature 
more of his products. 

In the issue recently received he only was 
featuring a hot blast air tight stove. We be¬ 
lieve there are other seasonable lines he could 
profitably use, which would not detract from 
the newsy appearance of his publication. 

The local time tables, the want advs. and for 
sale notices are a prominent feature, and this is 
something other merchants could use in their 
store publications. 


As you are a part of the Government of the 
United States, lending to the Government is 
lending to yourself. Prepare to lend yourself 
one of the next issue of Liberty Loan bonds. 
And, by the way, we heartily echo the sugges¬ 
tion that this next issue be called a “Victory 
Loan." 


If you guarantee an article, don't hem and 
haw if it comes back. Say, “Glad you brought 
it back!" and smile. That is the way to win 
when you lose. 


SURE TO MAKE BETTER MERCHANTS 
AND SALESMEN 

The Hardware World is a great help to 
every merchant and salesman who reads it. It 
is bound to make him a better merchant, and a 
better emplovee. 

Idaho. ‘POTLATCH MERCANTILE CO. 


A TOAST TO THE FLAG 

Here's to the Red of it— 

There's not a thread of it, 

No, nor a shred of it 
In all the spread of it 
From foot to head. 

But heroes bled for it, 

Faced steel and lead for it, 
Precious blood shed for it, 
Bathing it Red. 

Here's to the White of it— 
Thrilled by the sight of it, 

Who knows the right of it 
But feels the might of it 
Through day and night; 
Womanhood's care for it 
Made manhood dare for it; 
Purity's prayer for it 
Kept it so White. 

Here's to the Blue of it— 
Heavenly view of it, 
Star-spangled blue of it, 
Honesty's due of it, 

Constant and true; 

Here's to the whole of it, 

Stars, stripes, and pole of it— 
Here's to the soul of it, 

Red, White and Blue. 


MEN SHOULD SKIP THIS 

A little girl wrote the following composition 
on men: “Men are what women marry. They 
drink and smoke and swear, but don't go to 
church. Perhaps if they wore bonnets they 
would. They are more logical than women, also 
more zoological. Both men and women sprang 
from monkeys, but the women sprang farther 
than the men." 
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FRED GRIEBENOW 
Pres. Wisconsin Assn. 


E. M. HEALEY 
Pres. Iowa Assn. 


E. K. EVENS 
Pres. Minnesota Assn. 


F. C. THORPE 
Pres. Missouri Assn. 


C. H. ROBINSON 
V.*P. Illinois Asan. 


Here is where the * * ornamental' * as well as usefulness is apparent. It is known that each of the first four 
have one or more “ Vices / 7 but one Vice to four men is sufficient to make public at this time. 


SECRETARY JACOBS SAYS 

Another year of high and even higher 
prices on some lines will prevail. There will 
be a more pronounced shortage on some goods. 
The longer the war continues, the less the 
chance for a big, sudden collapse of prices. 
Wholesale as well as retail prices will become 
more fixed and uniform. This is no time for 
speculation, ncfr for starting new stores or en¬ 
terprises, but stock should be kept well assorted 
to supply local demands. To be out of staples 
may mean a permanent loss of customers. Mer¬ 
chants who have made no money in the past 
two years cannot hope to survive the times that 
are ahead of them. 

Co-operation is in favor, and the character 
and sentiment of the people is changing. Es¬ 
tablish friendly business relations with your 
competitors; it surely does not need any argu¬ 
ment to convince one of the wisdom and ad¬ 
vantage of doing this. 

Inventory. 

A great many of our members are making 
inquiry as to how to price their inventory this 
year. Believe if we take the cost marked on 
the goods (except on staples such as nails, 
wire, bolts, screws, etc., which should be priced 
at the present market) we can’t be far out of 
the way. Goods that were bought at a low 
price and have been in stock a long time are 
slow sellers and should not be inventoried at 
present high prices. Ask any merchant who 
ever had a fire loss, what part his inventory 
played in his settlement with the insurance 
company, and he will tell you that there is no 
other record in your store so important as an 
inventory, well taken, every year. Inventory 
is no longer dreaded by merchants as it was 
years ago, and, if properly systematized, can all 
be gotten out of the way in two weeks. Give 
each one of the boys a clip-board with inventory 
sheets and have them turn these sheets in to 
the office every night to be extended. Never 


re-write your inventory. Save the original 
sheets in the handwriting of your help. Bind 
them all in a book, number each sheet and 
carry the footings of each sheet forward to 
the last page instead of forwarding from one 
page to the next. It is much easier to correct 
errors this way and there is not the possibility 
of an error that there might be in bringing 
footings forward from page to page. 

Income Tax. 

A new war income tax law goes into effect 
January 1, 1918, and every merchant must file 
a report before March 1st. The law is not en¬ 
tirely clear, and, therefore, the Government ex¬ 
pects to send one or more men into each 
county, whose duty it will be to assist you in 
making your report, have you swear to the re¬ 
turns, and take your money. 

To fill out this blank it will be necessary to 
have your last year’s inventory, to which will 
be added your purchases for 1917. This will 
show what you have put into the business. To 
your sales, both cash and credit, for 1917, add 
this year’s inventory, which shows what comes 
out of the business. The difference between the 
two is your gross income. From this deduct 
running expenses and losses and you get the net 
income. If you have a record of your pur¬ 
chases and sales, both cash and credit, also of 
all items of expense, you will not find it neces¬ 
sary to employ experts nor subscribe to any 
expensive service to make up this report. This 
income tax will most likely continue for years. 
The incompetent merchant, or any firm with a 
poor system of keeping business records will 
find trouble ahead. 


< i jrp t > 

They told him it was quitting time, 
But he forgot to quit— 

Boss needed a new manager. 

Fie said to John, 1 ‘ You ’re ‘IT’.” 


Digitized by Google 












HARDWARE WORLD 


89 







JAS. P. BROWN 
Pre«. Illinois Assn. 


JAS. W. TYRE 
Pros. Michigan Assn. 


HOMER P. SMITH 
Pres. Ohio Assn. 


H. M. KIRK 
Pros. Penns. Assn. 


OTTO SOUGSTAD 
Pros. N. Dakota Assn. 


Five more handsome executives, who will be seen in action, and who will give a good account of their 
work at their conventions this month. 


BETTER ACCOUNTING METHODS 

A new hour has struck in the annals of 
American business. Heretofore, we have been 
an easy-going happy-go-lucky sort of people. 
The word ‘ 4 Economy’* had no very important 
place in our business organization, we simply 
spent the money for the things we needed in 
our business and added enough to our selling 
price to cover the cost, and went merrily on our 
way, but the War has been working some won¬ 
derful changes in our midst. 

We have clothed our Government with a 
new power never before dreamed of, viz.: The 
power to regulate business methods, dictate 
prices, and to place a limit on profits. In addi¬ 
tion to this, we are becoming acquainted with 
a new, and in most respects, a very equitable 
method of taxation, namely: The Income Tax 
and Excess Profit Tax. 

Heretofore, it has been the practice of the 
manufacturers, wholesalers and retailers to pass 
his taxes on to the ultimate consumer in the 
shape of higher prices, but the Income Tax was 
designed to forestall in a large measure this 
practice. 

While the conditions just cited are to a cer¬ 
tain extent War measures, they are really fore¬ 
runners of a new order that will prevail after 
the war. In that new order of things, the com¬ 
mon man will speak through his representative 
in Washington and our Government will mod¬ 
ify many of the War measures and make them 
permanent regulations. 

The American business man must prepare to 
know accurately, the cost of doing business, the 
gross profits and the net profits of his business. 
To have this information, he must perfect his 
bookkeeping system, so that he will know, not 
merely the amount his customers owe him and 
the amount he owes his creditors, but also the 
amount of all sales, accurate detail of expenses, 
gross profit and net income. 


We realize that many business men do not 
know how to keep books, neither are they able 
to employ an expert accountant to open their 
books nor a bookkeeper to keep them. 

Elsewhere in this issue you will find adver¬ 
tised a Simple Accounting System for Merchan¬ 
dising, which has been designed to meet the 
conditions enumerated above. 


CONVENTION SEASON IN PULL BLAST 

We go to press with our issue this month too 
early to publish in detail the meetings of the 
various hardware conventions which will be 
held in all sections of the West. In fact, it 
would require an issue several times the size of 
the Hardware World to publish all the ad¬ 
dresses that have been delivered. 

The conventions as a whole have been well 
attended, and the interests of the retail mer¬ 
chants and the problems confronting them dis¬ 
cussed and many acted upon. Altogether the 
benefits derived have been most advantageous 
to the merchants attending these conventions. 

The question box which was a feature at 
most of the conventions greatly increased the 
interest. 

There was never a time when it was more 
important for merchants to consult and advise 
with one another than at present. There is 
nothing that will take the place of the annual 
gatherings of the retail merchants for the dis¬ 
cussion of the problems which vitally affect 
the welfare of each. 


SENSIBLE 

Jones was observed to be paying no atten¬ 
tion to his instructor, who was telling a large 
class in agriculture how to protect plants from 
frosts, so the instructor said sharply: 

“ Jones, tell the class which is the best way 
to keep the March frosts from the plants. ,, 

“Plant them in April, sir,” was the ready 
reply. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. 
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7. X. BECHEREB 
Secy. Missouri Assn. 


G. A. PAULY 
Prominent Mo. Man 


0. S. ROBERTSON 
Pres. Pac. Northwest 


M. D. HU8&XE 
Of Omaha 


W. P. LEWIS 
Secy. Penna. Assn. 


iiy 

Robertson is the new president just elected at Spokane, and Mr. Lewis is the live wire of the Keystone state. 


UNITE WITH THEM 

If you were the advertising manager of a 
manufacturer, Friend Hardware Dealer, with 
a big arm chair in a comfortable office, you 
would have two general lines of work to per¬ 
form. 

One would be to advertise in newspapers 
and periodicals, giving arguments to consumers 
why they should purchase the goods made by 
your house. There would be a lot of work and 
study connected with this. Consumers would 
want to be reached by the right kinds of pa¬ 
pers, and these papers should contain the right 
kinds of arguments. At the bottom of every 
advertisement would be a line asking people to 
get the goods from their local dealers. 

Then, you, as advertising manager, would 
have another kind of work which had to do with 
retail dealers. For this you would scheme and 
plan and think and contrive how you could 
help the retailers sell your goods. 

Believe me you would do some thinking. 

You would get out posters for them to hang 
in their stores, you would get up outdoor signs. 
You would get up post cards with catchy ad¬ 
vertisements, and envelope stuffers, and circu¬ 
lars, and booklets, and novelties, and perhaps 
some cheap gifts. 

Some dealers would “unite ’ 9 with you in 
this good work of selling. They would write 
you stating what they desired, and how many, 
and would assure you that they would distrib¬ 
ute them to the best advantage. 

You would warm up to these dealers—for 
there would be few of them, I am sorry to state. 
You would be liberal to them to a degree. You 
would encourage them by helping them all you 
could, and every reasonable request they made 
of you would be complied with. 

You would watch them with interest, hop¬ 
ing that this intelligent work on their part, and 
this liberal furnishing of advertising matter, 
would help sales mightily, not only in the goods 


advertised, but on all the goods those wise deal¬ 
ers handled. 

If I were a retail hardware dealer I certainly 
would 44 unite with” the manufacturers of the 
goods I handled, to help in the good work of 
selling. 

I would write to them. I would state that 
I believed in advertising, and believed in push¬ 
ing the sales of the goods I handled, and would 
like to push the advertised goods. I would ask 
them what they would do to help me, and when 
they replied I would accept their advertising, 
and would put it out with care and diligence— 
and keep doing so right along. 

I would work hand in glove with them, be¬ 
lieving that it would increase my sale of the 
goods advertised, and also increase my general 
business. 


THESE SHOULD BE YOUR SENTIMENTS 

A correspondent sent us this: 

This is my war. The kaiser is my enemy. 
Every one who believes in the kaiser, who fa¬ 
vors the kaiser, who does the kaiser's bidding, 
who helps the kaiser in any way, is my enemy. 
On my faithfulness, loyalty, industry, skill, 
thrift, self-denial, co-operation, efficiency, 
earnestness, zeal, belief and honesty depend the 
outcome of this war. It will be won or lost by 
me. Each night when I lie down to sleep I 
shall say: “This is my war.” Every morning 
when I awake I shall say: “I must fight every 
minute of this day with all the strength and 
purpose I possess to win.” Democracy is my 
right. I must defend and establish that right 
at all times and against all odds. I believe that 
only with this full sense of my individual re¬ 
sponsibility shall I be able to do my full duty 
as an American Citizen. 


Economy lies not in the price paid for an 
article, but in the quality and service secured 
at a given price. 
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W. J. DEERING 
Atlantic, Iowa 



J. M. CAMPBELL 
Bowling Green, Mo. 


CHARLES IRELAND 
Ionia, Mich. 



L. O. ABBOTT 
Marshalltown, Iowa 



H. P. KRUEGER 
Neenah, Wis. 



Speaking of veterans in Association work, here are some who helped to lay the foundations on which have 
been built successful organizations. Each has served in various capacities, and just as ready to “do their bit M 
any time they are called upon. • 


ORIGIN OF POPULAR SAYINGS 

All of us frequently use expressions of 
which we do not really know the meanings. 
Did you, for example, know that noon is the 
traditional hour for a wedding ceremony be¬ 
cause in the olden days in England the bride¬ 
groom could not be relied upon to be sober any 
later in the day than this hour? 

Did you know that the word 44 tip”—mean¬ 
ing a fee given to a servant—is made of the 
first letters of the phrase “to insure prompt¬ 
ness/’ and that the inscription used to be on 
money boxes in every tavern in which travel¬ 
ers dropped their coins, which later were di¬ 
vided equally among the servants? 

Did you know that when we say that we 
give a person the “cold shoulder** that it was 
because of a custom once prevalent in France 
of serving a cold shoulder of mutton instead of 
hot meat to a guest who had stayed longer than 
he was welcome? 

Did you know that an unmarried woman is 
called a “spinster** because in olden days they 
were prohibited from marrying until they had 
spun a full set of bed furnishings, and because 
of the time they thus spent at the spinning 
wheels were called “spinsters?** 

Did you know that in the olden days a baker 
who gave short weight had awful things happen 
to him, and, consequently, when called upon for 
a dozen rolls he put in an extra one, to be on 
the safe side, thus, the phrase “baker’s dozen** 
was originated? 

And did you know that in primitive days a 
newly married man had to wait upon his bride 
and serve at her table on his wedding day? 
Thus the word “bridegroom** came into the 
language. 


REGULAR RATES 

Traveler—How much is my bill? Clerk— 
What room? T.—I slept on the billiard table. 
C.—Fifty cents an hour. 


PROMOTION 

(By Edgar A. Guest.) 

Promotion comes to him who sticks 
Unto his work and never kicks, 

Who watches neither plock nor sun 
To tell him when his task is done; 
Who toils not by a stated chart, 
Defining to a jot his part, 

But gladly does a little more 
Than he*s remunerated for. 

The man in factory or shop 
Who rises quickly to the top 
Is he who gives what can *t be bought, 
Intelligent and careful thought. 

No one can say just when begins 
The service that promotion wins. 

Or when it ends; *tis not defined 
By certain hours or any kind 
Of system that has been devised. 
Merit cannot be systematized. 

It is at work when it’s at play, 

It serves each minute of the day; 

*Tis always at its post, to see 
New ways of help and use to be. 
Merit from duty never slinks, 

Its cardinal virtue is—it thinks. 

Promotion comes to him who tries 
Not solely for a selfish prize, 

But day by day and year by year 
Holds his employer’s interests dear. 
Who measures not by what he earns 
The sum of labor he returns, 

Nor counts his day of toiling through 
Till he’s done all that he can do. 

His strength is not of muscle bred, 
But of the heart and of the head. 
The man who would the top attain, 
Must demonstrate he has a brain. 


A crooked salesman travels a straight road 
to the rubbish heap. 
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PATRIOTIC HARDWARE EMPLOYES 

Patriotism is a vital factor in the make-up of 
every good hardware man, and we presume that 
there is no institution in the country but that 
has contributed its quota. 

The Union Hardware & Metal Co. of Los 
Angeles, one of the largest and most progres¬ 
sive institutions of the kind in the West, re¬ 
cently celebrated service flag day, dedicating 
a flag to the boys formerly in their employ, who 
have enlisted in the service, some 23 in all. 

Vice-President E. 0. McLaughlin sent a 
letter to their former employes on “ Liberty 
Duty,” assuring them of their approval of their 
patriotism, that their positions would be open 
to them and a warm welcome await their return. 

Those who have enlisted and are now in the 
service are: R. A. Bruce, Compton Douglas, 
Henry Cottave, J. L. Denholm, James Duncan, 
W. L. Folsom, Alonzo Guirado, R. E. Hayes, 
Wm. F. Hayes, James Manwarring, J. C. Mc- 
Aleer, Edw. H. McLaughlin, Oran L. McPher¬ 
son, H. A. Meyers, D. A. Neville, James Roberts, 
Edw. R. Rohr, T. B. Sanderson, Edw. B. Sehel- 
ler, R. B. Simpson, Sidney Smith, Leo. M. Sulli¬ 
van, J. L. Turner, John R. Whitham. 


EASY 

The lieutenant was instructing the squad in 
visional training. 

“Tell me, Number One,” he said, “how 
many men are there in that trench-digging 
party over there?” 

“Thirty men and one officer,” was the 
prompt reply. 

“Quite right,” observed the lieutenant, after 
a pause. “But how do you know one is an of¬ 
ficer at this distance?” 

“ ’Cos he’s the only one not working, sir.” 


Marshall Field said: Don’t let the profP 
on your Turnovers be eaten up by the loss on 
your Leftovers. 


NOW, NOT AFTERWARDS 

I suppose when I’m dead that people will come 
And say while in sorrow they bow: 

“There was something about her I rather 
liked,” 

But I wish they would tell me so now. 

Perhaps they will talk of my eyes, of my hair, 
The neighbors may even allow 
My expression was sweet and I smiled when I 
spoke, 

But I wish they would tell me so now. 

They will say, “She always was happy and 
bright, 

And don’t you remember, dear, how 
She ever was ready a kind word to give,” 

But I wish they would tell me so now. 

And those who were nearest and dearest to me, 
In anguish of heart will bow, 

“My God, how I loved her! I loved her, oh, 
God!” 

But I wish they would tell me so now. 

—NANNO WOODS. 


HARDLY 

“Are you fond of literature?” he asked. 

“Passionately,” she replied. 

“Then you must admire Sir Walter Scott,” 
he exclaimed with sudden animation. “Is not 
his ‘Lady of the Lake’ exquisite in its flowing 
grace and poetic imagery?” 

“It is perfectly lovely,” she assented, clasp¬ 
ing her hands in ecstasy. “I suppose I have 
read it a dozen times.” 

“And Scott’s ‘Marmion’,” he continued, 
“and ‘Peveril of the Peak?’ ” 

“I just dote upon them,” she replied. 

“And Scott’s Emulsion?” he continued 
hastily, a faint suspicion dawning upon him. 

“I think,” she interrupted rashly, “that it’s 
the best thing he ever wrote.” 
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SOME BUSINESS MEN’S WILLS THAT 
HAVE GONE WRONG AND WHY 

(Copyright by Elton J. Buckley.) 

Several months ago I wrote an article for 
this series on “Why a Business Man Should 
Make a Will.” Of course everybody with any¬ 
thing to leave should make a will. But par¬ 
ticularly a business man should make one, be¬ 
cause leaving a business behind is a very differ¬ 
ent proposition than leaving stocks and bonds. 
Stocks and bonds will stay put—they are the 
same in one hand as in another—but a busi¬ 
ness has got to be safeguarded or it will pretty 
soon destroy itself. 

But just as important as making a will is to 
make the right kind of a one, and that usually 
means not a home-made will. This article will 
tell of some business men’s wills that went 
wrong and why. 

Case No. 1. 

A man with a prosperous wholesale business, 
but not very good health, got into a contro¬ 
versy with his wife. He wanted to tie his busi¬ 
ness up so that she could not get any of it after 
he died. This task he thought he could accom¬ 
plish for himself, without a lawyer, so he drew 
up an agreement selling his business to three 
of his employes. It was not to take effect until 
his death, and meanwhile he was to run it and 
have the proceeds of it, just as if the agreement 
had not been made. 

He died. The business was his most valua¬ 
ble asset. The three employes came forward 
and claimed it under the agreement. The widow 
contested, on the ground that the agreement, 
since it was not to take effect until his death, 
was really a will. Being a will, it was not op¬ 
erative because no man can will his property 
away from his wife. She is entitled to her 
third or her half, whatever the law of that par¬ 
ticular State gives her. She won the case, and 
her dead husband probably turned in his grave 
if he knew how completely his carefully con¬ 
cocted plan was destroyed. 

He could have easily accomplished his pur¬ 
pose by incorporating his business, or by 
transferring it to the three employes before his 
death. For while a man may not will his per¬ 
sonal property away from his wife at his death, 
he can sell it or give it away from her during 
his life. 

Case No. 2. 

In this case the owner of a retail business, 
also at enmity with his wife, sought to prevent 
her from participating in his estate by making 
a home-made will, leaving his business to his 
son. This will ran afoul of the same legal prin¬ 
ciple described in Case No. 1, viz., that a man 
may not will all his property away from his 
wife. 

The father should have given the son a bill 
of sale of the business while he was alive. 



THE 

PROUDFIT 

CARRY ALL 

It is an indestructible, light weight 
and practical traveling salesman’s case, 
equipped with a loose leaf catalog 
binder and provision for carrying of 
price lists, order blanks, and other 
necessary stationery and records. 

The case is made entirely of sole leather 
and thin steel plateB put together with rivets 
and heavy machine sewing. It is practically 
indestructible and will last a lifetime. 

Has Large Carrying Capacity 

The Proudfit Carry-All opens and closes as 
flat as a bound book. Its carrying capacity 
is only limited by the expansion of the case. 
It bindB on less than V^-inch binding margin 
—and in construction it is simplicity itself. 
It adjusts itself automatically to any required 
size up to the capacity of the binder. It is 
made of Oak or Hemlock tanned sole or strap 
leather. 

Carry-All Binders Made to Order 

Carry-All catalog binders are made to order 
to the individual requirements of any jobber, 
wholesaler, manufacturer or retailer whose 
salesmen are required to carry large catalogs. 

We can fit and shape the Carry-All to suit 
the individual requirements of any and all 
classes of sales books, catalogs and other 
printed matter. 

We make Proudfit Binders for every conceivable 
purpose, including loose-leaf binders, large and 
annul, for all books used in an office. Let us solve 
your catalog carrying and office binder problems. 

Write at Once for Pricee and Complete Detaile 

Proudfit Loose Leaf Co. 

Division and Prescott Streets 
Grand Rapids, Mich. 


Digitized by 


Google 

















94 


HARDWARE WORLD 


Case No. 3. 

A Massachusetts hardware wholesaler had 
four children, of which one was a scapegrace 
son. The other three were daughters and the 
son had been intended by the father to succeed 
him in the business, until he started on a sport¬ 
ing career and did about every evil thing that 
an ingenious and unscrupulous youth could do. 
The father then crossed him off his books. 
When he died it was found that his will remem¬ 
bered the other three children, but totally ig¬ 
nored the son. The latter contested, invoking a 
principle of law in Massachusetts (also in force 
in California, Michigan, Minnesota, Missouri, 
Texas and Washington) that a child omitted 
from his father’s will will still share in the es¬ 
tate unless it appears very clearly that he was 
omitted intentionally. In other words, if there 
is any chance whatever that the omission could 
have been accidental the omitted child is al¬ 
ways given the benefit of the doubt and takes 
part of the estate. 

Here the court decided that the eidence of 
intentional omission wasn’t strong enough, and 
the boy got what his father had never intended 
him to have. It could have been prevented had 
the father said in his will that he was cutting 
his son off for misconduct. 

Case No. 4. 

The owner of a large retail store had no 
wife and family. He was very fond of his head 
clerk and made up his mind to remember him 
handsomely in his will. He accordingly made 
a will leaving him a half interest in his busi¬ 
ness. Sometime later he discovered that the 
clerk was not all he thought he was, and while 
he still kept him in his employ, he resolved to 
cut him out of his will, so he wrote this letter 
to his lawyer: “I would like to add a codicil to 
my will as follows: 4 1 leave the half interest in 

my business instead of to-, to-.’ 

Make it as strong as possible, as I wish- 


to have it now. Will you have it done as soon 
as possible and let me sign it at once?” 

The lawyer, negligent, like many another, 
never carried this instruction out. He put the 
letter in a pigeon hole of his desk, meaning to 
attend to the matter soon. Meanwhile the re¬ 
tailer died. Notwithstanding the existence of 
clear and direct evidence of his intent to change 
his will, the court held that the codicil did not 
revoke the will and was not valid. The clerk 
who had been tried in the balance, found want¬ 
ing and rejected, nevertheless got the half in¬ 
terest of which the employer thought him un¬ 
worthy. Of course the remedy here was obvi¬ 
ous—he should have seen that his lawyer did 
the work he was told to do. 

Case No. 5. 

A man had three of his sons in business 
with him. He had made a will before they had 
been in the business very long and really be¬ 
fore he had thoroughly tried them out, leaving 
them each a one-third interest. After they had 
been working under his eye for about two years 
he demonstrated to his own satisfaction that 
while they were all good clean fellows, two of 
them were unfit to handle money, being easily 
tempted to put money into wildcat investments. 

He accordingly sat down one day, took out 
his will and made lead pencil memoranda on it 
which completely changed the plan of distribu¬ 
tion. Instead of the business going to the three 
sons share and share alike, it went to the son 
who had stood the test and the other two were 
given the income of other portions of the es¬ 
tate. He did nothing more with his will until 
his death. 

The estate got into court, and it was decided that 
“lead pencil alterations to a will are merely tentative 
and deliberative, and give no evidence that they rep¬ 
resent the final wish.” The lead pencil alterations, 
which really did represent the final wish, were rejected 
and the business went to the sons in equal shares. Here 
again the father must have turned in his grave. 


“US” Enamelware 

Largest line of WHITE LINED Enamelware in 
America. 

Eight different color patterns, including white and 
white.—All Import Shapes—Electrically welded spouts 
and handles. — NO RIVETS. — Triple coated. — Acid 
proof. 

Every Piece Guaranteed 

Write for New Catalog and Prices. 

UNITED STATES STAMPING COMPANY 
Moundsville, W. Va. 

■aw fbabcxsco, oixzr. pobtlaitd, obboon 

83 3rd Stmt ©Antral Bldg. 



Illustration shows our 10-qt Seamless 
Combined with improved flange cover. 
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WESTERN REPRESENTATIVES OP THE 
U. S. STAMPING CO. 

In order to take eare of their increased trade 
throughout the West and far West, the U. S. Stamp* 
mg Co. have established sales offices on the Pacific 
Coast, of which G. M. Vinton, 312 Central Building, 
Portland, Oregon, is their representative for the Pacific 
Northwest. 



G. M. VINTON 


J. Frank Bobbins has charge of their San Fran* 
cisco sales office, 203 Aronson Building. 

Both Messrs. Vinton and Bobbins are well known 
to the trade as being thoroughly informed men. It 
is their sales policy to sell the products of the U. S. 
Stamping Co. to the jobbing trade only. 

The U. S. Stamping Co. are one of the largest manu¬ 
facturers in the country, making eight different pat¬ 
terns of enamel ware, including a complete line of 
hospital and surgical types of plain white ware. 


Mr. Vinton has been connected with the U. S. 
Stamping Co. for ten years, and Mr. Bobbins was 
formerly engaged in business in Spokane, Washington. 
It is their policy to work closely with the jobbers 
throughout the West, and either Messrs. Vinton or 
Bobbins will be glad to give full information to our 
Western readers, or send catalogs and prices in case 
they are not able to secure the products of the U. S. 
Stamping Co. from their jobbing connections. 



J. FBANK BOBBINS 


Subtract no minutes from your employer’s 
time, but grudge not a few added moments if 
thereby customers be multiplied. 


If you don’t like your work or your fellow 
workers change your job because you are 
rocking the boat and delaying progress. 


PREPARE! 

GET MORE BUSINESS —STOCK 



dadv” hammerless 

DAD ¥ REVOLVERS 

Trad* Hark Bag. JJ. 8. Pat. Off. 



First aid to the automobilist when threatened by a hold-up man. A vest-pocket edition of 
the best type of modern revolver. Shoots 22. caliber short, rim fire cartridges. Six shot. 
Positive fire. Four inches long. Weight six ounces. Equipped with folding trigger, 
interchangeable parts, and new patented one-piece main and trigger spring. 

TO DEALERS: Ask your jobber or write 


R. F. SEDGLEY, Mfr., 2311-13 North 16th Street, Philadelphia, Pa. 
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THE AiD AND THE MAN 

(By James J. Montague.) 

He saw an ad from day to day 
And muttered: “I defy it; 

Their stuff may be just what they say, 
But I’m not going to buy it.” 

As time wore on he made remarks 
It would not do to mention. 

For he was mad because that ad 
Was forced on his attention. 

But in a week, or two, or three, 

He said: “There’s no denying 

The way that ad gets hold of me 
The stuff may be worth trying.” 

For just about a fortnight more 
He dared mere words to win him. 

And then the ad completely had 
Aroused the spender in him. 

Next day he drifted in a store 
And quietly expended 

A few big iron dollars for 
The stuff the ad commended. 

He found it filled a long felt need; 

Its excellence surprised him, 

And now he’s glad because the ad 
So deftly hypnotized him. 


Be fair to yourself and to your business by 
fitting in to the scheme of business procedure 
of which you are a part. 


TRUTH WINS IN THE END 

Truth is the foundation of everything. Busi¬ 
ness must be built on truth. Every right move 
is inspired by truth. The fact that we exist 
and that creation is scientifically perfect is ab¬ 
solute truth. Life is based on truth. Just as 
important for success in business is it that such 
business be conducted on truthful lines. 

A false move, a lie, a subterfuge, an imita¬ 
tion, or a deception of any kind in business may 
yield a temporary profit but every such transac¬ 
tion is a prop removed from the support of that 
business and the foundation must eventually 
crumble and the business fail. 

Truth is a divine attribute and every hu¬ 
man being is endowed with truthful instinct. 
Falsehood is of man’s making and is at best a 
temporary bulwark which offers defense for 
the moral coward. All men are hard pressed at 
times and this false bulwark offers easy de¬ 
fense. How much better at such times is it to 
stand upon a truthful platform and take tem¬ 
porary defeat and loss, confident, however, 
that permanent victory is assured because we 
know that in all things, eventually and without 
exception, truth wins. 


Add to your knowledge, kindness; to your 
ability, helpfulness; to your service, patience— 
and the next thing you know the proprietor 
will do his part by adding to your salary. 


Brier Hill Steel 

A. C. ROLOMOM, Pm'I 


BRIER HILL STEEL CO. 

OF CALIFORNIA 



I. 8. BUHOr, ImT 


STEEL SHEETS 

ALL KINDS 


Stock or Mill Shipments 


Mills at 
Youngstown 

WRITE FOR PRICES 

Mills 
at Miles 

Ohio 

WE WILL DO THE REST 

Ohio 


Large Stock in San Francisco 

3SS-S6S MONADNOCK SUILDINC, SAN FRANCISCO 
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SUCCESS—FAILURE 

Two shabby men sat beneath an oak tree in 
a public park. So engrossed were they in con¬ 
versation they did not notice nearby a well- 
dressed gentleman sat listening to what they 
said. 

“You!” exclaimed the elder of the two, 
“You should today be a success. You were 
given an education superior to that received 
by the most fortunate. You have traveled the 
world over. The great have been your asso¬ 
ciates. You were born with a gigantic fortune 
back of you—yet you confront me a failure. ’ * 

“Of course I am a failure,” answered the 
younger man. “My life has made me a fail¬ 
ure. I have possessed everything. I never had 
to strive. But you—you should be a success. 
You have had to develop—to fight to exist. 
And you confront me a failure.” 

The stranger leaned toward the two men. 

He said, “Your arguments prove conclus¬ 
ively that circumstances have little to do with 
success—or with failure—and that the indi¬ 
vidual largely determines his own destiny.” 

The world hates a pessimist as much as he 
hates himself. 


ANTHEM 

(By Kenneth G. Morrill.) 

God of all peoples, whose hand and will guideth 
The infinite numbers that answer Thy call, 
Strengthen us now to this full understanding: 
All men above self—Great God above all. 

Help Thou our faltering footsteps to raise 
A man-made democracy—Charity’s kin— 
To know Thou alone the Omnipotent Ruler! 
To lend of our might, other Freedoms to win. 

As our purpose is threefold—three colors the 
flag, 

Which we raise up, our standard, in battle, 
in peace. 

Our battle, the downfall of unhallowed might; 
Our peace, lasting Right, and Thy spirit’s 
increase. 

God of all peoples whose will and hand guideth! 

May we who imbibe of Thy freedom not fall; 
But carry it onward in full understanding: 

All men above self—Great God above all. 


Good nature always pays big dividends in a 
hardware store. 




“Pittsburgh Perfect” 

Wire Nails 

ALL KINDS 

Barbed Wire 
Baling Wire and Ties 

AT RIGHT PRICES TO YOU 

PITTSBURGH STEEL CO 

359-365 Monadnock Building 
SAN FRANCISCO 

Shipped from Mill or San Francisco Stock 

A. C. RULOFSON CO. 

Sain Managers 
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YESTERDAY AND TODAY 

Yesterday the wrist watch was the fad of 
sissies and today it is the necessity of soldiers 
going to battle. 

Yesterday Uncle Sam was smashing the rail¬ 
roads into small units and today he is prepar¬ 
ing to operate them as the largest trust in the 
world. 

Yesterday it was fashionable to see how 
much you could waste and then indirectly brag 
about “the things one really and truly must 
have to get on with,” while today multi-mil¬ 
lionaires are eating corn bread. 

Yesterday all the blatherskites pointed to 
big business such as Bethlehem Steel and Bald¬ 
wins as a public menace, but today we hail 
them as saviors of our country. 

Yesterday hundreds of men I know or know 
about were earning with their brains tens of 
thousands of dollars for themselves every year, 
whereas today they are toiling for Uncle Sam 
at two cents a week. 

Yesterday it was a crime for the United 
States to own a merchant marine, today a Phil¬ 
adelphia shipyard is preparing to build fifty 
great ships at a clip, so that we may have a 
merchant marine. 

Yesterday it was the fashion for the vast 
majority of people to spend every cent they 
earned, but today ten million people own Lib¬ 
erty Bonds—mostly paid for out of savings. 

Yesterday we couldn’t possibly get on with¬ 
out limited railroad trains, yet today we feel 
no fatal sensations when those costly luxuries 
are not running. 

Yesterday a girl paying-teller in a bank 
would have caused a mild riot, but today 
women are in the bank, breaking stones on the 
railroads, conducting trolley cars, making big 
shells for our troops, running elevators in of¬ 
fice buildings and playing messenger boy. 

Yesterday we put more money in alcohol 
twice over than we put in all public education, 
as men, and a few women, too, couldn’t seem 
to live without John Barleycorn, and yet today 


our liquor bill has been cut in two without a 
major surgical operation. 

Yesterday we taxed ourselves heavily to 
feed and maintain in semi-luxury or at least 
full comfort thousands of crooks, thieves, 
counterfeiters and murderers, but today some 
sensible communities have set this parasite 
class to work. 

Yesterday we depended upon Germany for 
a lot of drugs and dyes which today we are 
duplicating—only making better ones. 

Yesterday we simply had to eat steaks and 
chops three times a day, but now we find less 
need for doctors and fewer calls upon our bank 
accounts when eating meat but once a day. 

Yesterday the farmers apparently were rais¬ 
ing all the food they could make mother earth 
produce, nevertheless on clear call from Dame 
Necessity the farmers added a cool billion 
bushels of grains to our supply. 

Yesterday the mossbacks yelled that 300 
ships of war were too many for a nation cer¬ 
tain never to have another fight, but now we 
find 1000 such ships too few, when we have a 
war. 

Yesterday you just couldn’t be content 
without a joy ride, eating up precious gasoline, 
but you reduced mileage on the average by 40 
per cent and still survive the shock. 

Yesterday we had to have our dinner-plates 
flanked by sugar bowls, but today when the 
big hotels dole out one lump of sugar for each 
cup of coffee we do first rate and still save 
over 50 per cent in sugar. 

That’s what necessity does for us. 

You never can tell. By tomorrow we may 
have made sufficient progress to be able to dine 
without the din of a brass band at our elbows. 


If you don’t like the music of a hammer, 
don’t carry one. 


It is not the mistakes we make that retard 
us, but our inability or unwillingness to learn 
the lessons that these mistakes teach us. 


“Our Standard" 



A Perfect Paint for Outside 
Painting. In different shades. 
Most Lasting. 


R. N. NASON & CO. 

San Francisco, U. S. A. 

Id Aft EB B 

Paints, Colors, Varnishes,7 Lubricating 
Oils and Greases 

JOBBERS 

Brushes for Painting, Glass Mirrors, Etc. 

FOREIGN PACKING OF SHIPMENTS A SPECIALTY 

WRITE FOR LITERATURE, CATALOGUES AND FRIGES 
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Mistakes are largely the result of ignorance, 
and it is a man’s own fault usually that he is 
ignorant The man who wants to know is the 
man who finds out 


The nuggets of success do not lie scattered 
about the surface of the business gold mine. 
Work—hard, relentless pick and shovel work— 
alone unearth life’s greatest prizes. Quit 
scrapping over the surface of your business 
chances. Quit remaining content with the pay 
dirt on the outer edges of your commercial 
prospect. There IS a nugget in every oppor¬ 
tunity if you only delve deep enough to get it, 
and don’t merely dig without aim or method. 


The complete, compact, distinctive line In handy 
ho usehold c ans—full-else, full-measure. BITAZU 
lft OUTS—no larger alaea. Big Value for user; 
Ur Profit for Ton. A popular seller with Hard¬ 
ware trade. Aaaortmenta contain all 29 colors; 
Display matter included. 

Dealers Assortment (30 Dos.).333.00 

Jobber’s Assortment (19 Dos.).IlIJO 

Open Stock, all oolora, per gross.$14.40 

2%Freight allowance, F. O. B. N. Y., 2% Cash. 
Writs tor Color Card , Circular and Booklot 


109-173 Seoond A vs., BBOOKLYW—VBW YOU 

Townley Metal A Hdwe. Co., Kansaa City, Mo. 
Pacific Wooden Ware A Paper Co., Oakland, Cal. 


LOYALTY 

This is no time to quibble or to fool; 

To argue over who was wrong, who right; 
To measure fealty with a worn foot-rule; 

To ask: “Shall we keep still or shall we 
fight?” 

The Clock of Fate has struck; the hour is here; 

War is upon us now, not far away; 

One question only rises, clarion clear: 

“How may I serve my country, day by day ?” 

Not all of us may join the khakied throng 
Of those who answer and go forth to stem 
The tide of war. But we can all be strong 
And steady in our loyalty to them! 

Not with unfettered thought, or tongue let 
loose 

In bitterness and hate—a childish game!— 
But with a faith, untroubled by abuse, 

That honors those who put the rest to shame! 

There is no middle ground on which to stand; 

We’ve done with useless pro and con debates; 
The one-time friend, so welcome in this land, 
Has turned upon us at our very gates. 
There is no way, with honor, to stand back— 
Real patriotism isn’t cool—then hot; 

You cannot trim the flag to fit your lack; 

You are American—or else you’re not! 

—Paragraphs. 


RUBBERSET 


RtlBBERSETCO. 

f >6 FEPPY ST. 


(TRADE MADE) 

PAINT BRUSHES 


N C .WAMK N.J 


V R 0 
30 i 



Panama pacific 

HJEMOUIQNAL 
lSt‘ '.II K»(i 


AM rnaNCi 







COLD 


MEDAL 


MANU1ACTURESAN0 
VARIED INDUSTRIES 





are selling so rapidly that 
our factories—the largest 
in the world—are taxed 
to the utmost But no mat¬ 
ter how great the demand 

may be we will never sacrifice 
for mere volume, one single detail 
in the superior quality which gave 
RUBBERSET Brushes 

The Gold Medal 

high—t award for hr—h— at tha 

Panama-Pacific Exposition 

This award proves RUBBERSET 
best Are you pushing the best 
and best selling brushes? 

RUBBERSET COMPANY 

(R. ft. C. H. T. CO., Props.) 

Factorial Newark, N. J. 

Pacific Coast Branch, 682 Mission Street 
San Francisco, CaL 

Foil Toilet Brush Line Carried at San Fran* 
cisco Branch. Write for Prices, Catalog, 
Etc., on Shaving and Paint Brushes 


PAINT 


WRITE FOR ATTRACTIVE 
DEALER PROPOSITION 


— Since 1894 


[HE BRININSTOOL CO. 

Manufacture A Complete Standardized 1 AC ANfiFIFC 
Line of High Grade Paint Products Lvi) MIlVlLLLJ. 
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Your Profits 
War Tax 
Excess Profits Tax 

easily determined with our Simple Accounting 
System for Merchandising. 

No Knowledge of Bookkeeping D J 

No Experienced Bookkeeper IxCqUireCl 

This Simple System shows, Purchases, Sales, Cost 
of Goods Sold, Gross Profit, Cost of Doing Busi¬ 
ness, Net Profit, Cash Received and Checks Paid 
Out, Expenses and Dally Bank Balance. 

A Complete Exhibit or Book of Instructions 
goes with each System, showing the actual forms 
used and giving complete directions for making 
entries. 

Price of System $19.85 

The Exhibit will be sent to any merchant upon 
receipt of $1.00, this amount to apply on price 
of System when purchased. 

free consultation privilege. 

Every Purchaser of our Simple Accounting 
System for Merchandising is entitled to the 
privilege of consulting our System Service De¬ 
partment, concerning any or his bookkeeping 
problems, absolutely free of charge. 

Charles R. Hadley Company 

MANUFACTURERS 

COMPLETE BOOKKEEPING SYSTEMS 
LOOSE LEAP DEVICES 
134 V. Lot Aural— Street, Los Angel—, California 


Prepare Early 

For a Big Sale of Canning 
Supplies This Year 



Our article was in large demand and 
proved a repeater last season. Increased 
output and central location enables us to 
fill orders promptly. 

Write for Prices and Sample 

The Handy Manufacturing Co. 

Maritime Building 208 North Wabash Avenue 
Seattlo, Wash. Chicago, 111. 



JAMES S. HINKLEY, A MAN ATTUNED TO 
ms WORK 

The fact that James S. Hinkley, Advertising 
Manager of the Geneva Cutlery Co., was born 
on Thanksgiving Day, 1890, is not the only rea¬ 
son for his helpful and optimistic attitude and. 
while his anniversary does not always occur on 
Thanksgiving Day, yet he is far more fortunate 
than if it had been on the 29th of February. 

But it does not take a national celebration 
to make him thankful even though it did start 
him out in a correct attitude of mind as a 
miniature American citizen weighing three 
pounds, but he has gained 4*4 pounds even’ 
year since that date. 

During his early years he had about as much 
love for life in the public schools as the aver¬ 
age youngster, and after successfully overcom¬ 
ing all difficulties to the time when he had 
spent two years in the high school of his native 
town, he found that a certain professor would 
not resign, after a misunderstanding, and so to 
end things to the satisfaction of every one, he 
resigned himself. 

This willingness to make sacrifices that oth¬ 
ers may benefit is one of Mr. Hinkley’s attri¬ 
butes to this day and “sacrifice” is his middle 
name. 

At the time of this critical event in his life, 
he was but 14 years old, and immediately se¬ 
cured a position as office boy in the superin¬ 
tendent’s office of the Reading Hdwe. Co. in 
his city. 

From that time, August 1, 1916, when he 
joined the staff of the Geneva Cutlery Co., Mr. 
Hinkley was connected with one or another of 
the builders’ hardware manufacturing concerns 
in Reading, Pa. 

After a year as office boy, upon the advice 
of the superintendent, he entered the pattern 
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making department to learn the trade, and al¬ 
though he never worked at this trade as a 
journeyman, the experience obtained in the de¬ 
partment was of invaluable help in his later 
work, in the hardware line. 

After three years in the pattern shop, he 
found that the brass filings, which were ever 
present in the department, were injurious to 
his health, and upon request was transferred 
to the finished goods department in the same 
plant. 

At the end of two more years, Mr. Hinkley 
accepted a position in the superintendent’s of¬ 
fice of the Penn-Hardware Co., of the same 
city, and after spending a year there was trans¬ 
ferred to the catalog department to assist in the 
compilation of a new catalog which the com¬ 
pany was preparing at that time. 

It was here that he got his first taste of the 
advertising and sales end of the business and 
from that time applied himself to the study of 
the work. 

Mr. Hinkley is a firm believer in the adver¬ 
tising of trade marked goods, and has made an 
exhaustive study of the relation of the jobber 
and retailer in the selling and distributing of 
the manufactured output. Although at present 
connected with a firm who manufactures 
razors exclusively, he has kept in close touch 
with the hardware trade in general. 

Like all other active men, he has his hobby, 
which he turns to good advantage. Mr. Hink- 
1 ley has made a study of the piano and organ, 
and during the past nine years has held the po- 
' sition as organist and choir master in various 
churches, both in Beading, Pa., and in Geneva, 
New York. 


FIFTY-FIFTY 

’ A man went to Louisiana on a visit to a cer¬ 
tain colonel there. It was bedtime when he ar- 
s rived at the house, and as it happened that 
\ there were no mosquito-curtains to his bed, he 
suffered severely all night long. When the 
’ following morning the negro servant came into 
the room with water and towels, the unhappy 
victim asked why there were no mosquito-cur¬ 
tains in the room. 

“Doesn’t the colonel have any in his 
rooms?” he finally inquired. 

“No, suh,” replied the negro. 

“Well, how on earth can he stand it?’’said 
* the visitor. 

“Well, suh,” came the reply, “I reckon it’s 
jes* dis way. In de fo’ part ob de night de 
colonel’8 mos’ gen’ly so ’toxicated dat he don’ 
pay no ’tention to de skeeters; an’ in de las’ 
part ob de night de skeeters is gen’ly so ’toxi- 
sated dat dey don’ pay no ’tention to de colo¬ 
nel.” 


The only reason some men are not gluttons 
1 is because they are dyspeptics. 


Use the Automatic Way 
Via 

DETROIT 



Automatic 

Hardware 

Scales 


The Automatic Way is 

ACCURATE FAST 
EFFICIENT 

The Merchant of today weighs in the 
Automatic Way because it eliminates 
the risk of loss, both to his customer 
and to himself. 

He gives a square deal and gets all 
the profit from every sale. With the 
high prices of today Hardware Sales, 
Hardware Turnovers, have advanced by 
leaps and bounds, but have your Prof¬ 
its? Every time a weight is approxi¬ 
mated, every time a price is mentally 
calculated the risk of loss is doubled. 

LET US send you one of our Profit 
Percentage Charts—a postal will bring 
it, without obligation on your part. 

Detroit Automatic Scale Co. 

DETROIT, MICH. 
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ATTRACTING NEW CUSTOMERS FOR 
ACCESSORY LINES 

You’ve been doing business for a number 
of years and while a good many customers 
come to your store during that time, your busi¬ 
ness didn’t seem to grow. You got along 
fairly well, but somehow you just couldn’t get 
ahead as fast as you would have liked, says 
Auto Suggestions. 

You let things take their course. If new 
customers came to you, well and good. If you 
lost old customers, “well, it couldn’t be helped 
—just had to be,” is the way you figured. 

Now is that really true? Have you done all 
you could? 

Customers you now have will not always be 
with you. Some will move out of the commun¬ 
ity—some will die, while others will go to your 
competitors in spite of all you can do to hold 
them. 

What are you doing to recruit others to fill 
their places? 

The man who gets the business today is the 
one who does something different than his 
competitor and can show a good reason why 
he is the one that should have the business. 

Wouldn’t it be a good idea, therefore, to 
look out for new machines—new motorists who 
move to your city. Make arrangements with a 
Clerk in the Secretary of State’s office for a 
list of all the new licenses in your city with the 
names of the owners, including the suburban 
owners and farmers. This can be done with 
little expense and will pay you big. 

The new owner will be easier to secure as a 
customer than the old one. The old one is ac¬ 
customed to trading at a certain place, while 
the new motorist will very likely buy where he 
is invited—therefore, make your invitation ap¬ 
pealing. 

Have some advertising cards or postal cards 
printed, the former you could enclose with a 
letter. In addition to the article you are fea¬ 
turing on the card, print a little street map 
showing the vicinity and location of your 
store. Make it easy for people to find you. 
Get the manufacturer to help you. If the manu¬ 
facturer understands you are in earnest, in 
most cases he will go 50-50 with you. 


Make your store the headquarters for the 
motorists of your town. Have on tap all kinds 
of information. Get them into the habit of 
coming to you for anything they want to know, 
and in your advertising run a line to the effect 
that they may call you up and consult you on 
any matter whatsoever. 

A Good Suggestion. 

As a means of attracting attention run a 
bargain sale now and then for a whole day or 
certain hours during a certain day. Sell gaso¬ 
line at a bargain price, although it is well not 
to go below cost. A small accessory case be¬ 
side the curb pump will put a few touring ac¬ 
cessories where they can’t help but be seen by 
the motorist. 

Change these accessories frequently, and the 
curb man should be instructed how to sell 
them. He should bring the motorists’ attention 
to some of them at the close of the gasoline 
sale. In case the curb man has to go inside to 
get change, have some other man to step out at 
this point and endeavor to sell accessories. 

Your stock of parts and accessories should 
be complete. Being out of goods not only loses 
you the immediate sale, but causes the customer 
to want to go some other place next time he 
wants anything. 


AVOID OVERSTOCKING 

Editor Hardware World: 

As to business and trade conditions regard¬ 
ing 1918, we believe that owing to the severe 
tax that will be made upon all our resources it 
will be to the best interests of the business men 
to conserve as much as possible to keep his 
stocks of merchandise as low as will be neces¬ 
sary to properly conduct his business, avoiding 
overstocking, keeping his collections up as 
closely as possible, endeavoring at all times to 
have his assets in cash rather than in stock on 
hand. None of us can tell what there is be¬ 
fore us and how long the war will last and how 
much business may drop off. We are of course 
all wanting to be optimistic and at all times 
hoping for the best. Yours very truly, 

MOTOR CAR SUPPLY CO. 

Sidney P. Beech. 
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ALL over the United States more Diamond 
xjl Tires are sold than any other tire not 
furnished as “regular equipment” on new 
cars. 

Every Diamond in service has either re¬ 
placed a tire of another make, or another 
Diamond. 

Thus entrenched in the good will of motordom, 
pushed by national advertising. Diamonds almost 
sell themselves. 

If your jobber cannot give you the attractive 
Diamond Dealer Proposition, write direct to 

The Diamond Rubber Company 

I (Incorporated) 

Wt SHORF T| DC Akron, Ohio 
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MARK TIME, BUT DON’T HALT 

Mark time whenever in the march of busi¬ 
ness progress it becomes necessary to slow up, 
but never halt. 

Marking time indicates the intention of 
again marching onward when the cause for 
the slowing-up is removed. Halting may mean 
indecision, fear or a desire to retreat. Many 
business men march too rapidly and finally 
come face to face with an obstacle that calls 
for a stop. That is the signal for marking 
time. To halt may be fatal. 

Marking time grants rest and opportunity 
for gathering force to overcome the obstacle. 
Halting implies reduced energy. 

A man’s competitors will quickly note and 
take advantage of the halting merchant but 
they will respect and sidestep the merchant 
who will not halt but who only marks time and 
keeps his eye alert for the first chance to march 
forward. 

The halting merchant makes no sound; the 
merchant who marks time is heard. BSs foot¬ 
steps sound a note of warning to those in his 
path. Those who reach the goal are the ones 
who often mark time but never halt. 


THE BUSINESS MAN’S PRAJYER 

0 God, give me the wisdom which will en¬ 
able me to do the square thing. 

Teach me to be gentle in the expression of 
the strength you have placed in my hands. 

Make me always remember that truthfulness, 
sincerity, cleanliness and directness are the 
tools used by those who have become the Mas¬ 
ter Servants, and train me to use these effi¬ 
ciently in my daily work. 

Clear my vision so that I will never lose 
sight of the ideal toward which I am working. 

Visit me with failures from which I may 
learn the lessons failures alone can teach; but. 
I pray, bless me with success which will prove 
my efficiency in carrying out your commands. 

From enemies and people who are not on 
the square I do not ask to be delivered, but I 
do ask that I be given a few friends to whom 
may be entrusted all that is in my mind and 
heart. 

Let me master the art of using all my spirit¬ 
ual, mental and physical powers in the service 
of my neighbors, expressing fully and com¬ 
pletely all that is finest and richest in me. 

Open to me channels which will enable me 
to pour myself into the work of the world. 

Make me eager to stand before men and, 
fired with the desire to help others, say to 
them: 1 ‘Here am I; take me and do with me 
what you will”—always daring to trust them 
to take only that from me which will truly help 
them. 

I would ask, too. that I be inspired to send 
from my heart that greatest of all prayers. 


“Thy will be done,” thus proclaiming my faith 
in a Great Executive who is all-wise, all-loving, 
all-just, and who so manages the universe that 
all things work together as he would have them. 

This, God, is a business man’s prayer. 

—Thomas Dreier. 


ADVERTISING YOUR ACCESSORIES 

Practically every enterprising hardware 
merchant handles accessories, tires, lubricants, 
etc. Now is the time to feature this depart¬ 
ment for spring trade. One successful mer¬ 
chant is using a four-page folder illustrating 
the principal lines carried and on the last page 
offers these excellent driving hints. 

The following road commandments, if 
obeyed, would eliminate automobile accidents. 
They are worth remembering. Careful driving 
means comfort and safety for everyone. Here 
they are: 

Be considerate. 

Go slow; first, passing children; second, 
passing vehicles; third, approaching crossings; 
fourth, turning corners. 

Stop at railroad crossings and behind stand¬ 
ing street cars. 

Use chain on slippery pavements. 

When in doubt go slow or stop. 

Don’t run fast into or across main highways. 

Don’t take blind curves so fast. 

Don’t run on the wrong side of the road. 

Don’t pass street cars when passengers are 
boarding or leaving. 

Don’t fail to sound your horn before passing 
other vehicles. 

Don’t forget that a car or a person may be 
just around the turn. 

Don’t forget that the other fellow may be 
dull, reckless or drunk. 

Don’t fail to look out for pedestrians. 

Don’t forget that children dash in the way 
unexpectedly. 

Don’t take chances. That’s the simple em¬ 
bracing rule. 

NO PANICKY ATTITUDE NOTICEABLE 

Editor Hardware World: 

Business and trade conditions with us have 
been exceptionally good this fall and we have 
been conducting a very aggressive campaign 
for spring business which has been productive 
of surprising results. 

Our jobbers have been after spring delivery 
specifications and have produced a volume of 
business which indicates anything but a pan¬ 
icky attiude among the dealers. 

Hoping this information may prove of some 
interest to you and thanking you very kindly 
for your letter, permit us to remain 
Very truly yours, 

ECLIPSE MANUFACTURING COMPANY. 

B. M. Franklin, Secretary. 
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Fumes R. Oravath, 
me of America's 
four greatest au¬ 
thorities on ilium- 
nation. Inventor 
of the Osgood Lens. 


Biggest Lens Seller in 1917 
Success Assured 
for 1918 


In its first year on the market, 1917, the 
Osgood Lens was the biggest lens seller in 
the United States. 

And these represent actual sales to ac¬ 
tual car own era—not mere “shelf” sales. 

This great success is due to the fact that 
the Osgood Lens embodies a scientific 
principle of road lighting by which all 


glare is abolished, 74% more light thrown 
on the road, beam thrown one-third mile. 

Similar success awaits it in 1918, be¬ 
cause in addition to producing a better 
road light, the Osgood Lens meets the 
exacting requirements of headlight laws. 

If you are not already handling the 
Osgood Lens, write today for interesting 
sales data. 


OSGOOD LENS & SUPPLY COMPANY 

2007 Michigan Ave., Dept, 422, Chicago, HI. 



THE NEW 




CRAVATH LONG DISTANCE TYPE 
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MOTOR CAR SITUATION EXCELLENT 

Leaders of the automobile industry have 
done much to correct the extravagant rumors 
regarding the curtailment of the motor indus¬ 
try. Conditions are defining themselves more 
favorably, we feel, said Mr. John Morgan, vice- 
president of the McGraw Tire & Rubber Co. 
The effect of these rumors has been confusing 
to dealers and has caused them to limit their 
buying of cars and accessories. Unfortunately, 
few of them have known the real facts or had 
a correct point of view. These we believe they 
should have, based on the present outlook for 
1918. 

The motor car industry is a fundamental in 
modern business life and has come to stay re¬ 
gardless of peace or war conditions. The auto¬ 
mobile is essential to the welfare of American 
business. Approximately 85% of the output is 
purchased every year for business purposes and 
is as indispensable as the electric light, tele¬ 
phone and the telegraph. The so-called pleas¬ 
ure car is more or less a negligible factor. The 
great bulk of passenger cars are being used by 
business men, farmers and professional men in 
the more expeditious handling of their business. 

If there is any curtailment in the automo¬ 
bile output during the coming year, it will not 
be due to lack of demand; in all likelihood 
more cars will be wanted than can be produced 
and the outlook for production looks better 
every day. 

Automobile manufacturers are being as¬ 
sured by steel makers of an ample supply of 
high grade steel, which will not interfere with 
needs of other industries. Only 5% of the 
total steel production is consumed in making 
motor cars. Coal during the past few weeks 
has been a serious menace, and the difficulty 
persists but it is improving and little trouble is 
anticipated by the manufacturers in securing 
sufficient fuel. The most serious problem is 
transportation, which is admittedly bad, but 
it is believed it will greatly clear up under 
government supervision and pooling of railroad 
facilities. There should be no ground for pes¬ 
simism on this score. 

An encouraging element in the situation is 
the attitude of the government towards the 
motor car industry as a whole. A recent inves¬ 
tigation into its economic value during war 
time has resulted in a conviction that it is vital 
to the commercial health of the nation. The 
investigating committee ranked it third in im¬ 
portance among war industries. It Was placed 
next to the shipbuilding trade. 

In this investigation the effects in Great 
Britain of suppressing the passenger car busi¬ 
ness were taken into account. The industry 
was totally wrecked by adverse action of the 
government early in the war and now it is 
sought to remedy by legislation what is recog¬ 
nized to be one of the most serious financial 


mistakes of the war. It will be years before 
the British automobile industry gets on its feet 
again. 

Taking all these factors into account, it 
would therefore seem that at least in the acces¬ 
sory business dealers ought to stock up for a 
full normal business. If there are fewer pas¬ 
senger cars made those already in commission 
will be used all the harder to do transportation 
work required. At the end of 1917 there will 
be about four million and a half passenger cars 
in service and if to these only a million new 
cars are added, the total will reach nearly six 
million, requiring a tremendous volume of ac¬ 
cessories. Figuring five tires to the car, there 
will be needed over 30 million tires for the year 
1918. Certainly the outlook for automobile ac¬ 
cessory sales is encouraging to say the least. 


IT’S UP TO YOU AND ME 
Somebody has said that business ability 
consists largely of the ability to make wise de¬ 
cisions. The military situation on the western 
front today calls for a straight decision from 
every American business man. Our allies, by 
three years’ splendid effort, have established 
there a military plant of the highest efficiency, 
and are getting results with it every day. We 
ourselves are struggling to build an auxiliary 
plant which will not be ready for effective op¬ 
eration until next spring. It is the plainest 
business sense to contribute everything that we 
can furnish to keep the allies’ plant going this 
winter. That plant can not be kept going with¬ 
out food. We have food enough to spare, for¬ 
tunately, with wise conservation, and therefore 
every effort to save wheat, meat, sugar, and 
fats for export is the most businesslike contri¬ 
bution that we can make at this time toward 
winning the war. This business decision comes 
up to us every day, at every meal. It is left to 
our individual judgment and honor. In just 
the degree that we realize the terrible respons¬ 
ibility of keeping the French and British ar¬ 
mies well fed, and their munition workers back 
home busy and contented, we will make the 
right decision—to rearrange our diet and do 
our share in food saving.—James H. Collins. 


PATRIOTISM? 

The other night 
I went to the theatre 
With a lowbrow friend. 

And the orchestra played 
“Little Brown Jug.” 

And he thought 

It was the National Anthem. 

And he stood up 

And I did too. 

Darn him. 


Take an interest in your customer—it may 
be their principal reason for coming again. 


Digitized by Google 


HARDWARE WORLD 


107 



Rneumatic Tires 
MotorTruckTires 
Inner Tubes 


Cooperation 


C OOPERATION with distributors has 
been a prime factor in the rapid and 
steady growth of the McGraw business. 

In addition to an efficient field service, 
we maintain a merchandising department 
to assist dealers in making frequent turn¬ 
overs of their stocks and to enable them 
to develop a profitable, permanent tire 
business. 

The McGraw system of district ware¬ 
houses assures the dealer of quick delivery 
and efficient service from our jobbing 
distributors. 

Let us tell you the details of our sell¬ 
ing plan and methods of dealer coopera¬ 
tion and service. 


THE McGRAW 
TIRE & RUBBER CO 

East Palestine, Ohio 


Distributing Warehouses * New York * Atlanta 
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START ANY CAR IN COLD WEATHER 


The Master Primer Co., 1523 Fourth street 
West, Detroit, Michigan, have placed on the 
market what they claim is an all the year 
round necessity in both city and farm com¬ 
munities, especially at this season, in how to 
overcome the cold weather starting difficulties. 

This difficulty arises in almost every in¬ 
stance from the present low grade of gasoline 
and not through any fault of the carburetor 
or engine design. 

Low quality gasoline does not vaporize read¬ 
ily, therefore the solution of the starting prob¬ 
lem lips in heating the gasoline, vaporizing it 
by heat, and mixing this hot vapor with air to 
form a good rich mixture. 

It is claimed that the Master Primer will do 
this most efficiently, and will start any car 
instantly in zero weather, even in cold storage 
plants it will start a car in less than seven sec¬ 
onds at twenty-five degrees below zero. 

A test made by the Detroit Testing Labora¬ 
tories showed that the Master Primer raised 
the temperature of the gasoline at the rate of 
fourteen degrees per second showing that the 
primer will start a motor within from three to 
five seconds in the coldest weather. 

Another point in its favor is that it is said 
to have been adopted as standard equipment on 
all 1918 Franklin cars. 

They will be glad to give full information 
to any of our readers upon request. 


The man who draws heavily on your pa¬ 
tience today may swell your bank account to¬ 
morrow. 


AUTOMOBILE ACCESSORIES MOST 
DESIRABLE 

We stocked automobile accessories several 
years ago and have added from time to time the 
items called for by automobile owners, writes 
F. W. Haight of the Pioneer Hardware and 
Music Co. Two lines of standard make tires and 
tubes; also complete stock of chains, spark plugs, 
patches, wrenches, pumps, etc. Tires and tubes 
we have displayed on a rack and the other items 
in floor cases all up by the front door, as we 
have found this a profitable line of merchandise 
to sell and we give it good display space. 

It looks like a good many hardware mer¬ 
chants make a mistake in displaying this class 
of goods in some out of the way place in their 
store. We retail hardware dealers have lots of 
competition in our regular lines of staple items, 
such as pocket cutlery, scissors, granite and gal¬ 
vanized ware and a hundred other articles car¬ 
ried by the racket and general merchandise 
stores in most of our towns and usually this 
line is carried by them to draw trade on other 
lines by pricing this line cheap, in some cases 
right down to cost. 

The hardware business is not like it was 23 
years ago when I started. We have got to add 
more lines of merchandise to our business as 
the needs of the people demand and I can see 
no reason why every hardware and implement 
dealer should not stock the automobile acces¬ 
sories and push the sales with their best ability. 
This is one department in our store that makes 
us money every year. 

We have found that the automobile has cut 
down our vehicle business about 75 per cent. I 
presume this is true with other dealers, as I 
find in visiting dealers in other towns that they 
don’t carry the . stock of vehicles that they 
used to. 

The hardware dealers can get the business 
in automobile accessories if they will stock this 
line and push the sales. I am in hopes that hard¬ 
ware merchants will go after it and keep the 
trade where it belongs. It is up to us to go 
after this business. 


THE EMPIRE TIRE DEALER 
Published in the interest of their tire deal¬ 
ers and salesmen is an attractive house organ 
issued by the Empire Rubber Tire and Rubber 
Co., Trenton, New Jersey. 

J. Cornell Murray is the managing editor, 
and we truly congratulate Mr. Murray on 
knowing how to get out an attractive publica¬ 
tion. It is well illustrated, bright and newsy, 
and does not make the mistakes many such 
publications do, in trying to set it in too small 
a type. Each issue is made interesting to their 
agents. 


When the boss cares little, the clerks care 
less. 
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Chain Manufacturers in the World 


Boston Office: 
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GAS FOR GASOLINE 
American motorists will view with interest 
the ways in which their English brethren meet 
the gasoline shortage which is so serious with 
them. They have found that but a slight modi* 
fication of the motor is necessary to fit it to use 
ordinary illuminating gas instead of gasoline. 
With gasoline hovering about the dollar mark 
in England, illuminating gas is much cheaper. 
The only difficulty is in transporting a suffi¬ 
cient supply. A canvas bag with a rubber 
lining is used to carry the gas supply. Some¬ 
times this is strapped behind the car, and some¬ 
times placed upon the top. One motorist found 
that while it cost him nearly nine cents a mile 
for gasoline, coal gas cost him but three and a 
third. 


HOW TIRES ARE RIM CUT 

Protection from rim cutting is not to be ob¬ 
tained by any particular type of tire, but de¬ 
pends rather upon design, quality and usage. 
No good tire of standard make will be cut by 
any standard rim if properly used. But any 
type of tire will be injured by abuse. Riding 
on a soft or flat tire, dented and irregular rims, 
excessive loads, tire fillers and stiff reliners are 
the common causes for cutting and breaking 
above the beads. 

The flanges of a rim may become battered 
from running a tire deflated for a considerable 
distance, and in addition to ruining that tire, 
the next tire put on that rim will be cut above 
the beads. Tires carrying heavier loads than 
those for which they are designed may break at 
the beads where engaged by the clinches of the 
rim. 

Bdms Which Out. 

Mr. Motorist can protect his tire invest¬ 
ments by making sure that the rims on which 
he places those tires are in proper shape. The 
guarantee of all standard companies makes it 
very clear that it does not cover tires used on 
rims which do not bear the official inspection 
stamp. Be sure that your rims are standard. 

There is danger that a rim applied to wire 
wheels will be drawn out of round so that the 
official inspection is now extended to cover 
the completed wheel. Tires on wire wheels are 
not guaranteed unless the wheel bears the in¬ 
spection stamp. 

Rims which bear the inspection stamp may 
have been damaged in application to the wheel 
or by misuse so that they are dangerous to your 
tires. Keep an eye on your rims and see to it 
that they are not battered or bent. Some types 
of split rims are difficult to tighten uniformly 
on the wheel. The rim springs out of round and 
shifts sideways at the split: The clamping de¬ 
vice may be incorrect so that the rims will sag 
in places. Wherever the rim is low the tire 
will of course be high from the rim seat, and 
pinched tubes and blow-outs often result. 


STORY OF TWO MEN, EACH OF WHOM 
BOUGHT A BUSINESS 

(Copyright by Elton J. Buckley.) 

In the same State, at about the same time, 
two men sold their businesses. One was a re¬ 
tail coal dealer, the other a manufacturer of a 
wrapping device. In both cases the buyers set 
out to protect themselves by inserting in the 
agreement of sale a clause binding the seller not 
to re-engage in the same business for a certain 
time. These clauses are always inserted in an 
agreement to sell a business, if the buyer knows 
his business. Otherwise, a man may sell his 
store one day and immediately open another 
one the next day, of course taking all the trade 
he had just sold. 

In both of these two cases I have referred 
to, the sellers, after getting the buyers’ money, 
attempted to get out of their agreements not to 
re-engage in the same business. In both cases 
the buyers appealed to the courts for an injunc¬ 
tion. One got it and the other did not. The 
difference between the two cases shows so 
clearly how to make and how not to make 
agreements restricting the seller of a business 
from going into the same business again, that I 
shall devote this article to pointing that differ¬ 
ence out. 

In the coal man’s case, the seller sold his 
trade name, trade-mark, good will, fixtures, 
stock in trade—everything connected with the 
business—and agreed not to re-engage in the 
coal business in the same city for two years, 
and not within two miles from his former place 
of business for five years. Three years after¬ 
ward he opened up another coal yard a little 
more than two miles from his old place, but so¬ 
licited orders within the two-mile radius. When 
his old buyer took him into court on an applica¬ 
tion for injunction, the court said the restrict¬ 
ive agreement was legal and would be upheld, 
and an injunction was granted restraining the 
seller from soliciting any business whatever 
within a radius of two miles from his old stand. 

The court said this:— 

“We are of opinion that it is a breach of the 
agreement to conduct a business similar to the 
one transferred within the radius of two miles 
from Main and Price streets or to do acts in 
violation of the spirit and intent of the con¬ 
tract. The defendant cannot be restrained from 
establishing a coal yard, after the term of two 
years, beyond the territorial limits set forth 
and delivery of coal to customers within the 
territorial limits is carrying on business and a 
breach of the contract.” 

I am often asked, in cases like this, whether 
the seller of a business who binds himself not 
to re-engage in the same line for a time, and 
within a certain territory, could fill orders that 
came to him voluntarily from old customers 
within the prescribed territory. Of course he 
could, but he would have to show very clearly 
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Century- Plainfield 

TIRES 


A Bjg Service Tire 
A Big Guarantee 
An Oversized Tire 
Satisfied Users 

Century 

Plainfield Tires 

carry the highest guar¬ 
antee because they are 
super-service tires —they 
are high QUALITY tires, 
too, they’re oversized. 

The company makes 
good on every Century 
Plainfield Tire that fails 
to give service. 

Some Good Territory Open. 

Write for Dealers* Proposition. 


CENTURY- 

PLAINFIELD 

TIRES 


Smooth Tread 5000 miles 
Non-Skid 6000 miles 


Ford Sizes 

Smooth Tread 6000 miles 
Non-Skid 7500 miles 


TERRITORIAL DISTRIBUTORS 
BAKER, HAMILTON & PACIFIC CO. J. B. WOOD TIRE CO. 


SAN FRANCISCO 


923 E. 3rd ST., LOS ANGELES. 


R. M. WADE & 00. 

PORTLAND AND SPOKANE 


CITY SERVICE 8T0RE 


HOELLE-RUBBER SALES CO. 

Branck and Warehouse 

430 Golden Gate Avenue 

SAN FRANCISCO 




'PLAINFIELD 


SfreCbt, 


"A snbsi'M-rv of the Rubber Tn«ulat** Metals Coreoration, 
exclusive manufacturers of the FIMOC Rubber tv»o*w» »a bv the 
ELCHEMO process. * * FACTORIES* PLAINFIELD, N. J. 
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that the order did not result from some direct 
or indirect solicitation of his. 

So the buyer of the coal business got his in¬ 
junction. The buyer of ttye manufacturing 
business was less successful. Let us see why. 
In the latter case the selling agreement bound 
the seller ‘‘not to engage, directly or indirectly, 
in the business of manufacturing or selling the 
same or any competing material in the United 
States.” After a while the seller of the busi¬ 
ness started in to sell a competing product^ and 
an injunction was asked against him. The 
court said no; this time the agreement keeping 
the seller out of business was not legal and 
would not be upheld, because it was not reason¬ 
able. Instead of keeping him out for a limited¬ 
time and a limited territory, merely enough to 
give the buyer a chance to get settled, it sought 
to keep him out for all time and in the whole 
United States. This is from the court’s deci¬ 
sion :— 

“This restriction was not reasonable. Such 
a contract in restraint of trade is clearly unrea¬ 
sonable. Such a requirement is not at all nec¬ 
essary for the proper protection of the rights 
of the plaintiff and it is oppressive to defend¬ 
ant. 

“The restriction here is also unreasonable in 
that it is unlimited as to time. It is a well-set¬ 
tled rule of law that an agreement in general 
restraint of trade is illegal and void, but an 
agreement which operates merely in partial re¬ 
straint of trade is good, provided it is not un¬ 
reasonable and there be a consideration to sup¬ 
port it. In order that it may not be unreason¬ 
able, the restraint imposed must not be longer 
than is required for the necessary protection of 
the party with whom the contract is made (the 
buyer). A longer contract, even on good con¬ 
sideration, is held void, as being too general a 
restraint of trade; but a contract not to use a 
trade at a particular place, if it be founded on 
a good consideration and be made for a proper 
and useful purpose, is valid. Of course, a con¬ 
tract not to exercise a trade generally would be 
obnoxious to the rule, and would be void. 

“In Union Strawboard Co. vs. Bonfield, 193 
Ill. 420, the contract was in connection with the 
sale of a business, and a reasonable restriction 
was justified, but it was there said: ‘The courts 
will not enforce any contract which excludes a 
party generally from following any lawful 
trade or business beneficial to the community 
and to him. ’ 

“In the case at bar, the contract in re¬ 
straint of trade being unlimited as to time, and 
as to space extending over the entire country, 
must be regarded as extending the restraint fur¬ 
ther than is necessary for the reasonable pro¬ 
tection of the covenantee. Reference to the na¬ 
ture and subject-matter of the restriction makes 
its unreasonableness more clearly apparent.” 


In other words, the buyer of the coal busi¬ 
ness got his injunction because his lawyer knew 
the law of restraining agreements, and the 
other buyer lost his because his lawyer did not. 



AN EFFICIENT SHOCK ABSORBER 

Automobile Shock Absorber—with twin de¬ 
sign of Auto Wheel with pneumatic cushion 
spring spokes, and for the same purpose; to 
absorb the jar from the road and the recoil of 
the car springs—to the car. 

The pivot seat of the two coil springs of 
shock absorber device, act as ball bearing wheel 
spindle; at which point it allows free oscillation 
from the road. The car-load rides on the springs 
and off the springs; equalizing each motion in 
balance, making the action of one spring the 
absorber of the other, thereby deserving of its 
proper name, Automobile Shock Absorber, the 
Champion. Made by Champion Shock Absorber 
Sales Co., Inc., 918 N. Senate Ave., Indianapo¬ 
lis, Ind. 


MOTOR WARNINGS 

Pain is the warning which the human ma¬ 
chine sends forth when it is worn or disar¬ 
ranged and so needs attention. The motor car 
gives notice of its ailments by making a noise. 
The well-built car of the present comes close to 
being noiseless, and the driver soon becomes 
familiar with its accustomed hum. An out-of- 
the-ordinary squeak or knock or rattle is a 
warning of trouble brewing. The wise motorist 
heeds the warning. The trouble may be a loose 
bolt or pin, a part out of adjustment, or a worn 
or broken part. If the motorist cannot locate 
and remedy the trouble for himself, he should 
seek the aid of the repair man before more 
serious trouble develops, or he suffers a break¬ 
down on the road. A stitch in time saves nine 
in the garage as well as in the tailor shop.— 
Milestones. 


GETTING IN LINE 

A Scotchman came upon an automobile over¬ 
turned at a railway crossing. Beside it lay a 
man all smashed up. 

“Get a doctor,” he moaned. 

“Did the train hit you?” asked the Scotch¬ 
man. 
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Revere Cord 



Revere Plain Tread 


The 

New Revere Cord 
Tire 

The 

New Revere Granite 
Tread Tire 

We have added two new tires to the Re¬ 
vere line—a cord tire that stands out su¬ 
preme among all tires of this construction in 
strength, endurance, resiliency and anti-skid 
efficiency. 

The other new member of the famous Re¬ 
vere Tire family is the Revere Granite Tread 
Tire—a tire of greater strength—and the 
resultant gain in mileage that greater 
strength gives. 

We are therefore in a still better position 
than ever to give both dealer and motorist 
a tire that meets every requirement of mo¬ 
toring as well as price. 

Revere Rubber Co. 

1790 Broadway, New York 


Write today one of the distributors named 
below for particulars regarding prices, etc. 

Moor e-Handley Hardware Oo.Birmingham, Ala. 

Stevens Hardware Oo.Dublin, Ga. 

TaUadega Hardware Oo.TaUadega, Ala. 

Odell Hardware Oo...Greensboro, N. O. 

E. P. Sanderson Oo.Boston, Mass. 

Watkins-OottreU Oo..Richmond, Va. 

Worthington Hardware Oo.Staunton, Va. 

Logan-Gregg Hardware Oo.Pittsburgh, Pa. 

Bronson A Townsend Oo.New Haven, Conn. 

Goodyear Rubber Oo.San Francisco-Portland 

John Pritzlaff Hardware Oo.Milwaukee, Wis. 

Mossman-YameUe A Oo.Port Wayne, Ind. 

Emmons-Hawkins Hardware Oo. Huntington, W. Va. 
Richards A Conover Hardware Oo.Kansas City, Mo. 
Richards A Conover Hardware Go. 

Oklahoma City, Okla. 

Simmons Hardware Oo.St. Louis, Mo. 

Simmons Hardware Oo.Philadelphia, Penna. 

Simmons Hardware Oo.Minneapolis, Minn. 

Simmons Hardware Oo.Sioux City, la. 

Simmons Hardware Oo.Wichita, Kas. 

Simmons Hardware Oo.Toledo, Ohio 



Revere Granite Tread 



Revere *'R” Tread 
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john McDonald 


PAUL S. LINFORTH 


WILL REPRESENT MANUFACTURERS ON 
THE PACIFIC COAST 

Manufacturers looking for desirable representatives 
to sell the jobbing trade in sporting goods, auto acces¬ 
sories, hardware and kindred lines, will be interested 
in the announceemnt made by McDonald k Linforth, 
who have opened offices in the Call Building, San 
Francisco. 

There is probably no one connected with the acces¬ 
sory and sporting goods trade who is more widely or 
favorably known both by manufacturers and the trade 
generally than John McDonald, for the last nineteen 
years continuously with the Pacific Hardware k Steel 
Co., San Francisco. " * 

At the time of the consolidation of Baker k Ham¬ 
ilton with the Pacific Hardware k Steel Co., Mr. 
McDonald resigned his position and has opened offices 
in connection with Paul S. Linforth, who had been his 
assistant for many years. Mr. Linforth is likewise a 
well-informed man in the lines they will represent. 

It will be their policy to sell the jobbing trade 
only, and their experience and knowledge of the trade, 
as well as their acquaintance with the lines manufac¬ 
tured is such as to make them desirable representatives 
for anyone seeking representation on the Pacific Coast. 


Moe Bros. Corporation, Archer, Montana, 
have erected a new building, installed a stock 
of hardware and implements, and report a very 
satisfactory outlook. 


Del Bengston recently succeeded J. S. Bolin- 
baugh, Holbrook, Nebraska, in the hardware 
and implement business. 


Do you know that the average owner spends 
25% of his car on accessories each year? This 
is a statement that has been made, and we have 
not seen it contradicted. This fact itself 
should convince merchants of the importance of 
adding an auto accessory department to their 
business. 


The man, who by honorable methods gains 
the confidence of the people, can rise to any 
height. 


Santa Monica, California, should be a mecca 
for motorists. It provides municipal kitchens 
for the tourist, and there is no charge. Elec¬ 
tric stoves furnish heat for cooking, and sinks 
with running water and tables are also avail¬ 
able. If the visiting motorist desires he may 
even get his food free by fishing from the mu¬ 
nicipal pier. We wish that some municipali¬ 
ties whose idea of hospitality is speed traps 
would consider this example. Towns, like peo¬ 
ple, gain reputations which count for or against 
them. 


NEW DISTRIBUTOR FOR CENTURY-PLAIN- 
FIELD TIRE CO. 

Announcement has been made that J. B. 
Wood, for many years connected with the 
Pacific Hardware & Steel Co., has engaged in 
business at Los Angeles under the firm of the 
J. B. Wood Tire Co., with temporary headquar¬ 
ters in the Pacific Commercial Warehouse, at 
923 East Third Street. 

Mr. Wood has made exclusive arrangements 
for Southern California, Arizona and New Mex¬ 
ico, for the Century-Plainfield Tires. His knowl¬ 
edge and experience in the trade is such as 
will make him an important factor in this line, 
for no one stands better with the trade in this 
section than he. In fact, when his friends knew 
that he was engaging in business on his own 
account, the orders that came to him voluntarily 
were a recognition of the manner in which he 
is regarded. 
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MOUND 


FOR THE 
AUTOMOBILE 

Bearing Scrapers 
Carbon Scrapers 
Chisel Sets 
Offset Screw Drivers 

The Mound Tool Co. 



TOOLS 

STANDARD 
FOR 20 YEARS 

Pry Bars 

Cotter Pin Extractors 
Mound Tool Rolls 

Stnd lor Catalog 

St. Louis, Mo., U. S. A. 


Romort Automatic Air Valves 

THE SERVICE STATION’S FRIEND 


■trit a 


Style B 



% ’> faHadflOWg. 



List Price 
$3.00 


List Price 

$1.00 


This Valva la a guaranteed davloa and haa no 
aqual for fraa air stations. Will withstand any 
rough or hard usage and abuse. Recommended 
for any fraa air station or air storage plant, 
repair shop or any station that is subjected to 
hard, rough usagai Air is released only when the 
Valva Is pressed on to the tire and when discon¬ 
nected is thrown down absolutely air-tight; the 
operator cannot waste your air. Will fit any 
else tubing, and comes equipped with the famous 
Romort Pump Connection Rubber. 


The Style B Automatic Air Valve is recom¬ 
mended to free-air stations requiring a small 
and Inexpensive air device. Stem is made to 
fit any slse tubing, and is automatic In opening 
and dosing, and guaranteed to be positively air¬ 
tight. We strongly recommend this Valve for 
use of private or publlo garages, vuloanisers, tire 
repair shops, etc. Every Valve leaves the fac¬ 
tory equipped with the Romort Pump Connection 
Rubber. 


Romort Tire Tester Attachment 


A GARAGE NECESSITY 


Style A 


Per Style B 



List Price, $1.50 






The Romort Tire Tester Attachment Is a device for attaching your gauge to either Style A or 
Style B Air Valves, and rives the servloe station a permanent holder for its gauge, ready for Instant 
use by the publlo. Simply screw your gauge into the holder and you have a tire tester and tire inflator 


combined in one, and the old trouble of losing gauge is forever over. We sell only the bolder 
ment Every garage with free air should be equipped with the Romort Tire Tester Attachment. 
Oamtiom—When ordering, state whether for Style A or Style B Valva 


old trouble of losing gauge is forever over. We sell only the holder attaoh- 


Manufaeturers, 

ROMORT MANUFACTURING GO. 

OAXFXELD, WML 


FOB SALE BY ALL JOBBERS 

Sales Dept. 

(THING GO THE ZINKE COMPANY 

1323 Michigan Ave. 
CHICAGO, U. A. A. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. 
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BAKER-HAMILTON AND PACIFIC 
MERGER EFFECTIVE 

Official announcement has been made of the 
consolidation of the Pacific Hardware & Steel 
Co. and Baker & Hamilton, which was effective 
January 2d. 

The new company has a capital stock of 
$4,250,000. All the assets of the existing com¬ 
panies will be employed in the business, which 
makes it one of the largest wholesale hardware 
institutions in the United States. 

Throughout the Pacific Coast both firms 
have been large factors in the trade, having 
been established for many years, and the con¬ 
solidation is in line with their purpose to offer 
to their customers a larger and more complete 
assortment, to effect economy in the method of 
handling business, as well to give their cus¬ 
tomers better service in every way. 

The board of directors is composed of W. T. 
Smith, Alexander Hamilton, Herbert Fleisch- 
hacker, Philip S. Baker, Jesse W. Lilienthal and 
A. S. Holmes. W. T. Smith, who was the presi¬ 
dent of the Pacific Hardware & Steel Co., will 
act as chairman of the board of directors, and 
Alexander Hamilton, former president of Baker 
& Hamilton, will be president of the new com¬ 
pany. The policies of the former companies and 
all their existing lines will be continued. H. 
J. Read will be general sales manager, and 
actively associated with him in the management 
and conduct of the business will be those who 
have long been identified with Baker & Hamil¬ 
ton, among whom are Messrs. Coffin, Sharrocks, 
Parkhurst, Frahm, Coggins, More, Prising and 
other heads of departments. 

THE KERO 

He had captured a prisoner, and while they 
waited for the escort to come up he said: “Have 
you a wife?” 

“Nein,” answered the German. 

“Nine?” gasped the Tommy. “Lumme! 
Where’s yer Iron Cross?” 

C. A. Eastman has sold his interest in the Eastman 
Hardware Co., Bishop, Cal., to the Alhambra Hard¬ 
ware Co., Alhambra, who have taken possession. 
Messrs. Middleton and Messman of the Alhambra 
Hardware Co. will continue their business at Alham¬ 
bra. 


The Holbrook Trading Co. is the new incorporated 
name of what was formerly known as Holbrook Hard¬ 
ware Store at Springfield, Oregon. J. C. Holbrook of 
Springfield and C. E. Sox already having become stock¬ 
holders in the new firm. The change was considered 
appropriate in view of the fact that Mr. Holbrook is 
likewise interested in other lines outside of hardware. 


Claude C. Basche has purchased an interest in the 
Basche Sage Hardware Co. of Baker City, Oregon, and 
will be associated with the management of the busi¬ 
ness. He is the eldest son of the late Judge P. Basche, 
who conducted a hardware store at Sumpter, Oregon, 
for eighteen years, which was destroyed by fire last 
August. His father was the original founder of the 
business in which his son has now become interested. 



FBED PELZ 

President of Nebraska Retail Hardware Association, 
who extends a welcome to merchants in Nebraska 
and adjoining states to their convention at Lincoln, 
February 5, 6, 7 and 8. 

BUMPERS 

(By John B. Terns.) 

When mortal man acquires a boat, 

Unless he’s had a car before, 

He must expect to be the goat 
Of many trials that lie in store. 

Or ever he may count the cost 
Confined to tires and gas and oil 
He will have called his car a frost 
And motoring a fruitless toil. 

When I had had my car a week, 

I found that I had smashed a lamp, 
Despoiled a fender’s fine physique 
And caused a radiator cramp; 

But I had learned ’twere vain for me 
Those narrow garage doors to bunt, 
And so with rare sagacity 

I bought a bumper for the front. 

Experience soon made it clear 
Of other cars there was no lack, 

And when some dolt attacked my rear 
I bought a bumper for the back. 

Thus gaining wisdom day by day, 

I gloried in this antidote 
And gradually began to pray 

For bumpers to surround my boat. 

Ah, brother motorists, ’tis meet 
That we extol this great device, 

Let’s hail preventatives discreet 
That save a tumbril’s sacrifice! 

Mon Dieu! all terror they expugn 

Of trees and poles and jewelry shops, 
For now I know my car’s immune, 
Although I harvest bumper crops! 
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HALLADAY BUMPERS 

THE PROGRESSIVE, PROFITABLE LINE 


c¥o 


The New 

Bumper ^ HARDWARE AND 

^- ACCESSORY DEALERS ATTENTION, 

Our line of Bumpers is complete with fittings for front and rear of all 
cars of standard or special construction. Write today for our new catalog 
of bumpers and automobile accessories. 

L. P. HALLADAY CO., Streator, Ill. 

DISTRIBUTORS 

Ash ft Oo., 16*24 W. 61st St., New York City Sanford Brothers, Chattanooga, Tenn. Norman Cowan, S'an Francisco 

E. L. Thompson Co., 817 Bojlston St., Boston Southern Distributors Los Angeles, Portland and Seattle 

Gray-Heath Co.,1440 Michigan Ave.,Chicago Pacific Coast Distributors 


.,1440 Michigan Ave..Chicago 


Norman Cowan, S'an Francisco 
Los Angeles, Portland and Seattle 
Pacific Coast Distributors 


CRESCENT 


p— Grinding 
— and 

Polishing 
Machinery and 
Countershafts 


Garages 
Machine Shops 
Foundries 

We Can Save Yen 
Money 

It Will Pay Yon 
to Write U« 

Manufactured by 

J. C. Bern Machinery 
& Foandry Ce. 

BRLLBVILLB 
jjjge ILLINOIS 
U. s. A. 


JUST THE SOCKET 
WRENCHES THAT SELL 

JUST THB WAT TO S2LL THEM 

No. 300 includes an assortment. Quanti¬ 
ties and sizes are determined by exact de¬ 
mand, and the Chest is offered TBEE with 
the assurance that Solves Tour Wrench 
Problems. Write—Ask for Catalog No. 
183-D. 

FRANK MOSSBERG 00. 

ATTLEBORO. MASS., U. & A. 
H ASTI NGS * ANDES SON OO, Chicago, HL 
S WING -LEWIS CO„ San Frandaoo. OaL 
EWTNQ-LEWI8 OO., Loa Allfalaa, 6aL 
D. L. HERM AN. Baattlo, Waah. 

F. W. LYNN. Dallai, Tazaa. 

W. W. CRANDALL OO., NaahTllla, Tatra. 
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OTTO 80UGSTAD 

President of North Dakota Retail Hardware Associa¬ 
tion, February 13, 14 and 15 

Two association secretaries of sister states who are 



F. J. SHEPHARD 

Secretary of South Dokato Retail Hardware Associa¬ 
tion, whose convention will be held February 25th 
to 28th, inclusive. 

plenning for interesting and helpful conventions this month. 


PITCH IN 

There is no time like the present. The fellow 
who thinks he has no chance because conditions 
are abnormal, stands in his own light. 

He does not realize that every man must rise 
by his own efforts, whether times are normal or 
abnormal. 

What makes conditions abnormal? 

Merely a deviation from ordinary conditions 
or standards. In other words, new conditions 
are created. If they last long enough, they be¬ 
come normal. 

Then what must happen to the fellow who 
waits for the return to normal conditions? 

It is a safe bet that the chap who waits for 
the return of conditions as they existed before 
this world’s upheaval will always wait. 

Being prepared to take advantage of condi¬ 
tions as they exist is fundamental to every man’s 
success. 


The man who says it can’t be done has a 
brain that has stopped working, which prevents 
him from trying. 


For Better Bookkeeping' 



ASK YOUR STATIONER 


THE HOW OP IT 

It is a well established fact that when one 
knows how a thing should be done, he can do 
it much more satisfactorily. 

The knowing how is back of the doing, and 
is fundamental to the successful issue. 

Knowing how is only acquired through study 
and experience. 

Experience is the accumulation of efforts. 

Men in responsible positions are men of 
experience. Hence, if any of us have ambitions 
to better ourselves, and become men of influ¬ 
ence, we must have more experience. 

We can acquire the experience if we know 
how satisfactorily to do the things required of 
us. Otherwise no employer will waste time in 
aiding us to gain the necessary experience. 

Some time or other every man is given a 
chance to demonstrate his fitness. If he fails 
he must try again. 


“BEST” AND SAYS IT AGAIN 

We have told you already and we are saying it 
again because we still believe it, that the Habdwabe 
World is without doubt the best magazine published 
for the average hardware store. 

STEWART BROS. HARDWARE CO. 

Tennessee. 


MAKE YOUR CAR RIDE EASER 

KimvriMe’s Sprisg Leaf San m U r 

Adjustable to any size auto 
spring—100% easier riding, 
and squeaking stopped. Also 
a good repair clamp. 

|l.o0, all dealers, or sent 
prepaid. 

SPRING LEAF LUBMCATOIt CO. 
1008 Forest Ate. Ass Arbor, Mhk 
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A most prac¬ 
tical time and 
labor saving 
pump for the 
merchant 

Correct 
m e a sure- 
ments will 
pay for itself 
in short time. 

Used on 4 all 
iron and 
wood ship¬ 
ping barrels 
for gasoline, 
kerosene or 
oils. HOSE 
connections 
if wanted. 

Write U* 


The Groetken Pump Company 

Aurora, Illinois 


He: Curse my luck, can’t see why they She: Gee! I’m glad Dad bought this 

put a pump like this in such a good car. ROSE PUMP or I'd sure be stalled. 

jOBixii Diiuii vwwmm | j. x. xinr a compact 

MORE ROSE PUMPS ACTUALLY PURCHASED BY DISSATI8- I Manufacturers 

FI ED USERS OF OUT-OF-DATE PUMPS LAST YEAR I HASTINGS, NEBRASKA 

THAN ANY OTHER PUMP IN EXISTENCE I Rose Pumps, fcrease Guns and 

There is a Reason. Find out yourself. Write for & sample. | Fan Belts. 


AUTOMOBILE 

ACCESSORIES 


If you handle Auto Accesso¬ 
ries, Motoreyele and Bieyele 
Supplies and Bicycles, why 
not get in touch with a 
Wholesale House that handles 
this line exclusively and plaee 
yourself in a position to serve 
your customers with anything 
they could possibly require in 
this Hne. Ton should have 
our catalog as a reference. 
Write for it. It will mean 
big business to you. Our 
motto — “If it's kin to an 
auto it’s related to us .* 9 


MOTOR GAR SUPPLY 00. 
1451-53-55 Michigan Ave., 
Chicago 
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NEW ITEMS OF THE HALLADAY LINE 

L. P. Halladay Company, Streator, Ill., offers a 
number of new bumper designs for the 1918 trade. The 
two that are attracting the most attention are the 
Multiple Spring Bar, and the Standardized Unit. 

The Multiple Spring Bar is, as its name implies, a 
combination of the usual type of spring bar and two 
auxiliary buffer springs. The front member is a con¬ 
tinuous spring bar made in two sizes, 2x% inches and 
I%x5/16 inches. Joined to this bar at ends by flexible 
connections, are two inwardly extending spring members 
as the front bars. These form the supporting members 
and are secured to the various patterns of the Halladay 
support. 

The buffer springs are located between the outer 
and inner bars with the result that on meeting an 
obstruction, no matter at what point of the bar the 
impact is received, the shock is distributed throughout 
the entire length of the bar, each part of the bar con¬ 
struction absorbing a part, and the least possible por¬ 
tion of the shock is transmitted to the car frame. 

By making the rear or supporting members separate 
pieces and secured to the main bar by flexible connec¬ 
tions, breakage at that point is eliminated. 

Should, in the event of extremely violent accidents, 
any of the several pieces of the bar construction be 
broken, that particular piece can be quickly replaced at 
comparatively small cost. 



Halladay Standardised Bumper Unit 

The small dealer has heretofore been confronted with 
a serious problem in the way of meeting the immediate 
requirements of his trade without carrying an extensive 
and consequently expensive stock. Numerous bumpers 
have been produced with an idea of universal adapta¬ 
bility, but with only limited success. 

The Halladay Standardized Unit is not a single 
bumper built with an attempt to fit any kind of car. 
but consists of four fittings, three frame clamps, and 
a bar support. 

One of these clamps, fitting “A,” is designed for 
use on any frame the outside of which is exposed for 
a distance of four inches or more back of the spring 
connections, regardless of splash aprongs of tne outside. 

The next, fitting *‘B, is an underthrust support, 
and may be used on any frame on which there is room 
for a single clip, directly back of the spring connections. 

The third, fitting “C,” is primarily designed as a 
rear fitting, and works equally well on % elliptic 
springs and rear frame extensions. On rear frame 
extensions, placed so close to the gasoline tank that 
no room is allowed for the clip, part of fitting “C,” 
fitting “A M will often be found to work perfectly. 

The bar support, “D,” fits all these frame connec¬ 
tions, and being pivoted, may be adjusted to any frame 
angle. This support fitting is furnished in both 8 and 
16-inch extensions for cars carrying one or two tires. 

The small dealer provided with these four fittings, 
and a stock of Halladay bars, is in a position to meet 
the requirements of practically all cars provided with 


front frame extensions with a decided selling advan¬ 
tage from attempts at universal adaptability, that the 
bumper to his customer becomes one special design 
for that car. 



Other New Models 


The Halladay line also includes special bumpers 
designed for the front and rear of cars such as the 
Briscoe, Buick, Cadillac, Chevrolet, Cole, Dodge, Over¬ 
land, Packard, Saxon, and others of such distinctive 
frame constructions as to require bars especially and 
exclusively therefor. 

Halladay Ford Equipment 


The Halladay specialties for Ford cars exclusively 
include the Halladay Flexlevers, the Pioneer and Can- 
dlelever type of shock absorbers for Ford cars. A par¬ 
ticular feature of the Halladay Flexlevers covered by 
the Halladay patent, is the means of attachment 
whereby no part of the car need be removed or inter¬ 
fered with except the spring check, a feature that will 
be instantly appreciated by anyone who has attempted 
to remove the spring bolts in either the front or rear 
axles of a Ford car. 


The Halladay 



Double Arm 
Shock Absorbers 
) work on practi- 
{ cally the same 
\ principle of flex- 
^ B levers, but are 
provided with 
V double springs 
jS V- that are espe¬ 

cially adapted to cars carrying extra heavy loads*. 

The Halladay Tire Holder is light, strong and dur¬ 
able, quickly attached on the side of the cars, and 


will carry one or two tires, suitable for demountable 


rims or wheels. The tires are rigidly supported and 
cannot move around and mar the finish of the car. 


Price, complete with strap, $2.00. 



The Halladay Tilting Steering Wheel is one of the 
best tilting devices on the market. It is especially a 
boon to people having Ford cars. The locking feature 
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DON'T EXPERIMENT 
START YOUR CAR OFF RIGHT 
THEN 8TAY RIGHT 

MONAMOBILE OIL 

Will be a revelation to yon in 

Smooth, steady action of motor 
Gain in power 
r reedom from carbon 

Motor B Tractor Oil 
Monarch Axle Greece 
Monamobile Transmission Grease 
Gold Medal Cap Grease 

MONAMOBILE OIL CO. 

See Frmnoisoo :: Los Angeles 

Distributed in the Northwest by 
WHITON HARDWARE CO., Seattle 
J. E. HA8ELTINE A CO., Portland 
DIRKS MOTOR SUPPLY 00., 3pokaue 

Osar 15-gallon drum is just the thing for yonr 
private garage 



Your Customers’ 
Confidence 

in you will be measured by their confidence in the 
lubricants that give 100 9b service. 

0lX°N*s 

fP GRAPHITE 9 

Automobile 

LUBRICANTS 

will give your customers 1009 b service and increase 
their confidence in you. 

Write to us for Dixon’s Dealer’s Deal No. 230-G 

Made in Jersey City, N. J., by the 

Joseph Dixon Crucible Co. 

Established 1827 



A Speedometer Can Be 
Either One of the Two 

—Right or Wrong 

If it is right it is a valuable possession; 
if it is wrong it is worse than useless. There 
are many influences to make a speedometer 
wrong in its register—extreme heat, cold, 
altitude and electrical forces are among the 
most important. One of the surest ways to 
guard against the inaccuracies arising from 
such sources is to use the 


This is true for the reason that the Corbin- 
Brown is built on a principle totally immune 
to the above mentioned influences—the cen¬ 
trifugal principle. 

Furthermore, because of this principle the 
Corbin-Brown mechanical construction is ex¬ 
tremely strong and simple, therefore durable 
and practically free from deteriorating fric¬ 
tion. 

An investigation will convince you of the 
merits of the Corbin-Brown. It has been en¬ 
dorsed by the highest authorities. 

The Maximum Speed Hand is an extra fea¬ 
ture. This hand registers the highest speed 
attained and stays at that point until reset 
at zero, which can be done at any time. 
Convenient, efficient. 

Catalog on Request 

The Corbin Screw Corporation 

The American Hardware Corporation, Suecesoors 
NEW BRITAIN, CONN. 

Branches: New \ork, Chicago, Philadelphia 

Mahers of 

Corbin Duplex Coaster Brakes for Bicycles 
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is automatic, and is released to allow the wheel to be 
tilted by'Vslight pull on the trigger on the other side 
of the wheel arm. It is quickly and easily attached, 
simply by removing the nut on the end of the steering 
column, removing the old wheel and replacing with 
the Halladay. It is supplied in two sizes for 15 or 17- 
inch rims. The price of the 17-inch rims and spider 
complete, is $5.00. The 15-inch rim and spider com¬ 
plete is $4.00, and the 15-inch spider only, which will 
lit any standard 15-inch Ford rim, is $3.00. Corrugated 
rims, either size, are $1.00 extra. 

Halladay Suit Case or Package Carrier. 

The problem of safe attachment for suit cases or 
similar packages to the running board of the car is 
thoroughly solved by the Halladay Suit Case or Pack¬ 
age Carrier. This comprises a pair of adjustable sup¬ 
ports variable in opening for one or two suit cases and 
provided with a substantial strap. It may be attached 
or detached in a moment and put under the seat or in 
any convenient place when not in ubo. The outfit 
includes two clamps and slides, each provided with 
heavy leather straps. The price per set is $3.00. 

Halladay Can Tipper 

The Halladay Can Tipper is a garage convenience 
appreciated by every car owner. It forms a support 
for all square or round five gallon cans. By its use 
the can is placed on the floor and cleanliness attained. 
To pour oil, it is only necessary to swing the car in 
the tipper, which is easily done with one hand, leaving 
the other free to hold the receptacle into which the oil 
is being poured. It is made of bar steel throughout, 
and finished in heavy black japan. The price, $1.75, is 
so small and the convenience so great, that it quickly 
appeals to everyone. They are packed complete in 
corrugated paper cartons, ready for express or parcel 
post shipment, and can be assembled in five minutes 
ready for use. 


THE MAGNET 

A cheery smile! A pleasant thought! 
Went in with every package bought. 
They paid for hardware! So you say! 
But why did they come back next day! 


Oren D. Kratzer has purchased the hard¬ 
ware and implement business of Fred Jelinek 
& Co., Garrison, Nebraska. 


A. C. Loucks and W. L. Smith of Monroe, 
Nebraska, have moved their hardware and im¬ 
plement stock to Belgrade, Nebraska, from 
Monroe. 


The Staybestos Mfg. Co., of Philadelphia, 
have opened an office at 608 South Dearborn 
Street, Chicago, with Edwin E. Coith, manager. 
Mr. Coith is an expert on brake lining materials. 


The Henning Hardware Co., which recently 
opened for business at Dorris, Cal., who will 
handle a general line of hardware, housefurnish- 
ings and implements, report a very satisfactory 
business outlook. 


Don’t get careless in doing the routine work 
of the store with the idea that because you do 
a thing every day it doesn’t matter much how 
you do it. It does matter. 



A. W. DOW TO REPRESENT MANUFAC¬ 
TURERS OF STEEL PRODUCTS 

A. W. Dow, for many years connected with the 
Pacific Hardware & Steel Co., in charge of their steel 
products department, has resigned his position and 
opened offices in the Call building, San Francisco, 
where he will represent manufacturers selling the job¬ 
bing and exporting trade in open hearth, Bessemer and 
crucible steel products, ferro-alloys, coke, pig iron and 
non-ferrous metals. 

Mr. Dow’s acquaintance, knowledge and experience 
in the trade makes him a desirable representative for 
manufacturers seeking a thoroughly reliable man, who 
is well informed, and is in position to give most satis¬ 
factory representation to manufacturers looking for 
such a connection. 


PASSING OF HIRAM F. PRENTISS 

The Kalispell Mercantile Co., Ealispell, Mon¬ 
tana, announce the death of their treasurer, Mr. 
Hiram F. Prentiss, which occurred on Wednes¬ 
day, January 2d, at his boyhood home in Ot¬ 
tawa, Ontario. 

We are sorry we do not have the facts at 
this writing in connection with Mr. Prentiss’s 
activities. He has been identified with the Kal¬ 
ispell Mercantile Co. for many years, and has 
been quite active in the development of one 
of the largest mercantile institutions of its kind 
in the West. 


AN UNQUENCHABLE DESIRE 

No man e’er owned a hardware store, 
But longed for customers galore; 

Though crowds of buyers throng his store, 
He always—always—longs for more. 


A closed mind is a misfortune to its pos¬ 
sessor. An open mind keeps its eyes open and 
says, “Show me.” 
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_ Rally, to the 
Standard- ized. Waste 


ROYAL COTTON WASTE 

Twelve Standard Grades 



WHITE 

Baron 

Count 

Czar 

Duke 

Earl 

Emperor 


A Grade 
for Every Need 
of Service or 
Price 


COLORED 

King 

Marquis 

Mikado 

Prince Triply 

Sultan Guaranteed 






Thoroughly Refined for 
efficiency and safety in use 

Ask your jobber or write for Royal 
Sampling Catalogue; ask for sam¬ 
ples of Royal Wool Waste. 


for 

QUALITY—uniform 
••TARE” (Wrappings)—6°fo 
WEIGHT—as ordered 


ROYAL MANUFACTURING O? 

GENERAL SALES OPP1CBS AND PLANT 

New York Offioe— 2 Reotor Street RAHWAY, N. J. Pittsburgh Offioe—Oliver Bldg. 

St. Louis Offioe—Pontiec Bldg. Chicago Office — People’s Gss Bldg. Sen Freneiseo Office—Wells Fergo Bldg. 

LOOK FOR THE BRAND ON BACH STEEL BAND 
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WHO IS YOUR HARDEST COMPETITOR! 

“Why, my hardest competitor is that fellow 
around the corner, who is a notorious price-cut¬ 
ter, ” you say, “and if it wasn’t for him, I 
would be doing a very comfortable and satis¬ 
factory business.” 

I don’t want to contradict you, but the 
chances are that your hardest competitor is the 
merchant up on the main street, who has a 
fine store and is doing a big business—and 
perhaps his selling price is a little higher than 
yours. 

And it may be that the price at which he 
sells is a small factor in his success in captur¬ 
ing much of the trade which you should have. 

The competitor you need most to fear is the 
man who uses brains, plus energy, plus system, 
to keep things moving all along the line. In 
other words, competition is no longer such a 
matter of price as it is of brains. 

The above is the opinion of a merchant who 
has succeeded in the face of the stiffest kind 
of competition, who has grown to a large suc¬ 
cess, and is still on the business firing line, 
unfolding and expanding to a remarkable 
degree. 

A Wrong Idea 

The opinion is broadcast that the dealer who 
can sell goods at the lowest price is the one 
who has the advantage, and therefore builds 
his business to a large success. 

If this were the case, then the sharp, shrewd, 
bargain-hunting folk, who specialize on close 
buying in various ways, would be the ones that 
had trade emporiums in our large cities, with 
branches in the country towns. Such people, 
however, seldom grow beyond the crowded and 
dirty streets wherein they transact business. 

The merchants who have gained success are 
not usually price-cutters and low-price sellers. 
In fact, the prices of many are distinctly higher 
than the prices of competing stores. They gained 
their pre-eminence by the exercise of brains, by 
forceful and effective advertising, by handling 
goods of quality and standing behind the same, 
by devising selling schemes, by careful selection 
of such goods as their customers most desired, 
by making friends of their customers. In fact, 
by the wide and varied use of the wonderful 
brains with which nature has endowed every 
man. Take this to heart, my friend. Cultivate 
that wonder-working spot under your derby, 
and it will yield fabulous returns upon the labor 
you bestow on it. 

Escondido Hardware Co., Escondido, Cal., have been 
recently increasing their stock and expect a good busi¬ 
ness during 1918. 

The Globe Hardware Co M Globe, Arizona, have re¬ 
cently been remodeling their store, and arranging for 
carrying an increased stock. A very satisfactory year’s 
business was reported. 





WILL REPRESENT MANUFACTURERS IN 
THE FAR WEST 

Mayrant Connor has opened offices at 693 Mission 
street, San Francisco, where he is prepared to repre¬ 
sent manufacturers of hardware, auto accessories, 
sporting goods, iron and steel and kindred lines, whose 
policy it is to seU the jobbing trade. 

Mr. Connor resigned his position with the Pacific 
Hardware & Steel Co., where he has been buyer for 
their tool department for the last four years. Prior 
to that time he represented the Pacific Hardware k 
Steel Co. as traveling salesman for twelve years. 

He has had an extended experience in hardware and 
kindred lines, on the Pacific Coast, is well acquainted 
with the trade, and is in position to give desirable rep¬ 
resentation to manufacturers seeking energetic sales 
representatives on the Pacific Coast. 

Taggart Hardware Co. are successors to the Ontario 
Hardware Co., Ontario, Oregon. 

B. B. Pool, Great Falls, Montana, is now with the 
Streeter & Biddell Hardware Co., Van Nuys, Gal. 

W. J. Kogler of the Eogler Hardware Co., Orange, 
Cal., has purchased the Anaheim Hardware store at 
Anaheim, Cal., and is closing out the stock. 

Kerman Hardware Co., Kerman, Cal., are making 
preparations for a busy season; they are adding to 
their stock, and report the outlook quite good. 

The Willard Hardware Co., Stockton, Cal., report 
an excellent outlook for business during 1918. They 
have recently been erecting some large irrigation and 
drainage plants in their section, and report business in 
all lines very good. 

The Attaway-Latham Hardware Co., Phoenix, Ari¬ 
zona, are successors to the Allison-Davis Hardware Co., 
and have taken charge of the business. Charles Cave 
will have charge of the hardware department, and 
Frank Griffin, who has been connected with the sad¬ 
dlery and harness part of the business, will continue 
that management. Mr. Guy Attaway will give his en¬ 
tire attention to the new firm’s business. The out¬ 
look is reported as most excellent. 
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A LINE OF 


Automobile Sundries 





GEAR J 


Carried with a 


/-WEED 

hardware stock, 

K34T4ft 

sells readily and 

M S7Q9 :M 

opens up a new 


and fast-grow¬ 


ing field for the 


hardware mer- 


chant 

We are in po¬ 
sition to supply 
a long line of 
strictly standard, 
first class Auto¬ 
mobile Supplies 
and Sundries. 
Include them 
with your hard¬ 
ware shipments. 



Dunham, Carrigan & Hayden Co. 

SAN FRANCISCO 
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STREVELL-PATERSON SALESMEN 
MEETING 

The Strevell-Paterson Hardware Co., Salt Lake City, 
Utah, held a meeting of their salesmen and executives 
recently, which was attended by a number of factory 
representatives, who addressed the sales force in their 
respective lines. 

The meeting was opened by an address from Mr. 
Hornung, and the subject of Builders’ Hardware was 
discussed by Messrs. Fullerton and Bogers, Sporting 
Goods, Cutlery, Silverware, Talking Machines by 
Messrs. Walker and Newman, Stores by Mr. Palmer, 
Sporting Goods, Auto Accessories, Bicycle Sundries 
and Paints by Messrs Jackson and Culver, Credits by 
Mr. Walden, Household Hardware and Specialties by 
Mr. Hardison and Mr. Glanfield, Butchers’ Supplies 
and Paper by Mr. Vincent. This occupied the first 
day session. 

Others who participated in discussions were Messrs. 
Bogers, Corya, Sorenson, Glanfield, Stumer, Widdison, 
McIntyre and Newton. 

They were the guests of the company at luncheon 
during each day, and theater parties and dinners of 
an evening made the occasion, a very enjoyable and 
interesting as well as valuable one. 

The Strevell-Paterson Hardware Co. are one of the 
most enterprising jobbers throughout the inter-moun¬ 
tain country, and their associates and employees make 
up one big hardware family. 


R. M. BURTON IN THE ACCESSORY LINE 

B. M. Burton, who has been identified with Dun¬ 
ham, Carrigan & Hayden as their Northwest repre¬ 
sentative for some time, has established a sales 
agency with headquarters in Seattle, where he will 
specialize in auto accessories, electrical specialties, iron 
and steel products. 

One of the lines which Mr. Burton is handling is 
the Hub Cap demountable wheel, which consists of five 
flanges, thirty bolts, nuts and small lock washers, 
twelve rivets and four large spring lock washersy four 
hub caps and a special wrench. 

These Hub Cap demountable wheels for Ford cars, 
naturally improve the appearance of the cars, strength¬ 
ens the wheel, reinforces the ball races and adds 
strength and life to the front hub. 

Hub Caps cover all the threads, thereby preventing 
them from becoming rusted and set so that it is hard 
to remove the wheel. 

It is likewise claimed that it adds to the mileage, 
and while it does not prevent punctures or blowouts it 
does prevent delay and unpleasantness. 

These demountable wheels have proven very popu¬ 
lar and satisfactory wherever introduced. 

Though it is only adapted for Ford cars, of course 
due to the fact that the Ford car still uses the old 
clincher tires, yet the Ford car is a splendid business 
getter and trade developer for merchants in accessory 
lines. In fact, as a number of garages and dealers 
say it is the dominant factor in their accessory busi¬ 
ness. 


B. H. Finch, who is engaged in the hardware and 
implement business at Estacada, Oregon, reports a very 
satisfactory season, and a good outlook for 1918. 



ASBESTOS DISC CLUTCH FACING 


The Baybestos Co., of Bridgeport, Conn., have de¬ 
veloped a metallic interwoven Asbestos Disc Clutch 
Facing that is proving most satisfactory wherever it 
has been tried. 

Baybestos was the first treated, wire-inserted woven 
fabric to be used as a friction facing for disc clutches, 
and its manufacturers worked hand in hand with the 
earliest designers of multiple disc clutches in bringing 
this all-important unit in self-propelled vehicles to its 
present state of perfection. 

These Facings were so successful in meeting the 
requirements that Baybestos Bings are now specified 
by a large number of manufacturers of motor vehicles. 

They have issued a most interesting booklet on 
their Disc Clutch Facings, giving much vaulable infor¬ 
mation, which will be sent to any of our readers upon 
request. 

They come packed in a box of 20 rings of one size 
only. Merchants who are handling them report a very 
satisfactory sale. 


The Canby Hardware & Implement Co., Canby, Ore¬ 
gon, who handle hardware, household furnishing, farm 
implements and machinery report a good outlook for 
1918, and are planning for an active year. 


Freiermuth Hardware Co., Watsonville, Cal., who 
handle a complete line of everything pertaining to 
hardware, automobile accessories, sporting goods, house 
furnishing, etc., report a very satisfactory year’s busi¬ 
ness. 


E. B. Wray has purchased an interest in the C. M. 
Wray Hardware store at Silverton, Oregon. Three of 
the Wray family are now in the United States Army, 
and Mr. Wray is coming to the assistance of his 
brother to help look after their business. He reports 
the outlook for trade as being most excellent. 


The Bridgeman Hardware Furniture and Housefur- 
nishings Co. are expecting to erect a new building at 
Harrison, Idaho, their building being recently de¬ 
stroyed by fire. They intend to carry a full line of 
everything pertaining to hardware, housefurnishings, 
logging, mill and camp supplies, crockery, dishes, and 
report the outlook for 1918 most excellent. 



BEAUTIFY FURNITURE 
PROTECT FLOORS and Floor 
Coverings from injury by using 


GLASS ONWARD SLIDING 
FURNITURE SHOE 
Inplacs of Castor* 

If your dealer will not supply you 
write us. 


ONWARD MFC CO. 

Menuha, WU. Kitchener, Out. 


“A NS ONI A” NAIL CLIP 10c. 

Made by the mak¬ 
ers of the M Gem" 
nail Clipper. 
Twelve in a box or 
12 on a display 
card. Fast ten- 
oent tales. 

H. C. COOK CO. - ANSONIA, 


Big From 
Writ# 

CONNECTICUT 
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“OIL RUINS TIRES” 

Motorists realise what a great menace oil 
is to inner tube* and, therefore, look for 
the place where they can fill their tire* with 

CURTIS AIR-FREE 
FROM OIL 

Fire different aisea of com¬ 
pressor. 125 different com¬ 
binations of outfits. In 
stock at most jobbers. Price 
is right. A result of 25 
yeara T experience in eom- 

? ressor manufacturing. Send 
or Bnlletin 0-5. 

Cwtis Psw. Mchy. Co. 

1512 Kienlen At.. St. Louis 
5S0-L Hudson Term., N. Y, 


Have You a Motor 

LOOK! Bee that groove con¬ 
trol in g the oil I The groove 
full of oil forms a dam. Gas 
cannot get down, surplus 
cannot get up. That's why 
motor has more power, no 
carbon. I8N'T THAT A 
REASON! 

Write for Booklet W. Ford sise and under 50 cts. 
AUTOMOBILE A0CE880RIB8 00., Baltimore, Md. 


NO-LEAKO' 


This U the 

JENSEN 

* 5 .°- 


eslest 

hand 


J /f The easiest 
B sold hand 

1 // pump in the 

market. Does 
four times the 
work of other 
pomps with 
ys muoh less effort and 
equals a power pomp 
In efficiency. It's 
1 strong, powerful, dur¬ 
able, economical and 
unrivaled in ease of 
operation. Has great¬ 
er value than any 
other pump. 


IT’S TOUGH 

DURABLE AND DEPENDABLE 
Special Sets for FORDS 
Get Our Prices 

STAYRESTOS MFO. CO. 

5516 Lena Street, Germantown, Phils. 


Rear Vie to of Williama* SUvorboam Spotlight 


WE SELL THROUGH JOBBERS ONLY 

and are represented on the 
Pacinc Slope by 

HUGHSON & MERTON, Inc. 

San Francisco Portland Denver 


Has adjustable control to comply 
with requirements of the lighting 
laws of aH States. May be used 
for either left or right side 
of windshield 

Detachable for Trouble Lamp or 
for lighting ramp at night. Has 
indosed dust-proof and water¬ 
proof switch. 

TWO SIZES 

6 and 7 Inches 

U»t but 

Model A, $9.00 Model B, $10.00 

MANUFACTURED BY 

WILLIAMS MFG. CO. 

310 North Flower Street, Santa Ana. Cal. 


WILLIAMS’ 

S1LVERBEAM 

SPOTLIGHT 


ASBESTOS 


SMC 


<9 






A Makes the Sale 

when maximum power end 
accuracy with minimum ef¬ 
fort are required for work 
on light sheet metal, steel, 
galvanized iron, copper, 
brass, etc., for furnace pip¬ 
ing, harness, paper, fabrics 
and auto repair work. 

SAMSON PUNCH 

equipped with 8/16” punch 
and die, unless otherwise 
specified. Takes seven in¬ 
terchangeable die sizes— 
from 1/16” to in di* 

Write for Proportion. ameter—in same tool head. 

DUcounU, Etc. Drop forced steel, simple in 

design, nickel plated. 

MACHINE APPLIANCE CORPORATION 

351 Jay Street BROOKLYN. NEW YORK 
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New Goods and Specialtie 




THE HALL COLD PACK CANNER 

The Hall Cold Pack Canner was invented by Mr. 
Morgan Hall of Grand Rapids, Michigan. Mr. Hall 
has been placing a few of these canners on the mar¬ 
ket but has not been ready for a general distribution 
until recently. 

The Cold Pack Canner is made of galvanized steel. 
It is just the right diameter to fit over a single burner 
and tall enough to boil 12 one-quart jars, in two tiers 
of six each. 

The canner will handle any style or make of fruit 
jars. 

It particularly appeals to the housewife for various 
reasons. The fruit jars can easily be placed in the 
canner or taken out of it. The wire handles are al¬ 
ways cool and there is no danger of the housewife 
burning her fingers. The jars cannot be dropped in 
handling, cannot tumble over while in the canner, are 
easily handled and save considerable time because the 
fruits and vegetables do not have to be cooked before 
canning. 

At present the Hall canner is being used for dem¬ 
onstrating purposes by the universities of Utah, Michi¬ 
gan, Minnesota, Iowa and Massachusetts. It has the 
endorsement of the United States Food Administra¬ 
tion, and because it will be advertised in farm papers 
and magazines of national circulation as well as in 
the trade journals, it will no doubt be one of the good 
sellers during the coming fruit canning season. 

There is nothing complicated about the Hall Can¬ 
ner. It can be used equally well by amateur or ex¬ 
pert. It is made as compact as possible in order to 
get the best results with the leaBt fuel. 

Many housewives who have been canning by the 
cold pack method, have been forced to use garbage 
cans, lard cans, boilers, etc., but these have never been 
very satisfactory because the housewife is very apt 
to have her hands scalded, the jars cannot easily De 
taken out, and there is danger of dropping and break¬ 
ing them. 

The container of the Hall Canner is made a special 
size to reduce waste space as much as possible. The 
extra height allows six more jars to be sterilized in 
the upper tier at only a trifling additional fuel cost. 
Two tiers of quart jars cannot be safely boiled in a 
can less than eighteen inches high. 


Each rack with its one or two jars (sometimes 
three pints) is handled separately, which eliminates 
having to lift a heavy tray full of loaded jars. A 
dozen quart jars will weigh from thirty-five to forty 
pounds filled. 

When a rack of jars is placed in the container, 
they will locate just right with relation to the bottom 
and sides to get the proper circulation of water. They 
will stay where placed. One rack cannot interfere 
with another and no jar can be tipped over. 

The handle being open, and projecting outside of 
container, is always cool and can be handled without 
holders. 

Any rack can be taken out without even having to 
look into the boiling water. A jar cannot be broken 
in handling, nor dropped out of the rack. 

The Hall canner retails for $4.50 each. It is the 
only canner of its kind on the market. When a 
housewife cans by the Cold Pack Method she does not 
have to sweeten her fruits as much as otherwise would 
be necessary. This fact alone is inducing many house¬ 
wives to can by the Cold Pack Method. 

A time table for cooking and complete directions 
for blanching and sterilizing by'the Cold Pack Method 
is furnished free with every Hall canner that leaves 
the factory. 

This canner is manufactured and being placed on 
the market by the Hall Canner Company of Grand 
Rapids, Michigan. 


A NEW BEVERAGE COMPOUNDER 

The New York Stamping Co., Brooklyn, New York, 
are having marked success with their beverage com¬ 
pounder or shaker, illustrated herewith. This has for 
its object the accurate com¬ 
pounding of mixed drinks of 
beverages. 

The prevailing practise of 
compounding beverages is to 
pour liquids of different kinds 
from different receptacles into 
a glass by guess work, without 
any effort to measure the dif¬ 
ferent liquids used. Conse¬ 
quently the draught produced 
is often not what the person 
desires. 

The Beverage Compounder 
provides means whereDy any 
mixed drink or beverage can 
be prepared and dispensed to 
suit the taste of the most dis¬ 
criminating. It is an article 
that is needed by every fam¬ 
ily, and needs only to be dis¬ 
played to make ready sales. 
With the beverage compounder tney furnish a 
booklet of receipts for mixed drinks. 

Full information can be obtained from the New 
York Stamping Co., their jobbing connections or their 
far western sales representatives, W. P. Horn, Rialto 
Building, San Francisco. 


The Central Hardware Store, Hollywood, Cal., has 
changed hands, E. L. Harter and R. B. Ramsey of 
Redlands being the purchasers. They have had a long 
and successful experience in the hardware line, having 
formerly been engaged both at Redlands and Gardena. 
They plan to add materially to the stock. 
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COAT AND HAT HOOKS 



Bussell & Erwin Mfg. Go. are show¬ 
ing herewith a new eo&t and hat hook, 
No. 7044 and No. 7045. These are in¬ 
tended for use in pairs, the single hook 
being placed under the double hook. 
They are particularly adapted for use 
on costumers or hall trees. 

This is a line that will appeal to 
every builder and housewife, and an 
article it will pay merchants to feature. 

The manufacturers or their jobbing 
and branch offices in Chicago and St. 
Louis will be glad to give further infor¬ 
mation. No. 7044 has 
projection 3*4"; No. 
7045, 1%"; both are 
iron, bronze plated. 


No. 7044. No. 7045. 


RICHARDS - WILCOX ORGANIZATION 
WORK FOR RED CROSS 

The employees and officers of Bichards-Wilcoz 
Manufacturing Company have again shown their loyal 
patriotism by subscribing unanimously to the Bed 
Cross campaign recently completed. Every individual 
in the B-W organization at Aurora, Ill., from the new¬ 
est hand in the shop and the errand boys in the of¬ 
fice, up to the General Manager and President of the 
company, have made a monthly subscription for the 
duration of the war. Individual subscriptions were 
signed in amounts ranging from a few niokels up to 
several dollars, a total of $200.00 a month being sub¬ 
scribed. 

This record in addition to a snug sum was sub¬ 
scribed by the same individuals during the first Bed 
Cross campaign, the recent T. M. C. A. campaign, the 
two Liberty Bond campaigns and all the other special 
demands for money being made at this time, demon¬ 
strates the enthusiastic support the personnel of the 
Bichards-Wilcoz Company is giving the boys who have 
joined the colors. Besides this, many of the best men 
in the B-W organization are now in the service of 
Uncle Sam—some of them in France. 



Lane’s “Special” 
Door Hangers 
SELL 

because — workman¬ 
ship is perfect, mod¬ 
erate in cost, with a 
generous profit. 
Write for catalog 
and prices. 

LANE BROS. CO. 

Poughkeepsie, N. T. 


STANLEY DOWEL AND ROD-TURNING 
MACHINE 

The Stanley Buie & Level Co. are showing their 
new Dowel and Bod Turning Machine No. 77, as a 
tool that will appeal to carpenters, cabinet makers, 
pattern makers, furniture manufacturers, supervisors 
or instructors of 
industrial education 
and to anyone in¬ 
terested in wood 
working. 

It will not only 
cut dowels of vary¬ 
ing sizes and 
lengths to perfect 
dimensions, but 
with it one can 
also form rods of 
practically any length. Beady-made or stock dowels 
have a tendency to warp or shrink, making them very 
unsatisfactory to use where a close fit is desired, but 
with this machine the workman can cut his dowelB 
when he is ready to use them, and of the same material 
as the wood being worked. 

One cutter head complete for making dowels or 
rods % inch in diameter is furnished with each ma¬ 
chine. Additional cutter heads with cutters %, 5/16, 
7/16, %, 9/16, %, 11/16 and % inches can be fur¬ 
nished if desired at a slight extra cost. 

This is an article that will appeal to every mechanic 
and woodworker, and only needs to be brought to 
their attention in order to make a demand. 

The Stanley Buie & Level Co. or their jobbing con¬ 
nections will be glad to give full information to any 
of our readers upon request. 



EXCELLENT PRODUCTS 

The Cedarwax Co., 1123 W. P. Story building, Los 
Angeles, Cal., are directing attention to their Liquid 
Cedarwax, which is a product that cleans and polishes 
in one operation all furniture, hardwood floors and 
interior woodwork. 

8o confident are they of the value of this product, 
they will be glad to send trial bottles free to any of 
our readers. 

These goods are sold on their merits, and they 
guarantee them to make good. The cooperation they 
extend to retail merchants makes the line a desirable 
one to handle. 

In addition to Liquid Cedarwax they also manufac¬ 
ture Forestbreeze, an insecticide with the odor of the 
woods; Windowglos8, a liquid sunshine that cleans 
clean; Speedemulsion for plants and trees; Metal 
Cream, which makes things look brighter; also polish¬ 
ing and dust clothes. 

These products are in demand by merchants handl¬ 
ing hardware, housefurnishing and automobile acces¬ 
sories. 

The company will be glad to give full information 
to any of our readers upon request. 


The New York Hardware Trading Co., operating 
several stores in Los Angeles, have recently leased ana 
moved one of their stores into new quarters, 621 
South Main street, giving them greatly increased fa¬ 
cilities for an enlarged stock. They report a very 
satisfactory year. 


The new store building of the Nogales Hardware & 
Furniture Co.. Nogales, Arizona, is nearing completion, 
and when finished will be one of the most complete 
mercantile institutions in Arizona. The second floor 
of the business will be used solely for furniture. The 
outlook is reported as quite excellent. 
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STANLEY WORKS SALES CONVENTION 

One of the most successful Sales Conventions The 
Stanley Works ever conducted was held in New Brit¬ 
ain, Connecticut, recently. It was attended by all the 
representatives of The Stanley Works with the ex¬ 
ception of John T. Rowntree of Los Angeles. 

The Convention opened with a speech of welcome 
by Vice-President E. A. Moore and a discussion on 
the War’s Effect upon Business led by C. F. Bennett, 
second Vice-President of The Stanley Works. Papers 
followed on the Expansion of the Plant by E. W. 
Pelton, Superintendent of Power, and on Plans For 
and Progress of the New Hot Rolled Steel Plant by 
M. Farmer, who will have this new plant in charge. 

Led by Stuart Parsons, head of the Efficiency De¬ 
partment, a general discussion was held on new goods 
made during 1917, and suggestions for improvements 
in the line. This discussion took up all the afternoon 
and Wednesday morning. On Wednesday afternoon 
the plans for Stanley Works 1918 Advertising were 
presented by A. H. Dessau, Advertising Manager, and 
samples were shown of new selling helps which will 
be distributed during the course of the year to Stan¬ 
ley Works’ customers. A general discussion on adver¬ 
tising followed. 

Thursday was given over to the discussion on 
Sales and Sales Policies by A. Zimmerman, Sales 
Manager of the company, and a paper was read on 
the Present Credit Situation by H. P. Carter, the 
Stanley Works’ Credit Manager. Discussion on these 
subjects lasted until the Convention adjourned, late 
Thursday afternoon. 

The Stanley Club, an organization composed of 
factory foremen, timekeepers and office employees, 
gave an entertainment and dance for the visiting 
salesmen, and the company gave the salesmen a din¬ 
ner Wednesday night, at which the Hon. George B. 
Chandler, Chairman of the Publicity Committee of the 
Connecticut Council of Defense, was the principal 
speaker. 


“PAINT CHEAPER THAN RUST” 

‘‘ Do not put off painting until tomorrow what you 
should paint today, as paint costs less than rust, or 
the interest on borrowed upkeep capital,” is a state¬ 
ment of the Joseph Dixon Crucible Company of Jer¬ 
sey City, New Jersey. 

The electric transmission towers of the Niagara, 
Lockport & Ontario Power Company, Buffalo, N. Y., 
are painted with Dixon’s Silica Graphite paint, a 
paint much used the world over as a construction and 
maintenance paint by street and steam railroads, elec¬ 
tric light concerns, etc. 

SMOOTH-ON INSTRUCTION BOOK 

The Smooth-On Mfg. Co., Jersey City, New 
Jersey, have just issued a sixteen-page instruc¬ 
tion book, giving some valuable information 
with reference to the use of their products, and 
their adaptability for various lines. 

This is a book that should be at hand for 
ready reference, and they will be glad to send 
copies of this book to any of our readers upon 
request. 

It contains the standard sizes of Smooth-On 
Coated Corrugated Gaskets for flanged pipes 
from two inches up to twenty-six inches. 

This product enjoys a splendid reputation, 
and is adapted for such a wide variety of uses 
that their demand is constantly increasing. 

THE FUNCTION OF THE STOMACH 

The teacher was examining the class in 
physiology. “Mary, you tell us,” she asked, 
“what is the function of the stomachT” 

“The function of the stomach,” the little girl 
answered, “is to hold up the petticoat.” 
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THE NEW PROUDPIT “CARRY-ALL” 

The Proudfit Loose Leaf Company, Grand Rapids, 
Michigan, is placing a new catalog binder on the mar¬ 
ket. It is claimed that this binder is an indestructible, 
light weight and practical traveling salesmen’s ease, 
equipped with a loose leaf catalog oinder and provi¬ 
sioned for the carrying of price lists, order blanks and 
other stationery and records necessary to the sales¬ 
men. 

It is made entirely of sole leather and thin steel 
plates, put together with rivets and heavy machine 
sewing. 

The binder utilised in the outfit is the Proudfit 
style E-L, having a capacity limited only by the ex¬ 
pansion of the case. It opens as flat as a bound book, 
binds on less than one-half inch binding margin and 
mechanically, it is simplicity itself. 

The Proudfit Carry-All carries in addition to the 
Loose Leaf binder a collapsible leather pocket or port¬ 
folio made in any capacity to suit individual require¬ 
ments. 

The Carry-All automatically adjusts itself to any 
capacity of binder or pocket and is made of oak or 
hemlock tanned sole or strap leather. 

The Proudfit Carry-All is not a stock proposition, 
is made to order to the individual requirements of 
manufacturers, jobbers, salesmen or any one else who 
finds it necessary to carry a large catalog. 

While it is a new Proudfit product on the market, 
the Proudfit Looqe Leaf Company has in times past 
made a good many of these carriers to order for vari¬ 
ous concerns, and it is claimed that in every instance 
the Proudfit Carry-All has proven highly successful. 


No man was ever really great who was not 
at it every hour in the day and every day in 
the year. 



Retails for 
$ 1.00 
SOLD ST 
Hardware Stores 
Paint Stores 
Department Stores 
Decorating Establish¬ 
ments 

Write for free descrip¬ 
tive circular sad prices 
to the trade. 

Tbi “1114111" Cmcmj 


96S-L W. Heilman Bldg., Los Angd—, OaL 

(Factory: San Francisco) 



ROYAL SELF-HEATING IRON 

The Royal 8elf Heating Iron is an article that ap¬ 
peals to the women folk of every community. 

The Royal Iron Mfg. Co. tell that they have over 
850,000 satisfied users, which is a strong recommenda¬ 
tion to the merits of this self heating iron. 

The co operation which they extend in furnishing 
merchants with window trims, counter displays, movie 
slides and other advertising matter makes the line a 
desirable one. 

They will be glad to give full information and de¬ 
tails to any of our readers upon request. Write them 
at Big Prairie, Ohio. 


CONVENTION OF WESTERN REPRESENT¬ 
ATIVES OF INGERSOLL WATCHES 

The Advertising and Sales Departments of Robt. 
H. Ingersoll A Bro., were in attendance at the Pacific 
Coast Sales Convention held at the Pacific Coast of¬ 
fices of this company in San Francisco, after a suc¬ 
cessful year. 

This Convention was not called to celebrate, but to 
make all realize that only those in dead earnest can 
survive and do their part in the days to come; and 
to emphasize the value of advertising in this crisis. 

The representatives beck from an eastern trip, 
where they visited the three factories of Robt. H. 
Ingersoll & Bro., at Trenton and Waterbury, where 
over 5,000,000 Ingersoll watches are made each year, 
explain the wonderful things that are being done at 
these factories. MethodB were discussed that should 
enable the salesmen to help increase the profits of the 
retailer. 

The retailers who are called upon by the salesmen 
within the next few months will find them a store¬ 
house of interesting facts—facts that will be profit¬ 
able, to every retailer. 

Strenuous work at the Convention was lightened by 
theater parties and dinners which were attended by 
over 100 of the employees of the Geo. F. EbeAterd 
Company. 


Cluns 

Md 

Pillslos 

Furniture, Hardwood Floors 
Interior Woodwork 

made clean and bright with 'one operation. lvii| 
household noods It. 

Tbore’s a good profit for every merch a nt. 

For speoial Introductory offer to dealers writo 

SB1 CUABWAZ oo. 

lifts Btory Building Boo Angel—, OaHf. 



Digitized by Google 






132 


HARDWARE WORLD 



THE HESS-SNYDER PLANT 

The photograph herewith gives some idea of the magnitude of the plant of the Hess-Snyder Co., of Mas¬ 
sillon, Ohio, which is modern in every detail, the buildings being of brick and steel, equipped with automatie 
sprinkler equipment, electric motors being used to drive all machinery. 

While they do not claim to be the largest in the world, yet they are not excelled by any one in equipment 

and facilities for turning out goods of superior quality, including coal and gas heaters for factory and resi¬ 
dent use. Also a line of friction clutch and plain cast iron pulleys used for driving machinery in any plant. 

They will be glad to furnish catalog to any of our readers upon request. 


NEW CASSEROLE 

The .New York Stamping Co., Brooklyn, New York, 
are illustrating their Nos. 782 and 78S Casserole which 
has an entirely new style frame, and has never previ¬ 
ously been on the market. 

Wherever this Casserole has been shown it meets 





with instant favor, and appeals particularly to the 
housewife. 

The products of the New York Stamping Co. have 
earned a high reputation for quality and service, and 
these new styles are destined to become leaders in their 
line. 



RUSS WIN PRICTION ADJUSTER 

Bussell & Erwin Mfg. Co., New Britain, Conn., have 
placed on the market their Busswin Friction Adjuster 
No. 8 for casement, sash and transoms. 

This adjuster can be applied to either the top or 
the bottom of the sash, opening out, and at the top 
or bottom of the sash opening in where there is no 
objection to applying the adjuster on the outside of 
the sash. 

It can also be applied to transoms opening either 
in or out. We are illustrating herewith the method of 
adjustment. 

This appeals to all house owners, builders, con¬ 
tractors and architects, as one of the most efficient 
adjusters made. Length over all closed is nine inches; 
open, 15 inches; size of the end plates, 2x% inch. 

They will be glad to give further information to 
any of our readers upon request, and to send descrip¬ 
tive matter. 


Some persons ask advice only because they 
want some one on whom to place the blame if a 
venture that they have in mind goes wrong. 
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ANNOUNCEMENT OP NEW PEXTO COUN¬ 
TER DISPLAY 

In line with their established policy of aiding the 
sales of their goods through the medium of attractive 
counter displays, The Peck, Stow & Wilcox Company 
of Cleveland, Ohio, and Southington, Conn., are intro¬ 
ducing to the trade a handy, unique display for their 
Ladies 1 Bose Shears. 

One display is packed free in each carton contain¬ 
ing one dozen Ladies’ Bose Shears. The display itself 
holds but six pairs, a distinct advantage, for it allows 
a reserve supply of six pairs of shears to stay bright 
and fresh-looking. 

The accompanying illustration is an exceptionally 
good reproduction of the Pexto Bose Shears Display. 
The shears themselves have peculiar advantages. For 
instance, they are so constructed that the rose after 
being cut off, is held until it is released by relieving 
pressure on the handles. 

The manufacturers state that further information 
will be gladly sent on request. 


The Goulds Manufacturing Company, Sen¬ 
eca Palls, N. Y., manufacturer of pumps, has 
put into effect beginning January 1, 1918, a 
bonus system whereby all hourly, piece work 
and salaried employees, rated at $40.00 a week 
or under, will receive quarterly, a bonus of 10% 
on their total salary for the previous three 
months. This bonus is contingent upon a stipu¬ 
lated amount of time being put in at actual 
work during the year, and is aimed to encour¬ 
age full time work. 


A READY-SELLING ARTICLE 

Attention is directed to the announcement of the 
Handy Fruit Jar Holder, made by the Handy Manu¬ 
facturing Co., of Chicago and Seattle. These holders 
have been on the market several seasons, and have 
become so popular with housewives that it has been 
necessary to more than double the capacity of their 
plant, and to increase their facilities for supplying 
merchants promptly. 

A great impetus has been given the sale of these 
fruit jar holders by the necessity for food conservation 
and to enable the women folks to make home canning 

easy. These fruit jar 
holders are the most 
practical and season¬ 
able articles of the 
kind made. They have 
the endorsement of va¬ 
rious housekeeping in¬ 
stitutes and organiza¬ 
tions, and merchants 
will find a big demand 
for them wherever they 
are displayed. They re¬ 
tail for 10 cents each, 
or a set of six for 60 
cents. It is an article 
that will please your customers and bring them back. 
The Mandy Manufacturing Company are in a position 
to take proper care of the trade in any part of the 
country. Our subscribers east of the Bocky Mountains 
will be taken care of from the Chicago factory, 208 
Wabash Avenue, and those on the Pacific Coast can 
address them at 504 Maritime Building, Seattle, Wash. 
Now is the time to prepare early for sales of this 
excellent article. 



CARAFE SET 

The handsome Carafe set, Jug or Pitcher is. the 
delight of the hospitable housekeeper, when she sees it 
decorating her table—or ornamenting her buffet and 
lending a tone to her dining room. 

Dainty and graceful are the new colored enameled 
designs of the “Icy-Hot” Carafe sets, Pitchers, Jugs 
and Bottles. 

“Icy-Hot” Carafe sets, Pitchers, Jugs and Bottles 
are now made in delicate shades of Pink, French Gray 
and Verde Antique. 

They are a pleasure to look at. And of all Vacuum 
Products the enamel colored “Icy-Hot” Carafe set, 
Jug or Pitcher are the most highly prized. 

The special process employed in the baking on the 
enamel coloring on the Carafes, Pitchers, or Trays, 
serves a two-fold purpose—beautifies the Carafes, 
Pitchers or Trays—and is sure to wear with better 
satisfaction. 

Another item of importance deserving mention is 
the * 1 Icy-Hot ’ ’ Khaki Sling. This Sling is hung from 
a strap which is adjustable so that it will fit any man 
—and an “Icy-Hot” Bottle can now be carried Dy the 
‘ 1 Boys ’ ’—or those interested in hunting without inter¬ 
ference of the arm movement so necessary in marching 
or shooting. 

Both of the two items have proven £o be popular. 
And judging from the various reports the “Icy-Hot” 
Bottle Company were snowed under with orders for the 
Colored Carafes and Pitchers, Khaki Slings and vari¬ 
ous other “Icy-Hot” Products. 

The De Luxe Booklet should be in the hands of all 
Hardware merchants. There’s no doubt that a copy of 
this Booklet will be cheerfully mailed to anyone inter¬ 
ested. Write for one. 


4 'You can soon fill your purse,” says & phi¬ 
losopher, “by adding a little more than you take 
out.” Simple enough, once it is explained. 
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NO. 1120 COMBINATION LATCH 

The Stanley Works is now selling a new Combina¬ 
tion • Latch for swinging or sliding doors. This new 
latch is proving to be popular because it is extra 
heavy, self latching on sliding doors, reversible and 



strong. It will not catch on harness, for it can be 
swung over and out of the way. No. 1120 can be had 
japanned or Stanley Sherardized. 

Packed one set in a wrapper with screws, one half 
dozen in a carton. For further information, etc., write 
to The Stanley Works, New Britain, Conn. Cut is 
one-third size. 


NEW SIFO FACTORY 

The SiFo Products Company of St. Paul, Minn., have 
purchased the real estate ana factory formerly occu¬ 
pied by the Hammond Asphalt Products Co., at Ham¬ 
mond, Ind., with a view of enlarging their present out¬ 
put and affording a distributing and manufacturing 
center for their eastern and southern markets. 

Work will commence at once remodeling the build¬ 
ing preparatory to installing new and modern up-to- 
date machinery, such as is now in use in the' St. Paul 
factory, for the manufacture of asphalt shingles, roof¬ 
ings and SiFo Lath. These changes are necessary in 


order to produce the high standard product thin. com¬ 
pany manufactures. The present plans call for the 
factory to be in operation February 1st. 

The name SiFo is coined from the names of Silas 
M. Ford, President of the company, who resides in St. 
Paul, where the SiFo Products Co.’s main factory is 
located, and has been in successful operation since the 
pioneer days of the asphalt roofing business. 

E. W. Adams, for many years a successful sales 
manager and executive in the roofing business, is 
Vice-President and General Manager of the Hammond 
lant. Mr. Adams has been for the past six years 
ales Manager for one of the large roofing companies 
in the Middle West and is a man with a wide range 
of experience and well known to the trade. 

The Treasurer of the Hammond plant, George F. 
8iroky, is a gentleman of strict integrity, who is well 
and favorably known to the trade. His experience in 
the roofing business dates back for the past six years. 
He will locate in Hammond. 

Wm. C. Smith, Sales Manager of the Hammond 
plant, will also reside in Hammond, as the company 
will travel a large force of salesmen in the eastern 
and southern territory. 


LARGE SUPPLY OF CASTERS AND CAST 
IRON WHEELS 

Lansing Company of 338 and 348 Brannan Street, 
San Francisco, have just received from their factory a 
car of castings which covered every imaginable size 
and style of casters, cast iron wheels and axles. These 
are used in the equipment of their two and four- 
wheeled store and warehouse trucks and also as stock 
for supplying their customers who are in need of 
extras. This company has also en route several cars 
containing wheelbarrows, warehouse trucks, hand 
carts, etc., which will swell their stock on hand in the 
warehouse to one of the largest in San Francisco. 


Polish Your Car 


WITH 



Crystal - 


Crystal-lac is a quick cleaner 
and polisher, which removes 
all grease, dirt and previ- 
ous polish, leaving a 
mirror-like surface 
with an aristocratic 
luster. 


V* 

, % 

\ 1>x* 

\ % 


SHAKE THOROUGHLY 

For Automobiles- 

PIANOS-FURNITURE- 
INSIDE FINISH- 
VARNISHED OR ENAMELED 
SURFACES-HARDWOOD 
FLOORS ETC” 



Look for this label 


% 


Crystal-lac is a mechanical cleaner 
and polisher, therefore harmless; 
contains no acid, alcohol, alkali or 
any substance harmful to the finest 
luster. Send for free sample. 
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NEW HOME OP SAN FRANCISCO JOBBERS 

Mangrum & Otter, Inc., of San Francisco, 
are taking much pride in now being installed 
in their new home, 827-831 Mission Street, San 
Francisco. 

This institution was established over thirty 
years, ago, and under Mr. Mangrum’s progres¬ 
sive management a large trade has been devel¬ 
oped, making them one of the largest factors 
in their line on the Pacific Coast. They are the 
jobbing distributors in their territory for the 
Garland line of stoves and ranges; Grand Rap¬ 
ids Refrigerator Co.; Crescent Electric Dish¬ 
washer; and, in fact, a complete line of house¬ 
hold, hotel and kitchen equipment, as well as 
heating and ventilating apparatus, mantels, 
grates, floor and wall tile, etc., and extend an 
invitation to the trade to call and see them in 
their new home. 


“TIN-ROOF PAINT WOULD TRY A 
SAINT 9 9 

“Tin-roof paint would try a saint" sometimes, ad¬ 
mits the Joseph Dixon Crucible Company, of Jersey 
City, New Jersey. Tin today is not what it used to 
be in weight and metal. The acids, gases, and dust 
in the air, etc., is greater than what it used to be. 
Or it may be the tin was not properly put in painting 
condition, to receive the paint, according to directions 
on paint label. There are sometimes failures. Again 
there are remarkable instances of long service. In 
their monthly house organ, the Dixon Company repro¬ 
duces roof testimonial telling of 20 years' paint serv¬ 
ice. This concern also distributes an illustrated tin 
roof booklet of much interest to factory owners and 
the general trade. 



THE ROLLER BEARING IDEA APPLIED 
TO CHAIN 

This is the title of an interesting circular recently 
issued by the Cleveland Galvanizing Works Company 
describing Hodell Chain and contrasting it with the 
familiar flat-link chain made of links die-cut from 
sheet metal. 

Since the new chain is a very great advancement, 
we believe our readers will be interested in a brief 
description of it. 

Hodell Chain is of patented construction, made of 
flattened wire in a machine which, it is stated, will 
automatically reject any wire that is imperfect. This 
machine loops the wire, bends it and laps the ends in 
such a way that the next link cannot drop back and 
wedge as happens in ordinary flat chain—this and the 
smoothly rounding contacts, due to the use of smooth 
drawn wire, gives the “roller-bearing" effect, a flexi¬ 
bility that is hardly surpassed by rope itself and it is 
claimed that Hodell chain is entirely free from the 
tendency to buckle and kink that is the source of so 
much bad language among users of ordinary flat chain. 

A most interesting comparison in this circular is 
made in connection with the illustrations reproduced 
here—the “grain" of the ordinary flat link chain is 
compared to that of a block of wood sawn to the same 
shape—the die-cut link not only has the same sharp 
edges, but it also has the cross grain which inter¬ 
feres with uniformity of bending and strength. The 
Hodell link is compared to a willow wand bent to 
shape—the grain runs with the strain and there are 
no sharp edges. 

Another contrast in favor of Hodell chain is the 
double thickness at the eye where wear is greatest 
and the re-enforcement there which prevents the chain 
from flattening and lengthening under strain. In fact, 
it is claimed that in tests of tensile strength the 
break comes in the wire, the joint neither giving way 
nor becoming distorted. 

The new plant of the Cleveland Galvanizing Works 
Company enables them to take care of the rapidly in¬ 
creasing business in Hodell chain which is not only 
replacing ordinary flat-link chain, but is proving 
ideal for every use to which chain is adapted . 


NORTHERN CALIFORNIA STOVE 
ASSOCIATION 

The annual meeting of the Northern California 
Stove Association was recently held in San Francisco. 
Harry F. Hall of Holbrook-Merrill & Stetson Company, 
was elected President, succeeding Wm. R. Meyer, who 
resigned. The members of this organization recognize 
the value of getting together in a social way and dis¬ 
cussing matters that are of interest to the Stove fra¬ 
ternity. 

Col. William J. Barrett made an ideal toastmaster 
at the annual dinner which was attended by representa¬ 
tives of Holbrook-Merrill & Stetson, Steiger & Kerr, 
Jas. Graham Manufacturing Company, Hammer-Bray 
Company, Buck Stove & Range Company, Rathbone, 
Sard & Company, Mangrum & Otter Company, Geo. M. 
Clark Company, Riugen Stove Company, and A. B. 
Stove Company. 

The association haB done much effective work with 
Retail Merchants in eliminating the abuses and co¬ 
operating with them to meet present business and 
trade conditions. 
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AN UNUSUAL EXPERIMENT 

The experiment of pouring boiling water 
into a Pyrex pie plate on a block of ice is a 
good demonstration for retail merchants to 
feature in calling attention to the merits of 
this line. The selling points mentioned in their 
announceemnt this month, and their method of 
cooperation will convince any merchant that 
here is a line that is bound to be in big demand; 
a line that will be well to couple up with in 
securing their attractive proposition to retail 
merchants. The publicity cooperation likewise 
makes it a desirable line to feature. This is an 
opportunity that should not be overlooked. 


TINNING PLANT INSTALLATION AND JOB 
TINNING 

The New Standard Hardware Works, of Mt. Joy, 
Penna., wishes to announce an addition to their plant 
and organization. After many years of practical expe¬ 
rience in the tinning of steel, gray and malleable iron 
hardware, they have perfected a tinning process which 
is second to none as regards production, quality and 
tin saving. The addition to the plant is an increased 
equipment for all kinds of hot tinning of gray iron, 
malleable iron, steel and brass stampings, etc., and in 
connection with this new addition they are in & posi¬ 
tion to take care of increased quantities of hot tinning, 
and solicit your orders. 

The new organization is a department especially 
qualified to advise intelligently on the outfits, instal¬ 
lations and any information regarding tinning plants. 
This department will not only advise how corrections 
can be made in your present methods so as to save 
money and increase production, but is well qualified 
to quote on complete tinning plant installations. 

They solicit your inquiries Doth on job tinning and 
tinning plant outfits. 


You can kill the genius, creative effort and 
enthusiasm of any individual simply by with¬ 
holding your co-operation, support and fellow¬ 
ship and by never speaking or writing a word 
of encouragement. 


THE CHATILLON LINE IS RIGHT 

Five reasons are presented in the announce- 
ment of John Chatillon & Sons this month, which 
are convincing of the merits of the Chatillon 
line of scales and cutlery. The dealer makes no 
mistake in handling a line that is backed by 
such an institution whose one aim is to produce 
goods of quality and merit, and who extend 
such cooperation that make their lines most 
profitable to handle. 


THE “HOME” CHERRY STONER 

The manufacturing department of Schroeter Bros. 
Hardware Co., St. Louis, Mo., have placed on the mar¬ 
ket another specialty called the “Home” Cherry Stoner. 
It has many new features, making it most practical for 
the home, restaurants, hotels, bakeries, candy kitchens 
and canneries. The “Home” Cherry Stoner removes 
the stone without crushing the cherry. It is positively 
the fastest and 
most convenient 
cherry Stoner 
made. It is self¬ 
feeding; due to 
the rocking hop¬ 
per which agi¬ 
tates the cher¬ 
ries, causing 
them to roll into 
the pitting sock¬ 
ets. Hopper is 
large enough to 
hold a dozen or 
more cherries at 
one time. The “Home” Cherry Stoner is operated by 
a natural movement of the hand, which makes it less 
tiresome to operate. Two cherries are pitted with each 
downward thrust of the plunger handle. The downward 
thrust of the handle forces plungers through the cher¬ 
ries and at the same time, forces the stones below, and 
with the return or upward stroke the stone is cleaned 
from the sockets and drops them into the discharge 
spouts. 

The “Home” Cherry Stoner is constructed with 
removable hopper which allows compact packing and 
is easily cleaned. It is also equipped with removable 
clip for inserting new cleaning washer. The cleaning 
washer is made of best rubber cloth composition. The 
“Home” Cherry Stoner is durable and compact, hav¬ 
ing no complicated parts to wear or break. Height 
above table, 8 inches. Over all, 10% inches. Length 
over all, 9% inches; width, 3 inches. Put up in indi¬ 
vidual cardboard box, 2%x5xll% inches. Weight per 
shipping case of one* dozen Cherry Stoners, 30 pounds. 
Finished in blue enamel, hard baked, making it a most 
attractive article for any kitchen. The “Home” 
Cherry Stoner retails at 75 cents each. 

Schroeter Brothers Hardware Company will be glad 
to send further information and dealers’ prices to any 
of our readers, upon request. 


“PROTECTIVE PAINT. PER YEAR OR PER 
GALLON” 

In its house organ, the Joseph Dixon Crucible Com¬ 
pany, of Jersey City, New Jersey, under title, “How 
do you figuref” discusses this argument and they 
show how “any old paint will do so long as it is 
cheap,” is a false argument and a waste of labor and 
material. The best is the cheapest per year of service, 
argues the Dixon Company for its-Dixon’s Silica- 
Graphite Paint, and therefore gives the reason for the 
“faith that is in them.” 
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Business Opportunities 


position WANTED. 

A-l hardware man wants position as manager, 
country store preferred. Address “H. W. A.,” care 
Hardware World. 


EXPERIENCED HARDWARE MAN WANTED 

for Seattle retail firm. State age, experience, nation¬ 
ality, and expected salary. Address Seattle, care of 
Hardware World. 


MANAGER WANTED. 

Experienced hardware man, able to furnish good 
references and bond, to manage a small store in Pacific 
Northwest city. Salary and half profits to right party. 
Address Washington, care Hardware World. 


FOR SALE. 

A good paying hardware business, will sell at in¬ 
voice price which will be about $12,000. Reason for 
selling, want to retire from business. Reasonable rent, 
or will sell building. S. F. W., care Hardware World. 


POSITION WANTED. 

In hardware store, where ability counts, with an 
opportunity to advance. Am 38 years old, married; 
have no bad habits. Have had five years experience 
in hardware and implement business. Can give best 
of references. Address O. H., care Hardware World. 


FOR SALE. 

A nice clean stock of general Hardware, Implements, 
Stoves, Paints, Oils, etc., in a good live county seat 
town in the upper Sacramento Valley. A fine oppor¬ 
tunity to obtain an old well established hardware busi¬ 
ness. For further information address “B. L.,” care 
41 Hardware World." 


FOR SALE —Hardware stock, clean and well assort¬ 
ed, located in live, up-to-date Southern California city. 
Finest climate and water in the state. Will invoice 
about $25,000. Best reasons for selling, full particulars 
on request. This is a splendid opportunity for some 
one wishing to live and do business in the garden spot 
of the U. 8. Address Box A, care Hardware World. 


FOR SALE. 

Clean stock of furniture and hardware in a good 
foothill town. No opposition. Trade from neighbor¬ 
ing towns. Will give cheap lease. Reasons for selling, 
have other business to attend to. Business established 
fourteen years. Address “S. A. F., care Hardware 
World. 


FOR BALE. 

Owing to continued ill health of owner, will sell 
our well established general hardware business, doing 
about $30,000 a year. This business is located in a 
thriving little city of Southern California. Delight¬ 
ful climate. Fine schools, churches. Business can be 
largely increased bv younger man. Address 14 Howe," 
care Hardware World. 


AN A1 OPPORTUNITY 

An old established hardware business located in one 
of the best towns in the Sacramento Valley, California. 
Stock will invoice about $10,000.00. Owing to death 
of senior member of firm, outside interests require 
personal attention of other member. This is an un¬ 
usual opportunity to step into a splendid paying busi¬ 
ness, good centra] location. Will eitherysell or lease 
trailding. Will bear fullest investigation. Address 
H. Mitchell A Son, Colusa, California. 


POSITION WANTED 

By a hardware man of twelve years experience; now 
employed by a large wholesale and retail firm of the 
Inter-mountain country. With one firm for seven years; 
can give best of references as to ability, character, 
honesty, etc. Wish to make a change to lower altitude 
and moderate climate. Prefer Coast in Southern Cal¬ 
ifornia or similar climate in hopes of being beneficial 
to wife *b health. Thirty-six years of age, with one 
child. Desire something permanent, with a reliable 
house. Address Box 20, care Hardware World. 


SITUATION WANTED. 

Experienced traveler in the hardware and electrical 
jobbing line desires a new connection by December 
fifteenth. Long familiarity with the dealers in the 
Pacific Northwest assures results as to service, al¬ 
though prefers to engage in house work in a man¬ 
agerial capacity. In any case must be position that 
presents possibilities for advancement and co-operation 
in high class service. Best references from the trade 
or present position. Address M. B., care Hardware 
World. 


FOR SALE. 

$20,000 stock of hardware, furniture and fixtures. 
Our stock is heavy as we bought a great many staple 
articles at low prices. 

Only hardware and furniture store in town, nearest 
competitor three miles away, and is a small store. 

We rent brick building and have two other build¬ 
ings, for which we pay $50.00 per month, the main 
building we pay $35.00. Not necessary to have all this 
space. 

Established for year and a half, and have only 
$18.00 of bad accounts on our books. 

We cany a general line of hardware furniture, 
paint, oil, glass and kindred lines. Address M. M. M., 
Washington, care Hardware World. 


ORANGE CLIPPER CLUB 

The enterprising merchants of Southern California, 
especially in the San Bernardino Valley, have organ¬ 
ized what they term the Orange Clipper Club, which 
includes members in Rialto. San Bernardino, Red¬ 
lands, Banning, Beaumont, Perris, Riverside, Colton 
and Corona. 

The officers are Frank B. Keller, San Bernardino, 
President; F. E. Hobbs, Rialto, Secretary. 

It is a mutual social club, meeting in different 
towns until the circuit is completed. There are no 
by-laws or obligations. The meeting is given over to 
general discussions for mutual benefit, and it is prov¬ 
ing very helpful and interesting to the merchants con¬ 
nected with it. 

There should be more of such organizations, and 
we commend the spirit of Southern California dealers 
to merchants in otner sections. 


WHO AM It 

I am the foundation of all business. 

I am the fount of all prosperity. 

I am the parent of genius. 

I am the salt that gives life its savor. 

I have laid the foundation of every fortune 
in America, from Rockefeller’s down. 

I must be loved before I can bestow my 
greatest blessings, and achieve my greatest 
ends. Loved, I make life sweet and purposeful 
and fruitful. 
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“LIVE OUR LIVES” 

(By John Wan&maker.) 

“In war time, as in peace time, we must live 
our lives. Normal, healthful living is best able 
to meet abnormal, unnatural conditions. 

“In war time, as in peace time, we must 
go on working, playing, thinking, planning, 
dreaming, helping, doing—everything that is 
natural to do. 

“Only—we must do—each of us—a little 
more; and we must do everything a little more 
thoughtfully, a little more cheerfully, a little 
more intelligently, a little more unselfishly. 

“Living our lives means keeping well. 

“Living our lives means keeping up our 
courage, our appearance, our disposition. 

“Living our lives means keeping ourselves 
and our homes bright, cheerful and efficient. 

“Living our lives means keeping our busi¬ 
ness going. 

“Nervousness, worry, fear, grouchiness, 
grumpiness, long faces, a discouraged air, a 
down-at-the-heel look, are all enemies of service. 

“And it is service—healthful, capable, will¬ 
ing, self-sacrificing service—individually and 
collectively, that our country needs today. 

“The world believes that we have some¬ 
thing—a sort of rough diamond, perhaps—in 
our hearts — that will carry us through any 
crisis. 

“Now America must make good this trust. 

“We must all work and sacrifice and do 
our part. But we must do it naturally, and in 
addition to. our regular duties and regular 
responsibilities. 

“Quietly, patiently, willingly, cheerfully, we 
meet the task—each of us as it comes to us. 

“In the meantime we go on living our lives, 
day by day.” 


RIGHT 

It appears that once a Westerner, visiting 
New York, was held up by a footpad with the 
demand: 

“Give me your money, or I’ll blow out 
your brains!” 

“Blow away,” said the man from the West. 
“You can live in New York without brains, but 
you cannot without money.” 


WHAT RESPONSIBILITY MEANS 

(It is Not the Result of Promotion, It is the 
Forerunner.) 

Responsibility isn’t something that is lifted 
and strapped on to your shoulder by another 
who says: 

“Now, this is yours; it is responsibility; do 
your best with it.” 

It isn’t the result of promotion—it is the 
forerunner. Responsibility is not given; it is 
assumed. You can’t dodge it today and tackle 
it tomorrow. If you are irresponsible now, you 
will be more so then. 

If it were ours to teach a young man his 
first lesson, it would be that he is a responsible 
being; that his greatest interest is the success 
of his employer; that anything which comes 
under his notice which would save his employer 
a loss or add to his gain is his responsibility. 

The boy who stuck his finger in the hole in 
the dyke and prevented a disaster, assumed a 
responsibility. When he discovered that little 
leak, stopping it became his work. There were 
no orders to do it, no one told him of the dan¬ 
ger, it was not his task nor had his carelessness 
caused the trouble. He merely recognized a need 
for usefulness and assumed it. 

This is responsibility. It wins promotion, it 
wins fortune, it brings distinction and it betters 
the world. It averts disaster and prevents injus¬ 
tice ; it avoids errors and saves time; it means 
work but it also means happiness. 

If you see anything that ought to be done 
that you can do, Do It.—Source unknown to us. 


WAR OBITUARY 

Solomon Grundy 
Married on Monday, 

Drafted on Tuesday, 

Claimed exemption Wednesday; 

Wifie learned it Thursday, 

Sought the office Friday, 

Returned him with thanks to his country 
Saturday, 

And roasted him all Sunday. 


When you lose a sale don’t think what was 
wrong witn the prospect. Think what was 
wrong with yourself. 
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FAULTLESS' 

PLUMBING 

AND 

HEATING 

SUPPLIES 


AFFORD Mutual Satisfaction 


PLUMBER—DEALER 
CONSUMER 

All Testify to Their Unusual 
High Quality and 
Efficiency 


M.L KLINE 

30 Yean Wholesaling Plumbing and Healing Supplies 

84-86-87-89 FRONT STREET, PORTLAND, ORE. 
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SMOOTH-ON 


IRON 
CEMENT 
No. 5 


For making hub joints on cast 
iron soil pipes, gas and water 
mains. 

EASY TO APPLY 

Difficult joints quickly and 
easily made 

SMOOTH-ON MFC. CO. 

Jersey City, N. J. 

For Sale by Supply Houses 
Sold in 1, 5, 10 and 25-lb. tins. 


TRIO 

Pipe Die Stock 





Sell yourself on the Trio idea and 
you will have no trouble selling these 
tools to your customers. Bead this ad¬ 
vertisement for selling points. 

The Trio contains 

THREE CUT T IN G SIZES 
of Little Giant Pipe Dies. These Dies 
are adjustable, can be removed from 
the stock for sharpening and are re¬ 
versible to cut threads on a pipe elose 
to a nipple or wall. 

No dies or bushings to lose, no 
changing of dies. The buyer selects the 
three cutting sizes he most commonlv 
uses. He can have extra sizes if de¬ 
sired. Then if he carries his Trio in 
his kit he is pretty liable to have the 
right cutting size right in the stock all 
ready to use. 

You can see the advantage. Could 
you sell Triosf 

Ask for further information, prices, 
etc., and samples of envelope stuffers 
furnished to dealers free. 



A Trio of Happy Trio Uaan 

Greenfield Tap & Die Corporatloi 

GREENFIELD,MASS. 

New York, 28 Warren Street 
Chicago, 13 South Clinton Street 
London, 149 Queen Victoria Street 
Canadian Factory, Wells Brothers Company 
of Canada, Ltd., Galt, Ontario 
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HEADS UP IN BUSINESS 

(By Harry Gale Nye.) 

We had one of those 
old-fashioned rain storms 
the other night—one of 
those rain storms when 
the rain freezes as soon 
as it hits, and this be¬ 
comes a glass world, and 
the directors of the acci¬ 
dent insurance compa¬ 
nies meet and mournfully 
pass the monthly divi¬ 
dend of eleven per cent. 
It was a time for sobriety 
and rubbers and the 
Straight and Narrow (in preference to the 
Great White) Way. The war risk on a fat 
man’s legs jumped from a shilling and a half 
to seven marks and a franc. There was no 
telling when he might be submarined from 
below by a well polished spot in the concrete 
and go down with all hands. And even the thin 
man went about convinced that something was 
going to happen to him in a minute, and was 
very seldom disappointed. 

Politeness at such a time became a very 
perilous undertaking, and informality rose to 
the dignity of a common custom. A man went 
a great deal farther than he ever intended, 
whether it was turning a corner or tipping his 
hat. I saw one young scion of our best society 
attempt to lift his hat to a lady, thereby forget¬ 
ting all about his feet and his equilibrium. The 
result was that what was merely intended as a 
casual courtesy became a passionate avowal, as 
Laura Jean Libby or Lydia Pinkham or one of 
those other lady authors would say. 

Instead of merely tipping his hat as he had 
planned, he threw himself at her feet—and 
made a bullseye. The young lady, not to be 
outdone in politeness, caught the idea—the only 
thing she was able to catch when she grabbed— 
and sat down on his neck. After that they felt 
real well acquainted. You can’t act distant 
with a young man when you are sitting on his 
ear. It was a morning fraught with compound 
fractures, matrimony and other dangers. 

The street was a sea of glass. Even the 
truck horses tangoed at their work, and when 


the chauffeur put on his brakes lie slid a mile. 
You would have thought it had been raining 
vaseline or axle-grease instead of rain water, 
or that a new race of men had been bom witli 
roller-skates in place of feet. The world seemed 
one gigantic banana peel, and nowhere to step 
on and nowhere to fall but down. 

It was a morning that made you regret that 
climbing the greased pole and walking the tight 
rope were not taught in the public schools in 
your youth. But, if the lessons on how to get 
through the slippery world were missing then, 
they were evident now. Because, after all, 
brethren, the world on a slippery morning is 
not very different from the world on any other 
morning. Life is a skating-rink at best. And 
one of these icy mornings may point a moral 
and adorn a tale and tell us how to navigate 
places that may not be as easy to see, that are 
just as hard to fall on. 

It has been my observation that the fat 
man’s safety on an icy morning lies in walking 
in the middle of the street with his head up. 
When he begins to look down, or around, or 
behind, things begin to happen. As long as he 
keeps his eyes front and plants his heels and 
toes fair and square on the pavement he is 
pretty likely to get through without a busted 
clavicle. But if he passes a pretty girl and forgets 
the rubber on his heels for that in his neck, or 
if he turns out of the middle of the street to 
stop and talk about the weather to Herman of 
the White Apron, catastrophes are likely to 
occur and accidents to happen. Or if he just 
keeps looking at the ground and groaning be¬ 
cause it is so slippery, instead of looking ahead 
for the best going, he will never find where the 
best going is. 

So “Heads Up” is a good rule on an icy 
morning in life, and in business and everything 
else. Not that a man ought not to take some 
little pleasure as he passes through this vale of 
tears. A man ought to have a little fun with 
life, considering the amount of fun life has 
with him. But you can have a lot of fun when 
you’re out walking and still side-step the slip¬ 
pery spots. “Enjoy yourself while you live, 
for you will be a long time dead” is all right— 
but Safety First. The fun that you can have 
and still keep your head up is the only fun 
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THE WORLD SEEMED LIKE ONE GIGANTIC BANANA PEEL 
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Help the government* 
'relieve tne ear famine 


The Government needs your assistance to help relieve 
freight congestion. 

It asks that you order materials made on the coast so as to release 
cars that would be otherwise tied up by the transcontinental haul. 

Pacific Plumbing Fixtures are only one of many lines made on the 

coast that cost no more than Eastern products and are of superior quality. 


New York’s new 
Pennsylvania Hotel 

Rhode Island 

Unions lllpi 

T HE MEN who selected the Rhode Island Union for New York’s new ; 

Pen ns ylvania Hotel, did so because they knew that it is made of the 
best grade of malleable iron, has a specially constructed bronze seat 
that makes a tight joint and prevents wasteful, destructive and dangerous 
leaks. It costs less in the long run, because it is guaranteed. 

Made for water, steam, gas and oil. Approved by the Underwriters’ 

Laboratory, and tested to 300 pounds pressure before being passed as perfect. 

The whole story is told in our booklet. Send for It. 

RHODE ISLAND FITTINGS CO, Hilkgrove, Rhode Island 
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worth while, because as long as you can keep 
your head up you are not riding for a fall. 

And what applies to fun applies to work as 
well. In every business you are going to hit 
the icy mornings when the world is a sea of 
glass. At such a time there is just one thing 
that will put you through with a whole collar¬ 
bone and a complete collection of ribs, and that 
is keeping your eyes ahead, picking out the 
best road and the surest going and never let¬ 
ting on but what you think the weather is just 
right for the walking you have to do. I have 
seen a small boy when he met an icy place, 
begin to do a dance—and every time he wound 
up by hitting the pavement. I have seen men in 
business, when the going got icy, try some fancy 
stunts to get them across—and every time they 
hit the chute to disaster. 

No, sir; on an icy morning in life or busi¬ 
ness there is only one thing to do—and that is 
to keep your head up, your feet in the middle 
of the road, and your eyes ahead. 


WHITE BATHROOM FIXTURES 

There is nothing that appeals so much to 
the owner of any building, no matter what its 
nature, as a clean, attractive bathroom. Nothing 
adds more to it than the proper kind of fixtures 
and equipment. The snow-white appearance of 
Pyralin products makes an especial appeal to 
every owner, and when you consider that these 
fixtures of a superior quality cost no more than 
inferior goods, and that means so much to the 
plumber and the dealer, you should never hesi¬ 
tate to recommend a line that is not only sure 
to please your customers, but will bring you 
both profit and satisfaction. C. F. Church Mfg. 
Co., or any of their jobbing connections or 
sales representatives will be glad to give full 
information. 


A. H. Froom has disposed of his plumbing business 
at 8anta Maria to his brother, Otto Froom, and Charles 
Bidamon, who will conduct the business. 


T. C. Jameson, manager of the plumbing department 
of Ford ft Sanborn Co. at Salinas, Cal., has engaged in 
the plumbing and tinning business on his own account 
at Gonzales with Chas. Long. The firm will be known 
as Jameson ft Long. 


CAN’T WALK OUT 

“You look disgruntled,” said the shoe 
man. 

“Yes,” snapped the hardware dealer. “Had 
a little rush just now, and a couple of prospect¬ 
ive customers walked out without being waited 
on.” 

“They seldom get away from me,” declared 
the shoe man. “I take off their shoes as soon 
as they come in.” 


THE BOILERMAKER’S DREAM 

Last night, when slumber held me bound, 
“Steel” things stole to my bed. 

I dreamed a bar of “half-inch round” 
Married a great “flanged boiler head.” 

And all the steel elite were there— 

The “Armco’s” and the rest; 

“Stay Bolt” disliked the wintry air 
And was in “Red Lead” dressed. 

Miss “Angle” of “unequal leg” 

Wore “hoops” and “twelve gauge”laces. 
She fell, poor thing, and had to beg 
For her “steel channel braces.” 

The march, led by the “Rivet boys,” 
“Forged” on with steady “treads” 
Until a sound of some strange noise 
Made all four lose their “heads.” 

Four “radius flanges” showed the way. 

With “blooms” the organ peeled. 

The bride, all “lugs” and gay array, 

Came then in “blue annealed.” 

Up to the “open hearth” she went 
Where “I Beams” met her smile, 

And they were “welded” happily 
With “acetylene” and style. 

The wedding gifts were “shears” and 
“sheets” 

And “pickled” stuff galore; 

“Scrap plates” and “plates” of many 
“heats” 

And “jacks” to raise some more. 

On “Table Punch” a “soft steel plate” 
Grew brave and kissed the bride; 

The groom was jealous, and with hate 
His wife did roundly chide. 

Said she: “He did it—just to ‘tees’— 

You should not get so mad!” 

Said he: “Your actions do not please 
Go back, ‘Flathead’ and live with dad.” 

Well, he was “galvanized stock” for fair; 

Divorce at once he wished. 

And so Miss “Boiler Head” was there 
Unceremoniously “dished.” 

—G. A. Schust. 


Thomas Haverty Company of Los Angeles 
was the lowest bidder at $14,800 for the con¬ 
struction of gas and water distributing system 
at Ft. MacArthui', San Pedro. The Haverty 
Company bid $12,300 for the water system and 
$3485 for the gas system, conditioned upon be¬ 
ing awarded all the work or none. S. Hill & Son 
bid $11,000 for the water system and $5732 for 
the gas system, a total of $16,732. Col. New¬ 
ton, constructing quartermaster. 
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YOU GBT THE SIMPLEST AND BEST 
COCK EVER MADB mkm YOU SPECIFY 


Has Only One 
Packing Which 
Is Readily 
Removed 


B. B. HIGH PRESSURE BALL COCK 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tail piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and Including 4-inch 
carried in stock. 

No Special Packing Required. Ground 
Joint Coupling, which is always tight. 
No hammering. Renewable Seat of Steam 
Metal. No Singing or Whistling. Roller 
Bearing Lever on Cam, Reducing fric¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Baoon and Plimpton St., Waltham, M a s s. 




SWAN'S NECK 

PATENTED 
JUNE 18. 1818 


The Savill Swan Neck Faucet 

The Original Quick Opening Perfect Sink Faucet 
ONLY faucet with all operating parts within basin. 

If hande are eoiled or holding something. faucet can be 
opened or cloeed just as easily with a finger, the wrist or arm. 
Opens to full stream and ahuta off in fraetion of a minute. 
“SAVILL" Feuceta art a profitable and moat satisfactory 
line. Investigate now. 

Send for Booklet 

Mad. In 8. O. T. 8m A-5 Ottllof. 

THOS. SAVILL'S SONS mm mm »■ PMIadilfMi 

HOLBROOK, MERRILL ft STETSON. 

San Francisco, OaL, and Los Angeles, OaL 


SNOW WHITE PYRALIN 


White Pyralin Bath Room Fixtures bring Universal Satisfaction 

from Customer and Plumber. 

The spotless, snow-white app«>aranoe of PTRALIN PRODUCTS 

PLEASES CUSTOMERS DRAWS TRADE and HOL DS IT. 
* Satisfaction in a SUPERIOR PRODUCT brings the BUTRR 

BACH AGAIN AND AGAIN. 

Jobbers, Plumbers and Merchants cannot afford to handle 
inferior goods, even if they cost a little less. But Pyralin 
■— Products co st n o more than the inferior, so insist upon the 

^ best—the CHURCH quality. It pays you. 

Whenever Genuine Fvralin Bath Room Fixtures are In- 
repent orders,more business, greater profits. 
Investigate for yourself. Find how universally Pyralin 
goods *uc dunned aiid sought — the line that is durable, 
sanitary and pleasing to the eye. PYRALIN FIXTURES 
are non - porous, and guaranteed not to chip, flake or crack; they are not affected by heat or cold. 

C. F. CHURCH MFC. CO. Holyoke, Mass. 

These goods can be obtained from the Leading Jobbing Houses In the West. Insist on Them. If you cannot ret them, 
address for information, W. E. Gilchrist, Pacific Coast Representative, Monadnock Building, San Francisco, Oal. These 
goods are sold by Holbrook, Merrill A Stetson, Crane Co., A. H. Busch Co., and all the leading jobbing and supply houses. 
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NEW BRANCH AT SEATTLE FOR THE 
WALWORTH MFG. CO. 

Announcement has been made by the Wal¬ 
worth Manufacturing Company of the pur¬ 
chase of the plumbing jobbing house of 
A. Hambach Company, which completes their 
chain of branch houses across the continent, 
they already having branches in New York and 
Chicago. This is in line with their policy to 
endeavor to give their customers in the far- 
west prompt and efficient service, and to take 
care of the trade on the Pacific Coast, which 
has been growing to a very rapid extent. 



THOS. NICKERSON D. E. HUGHES 

Manager Sales Manager 


Thomas Nickerson, who will be manager of the 
Seattle branch, has had an extended experience 
in mercantile and manufacturing lines, and has 
been identified with them for some years. J. M. 
Richmond will be assistant manager, and Dan 
E. Hughes, although at present in the army, will 
serve as sales manager. The present sales force 
has been retained, and they are planning for 
an active season’s campaign. 

A NATION-WIDE COMPARISON OF HOUSE 
DRAINAGE PIPING 

A handsomely printed book containing pho¬ 
tographs of interest to architects as well as the 
plumbing craft and likewise to all users of 

pipes, has just been 
published by the Cast 
Iron Soil Pipe Mak¬ 
ers’Association. This 
book shows defective 
material used for 
house drainage pip¬ 
ing. It illustrates ac¬ 
tual conditions as re¬ 
ported by practical 
men throughout the 
United States, and 
clearly depicts the 
menaces which result 
from the use of ma¬ 
terials unsuited for 
permanent and sani¬ 
tary house drainage 
piping. It may be secured free upon request 
to any member of the Cast Iron Soil Pipe Mak¬ 
ers’ Association, and it is referred to in the 
full-page advertisement appearing on another 
page of this publication. 



SOME THINGS ABOUT PIPE 

When ordering brass pipe “iron-pipe size” 
must be specified or tubing of lighter weight 
may be delivered and, as a rule, it is then only 
necessary to give its nominal inside size when 
ordering standard brass pipe, but there are 
two thicknesses of iron-pipe size to be obtained, 
standard and extra-heavy, each in 12-ft. lengths. 
In neither case is the pipe threaded nor are 
couplings furnished unless so specified in the 
order. The sizes carried in stock run from 
y s - in. to and including 6-in., in regular temper 
and annealed. It is also obtainable in nickel- 
plate, tinned or polished. Copper pipe can be 
purchased in all the foregoing sizes, weights 
and finishes, writes W. D. Forbes. 

Steel and iron pipe can be obtained in 
weight of thickness of walls known as stand¬ 
ard, extra-strong and double-extra-strong or 
hydraulic pipe in lengths varying from 18 to 
20 feet. All sizes from }&-in. to 1%-m. inclus¬ 
ive are bundled for shipment and sizes above 
lV 2 -in. are shipped loose. Pipe 4-in. and larger 
is provided with protectors to keep the threads 
from being injured in transit. Standard pipe 
is always threaded and provided with a coup¬ 
ling for each length. Extra-strong and double- 
extra-strong pipe is never threaded nor are 
couplings provided except when ordered and 
at an extra charge. All sizes and weights can 
be obtained black or galvanized. When gal¬ 
vanized, the threads are cut after the galvan¬ 
izing is done, so it is necessary when shipping 
and after installing to paint or in some way 
protect that part of the thread which shows 
outside the coupling or fitting, if the job is to 
be a lasting one. The threads on all piping are 
made tapered % in. to the foot, that is, %-in. 
taper each side of a central line, and the threads 
are cut at right angles to the taper. 

It must be remembered that extra-strong 
and double-extra-strong pipe does not vary in 
outside diameter, but the walls are increased 
in thickness by reducing the size of the hole; it 
is, therefore, clear that the carrying capacity of 
such pipe is reduced. 

The regular sizes are %, *4, %, V 2 , 1, 
iy 2 , 2, 2Mj, 3M> and 4 in. Above 4-in. diameters 
increase by even inches. 


Priority orders must be giving a lot of peo¬ 
ple writer’s cramp. 


Enclosed please find check for three years* 
subscription. I was impressed with your trade 
journal the first time I saw it, which made me 
write you in regard to same; and I will be 
pleased to receive your paper regularly from 
now on. I am at the present time closing a very 
busy season and expect a better one next ^ear, 
providing the war does not have too great ef¬ 
fect on the building trades in both labor and 
material. Yours truly, 

Montana. MALTA PLUMBING CO. 
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Garden Hose Valves 

- O F- 

Recognized Quality 

'Which command repeat orders for yon. 


Sizes %" to 2%" inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie , Pa. 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 


Dependable Tanks 


If you desire the best, choose our 

“Copper Brazed" Construction 

Positively hold air without loss of pressure. 

Pneumatic and Storage Tanks. 

Range Boilers, Riveted or Welded. 

Special Tanks for Air, Gas or 
Liquids. 

Manufactured by 

WM. B. SCAIFE AND SONS CO. 
Pittsburgh, Pa. 

Factory, Oakmoot, Pa. 


The Banner of 
Merit 


\ trimont 

MFG. CO. 


POXB MASS 


SHOWING 


The Official Award 
Rihhon 


Ipedal 
*•' <tHbnor 


of the 


Medal of Honor 


HIGHEST AWARD 

PIPE ^FITTING 
TOOLS 


AWARDED 


PPIE> 


Trimo Tools 


5AN FPANCISCO 

191S 


AT THE 


Panama - Pacific 
International Exposition 


Honor Awarded Means Merit Rewarded 


SEND FOR CATALOGUE NO. 777 
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• THE CENTRAL FOUNDRY COMPANY 
CATALOGUE 

The Central Foundry Company, 90 West 
Street, New York City, have just issued a new 
catalogue known as “Catalogue G.” This con¬ 
tains in addition to the regular line of soil pipe 
and fittings, of which the Central Foundry 
Company is the largest manufacturer in 
America, other specialties widely used for cast 
iron house drainage. Since uniform specifica¬ 
tions governing standardized weights and 

dimensions of soil 
pipe fittings are now 
called for by many 
City and State 
Plumbing Codes, the 
cuts illustrating 
Catalogue “G” are 
of these modem de¬ 
signs in soil pipe fit¬ 
tings. The cuts used 
as illustrations of 
pipe and fittings are 
from actual photo¬ 
graphic reproduc¬ 
tions of the material 
now furnished from 
the seven (7) large 
foundries of the com¬ 
pany, where likewise 
is made the well 
known ‘F & W’ line and * Universal’ cast iron 

pipe. In addition may be seen in “Catalogue 
G” many familiar as well as new lines of cast 
iron special fittings and traps—notable among 
which are:—the ‘R-T’ Closet Bend; Cast Iron 
Drum Traps; ‘Central Foundry Test Tee’ 
(something entirely new to the trade); ‘Lynn 
Drain Trap’; ‘Universal boiler stand’; ‘Cast 
Iron Cesspools’; ‘Service and Stop Cock 

Boxes’; Roadway Boxes, etc. 

Catalogue “G” may be secured upon re¬ 
quest by those addressing a line to the general 
offices of The Central Foundry Company, 90 
West Street, New York City. 


THERE ARE OTHERS 

One of the registrars in a Virginia country 
district tells a story of a negro man, obviously 
within the prescribed ages and of powerful 
physique, who turned up on registration day. 
The registrar had a good deal of difficulty in 
making the applicant understand the questions. 

“Do you claim exemption?” he asked. 

“Whut’s dat, suh?” 

“Is there any reason why you should not 
render military service—why you should not 
fight your country’s battles?” 

“Oh, yes, suh,” replied the applicant, much 
enlightened. “I’se gun-shy.” 


“Most people would rather fail, sicken and 
die than think—and they do.”—Sheldon. 


“PEOPLE ARE PRETTY GOOD PEOPLE” 

People are pretty good people, 

Taking them all in all; 

You can find a good spot in the worst of the lot 
(Often it’s very small); 

But most of ’em go on trying, 

Doing the best they can. 

I haven’t a rap for that hard-working chap. 

' The average human man. 

People are pretty good people, 

Trying hard to be kind, 

And the wrong they do—except a few— 

Is just because they’re blind. 

Blind and bothered and busy, 

Harried by toil and strife— 

For work and fret is the game they get 
All of the years of life. 

They do good deeds in silence, 

Hiding their love away, 

And few are told of the hearts of gold 
Throbbing in mortal clay, 

The hearts that always answer, 

Hearing the rightful call— 

People are pretty good people, 

Taking them all in all! —‘ ‘ Braley. ’ * 


J. A. Borthwick, for three years representa¬ 
tive in Los Angeles of the Standard Sanitary 
Manufacturing Company, manufacturers of 
plumbing fixtures and supplies, has been trans¬ 
ferred to San Francisco, where he will hold a 
similar position with the company. 


The J. A. Blumve Co., 619 West 8th street, 
Los Angeles. Cal., has been awarded the con¬ 
tract at $2500 covering the installation of the 
steam heating system in the new plant of the 
West Coast Knitting Mills at Huntington Park 
from the plans and specifications of Architect 
W. J. Saunders, Laughlin building. 


FIGHT ON! 

“When the game seems lost and you want to 
quit 

And you’re sticking just by your nerve and 
grit, 

And you can’t see an earthly chance to win, 
And you’re weary and jaded and near ‘all in,’ 
Don’t ever quit as you want to do, 

But keep your heart till the game is through, 
Till the last hard minute is past and gone— 
FIGHT ON! FIGHT ON! 


NO RESTRICTIONS 

Yes, sir, I got my start in life by clerking 
in a small grocery store at a salary of $1.00 a 
week, and I managed to save money at that. 
“But,” said the listener, more observing than 
tactful, “of course that was before cash regis¬ 
ters had been invented.” 
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THE ORIGINAL 

“WESTCOTT” ADJUSTABLE 
S WRENCHES 

Saadi* Bwt Malleable Zroa; Jaw, Start, 
Sardanad 


FOB FZFB8 

Slsaa, Bach Style, 6-la., 8 -Ul, 10-Ul, 18-im, 14-la. 

8UFBBXOB QU1&ZTT AMD 0XBA7 

We are the only makers of the “WESTCOTT*’ 
(Name on Handle), which has stood the test 
of years and is now more popular than ever. 

ASK TOUTS JOSHS 

THB KEYSTONE MFG. COMPANY 

BUTFALO, NEW TOES 


No. 204 Turner Torch 


A strictly high grade torch sold 
under the maker ’• guarantee. If 
you want the beet torehea on the 
market for your work use the 
Turner. 

No. 204, Quart Size, Each, $7.60 List 
Ask for Catalog No. A 


THE TURNER BRASS WORKS, Sjcason, III., U. S. A. 



THE PUBLIC DECLARES 

Our No. 10 Floor and Coiling Plato tho boat universally 
used. It it the moot satisfactory, moat reliable plate made. 
All we aak is that you try it once—then compare it to any 
other plate you’ve used. We're sore you’ll agree with ua 
that this No. 10 is the winner. 

THE BEATON & CADWELL MFG. CO. 

NEW BRITAIN, CONN. 

New York Office and 8tore, 234 Water 8t. Pacific Ooaat 
Representative, Wm. P. Horn A Company, Rialto Bldg., 
8an Francisco; Dekum Bldg., Portland; Hollenbeck Bldg., 
Loa Angeles. Middle Western Representative, Harry Verbeck, 
120 No. Clark St., Chicago, Ill. Western Canadian Agents, A. 
E. Hinds & Co., Chamber of Commerce, Winnipeg. Mani¬ 
toba. Southwestern Representative, J. R. Devereux, 233 
8t. James Street, Montreal, Quebec. 





In writing the 
company address 
Department HW. 


ARMSTRONG 

TOOLS 

Tools bearing the 
name of the Arm¬ 
strong Mfg. Co. 
are superior made 
tools. Perfect in 
construction, accu¬ 
rate and depend¬ 
able. 

The name of Arm¬ 
strong has ever 
stood for the best 
in service, quality 
and workmanship. 

Tools with an En¬ 
viable Guarantee. 

Send for our catalog of Gen¬ 
uine Armstrong Stocks and 
Diet, Water. Cat and Steam 
Fittmre* Toole and Pipe 
Threading Machinee. 

THE ARMSTRONG 
MFG. CO. 

276 Knowlton St. 
Bridgeport, Conn. 


BUILT FOR WORK 


a This is the reason that G. A L. No. 

82 Torches are used everywhere, on 
practically every job requiring gaso¬ 
line torches. They are made of the 
very best material money can bny. 
The tank is made of extra gauge 
seamless drawn brass re-inforced and 
fitted with patented automatic bras* 
pump, with double springs, which 
easily and quickly supply the required 
air pressure. The burner is made of 
SO. SB Yoroh special generator metal, producing a 
List Price steady pure, blue flame of intense 
Each $8.00 heat, using very little gasoline. Job- 
Ask for bers supply at factory price. Send 
Discount for Catalog—it’s free. 

CUYTON A LAMBERT MFC. CO., Detroit, Mich., U. S. A 
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THE UNIT OP IIEAT 
Editor Questions and Answers:—In reading 
some of the articles on heating I very often 
run across the letters “B. T. U.,” and I have 
not a very clear idea as to their exact meaning 
although I know they are connected with the 
technical end of the business. Please explain. 

JOHN HUGHES. 

Heat is not measured by the yard or by the 
rod, but the effect which it produces. Now it 
will take a certain amount of heat to raise a 
certain amount of water any specified number 
of degrees Fahrenheit. Suppose we say one 
degree is to be shot into one pound of water— 
the pound of water raised from 38 degrees 
Fahrenheit to 39 degrees Fahrenheit. Then 
that amount of heat that is required to raise 
the pound of water one degree Fahrenheit is 
called one British thermal unit or one B. T. U. 
The “B. T. U. ,, that you read about in your 
heating articles is of the same breed. 

THE EFFICIENCY OF RADIATORS 
Editor Questions and Answers:—We have 
several rooms to heat in a large modern resi¬ 
dence where the question arises, “should we 
heat said rooms by using one large six-column 
radiator or split the radiation and use two 
three-column radiators?” Please advise us as 
to which way would be liable to secure the best 
heating results. 

A. J. DESMOND & CO. 

We should advise, provided space enough is 
available in the rooms, that you divide the ra¬ 
diation and use two radiators of three columns 
each as when radiators are used that have more 
than three columns they become less and less 
efficient per square foot as the number of col¬ 
umns increase. In other words, a 100-foot six- 
column radiator acting on one pound of steam 
is not as efficient as a 100-foot three-column 
radiator because the inside columns do not 
radiate as much heat. 


BUILDING WALL COILS 
Editor Questions and Answers:—We have 
Hie work in a large plant where many steam 
coils are used and these coils always give us a 
large amount of trouble. Too much noise and 
also there are always leaks. We no sooner get 
one stopped than others appear. Thinking that 
from your practical experience you might draw 
some information for our benefit, we write you 
to that effect. 

J. A. C. & CO. 


We judge from your description of affairs 
that your coils are poorly constructed with re¬ 
gard to expansion and would advise you to 
see to it that they have plenty of lee-way in 
that respect. As to the noise to excess, that is 
often caused by the coils not having proper 
drainage. Go over them with a level and ad¬ 
just the “fall” and we are sure that you will 
have improved conditions. 

PIPE BENDING 

Editor Questions and Answers:—On several 
jobs recently installed in our city I notice a 
large amount of heating pipes that have been 
purposely bent. Is this to cut corners? Is 
there any good reason why pipes should be bent 
on jobs instead of using fittings for same? 

JOHN BISHOP. 

There are several good reasons why pipes 
might be bent on heating jobs of steam or hot 
water. About the most important is that a bent 
pipe makes an easier turn and therefore re¬ 
duces the friction. Another reason is that a 
bent pipe, if properly bent, is stronger than the 
same turn made with ordinary fittings and the 
threads that some steam fitters cut. There is 
always more spring in a bent pipe. Again a 
nicely made bend gives a more workmanlike 
look to the job to our notion. 

CAUSE OF CIRCULATION 

Editor Questions and Answers:—I had a 
dispute with a fellow fitter as to the cause of 
the circulation of water in a hot water heating 
job and without mentioning our arguments 
would like you to have your practical man 
state just why the water does circulate in an 
open tank hot water heating job. I read your 
departments each month and find them inter¬ 
esting and instructive. 

A FITTER. 

In an open tank hot water heating system 
the cause of the circulation is the cooler water 
in one part of the system pushing the hot water 
to the top. The force, or rapidity of the circu¬ 
lation depends upon the vertical height of the 
return pipe allowing, of course, for a certain 
amount of friction and bends. The circulation 
wall be more rapid if long sweep fittings are 
used and if all the pipes are thoroughly 
reamed. 


SIZE OF EXPANSION TANK 
Editor Questions and Answers:—Will you 
kindly state some easy rule whereby anyone 
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It’s a Well Known 
Fact— 

that BEATON ft CORBIN Rates 
mean the newest and best in the 
world of plates. No. 10 is our new¬ 
est model. For floor and ceiling. 
Made in cold rolled steel and brass, 
also nickel plated. Pipe gripping 
spring a new and clever device. 
Sizes % to 4 in. Accept only the 
genuine. 

Plates carried by the leading plumbing and 
supply Jobbers. 

Catalog on Request 

The Beaton & Corbin Mfg. Co. 

Southington, Conn. 

Pacific Coast Representative 
W. B. GILCHRIST 




It’s Only Too True 


OTTO BERNZ, Newark, New Jersey 


that it Is neces¬ 
sary to use good 
tools in order to 
obtain satisfac¬ 
tory results. You 
should, therefore, 
buy such tools 
which have given 
perfect results for 
years past. 

For the most re¬ 
liable torches and 
f urnaces, you 
should use the 
“ALWAYS RE¬ 
LIABLE.” You 
canLct help but 
receive perfect 
satisfaction inas¬ 
much as each and 
every article is 
carefully tested 
before it leaves 
the factory. You 
are fully protected 
by our guarantee that these goods are manufac¬ 
tured only from the best materials obtainable. 

Why not try the “ALWAYS RELIABLE” 
NOW T Catalog Sent Free on Request 


PATENTED 
No. 65 Quart Torch 
No. 66 Pint Torch 


Turn the handle 
cross ways — 
the screw has to start 



No matter how tight the screw, you’ll start it without exerting 
half your strength with a Crescent Hamr Handl adjustable screw 
driver. Handle straight for ordinary job; crosswise for irre¬ 
sistible leverage. 

Bears the Crescent Guarantee, so you can safely push its sale. 

Retails at 65c, 70c, 75c. Three sizes. Get them from your jobber. 

CRESCENT TOOL COMPANY 
Jamestown, N. Y. 

CRESCENT HlJai Screw Driver 
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can tell the size of expansion tank required for 
any open tank hot water heating job? 

FRANK WARD. 

The catalogues of radiators and boilers gen¬ 
erally state the size of expansion tank to be 
used with certain specified amounts of radia¬ 
tion and we believe that such tables are con¬ 
sidered fairly accurate and that, generally 
speaking, you can rely on same. However, 
there is a practice common among many ex¬ 
perienced heating men of making the expan¬ 
sion tank capacity about five per cent that of 
the heating job. Most of the other rules are 
computed by given factors which you probably 
would forget and so we will not take up space 
by stating them. If you desire same, we will 
forward under private cover. 


RADIATORS HEAT UNEQUALLY 

Editor Questions and Answers:—We have 
to fix up a house heating job of some 20 ra¬ 
diators where several radiators on the first 
floor do not heat enough while those in the 
upper rooms heat fine. Now how can we do 
this with the least amount of time and material 
and yet be sure of the results. 

J. B. F. & CO. 

Without drawings of the job we cannot give 
you specific advice as to each radiator or run 
of main, but can state that generally when the 
situation occurs as is stated in your letter the 
second floor radiators rob those on the first 
floor and the thing to do is to balance the sys¬ 
tem. We think the cheapest and quickest way 
would be to put steam valves on the supply end 
of all the radiators. This would not involve 
much trouble and when it was done you could 
regulate the flow of hot water through the va¬ 
rious radiators and adjust the circulation so it 
would balance. 


INSTANTANEOUS WATER HEATERS 

Editor Questions and Answers:—I have 
been told that instantaneous water heaters are 
not reliable and are very dangerous and quite 
complicated. Do you consider them reliable? 

MRS. J. R. SHAFER. 

You have undoubtedly been informed by 
some person who has a grudge against the ap¬ 
paratus, or else is not up with the times. Sev¬ 
eral years ago this form of a hot water heater 
was, in certain makes, quite unsafe when oper¬ 
ated by inexperienced persons. However, to¬ 
day, there are several such heaters on the mar¬ 
ket that have given universal satisfaction, are 
not complicated and are guaranteed by their 
makers to give specified results. If you wish 
addresses we can supply them at any time. 

ACETYLENE GAS 

Editor Questions and Answers:—Will you 
<rive me a few pointers regarding acetylene gas, 


and some of the firms who manufacture appa¬ 
ratus burning this gas? 

J. E. B. 

This is a colorless gas and the smell of it is 
something like garlic. It burns, however, with 
almost no odor at all and gives a beautiful 
white light which is very near like sunlight. 
This is the only gas light which shows colors in 
their true color. It is generally burned in what 
are called half foot burners, that is burners 
that burn half a cubic foot of gas per hour. It 
would not be advisable for us to run a list of 
manufacturers in this particular department 
but we can send you several names if you will 
write us again. 


VALVES ON RADIATORS FOR HOT WATER 

Editor Questions and Answers:—I have 
trouble in controlling the heat in several ra¬ 
diators in my house. The valves on the ra¬ 
diators are of the hot water kind and it doesn’t 
seem to make any difference which way I turn 
them. 

8. W. 

A hot water radiator valve is of quite light 
construction. Probably these you are using 
have become useless through the shields slip¬ 
ping. The only action a hot water radiator 
valve has is to check the circulation of hot 
water through the radiator. If you want posi¬ 
tive action you should use a regular steam 
valve which will give results as you can con¬ 
trol the amount of water passing through and 
can then positively shut off the radiator. Many 
good fitters use steam valves at each end of 
hot water radiators and especially on high 
pressure hot water heating. 


MALLEABLE OR CAST IRON FITTINGS 
Editor Questions and Answers:—On steam 
or hot water pipe fitting can you tell me why 
more malleable fittings are not used? Certainly 
they are less prominent and make a much 
smoother looking job, and appear to hold bet¬ 
ter and never will crack. 

A. J. 

Apparently the correspondent likes a smooth 
looking job, which we will admit can be made 
by the use of malleable fittings. However, they 
are not practical for steam and hot water work, 
and the correspondent has stated one good rea¬ 
son “they hold better.’’ They hold too well, 
for if one ever wishes to smash into a job; well, 
you don’t. You just cut out the fitting with a 
chisel, or else cut the pipe with first-class cast 
iron fittings. There is very little danger of 
their cracking if properly put up. 


Dead men tell no tales, but the same can’t 
be said of their biographers. 


It is impossible to buy happiness, but that 
is no reason that we should go by it. 
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l*K SURE YOUR SALES ARE NOT 
VOIDABLE 

(Copyright by Elton J. Buckley.) 

My observation is that a thousand times 
**very day sales of goods take place that are 
illegal and could be repudiated if either of the 
parties wanted to do it. Many of these sales 
go through merely because the parties don't 
know that they have ignored a law which is in 
force in practically all the States, prescribing 
the way in which sales of personal property, 
amounting to more than a certain sum, must be 
done. Sales not done in this way are bad. 

I have had occasion to ask a great many 
business men, from time to time, whether they 
knew about this law. and most of them never 
heard of it. A very few had a hazy idea there 
was such a law. but they had never made any 
effort to obey it. 

The law I refer to is everywhere called the 
“statute of frauds,” and it comes to us from 
an old English statute. It exists in every 
State of the Union, so far as I know, and the 
part of it which has to do with the sales of 
goods is always in substantially the following 
language:— 

“A contract to sell or a sale of any goods 
of the value of $500 or upwards, shall not be 
enforcible by action unless the buyer shall ac¬ 
cept part of the goods so contracted to be sold, 
or sold, and actually receive the same, or give 
something in earnest to bind the contract or in 
part payment, or unless some note or memo¬ 
randum in writing of the contract or sale be 
signed by the party to be charged or his 
agent in that behalf.” 

The above is from the Pennsylvania act, 
which is peculiar in that it puts the amount of 
the contract which is to be controlled by the 
act so high. In many States the act reads “of 
the value of $50 or upwards,” which of course 
makes the law much more far-reaching than 
an act putting the limit at $500. 

Now what does this law mean ? A goes into 
B's store or office, and makes a verbal deal 
with him for so much merchandise. This of 
course often happens. The parties know each 
other very well and they would disdain a writ¬ 
ten contract. If the above law were not in 
existence, that deal would be a complete legal 
contract when A left B, and either party could 
enforce it. But under the above law, pro¬ 
vided it involves more money than the sum 
named in the act, it cannot be enforced, which 
means that either party can repudiate it at 
will, unless:— 

1.—The buyer accepts part of the goods or 
actually receives part. That, the law says, 
executes the contract, and the parties are 
bound. The buyer need not personally receive 
. part of the goods. If anybody acting for him 
does it, it makes the contract good. For in¬ 
stance, if goods are sold f. o. b. the seller's 


station, the receipt of part or all of them by 
the railroad company is an acceptance by the 
buyer, for when goods are sold f. o. b., the rail¬ 
road is the agent of the buyer. 

2. —Or the buyer must give some earnest or 
make part payment. This, too, executes the 
contract. Giving a note is not sufficient, 
though giving a check as a deposit would be. 

(A few State laws do not contain this 
clause.) 

3. —Or a memorandum must be given of the 
sale, “signed by the parties to be charged.” It 
used to be considered that this meant both 
parties, but it has later been decided that it 
means only the party who is trying to get out 
of the contract. That is, if in such a sale it is 
the seller who relies on the above act to let him 
out, the law will require that the memorandum, 
if there was one, bore the seller's signature. 
And vice versa if it is the buyer who is trying 
to escape. 

What kind of a memorandum should be 
given to make the sale safe? It need not fol¬ 
low any prescribed form, but it should state the 
fundamentals of the contract clearly—the date, 
the names of the parties, the character of 
goods and the price. Given these, any form will 
do—pencil, ink, written or printed. A w r ritten 
offer to sell is enough if. it is later accepted 
verbally, provided the party who signed the 
offer to sell is the one endeavoring to escape. 
Also a written acceptance of a verbal offer, if 
it is the buyer who this time is trying to es¬ 
cape. And a telegram is sufficient when it is 
signed with the right name. 

Thousands of transactions are made on a 
broker's sales memorandum. A broker brings 
seller and buyer together, and when the deal is 
complete, he signs a sales memorandum and 
gives a copy to buyer and seller. Since under 
the law he represents both parties, his sales 
memorandum has always been considered suffi¬ 
cient under the above law to bind both parties. 

Even if no memorandum was made and 
signed at the time, if you can get the other 
party to sign it later, he cannot thereafter get 
out of his bargain on the ground that the above 
law was not complied with. 

Under many cases this act applies to future 
contracts as well as contracts for goods on 
spot. I think I should say also that it does not 
apply at all where the goods sold are made 
especially for the buyer and are not a part, of a 
regular line kept in stock by the seller. Such 
sales are considered sales of labor rather than 
sales of merchandise, and people who handle 
them don't need to mind the law at all. A suit 
of clothes, made to measure for a customer, is 
a case in point. It would not be a part of the 
seller's regular line. But one hundred cases 
of tomatoes, such as the packer always puts up. 
would not be, even though they were packed 
especially to fill,somebody's order. 
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No. 1 Fire Pot. List Price Bach $15.60. 

Ask for Discount. 

The Greatest Heat at 
the Lowest Cost 

all the year round is obtained by using a C. A L. Fire 
Pot or Torch. All burners are especially powerful 
generators, consuming but little fuel, but producing 
intense heat. Easy of adjustment, quick action, satis¬ 
factory work, and a wide range of utility make C. A L. 
Fire Pots and Torches, a money making and a money 
saving proposition to you. Will winter find you ready 
with plenty of C. A L. Fire Pots and Torches on handf 
It will pay you to anticipate your wants. Jobbers 
supply at factory price. Send for Catalog—it's free. 

CLAYTON & LAMBERT MFG. CO. 

DBIROIT. MICH., V. S. A. 



Did You Ever See a Bull Pup 
Take Hold on a Root and Shut 
His Eyes to Everything Else in 
the World and Just Hold on? 

Did you ever have some chap return a five-dollar 
loan long after you had given up hopes and were as 
flat broke as a tramp? 

A NYE CHAIN VISE has in its jaws the tenacity 
of the bull pup—it also has in its absolute ability to fill 
a long felt want, the perfection of that five-dollar note. 

It takes all sizes of pipe from Yg to 2-inch coupling. 
The steel chain attachment is guaranteed to stand a 
strain of 2000 pounds. It will hold like a mortgage 
and the chain will not even mar a painted pole. 

You Can 9 t Beat That Without You Cheat 

NYE THE DIE MAN 

The Nye Tool & Machine Works 

116 N. Jefferson St, Chicago, Illinois 
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il Selling Prices 


The following retail selling prices are used by merchants in some of the large cities and are offered as a 
•wggestion to retail merchants in smaller towns and cities where they do not have the opportunity of cheeking 
up their prices often. In c ommunitie s removed from the larger cities, transportation charges should be added. 
We do not believe these prices will be found high. Many merchants use them as the MINIMUM price at which 
goods are sold. We will be glad to receive suggestions and corrections as to any prices quoted herein nTi * of 
any items not mentioned. Our service department will be glad to give any assistance. 


AMMUNITION— 


Rim Fire— Black 

flmkla. 

B. 

B. Caps . 

$ .85 

f .85 

C. 

B. Caps . 

.40 

.40 

22 

Short . 

.25 

.80 

22 

Short, H. P. 

.80 

.85 

22 

Long ... 

.80 

.85 

22 

Long, H. P. 

.85 

.40 

22 

Long Rifle . 

.85 

.40 

22 

Long Rifle, H. P. .. 

.40 

.45 

22 

S. A W. Long .... 

.85 

.40 

22 

Extra Long . 

1.00 


22 

W. R. F. 

.46 

.50 

22 

W. R. F., H. P. .. 

50 

.56 

22 

1908 Win. Auto- 


.50 

22 

1908 Win. Auto H. P. 


.55 

22 

Rem. Auto. 


.50 

22 

Rem. Auto. H. P... 


.56 

25 

Short 8tevens. 

.65 


25 

Short Stevens H. P. 

.60 

ee e 

26 

8tevens . 

.75 

• e • 

25 

Stevens H. P . 

.80 

ee . 

82 

Short, R. F. 

.55 

• e • 

82 

Long, R. F. 

.65 

#• e 

82 

Ex. Long R. F. .. . 

.96 

e • e 

88 

Short, R. F . 

.90 

ee e 

88 

Long R. F . 

1.00 

ee e 

41 

Short, R. F . 

.86 

ee e 

41 

Long R. F. . 

1.00 

e e e 

41 

Swiss . 


1.10 

44 

Flat Henry R. F. .. 

1.80 


56-56 or other Spencer 



ctgs . 

1.10 

.. • 


22 Win. 8gl. 8hot .... 

22-16 Stevens . 

25 20 Stevens, Ld. Bnl 
25-20 Stevena. SPAMO 
bullet . 

1.20 

.55 

1.45 

1.80 

1.66 

1.75 

25-20 Mod 92 SPAMO 
bullet . 


1.80 

25-20 Mod 92 Ld. BuL 

1.80 

1.65 

25-20 Mod 92 Hi Vel 
SPAMO bullet . 


1.70 

25 Colts Aut.. SPAMO 


bullet . 


1.80 

80 Borchart, 8PAM0 BuL 


2.10 

80 Luger, SPAMO Bui. 


2.10 

80 Mauser, SPAMO Bnl. 


2.10 

80 Mauser In clips, 8P 
AMO Ballet . 


.95 

82 8. A W. .......... 

.90 

1.00 

82 8. A W. Met. Pt... 


1.05 

82 8. A W. Long.... 
32 8. A W. Long, M. P. 

1.00 

1.10 


1.15 

82 Short Colts . 

.90 

1.00 

82 Long Colts . 

1.00 

1.10 

82 Colts New PoL or 
Pol. Pos. 

1.00 

1.10 

82 Colts Auto. SPAMO 


1.45 

82 Win. or 82-20, Lead 
ballet . 

1.30 

1.55 

82 Win. or 82-20 8P 
or MO . 


1.60 

«2 Win. or 83-20 High 
Vel. 8P or UO _ 


1.70 

86 8. A W. Aut. SP or 
MO . 


1.45 

88 8. A W. 

l.’io 

1.25 

88 8. A W. Met. Pt... 

.. • 

1.85 

88 S. A W. Spec. 

1.85 

1.50 

88 S. A W Spec. Met. 
Point . 


1.60 

88 Colts New Pol. or 
Pol. Pos. 

1.10 

1.25 

88 Obits New Pol. or 
Pol. Pos.. Met. Pt. , 


1.85 

28 Short Ck>lto . 

l.’io 

1.25 


NOTE—10% off Pistol Cartridges 
500 lots or more. 

Center Fire Pistol Cartridges— 

88 Lons Colts . 1.20 

88 Colts Ant. 8PAM0.. 

880 Colts Ant. SPA MO 
* M-M Lnger 8PAMC.. 

88*40, Lead Ballet.... 1.80 

88*40 8PAMO . 

28*40 Hi. Vel. 8PAM0 


MOTE—5% off 500 to 1000 22 cart¬ 
ridges, 10% ease lota. 

Pistol Slse 


1.20 

1.85 

40-60 

... 

2.10 

40-60 

.. • 

2.00 

40-65 

... 

2.15 

40-65 

1.60 

... 

40-70 

... 

2.00 

40-70 

... 

2.05 

40-72 


41 Short Colts . 

41 Long Colts . 

44 S. A W. American.. 
44 8. A W. Russian.... 
44 8. A W. Special... 
44 Win. or 44-40 Ld. 

Ballets. 

44 Win. or 44*40 SPA 

M0 Ballets . 

44 Win. or 44-40 Hi. 
Vel. 8PAM0 Ballet.. 

44 Game Getter . 

44 Webley . 

44 Ball Dog. 

45 Webley . 

45 8. A W. 

45 Colts . 

45 Colts Automatic. 

Rifle Cartridges— 

22 Hi. Pr. Bar. 8PAM0 
6 M-M 8PAMO. 

6 M-M 8hort Range 

8PAM0.. 

7 M M Manser 8PAM0 
7.85 M-M Manser SPA 

MO . 

8 M-M Manser 8PAM0 
8 M- Mannlieher 8PA 

MO 

0 M-M Mannlieher SPA 
MO 

25-21 8teTens 8PAMC.. 
25-25 8tevens 8PHM0 
25-88 Marlin SPAMO.. 

25 Rem. SPAM0 . 

25-85 Win. SPAMO_ 

25-85 Short Range Lead 
250 8000 Sst. SPAMO. . 
280 Ross Win. A UM0 

38 CT A^O 80 ". “* k * 

80-80 8PAM0 ..’. 

80-80 Miniature MO...; 
80-80 Short Range Lead 

80 Rem. SPAMO. 

808 Sav. SPAMO. 

808 8av. Min. MO_ 

308 Sav. Short Range 

Lead .7.. 

30 Sprfld 08 Rimless 
SPAMO 

80 Spgfld 08* Rimless 
8PAM O ........... 

80-220 Win. or Krag 

8PAM0 . 7 

30-220 Win. or Krag, 
Mid. Range 8PAM0.. 
303 British SPAMO ... 

32 Rem. SPAMO . 

82 Win. Self Ldg SPA 
MO ....a.......... 

32 Win. 8peclal SPAMO 

32-40 Lead . 

82-40 SPAMO . 

82-40 Hi Vel. SPAMO... 
32-40 Short Range Lead 
32-40 Ministnre MO. . 

33 Win. SPAMO . 

35 Rem. SPAMO. 

85 Win. Self Ldg SPA 

MO .............aa 

35 Mod. 1895 3PAMO.. 

351 Win. Self Ldg_ 

38-55 Lead . 

SPAMO . 

Hi Vel. SPAMO 

Lead . 

SPAMO . 

Lead . 

Lead SPAMO_ 

Lead . 

SPAMO . 

Win. Lead . 

Marlin, Lead_ 

Win. SPAMO_ 

Win. Lead .... 

Win. SPAMO_ 

Win. Lead . 

Win. SPAMO ... 
Win. Lead _ 


1.20 

1.45 

1.80 

1.85 

1.80 

1.80 


1.55 

1.85 

1.20 

1.85 

2.05 

1.80 


.75 

.75 


.95 


38-56 

38-55 

38-58 

38-56 

38*70 

38-70 

38-72 

88-72 

40-60 


1.15 

l.ii 

i!ss 

126 

l.’io 

1.15 

l.’is 

1.25 

125 


1.80 

1.70 

1.80 

1.70 

1.70 

1.70 

1.70 

1.85 

.95 

.90 

1.15 

1.15 

1.15 

1.05 

1.45 

2.20 

2.40 

1.80 

1.20 

1.05 

1.80 

1.80 

1.20 

1.05 

1.85 

1.85 
1.75 

1.55 

1.75 
1.80 

2.80 

1.80 

i!io 

1.30 

1.00 

1.25 

1.70 

1.45 

2.85 

1.85 

2.75 

1.85 

1.80 

1.85 

1.50 

1.50 


1.45 

1.85 

1.50 


1.85 

1.65 

40-72 Win. 8PAMO_ 

40-82 Win. Lead . 

l.H 

120 

2.00 

40-82 Win. 8PAMO ... 
401 Win. Self Ldg 8PA 
MC . 


405 Win. Mod. 95 SPA 
MO . 



45*60 Win. 

1.16 

1.26 

1.26 

2.00 

45-75 Win. 

2.05 

1.75 

45-70 Win. 405 Gr. Ld. 
45-70 Win. 406 Gr. SPA 
MO . 

45-70 Win. HI Vel. 8PA 
MO . 


220 

2.40 

45-90 Win. Lead . 

45-90 Win. 8PAMO.... 
45-90 Win. Hi Vel. SPA 
MO . 

126 


50-70 Gov't Lead 
Shot Cartridges— 

22 Long . 

44 Win. Wood End.... 
44 Marbles Game Getter 

44 XL. 

40-82 . 

45-70 . 


1.55 

.50 

1.45 

1.46 
1.50 
1.85 
1.85 


1.60 

120 

1.85 

2.10 

1.60 

1.55 

126 

1.80 


.55 

1.85 

1.86 

1.75 


Blank Cartridges— 

22 .SO 

82 8. A W.55 

88 8. A W.70 

Caps and Primers— 

Percussion .SO 

Musket Caps.26 

Primers, 100 in box.85 

Primers, 250 in box.80 

Loaded Shelia—Black Powdei 
10 Ga. BB or Back, per 

box 25 . 1.10 

10 Ga. 1 to 10. 1.20 

12 Ga. BB or Back.... 1.10 

12 Ga. 1 to 10. 1.00 

16 Ga. BB to 10.1.00 

20 Ga. 1 to 10.85 

28 Ga. 4 to 7.80 

Smokeless Powder—Low Brass— 


10 Ga. Ball, Buck, BB 

10 Ga. 1 to 10. 

12 Ga. Ball, Buck A BB 

to lo . 

16 Ga. Ball, Buck A BB 

to 10 . 

20 Ga. Ball A BB to 10 ... 

28 Ga. 4 to 8. 

410 or 88 Ga. 

Leader, Arrow High Brass— 

10 Ga. Buck, Ball A BB 

to 10 . 

12 Ga. Buck, Ball A BB 

to 10 . 

16 A 20 Ga. Back, Ball 

A BB to 10 .. 

12 Ga. 8% Dram or 28 

Gr. 

Case lots or more, 10% off on 
Leader and Arrow. 

Empty Paper Shells—Black Pow.— 
12, 16, 20 Ga. oer 100 ... 1.50 

10 Ga. per 100. 1.65 

For Smokeless Powder, Repeater or 
Nitro Club— 

12, 16, 20, 28 Ga. per 

100 .. 

10 Ga. per 100. 

Leader or Arrow— 

12, 16. 20, 28 Ga. 

10 Ga. per 100. 

Empty Brass 8hells— 

‘ ~ ‘ ‘ 16, 20, 


16. 20, 


Best Qual. 12, 

28, Box 25 
2nd Qual. 12, 

28, box 25 . 

Wads— 

Cardboard, box 250.. 
Black Edge, Reg., box 

250 ... 

Black Edge, M in., 125 

in box . 

Black Edge, % in., 250 
in box . 


1.85 

1.80 

1.20 

1.10 

1.10 

1.10 

.70 


1.60 

1.30 


1.20 

1.30 


1.80 

2.10 


2.80 

2.40 


2.75 

2.10 


.20 

.50 


.40 

.80 
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HARDWARE WORLD—PLUMBING AND HEATING . 


RETAIL SELLING PRICE—Continued. 

L. A G. ENAMELED WAitE— 


Oral Foot Baths. 

0 . $1.15 

150 . 50 

Drinking Cups. 

08 .... . :% .15 

220 . « no 

Corered Bake Pans. 

1 e aa 

1 250 . 55 

222 . 2 50 

1 . 1.40 

350 . 65 

09 . " .IS 

2121 . . t , . 1 20 

Round Bake Pana. 
20 . $ .40 

2 . 1.65 

450 . 80 

010. T Oft 

2141 T 14* 

8 . a.oo 

050 . 1.00 

8 . T T , . .is 

3161 1 76 

4 . a.50 

850 . 1 25 

0 20 

q 1 ft 1 e ftn 

80 . .45 

Coffee Biggins, 
o $ an 

1050 . .. 1.50 

10 . in 

2201 2 26 

40 . 50 

1250 . 1.75 

11 . $5 

2221 . T 2 76 

50 . . .55 

oi a k. 

1501 . 60 

Pieced Cups. 

20 . $ .15 

Milk Kettles. 

70 . $ .40 

60 . 60 

00 . o& 

2501 . 70 

Bed or Douche Pana. 

a . $ 2.00 

Bed Pans. 

1 .... _, $8 0 ( 


3501 BO 


4501 96 

25 . 20 

71 . 50 

080 . 1.80 

Corered Backets. 
6501 . $1.05 

40 . 80 

72 . 65 

Straight Cups. 

0 . $ .30 

6 . 25 

120 . 40 

Miners' Cups. 

50 . $ .40 

Measuring Cups. 

10 . $ .20 


040 . 1.45 

050 . 1.60 

Coffee Boilers. 

60 .$ 1.10 

70 . 1.35 

80 . 1.50 

90 . 1.80 

100 .3.50 

74 . on 

Bread Pans. 

* .* . 8 * 

li .85 

.. 

Oblong Pana. 

08 . $ .85 

8501 1.40 

10501 1.75 

12501 . 2.00 

Rd. Dinner Backets. 

080 $1.15 

040 1.25 

76 . 1.05 

81 . 50 

82 . 65 

83 . 75 

84 . 70 

86 1.05 

601 . 1.35 

501 . 1.15 


04 . ' .40 

701 . 1.40 

502 . 1.35 

After Dinner Cups A 
Saucers. 

10 . $ as 


01 . an 

801 . 1.65 

509 . 1.50 


02 . 85 

901 . 3.10 

Miners' Dinner 
Buckets. 

10 . $1.60 

5fl . T 1 99 

8 ponge Cake Pans. 
200 . $ .85 

Oblong Store Pana. 

1001 . 3.75 

Fish Boilers. 

318 . $4.00 

Cups A Saucers. 

100 .$ .85 

Lipped Reaerring 
Kettles. 

14 .$ .30 

16 .... 85 

Acme Dinner Backets 
140 .$1.76 

30 . 86 

330 . 4.50 

333 . 5.00 

3181 .4.35 

400 ..40 

Cuspidors. 

10 .$ .45 

200 .. 

240 ..’2.00 

18 .. tT T . r t 40 

800 .65 

840 . 1 60 

20 .50 

825 .75 

3301 . 4.75 

8401 . 1.65 

20 .56 

22 .65 

850 .85 

2331 . 5.00 

Ham Boilers. 

170 .$3.75 

Oral Dinner Buckets. 

1 a e 1 ha 

30 .. .66 

24 _....... 60 

400 .95 

Flaring Cocoa Shaped 
Dippers. 

26 .65 

425 . 1.00 


28 .AO 

450 . 1.05 

175 .8.00 

01 .. 1.00 

80 .90 

475 .I .15 

Milk or Rice Boilers 

Oblong Dinner 
Buckets. 


82 . 1.05 

500 . 1.25 

Genuine Cocoa 
Shaped Dippers. 

65 .$ .50 

Cup Dippers. 

9 . ....$.25 

10 .80 

11 .86 

Flaring Dippers. 

010 ---$ .36 

Oil .80 

84 . 1.15 

550 . 1.45 

16 . 1.00 

86 . 1.85 

Square 8tore Pans. 

110 . $ .65 

111 .. 70 

18 . 1.15 

SO . 1.85 

Ill . 1.75 

40 . 2.00 

50 . 8.00 

32 . 1.50 

34 . 1.75 

36 . 3.00 

38 . 3.50 

86 .8.00 

141 . 1.00 

161 . 1.10 

118 . 3.10 

Aurora Dinner 
Buckets. 

775 . $1.65 

776 ..... .. 1.90 

875 . 1.90 

876 . 3.15 

Tea Kettles. 

20 . $ .75 

80 . 80 

40 . 90 

50 . 1.00 

60 . 1.15 

70 . 1.25 

112 . 75 

113 . 85 

114 . 1.00 

115 . 1.15 

116 . 1.25 

118 . 1.40 

Square Jelly Cake 
Pans. 

99 . $ T an 

181 . 1.35 

301 . 1.40 

Chambers. 

1 . $ .50 

Windsor Dippers, 
mo a Bn 

80 . 1.50 

Oft 1 ?K 

331 . 1.65 

ft7ft 4 AA 

100 . 85 

341 . 1.90 

ltt . 65 

iin 20 

ftftft Q «K 

90 . 95 

361 . 3.15 

a . 75 

1 19 99 

non e ka 

Jelly Cake Pans. 

381 .3.75 

8 .86 

11 a .. T T T 40 

16ft .. 1 25 

861 .8.50 

Chamber Corers. 

1 .$ .35 

1H .80 

2 .86 

Oblong Soap Dishes. 

50 .$ .80 

Wall Soap Dishes. 

00 .$ .80 

060 .20 

8ink Drainers. 

7 .$ .50 

170 . T 1 as 

O OR 

53 . 1.05 

53 H . 1.15 

58 . 1.20 

180 . 1.65 

190 .3.00 

10 .80 

68 .. T , t T .. 25 

Deep Ladles, 
an e «a 

AO On 

58 H . 1.35 

54 . 1.50 

ra 2 00 

8 .40 

70 80 

Colanders. 

1 .$ .50 

3 .60 

100 .25 

Mountain Cake Pans. 
78 .$ .80 

70 «A 

58 .3.50 

521 . 1.15 

531H . 1.25 

KOI 1 OK 

110 .25 

120 . $0 

3 .75 

104 .50 

40 .40 

Coffee Flasks. 

10 .$ .60 

91 .25 

101 .25 

80 .85 

Oral Dish Pans. 

15 .$1.50 

581H . 1.50 

305 .60 

G Alt fVA 

111 .80 

541 . 1.65 

661 .3.15 

407 .86 

Child's Commodes. 

1 .$ .45 

Corered Commodes. 

5 .$1.50 

Round Coffee Flasks. 
110 .$ .65 

121 .85 

Soup Ladles. 

40 e «A 

18 . 1.75 

22 2 00 

581 .3.76 

210 .75 

Dish Pana. 

80 _ $ 95 

Seals. Bowls. 

9*10.$ .30 

Pieced Funnels. 

01 .$ .80 

80.25 

88 .20 

lftft 1 AA 

12-14.25 

02 .80 

Graduated Measures. 
11 .$ .50 

1 in 1 15 

16.80 

Odorless Commodes. 
a $1 66 

03 .85 

170 .. .. 1 85 

18 .85 

04 .40 

(No Lip.) 

fti 1 t ax 

210 1 55 

30 .40 

Oombinets. 

40 .$3.85 

05 .55 

300 . T 2 B5 

23 .46 

Q A. SO 

06 .65 

Fruit Jar Fillers. 

20 .$ .35 

Berlin Kettles. 

02 .$ .55 

Standard Measures. 

01 .$ .25 

400 . 8.50 

101 . 95 

141 4 At 

26 . 60 

Pot Corers. 

4 . $ .15 

28 . 70 

02 . 80 

1 71 1 4K 

BO . 65 

4ft . 15 

08 . 40 

Rinsing Pans. 

08 . $ .85 

010 .95 

Soup Bowls. 

135 .$ .35 

S 1$ 

04 .50 

5* .15 

A 1C 

08 .65 

04 .75 

05 .65 

06. 96 

Wash Bowls. 

36 . $ .85 

A U 4A 

05 . 85 

Jelly Moulds. 

AftA A AC 

012 . 1.00 

7 Oft 

06 . 90 

014 . 1.05 

28 . 40 

n u ok 

08 . 1.15 

Children's Mugs. 

8 . $.20 

017 . 1.25 

80 . 45 

ft os 

010 . 1.85 

Lipped Fry Pans. 
bo .. 1 no 

83 . 50 

au ok 

012 . 1.65 

84 . 60 

.. .*» 

O lift 

021 . 65 

5 . 35 

B1 95 

86 . 70 

01 a Aft 

081 . 75 

Chamber Pails. 

1 . $1.40 

82 __ 40 

Corered Buckets, 
jo $ as 

in 96 

041 . 90 

88 . 45 

1 . t as 

051 . 1.00 

2 . 1.50 

34 .60 

31 - 4 ft 

11 r 85 

061 . 1.15 

8 . 1.76 

85 .60 

21 xl as 

11 \l as 

081 . 1.40 

4 .3.00 

86 .65 

a5 .. SO 

19 _ _ an 

0101 . 1.65 

25 .2.15 

National Fry 'Pans, 
ao e an 

SB . 60 

12 ^ . as 

0121 . 1.85 

80 .3.85 

34 .70 

18 .50 

Conrez Kettles. 

212 .$1.05 

Water Palls. 

110 .$1 15 

50 95 

26 .85 

18 H .60 

51 . T 45 

28 . 1.00 

14 .75 

214 . 1.25 

112 . T 1 as 

52 . . t T . 50 

80 . 1.35 

14H .85 

216 . 1.50 

114 . 1 60 

SB SR 

83 . 1.50 

15 . 1.00 

218 . 1.75 

116 . 1.85 

54 .65 
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HARDWARE WORLD—PLUMBING AND HEATING . 

retail SELLING PRICE—Continued. 
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.70 

.75 


Muffin Puns. 

406 .$ .45 

408 ... .55 

409 .65 


Corn Cake Pans. 

VftA a 6ft 

20 45 

22 . 55 

24 . 60 

708 r M 

26 . 65 

vnp 7* 

28 . .. 80 

712 r- , 85 

80 . 95 

Milk Pans. 

00 .$ .20 

n _ t _ ia 

Straight Sauce Pans. 

250 .$ .56 

850 .66 

1 1 Oft 

450 .80 

3ft ss 

650 ... 1.00 

20 . 80 

SO . 85 

Shallow Stew Pans, 
n a in 

40 . 40 

A Oft 

50 . 50 

a ai\ 

60 . 65 

SO . 65 

100 . 70 

120 . 85 

Pudding Pans. 

50 . $ .25 

100 . 25 

150 . 80 

200 . 80 

800 . 86 

6 . 50 

Deep Stew Pans. 

14 . $ .85 

16 . .85 

18 . 40 

20 . 45 

22 . 50 

Molasses Pitchers. 
601 . $ .55 


400 . 
500 . 
600 . 
800 . 
1000 


.40 

.50 

.55 

.65 

.70 


Pus Puns. 

1 .$ .50 

2 .55 

8 .65 

80 ..75 

Berlin Sauee Pans. 

02 .$ .55 

08 .65 

04 .75 

05 .85 

06 .95 

08 . 1.15 

010 .1.85 

012 . 1.65 

021 .65 

081 .75 

041 .90 

051 .1.00 

061 . 1.15 

081 . 1.40 

0101 . 1.65 

0121 . 1.85 

Comb. Dbl Sauee 
Pans. 

I .81.50 

II . 1.75 

Comb. Triple Sauee 

Pans. 

10 .82.25 

101 .2.50 

Sauee Pans. 

162 .8 .55 

168 .60 

164 .70 


Lipped Sauee Pans. 

9 .8 .85 

10 .80 

12 .80 

14 .86 

16 .85 

18 .40 


Convex Water 
Pitchers. 

401 .8 .60 

402 .65 

408 .75 

404 .85 

406 .90 

406 . 1.00 

. Water Pitchers. 

6 .8100 

10 .*.... 1.15 

20 . 1.25 

0 .70 

1 .80 

2 .90 

8 . 1.05 

4 . 1.20 

6 . 2.00 

Pitchers k Bowls. 

100 .81.55 

200 . 1.75 

Dinner Plates. 

.8 25 

. AO 

.85 

Pie Plates. 

.8 .20 

.20 

.25 

.80 

.85 

.25 

.80 

.85 

Lebanon Pie Plates. 
47 .8 .25 


48 

49 

60 


.26 

.80 

.80 


Soup Plates. 

58 .8 25 


Co 


2tt 
8 .. 
6 .. 
15 . 
25 . 
85 . 
45 . 
55 . 
21 % 
81 . 
61 . 
151 
251 
851 
451 
551 
05 . 
016 
025 
035 
045 
055 
051 
0151 
0251 
0851 
0451 
0651 


Pots. 

8 


Tea Pots. 


00 .....8 .50 

01 .66 

0 .65 

10 .70 

20 .80 

80 .85 

40 .95 

50 •••• ... • • 1.06 

001 .60 

Oil .65 

01 % 70 

101 .80 

201 .85 

801 . .96 

401 . 1.05 

501 . 1.16 

1000 .95 

1010 . 1.00 

1020 . 1.15 

1030 . 1.25 

1040 1.40 

1050 .. 1.55 

2000 . 1.00 

2010 . 1.10 

2020 . 1.20 

2080 . 1.85 

2040 . 1.45 

2050 . 1.65 

Fireless Cooker Pots 

420 .8 .85 

620 . 1.15 

820 . 1.40 

1420 . 1.25 

1620 .. 1.60 

1820 . 1.90 

450 . 1.15 

650 . 1.55 

850 . 1.85 


.80 

.85 

.65 

.60 

.65 

.65 

.75 

.85 

.90 

1.05 

.65 

.60 

.65 

.75 

.85 

.90 

1.00 

1.15 

.90 

1.00 

1.15 
1.20 
1.85 
1.50 
1.00 
1.06 

1.16 
1.80 
1.40 
1.65 


1450 

1650 

1850 


1.60 

1.90 

2.26 


Berlin Sauee Pots. 

02 .8-85 

08 .65 

04 ..75 

05 .85 

06 .90 

08 .,. 1.16 

010 .1.40 

012 . 1.65 

021 .65 

081 .75 

041 .90 

051 . .. 1.00 

061 1.15 

081 1.85 

0101 1.65 

0121 . 1.85 

Convex Sauce Pots. 

212 .81.05 

214 . 1.25 

216 . 1.50 

218 . 1.75 

220 . 2.00 

222 . 2.50 

2121 . 1.20 

2141 . 1.40 

2161 . 1.75 

2181 .2.00 

2201 . 2.25 

2221 . 2.75 

Oval Sauee Pots. 

2 .82.00 

3 .2.25 

4 .2.50 

20 .2.25 

80 .2.60 

40 .2.75 

Straight Sauee Pots. 

014 .8 .50 

016 .66 

018 .70 

020 .85 

022 .. 1.00 

024 . 1.26 

026 . 1.50 

028 . 2.00 

030 . 2.25 

082 . 2.50 

80 . 1.25 

100 . 1.50 

120 . 1.75 

160 .2.25 

200 . 2.75 

801 . 1.40 

1001 . 1.75 

1201 .2.00 

1601 .2.50 

2001 . 8.00 

Covered Stove Pots. 

706 .81.25 

707 . 1.50 

708 . 2.00 

709 . 2.50 

7061 . 1.50 

7071 . 1.75 

7081 . 2.25 

7091 2.75 

Soup Stoek Pits. 
212 .84.50 


218 

224 

236 

812 

818 

824 

336 


. 6 . 
. 7. 
. 9 
. 9. 
. 12 . 
.15. 
.18. 


Bread Raisers. 

10 .81. 

14 .2. 

17 . 2. 

21 .2. 

101 .2 

141 .2.1 

171 .2. 

211 .2.: 

Nesco Perfect 
Roasters. 

150 .82 

180 .3.: 

200 . 4.1 

Grocers' Seoops, 

? 

4 . 

5 . 

20 . 

80 . 

40 . 

50 . l.i 

Flat Skimmers. 

» .8 

10 . , 

11 . , 

12 . , 

Spittoons. 

200 .8 

300 . 1, 

Club Spittoons. 

100 .81 

Hotel Spittoons. 

150 ....._82. 

Basting Spoons, 
10 ......... .$ 

12 . 

14 . 

16 . 

18 . 


.00 

.50 

.00 

.00 

00 

,00 

00 

75 

00 

85 

75 

00 

25 

75 

26 


Steamers. 

7 .81. 

8 . 1 

9 . 1. 

Tea Steepers. 

3 "111” * ' 

Handy Strainers. 

140 .8 

Gravy Strainers. 

2 . 8 

Jelly 8trainers. 

20 . 8 . 

Cake Turners. 

18 .8 . 

14 . 

Female Urinals. 

1 .82. 

^ Male Urinals. 


50 

25 

20 

40 

50 

,55 

65 
55 

66 
85 
00 

20 

20 

25 

,25 

85 

,10 

25 

50 

15 

,20 

,20 

20 

,25 

15 

85 

50 

50 

65 

15 

85 

,80 

,15 

,20 

,00 


81.85 


GOERS— 

Nut 


-Ship— 

-- 

H. 

..$ .50 

Sizes 

With 

Without 

* . 

.. .50 

in 16's 

Screw 

Screw 

$4 . 

. .85 

5 to 10 

$1.20 

$1.45 

% .. 

. .60 

11 

1.35 

1.60 

1 . 

. 1.15 

12 

1.35 

1.60 

1% . 

. 1.40 

13 

1.45 

1.70 

. 

. 1.80 

14 

1.45 

1.70 

l% . 

. 2.15 

15 

1.65 

1.90 

2 . 

. 2.50 

16 

1.65 

1.90 

2% .. 

. 3.00 

17 

1.75 

2.10 

2% . 

. 3.75 

18 

1.75 

2.10 

2% . 

. 5.00 

19 

1.95 

2.35 

3 . 

. 6.75 

20 

1.95 

2.85 



21 

2.10 

2.50 

Boring Machine— 


22 

2.10 

2.50 

1 . 

. .90 

28 

2.45 

2.80 

1% . 

. 1.00 

24 

2.45 

2.80 

. 

. 1.25 

25 

2.70 

3.30 

1% . 

. 1.50 

26 

2.70 

8.30 

2 . 

. 2.00 

27 

2.95 

8.90 

Cuban Ring— 


28 

2.95 

8.90 

1 . 

. 1.50 

29 

8.90 

4.45 

1% . 

. 1.75 

30 

3.90 

4.45 

. 

. 2.00 

31 

4.45 

5.20 

1% . 

. 2.50 

32 

4.45 

5.20 

2 . 

. 2.85 




Post Hole— 





Vaughns . 




...$1.75 

Iwan 6-inch . 




... 2 50 

Eureka Diggers. 




... 2.00 


ADZE^Whites o r Bart°ns-- H on , e. 88.90 eaeh; Railroad, 
84.05; Ship 4% 84.45; Lipd. 4%, $4.60; 
Lip<i. 4% 8 4 . 85 . Lippincotts—House. 82.50; Ship, 88.00. 
ANCHORS—Screws per 100, 8 16, 84.15; %. $6.25. 
ANVIL8—Vulcan—No. 2, 20*lb., 86.50; No. 8, 80-lb., 87.50; 
No. 4, 40-lb., 88.75; No. 5, 50-lb., 810; No. 6, 60-lb., 811 
No. 7, 70-lb., 812; No. 8, 80-lb., 813. Trenton—80 to 42i 
lb., 22%c lb.; 70 to 79 lb., 23c lb.; 60 to 69 lb., 28%e 
lb.; 50 to 59 lb., 24%e lb. With Clip Horn, 2c per lb. 
extra. Columbia, AH Steel—80 lbs. and over, 20%e lb. 
APRONS—Carpenters—Cslifornia Leg, 81.50; No. 12 Long 
Brown, 81.25; No. 2 Short Brown, 60c. * 

ASBESTOS— 

Mill Board, 85e lb.; Cut, 40c lb, 

Paper, 35c lb.; Cut, 40c lb. 

Wicking, %-lb. balls, 80c each. 

Wicking, 1-lb. lots, $1.50. 

Cement, per sack . 8.00 

AXES—Boys American, 8150; best grade, 8175. Single Bit 
Hdl. Am., 82.00; best grade Hdld., 82.25. Dble. Bit Ameri- 
can, 82.50; best grade Hdld., 88.00. Not Hdld.—S. B. 
best grade. 82.00; D. B., best grsde. 82.50. 

Broad—Lippincotts 5 k 6-lb., 85.00 each; 6% k 7-lb.. 
$5.25 each; 7% and 8-lb., $5.50; 8% k 9-lb., $5.75; 10 
lb.. $6.00. White's or Barton's—All sizes. $6.00 each. 
BABBITT—1. 25c lb.; 2, 22c lb.; 8, 20e lb.; 4, 18c lb. 

Magnolia. 50e lb.; CH, 75c lb.; Motor, $1.00 lb. 
BATTERIES—Dry, 2%x6, each 45c. 

BAR8—Bent Claw, 20-in., each, 75c; 24-in., §5e; 80-in., $1. 
Crow Bars—15c lb. 
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HARDWARE WORLD—PLUMBING AND HEATING. 


RETAIL SELLING) PRICE—Continued. 


BELLS—Kentucky Cow—No. 0, $1.00 etch; No. 1, 85c each; 
No. 2, 75c each; No. 3, 55c each; No. 4, 45c each; No. 5, 
35c each; No. 6, 30c each; No. 7, 25c each. 

BEVELS—Sliding T—No. 18: 6-in. # 76e 8-in., 90e; 10-in., 
$1.00. No. 25: 6-in. 50c; 8-in., 55c; 10-in., 60o; 12-in., 
65e; 14-in., 75c. 

BIBBS—Compression. Size 

Fin. Plain .ft 

ft 

N. P. Plain .ft 

ft 

Fin. Hose .ft 


List 

$19.80 

25.20 
23.40 
28.80 
22.80 

28.20 


is. r. nose . 


• • . . 

ft 

iso.au 

31.80 

1.00 

2.00 

Fullers N. P. Plain— 





Shouldered. 


...ft 

28.20 

1.80 



ft 

32.40 

2.10 

Flanged, Fern... 


...ft 

34.20 

2.15 



ft 

39.60 

2.50 

Flanged, Male . 


...ft 

36.00 

2.25 

Fullers N. P. Hose— 


ft 

41.40 

2.60 

Shouldered . 


... ft 

31.80 

2.00 



ft 

36.00 

2.25 

Flanged, Fem. 


...ft 

37.80 

2.85 



ft 

43.20 

2.70 

Flanged, Male . 


...ft 

39.60 

2.50 



ft 

45.00 

2.80 

BITS—Auger 



Car 



R. J. 

Irwin 

Irwin 

Common 

3-16 . 

$ .55 

$ .40 

.... 

$ .25 

4-16 . 

.50 

.40 

1.00 

.25 

5-16 . 

.50 

.40 

1.00 

.25 

6-16 . 

.55 

.40 

1.00 

.25 

7-16 . 

.55 

.40 

1.00 

.25 

8-16 . 

.60 

.45 

1.00 

.25 

9-16 . 

.60 

.45 

1.15 

.30 

10-16 . 

.65 

.50 

1.25 

.85 

11-16 . 

.70 

.55 

1.85 

.85 

12-16 . 

.75 

.60. 

1.40 

.85 

18-16 . 

.80 

.65 

1.50 

.45 

14*16 . 

.85 

.70 

1.60 

.50 

15*16 . 

.95 

.75 

1.65 

.55 

16 . 

1.00 

.75 

1.75 

.60 


10-in., 15c; 


$1.25 each; 18-in., 


Sets Common, 8 bit, $2.75; 18 bit, $4.50; 8ets B. J., 
$8.00; Sets Irwin Pat., $6.00. 

Clark’s Expansive, small, $1.15; large, $1.50. 

Steers, small, $2.00; large, $2.50. 

BLADES—Hack Saw—8-in., 10c; 9-in., 15e; 

12-in., 20c. Power, 14-in., 85c. 

EXTENSION BIT HOLDERS—12-in., 

$1.50 each: 24-in.. $1.75. 

BL00K8—Wood Tackle. 

Com. 

Sngl. 

3- inch .$ .80 

4- inch.95 

5- inch . 1.00 

6- inch . 1.20 

7- inch . 1.45 

8- inch . 1.80 

10-inch . 3.00 

12-inch . 4.85 

BLOCKS—Steel Tackle 
Size 


Com. 

Dbl. 

$1.45 

1.75 

1.90 
2.20 
2.65 
3.10 

4.90 
8.25 


Com. 

Triple 

$1.90 

2.35 

2.50 

3.20 

3.85 
4.65 

6.85 
11.70 


Pat. 

8ngl. 

$1.20 

1.30 

1.40 

1.65 

1.65 

2.50 

3.85 

5.80 


Pat. 

Dbl. 

$2.20 

2.50 
2.80 
3.15 
8.65 

4.50 
6.60 

10.00 


Pat. 

Trpl. 

$3.20 

3.60 

3.85 

4.85 
5.50 

6.60 

9.85 
14.50 


Single 


Double 

$1.50 

1.85 

2.00 

2.25 

8.25 
5.00 


8-inch .$ .90 

4- inch . 1.00 

5- inch . 1.10 

6- inch . 1-25 

8-inch . 1.85 

10-inch . 3.00 

BLOCKS—Wood Snatch. 

6-inch .$3.00 

8-inch . 4.85 

10-inch . 6.85 

12-inch . 7.50 

BLOWERS—No. 400 Champion, $35.00; No. 40 Lancaster, 

$20.00; Royal, $30.00. 

BOARDS—8tOT©—W. L.: 24x24, $1.40; 24x36, $2.00; 26x26, 
$1.65; 26x82, $2.00; 28x28, $1.95; 28x84, $2.25; 80x80. 

$2.25; 30x38, $2.75; 88x38, $2.80; 32x42, $8.25; 86x86, 

$3.35. P. L.—18x18, 55c; 24x24. $1.00; 26x26, $1.15; 

28x28, $1.25; 80x80, $1.50; 26x30, $1.45; 28x32, $1.65. 
Wash Boards—Glass Queen, each 65c; Brass Queen, each 
85c: Zinc Queen, each 50c. 

BOXES—Mitre— 

Goodell— 

26x4 .$15.00 

28x5 . 16.50 

30x5. 17.00 

30x6 . 19.00 

New Langdon Imp.— 

32 . 14.50 

38 . 15.00 

84 . 17.00 

35 . 17.50 

8tearns— 

1 . 2.75 

Perfection— 

2 . 8.25 

Parts: Add to list. 25%. 


Langdon— 

15 . 19.50 

16 . 20.00 

Acme— 

72 . 17.00 

73 18.00 

74 . 19.00 

Stanley— 

246 . 14.25 

50 ft . 7.50 

244 . 14.00 

358 . 16.25 

460 . 19.00 

346 . 14.25 


BOLTS— 

Carriage- 


Retail 

$1.25 

1.60 

1.50 

1.80 

1.45 

1.75 


Small .Plua 10' 

.Pina 25# 

Machine— 

Small .Plus 10% 

Large .Plua 25% 

Store Bolts, 80% off List. 

Stud .Plua 80% 


Contractors. Retail, by doa. 


BRACE8— 


811 


911 


6 . $2.85 $2.25 


928 945 


Plus 50% 
Plus 60% 

Plus 50% 
Plus 50% 

Plus 50% 


956 


$8.85 

8.50 
8.75 
4.25 

4.50 


2.85 

8.00 

3.25 

8.76 

*998 * 
8.00 


2.25 _ _ 

2.50 $1.75 $ .85 

- 2.00 - 


8.00 

8.25 


921 

8.00 


1.00 


966 


10 . 

12 . 

. 

4.15 8.25 

. 8.50 

i.5o 

1 AS 

PSAW. 


8008 8010 
...$8.00 $8.25 

8012 8014 

$8.50 $8.75 

BRACKETS—Shelf— 

J spanned— 

Pair 

B. P.— 

Pair 

8x 4. 

.$ .20 

8x 4. 


4x 5 . 

. .25 

4x 5. 

. an 

5x 7 . 

.80 

fix 7. 

. so 

6x 8 . 

.40 

6x 8. 

. 65 

7x 9 . 

. .45 

7x B 

„ . . „ . 75 

8x10 . 

.50 

8x10. 

... BO 

10x12 . 

. .65 

10x12 . 

. l on 

12x14 . 

. 1.00 

19x14 . 

. 1 25 

16x18 . 

. 2.25 

NJP. A O.O, 

same as B.P. 

BRADS—Wire. 

Bulk per lb. ft-lb. pkgs. 

ft-lb. pkgs. 

ft A ft inch .... 

.$ 

.80 $ .15 

$ .10 


ft to lft inch.20 .15 .10 

lft to 2 inch.15 .16 .10 

BRASS—8heet—Soft, per lb., 90e; Half Hard, 85e; Sign, 80s; 
Spring, $1.10. 

BREAD MAKERS—Unirersal—No. 2. each. 92.25: No. 4. 
$2.50: No. 8, $8.60. 


BUCKETS— 

Common Galr. 

8 . 

10 . 

12 . 

14 .. 

16 . 

Garbage Galr. 

00 . 

02 .. 

03 .. 


Each 

.$ .40 
. .60 
. .60 
. .66 
. .75 

Each 
.$1.60 
. 1.85 
. 2.25 


BOTTLES—Vacuum. 

10 . 

lOq . 

11 


Stock— Each 

14 .$ .90 

16 . 1.00 

18 . 1.15 

20 . 1.25 

Well Galr. Each 

10 Qt.$ .85 

12 <}t.. 1.00 

Wood— Each 

Short ear.$ .85 

Strap ear 


BO 

Thermos. Unirersal. 


.$1.75 

2.75 

2.00 


61 $1.75 


62 

21 

22 

71 

72 

91 

92 
81 
82 


2.75 

2.00 

8.25 

2.25 
3 50 
3.00 
4.50 

3.25 
5.00 


llq . 3.25 

14 . 2.25 

14q . 3.50 

15ft . 2.75 

15 . 3.00 

15q . 4.50 

6 . 3.25 

6q . 5.00 

Fillers—Thermos and Universal. 

ft Pint .$1.25 

1 Pint . 1.50 

1 Quart. 2.50 

Lunch Kits— Thermos. Unirersal. 

391 & 395.$3.00 310 $3.25 

392 & 396.3.25 410 3.50 

393 & 397. 3.50 510 8.75 

394 & 398. 4.25 

CANS—Garbage—15, $3.50; 16, $4.00; 18. $4.50; 20, $5 00. 
Oil. Galr., size 1 Gal., each, 50c; size 2 Gal., 85c; 5 Gal. 
with faucet, $1.50; 5 Gal. with spout, $1.25. 
CANTHOOKS—Maple Handle 2ftx4ft, each. $2.35. 

CAPS—Roofing. Per lb., 20c. 

CARBORUNDUM—Grain, per lb., bulk, 50c. 

CHALK—Carpenters, per piece, 2ftc. School Crayon, per 

gross 50c; 6 for 5c. 

CHALK LINE—Yellow, per 100 ft. hank, 15c. Braided 
White, 20-ft. hanks, size 120, each 5c; size 220, 5c* size 
320, 5c. 50-ft. bal 1 ", size 150, each 10c; size 250, each 

10c; size 850. each 10c. 

CHAIN—German Coil. 

000, 9c ft.; 00, 8c ft.; 0, 7c ft.; 1, 7c ft.; 2, 6c ft.; 8 and 
larger, 5ft'* ft. 

Passint? Link—00 (3-16), 8c ft.; 000 (13-64). 8c ft. 

Proof Coil— Black, lb. Tested, lb. Galrd., lb. 


3-16 .$ .22 $ .40 

7-32 .35 

1-4.19 .32 

9-32. .30 

5-16.17 .28 

11 32. .27 

3 8.16 .26 

7-16.16 .25 

12 .15 .23 

5-8.15 

3-4.14 

1 .13ft 


$ .27 
‘.23 
*20 

.18ft 

.17ft 

.17ft 

.17 

.17 
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CHAIN—Continued. 

Safety— 


Braes 

OO 


yd. 

.20 

.25 

.25 

.85 

yd. 

.25 

410 


Nickle Safety— 

O .. 

1 . 

Jack Chain— 

Brass,Yd. Iron,Yd. 

8 .$ .66 f .20 

10 .60 .15 

12 .80 .10 8Ue 18.8 .26 

CHECKS—Door—All Makes. Liquid Checks—All, 84.25; 
B-12, 85.50; C-13, 8630; D-14, 87.85; E-15, 810.50. ~ 

hold open arm. add 75c each. 

CHOPPERS—Meat and rood 


14 .25 

16 .20 

18 .15 

20 .15 

Lot Chains— 

5-16—12 . 

14 . 

16 . 

%—12 . 

14 . 

16 . 

Brass Ladder— 


.10 

.10 

.10 

.10 


88.00 

8.25 

8.50 

8.50 

8.75 

•4.00 

Yd. 


For 


O 

1 

2 

8 


Universal— 


CH URN8—Barrel- 


Enterprise— 

.81.50 6 82.50 

. 1.85 10.4.25 

. 2.25 501 1.25 

. 8.00 602 1.50 


No. 0 . 

..$5.50 

no. 09 . 

No. 45 . 

. 4.00 

No. 1 . 

. . 6.50 

Daaey— ExJars.Dazey 

No. 2 . 

. . 7.00 


Each 

No. 3 . 

. . 7.50 

No. 10 . 

.$1.50 $ .50 

No. 4 . 

. . 9.00 

No. 20 . 

. 2.00 .75 

No. 5 . 

. .11.00 

No. 80. 

. 2.50 1.15 

Sturges Steel— 


N6. 40 . 

. 3.00 1.35 

No. 1 . 

..$8.55 

Dasey—Tin. 


No. 2 . 

..10.50 

No. 200, 2-gal. 


No. 3 . 

. .11.00 

No. 300, 3-gal. 



Improved Cylindi 

No. 1 83.25 

No. 2 4.00 

No. 3 4.50 

No. 4 . 5.00 

Glass Family— 

Universal— 

No. 15 .82.00 


No. 25 
CHISELS— 


2.50 
Bucks 
No. 86 
.8 .70 
. .70 

,. .75 


No. 400, 4-gal. 6.25 

No. 600, 6-gal. 8.50 

Dash IX Tin— 

2- gallon .81-35 

3- gallon . 1.50 

4- gallon . 1.65 

5- gallon . 1.85 

6- gallon . 2.00 

Dash and Handle 15c extra 


% .85 

% .90 

% .95 

1 . 1.00 

134 . 1.10 

134 . 1.15 

1% . 1.30 

2 . 1.40 

Cold 
Com. 

34 .8 15 

5-16 .15 

% .15 

34 .20 

& ::::::::::::::::::: :1I 

% .45 .75 

1 .50 .95 

Cold Eye or Hot Eye— 

1-inch.8 .65 

134-inch.75 

14-inch.85 

1 %-inch. 1.00 

1 34 -inch. 1.25 

1% -inch. 1.65 

2 inch. 2.25 

CLAMP8— 


Whites 
No. 2 
8 .90 
.90 
.95 
1.00 
1.05 
1.15 
1.25 
1.80 
1.40 
1.50 
1.60 
1.80 
Cold 
Special 
8 .30 
.80 
.80 
.35 
.45 


Bucks Diamond 


No. 4 


8 .95 
1.00 
1.05 
1.15 
1.25 

Cape 
8 .35 
.35 
.40 
.50 
.65 
.75 


Point 
8 .40 
.45 
.50 
.65 
.75 
.90 
1.25 
1.60 


Round 

Nose 

8 .35 
.86 
.40 
.50 
.65 
.75 


Mall. 

Screw 

Door—Stearns— 

Pair 

234-inch ... 


2-inch . 

.24.75 

8-inch . 

.65 

8-inch .. 

. 6.00 

4-inch . 


4-inch . 

. 7.00 

5-Inch ..... 

.80 

5-inch . 

. 8.00 

6-Inch . 

.1.15 

6-inch .. 

.12.50 

8-inrh . 




10-inch . 


Universal— 


12-inch . 


No. 88 . 

.. 2.75 


CLEVISES—Malleable, 16c lb. 
CLIPPER8—Bolt- 
Easy— 

.83.50 

. 4.50 

. 6.25 

.8.00 


CLIPS—Wire Rope “Bulldog"—3-16 to % ine., each 16e; 

WIRfe 1 CLbTH P ** 80CI B5#; l 46C ’ 

Black, sq. ft~.8 .04 Pearl.08 

Galvanized.06 Copper Bronse.16 

CLEAN KR8—Window— 

Rubber— Wood Floor— 

10-inch ...8 .25 16-inch ...8 .40 14-lnch ...8 -40 

12-inch ... .30 18-inch ... .46 16-lnch ... .60 

14-inch ... .85 

COAL—Blacksmith- 

Catch weight sacks, per 100 lbs. .81-85 

Per 125-lb. sack .2.26 


COAL CHUTES—Hercules 

No. 1, 16x18 .218.00 

No. 2, 18x20 . 15.00 

No. 8, 20x24 . 20.00 


HO. •, 10X10 . 

COLORS—Dry— 

ll.UU 

Lb. 

Lamp Black. 

2 .25 

Ivory Drop Black .. 
Prussian Blue. 

.25 

.86 

Ultra Blue. 

.50 

Umber Raw. 

.15 

Umber Burnt. 

.15 

Sienna Raw. 

.15 

Sienna Burnt . 

COLOR8—In Oil— 

.15 

Black—Eng Coach lb.$ .50 

Ivory Drop, lb. 

.40 

Lamp, lb. 

.45 

Blue—Prussian 34 lb 

.40 

34 lb. 

.65 

1 lb. 

1.25 

Ultrum 34 lb. 

.20 

34 lb. 

.85 


1 lb. 
Cobalt 


.60 

.80 

.40 

.40 


1 lb. 

Brown—RAB Sienna 1 

Umber 1 lb. 

Van Dyke 1 lb.50 

Green—Chrome 1 lb.. .40 

COMPOUND— 

5-lb. boxes, lb. 

50-lb. boxes, lb.18 

COPPER—8heet, 86e lb. 

CORD—Sash— —Common— —Silver Lake 


No. 6, 20x24 .217.50 

No. 6, 16x18 . 14.60 

No. 7, 20x24 . 17.50 

No. 8, 18x24 . 28.00 

Lb. 

Van Dyke .18 

Chrome Green.2 .25 

Chrome Yellow.25 

Ochre Golden.10 

Ochre Yellow.04 

Venetian.04 

Indian Red.15 

Red—Amer Verm. lb. .60 
Eng. Verm. 34*lb.... 1.40 

Eng. Verm. 1-lb.2.80 

Tuscan .45 

Indian .80 

Venetian .25 

Rose Pink.60 

Rose Lake . 1.05 

Dutch Pink.75 

Carmine . 1.40 

Turkey . 1,70 

Para . 1.30 

Yellow—Chrome lb.. .50 
Ochre—Golden lb... .86 

Yellow, 1 lb.25 

Welding Heat Cherry Climax 
...2.18 2.18 

.18 


Hank Ft. 


Lb. Hank 


Ft. 


No. 6 _ 

$1.00 $ 

.0134 

2 .65 

21.50 

2 .02 

No. 7 - 

1.10 

.01% 

.65 

1.75 

.0234 

No. 8 _ 

1.35 

.02 

.65 

2.00 

.03 

No. 9 - 

1.75 

.02 H 

.65 

2.50 

.0834 

No. 10 - 

2.00 

.08 

.65 

8.00 

.04 

No. 12 _ 

2.75 

.03 tt 

.65 

4.00 

.06 

Samson Spot 

, per lb. . 






Lb. 

2 .90 
.90 
.90 
.90 
.90 
.90 


Tinned Picture 

No. 0, Pk.2 .10 

No. 1, Pk.10 

No. 2, Pk.15 

COTTERS—Spring— 

Smaller 7-64 1-8 5-82 

34 M. 21 05 21 20 21 50 82.10 
~ .20 .20 .25 .85 

1.25 1.45 1.75 2.45 


No. 8, Pk.2 .20 

No. 4, Pk.26 


8-16 1-4 5-16 8-8 


C. 
% M. 

C. 
1 M. 
0. 


.20 

1.45 

.25 


IK M. 1.65 


0. 


.25 


134 M. 1.85 


C. 


.30 


IK M. 2.05 


C. 

2 M. 

C. 

234 M. 
C. 

2 34 M. 

c. 

8 M. 
C. 


.35 

2.20 

.85 


.25 

1.65 

.30 

1.90 

.80 

2.10 

.85 

2.85 

.40 

2.55 

.45 


.80 

2.00 

.35 

2.80 

.40 

2.50 

.40 

2.80 

.45 

8.10 

.50 

8.80 

.55 

8.55 

.60 


.40 

2.80 

.45 

8.15 

.50 

3.50 
.60 

8.85 
.65 

4.20 

.70 

4.50 
.75 

4.85 
.80 


8.85 

.65 

8.85 
.65 

4.85 
.75 

4.85 

.80 

5.40 
.90 

5.90 

1.10 

6.40 
1.15 

6.90 
1.25 

7.90 
1.30 


Extra Cutters 

No. 0.22.00 

No. 1.2.25 

No. 2. fc.Oti 

No. 8. 8.75 




. 

6.00 

9.75 


1.00 

1.60 

. . 9 

7.05 

11.25 


1.20 

1.90 

. . t 

8.10 

12.75 

21.60 

1.85 

2.15 

3.60 

9.15 

14.25 

28.75 

1.50 

2.40 

4.00 

10.20 

15.75 

25.90 

1.70 

2.65 

4.30 

11.25 

17.25 

28.00 

1.90 

2.90 

4.70 

12.30 

18.75 

80.25 

2.05 

8.15 

5.00 

14.40 

21.75 

84.55 

2.40 

8.65 

*5.70 

*20c; %, 

, 20c; i 

14. 20c. 


New 
No. 0 
No. 1 , 

No. 2 . 

No. 8 , 

O. K.— 

10-inch . 1.50 

14-inch . «... 1.75 

CLOCK8—Alarm—Flash, 21.75; Indian, 81-85; Cascade, 
82 25; Recall, 22.75; No. 200 Parker, 23.00; 8-Day Sim¬ 
plex, 26.00. 

CLOTH—Emery, Nos. 00 to 2 34, 10c straight; No. 8, 15c, 
2 for 25e. Carborundum or Aloxite—Nos. FF-90, 10c 
straight. 


CRAYON—Lumber, 10c; Soapstone, 5c. 

H08E COUPLINGS—Com. Size 34, each . . ... 

CUTTERS—Pipe—Barnes. No. 1, 82.95 each; No. 2, 88.90; 
No. 3. 26.50; No. 4, 213.00; No. 5, $19.50; No. 6. $26.00. 
Saunders—No. 1, $2.25; No. 2, $3.25; No. 3, $8.00; No. 4, 
$12.60. 

DAMPERS—Stove Pipe—8, 15e; 4, 20c; 5, 20c; 6, 25c; 7, 
80c; 8, 40c; 9, 50c; 10, 60c. 

DIVIDER8—Wing No. 35— 


.2 .50 
.65 
.75 


10 .. 

12 

14 


2 .90 
1.15 
2.25 


DOLLIES—Timber- 

No. 649, 6-inch .$7.50 No. 650, 8-inch_$10.50 

DOORS—Screen. 

Common, %-inch, 2-6x6-6 .$2.15 

Common, %*inch, 2-8x6-8 .2.35 

Common, 134-inch, 2-6x6-6 . 2.50 

Common, 134 -inch, 2-8x6-8 . 2.65 

Common, 134-inch, 2-10x6-10 . 2.85 

Common, 134-inch, 3x7 . 8.25 
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Google 
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HARDWARE WORLD—PLUMBING AND HEATING . 


RETAIL SELLING PRICE—Continued. 


DOORS—Ash Pit. 

8x8, esch.$1.40 

8x10.1.50 

10x12 . 1.80 

DR1LL8-’ 

Bit 8toek No. 114 Dos. 

8- 82 .$ 2.70 

% . 8.00 

5- 82 . 8*50 

816 4.00 

7-82 . 4.60 

U . 5.00 

5:i6 . 7.00 

% 8.50 

7-16 . 10.50 

#16 .a_15.50 

.. 18.00 

.. 24.00 

.. 80.00 

T . 86.00 

Wire Gauge 108A. 

1*5 Os.$2.7® 

6- 10 Gs.2.60 

11-15 Gs.2.26 

16- 20 Gs.2.00 

21-25 Gs.1.00 

26-80 Gs.180 

31-85 Gs. . 1.75 

86-40 Gs. . 1.76 

41-46 Gs. . 1.70 

46-60 Gs.1.6$ 

51-66 Gs.160 

56-60 Gs.155 

Taper Shank No. 106 ssoh. 

14 .* -$5 

5-82.J$ 

7- 82.$5 

u .60 

?a*.*5 

n-aa .2® 

at .80 

13 82 . -JO 

15-82 . 110 

% 130 

17- 32 . 180 

29-82 . 3 80 

15-16 . 8.00 

31-32 . 8.25 

1 ...8.60 

1 1-32. 8.75 

1 116. 4.00 

1 8-32. 4.*$ 

1% . i$0 

1 5-82. 4.75 

1 3-16. 5.00 

1 7-82 5.25 

1 % 6.50 

1 9 82 . 5.75 

1 5-16 . 6.00 

1 11-82 . 6.25 

1% 6.50 

1 18-82 . 7.00 

1 7-16 . 7.50 

1 15-82 . 8.00 

ltt . 8.50 

1 17-82 . 9.00 

1 9-16. 9.50 

1 19-82 . 10.00 

1% 10.50 

1 21-82 . 11.00 

1 11-16 . 11.50 

1 28-82 . 12.00 

1% 12.50 

1 25-82 . 18.25 

1 13-16. 14.00 

1 27-82 . 14.75 

1% 15.50 

1 29 82 . 16.25 

1* 15-16 . 17.00 

1 81-82. 17.75 

2 . 18.50 

8tr. Shank No. 108. Dos. 

8 32 1.70 

14 . 180 

5-32 1.90 

3-16 2.25 

7 82 2.75 

14 8.25 

9 82 8.80 

9- 16 . 1.40 

19-32. 1.50 

% . 160 

21-82 . 1.70 

11-16 .. 1.80 

23-32 . 1.90 

Hand 

4 $2.40 

4% . 2.00 

5% 4.00 

5#B. 4.00 

49. 1.50 


12x15 . 3.50 

Ash Traps— 

7x9 .55 


% . 

25 82 . 

18-16. 

27-82 . 

% . 

7-82 . 

% . 

5-18 . 

% . 

7-16 ... 

14 . 

9-16 . 

% . 

11-16 . 

% . 

13-16 . 

% . 

15-18 . 

1 . 

1 1-16 . 

114 . 

1 3-16. 

1% . 

1 516. 

1% . 

1 7-16 . 

1 % . 

Shank No. 120. 

14 . 

5-82. 

3-16. 

7-82. 

14 . 

5-16 . 

% . 

7-16 . 

14 . 

9 16 . 

% . 

11-16 1.50 

% 1.70 

13-16 1.90 

% .2.10 

15-16 . 2.30 

5.16 4.85 

% . 6.00 

7-16 8.50 

14 . 12.00 

Each 

9-16 1.40 

% . 1.60 

Shank No. 116. sack. 


2.00 

2.10 

2.20 

2.40 

2.60 

.65 

.70 

.80 

.90 

1.00 

1.10 

1.20 

1.80 

1.50 

1.70 

1.90 
2.10 
2.80 

2.50 

2.70 

2.90 
8.10 
8.80 
8.60 

8.90 
4.20 

4.50 

$ .45 
.45 

.50 

.55 

.60 

.70 

.80 

.90 

1.00 

1.10 

1.80 


U 

5-82 .. 
316 .. 

1. 

1 1-16 
1 U 
1 3-16 
1 M 

1 5-16 
1 * 

1 7-16 

1 H .. 
08 ... 
3 .... 

518 . . 


.50 
.55 
.60 
. 2.50 
. 2.70 
. 2 90 
. 8.10 
. 8.30 
. 8.60 
. 8 90 
. 4.20 
. 4.50 
1.50 
1.75 
2.00 

Bench Drills. 

8 .$ 5.50 

8% 7.25 

9H . 1100 

10*4 . 20.00 

490 44 13.50 

1008 . 12 00 

1005 . 18.00 

11 . 20.00 

Breast Drills. 

20 $5.50 

245 4.50 

279 10.00 

6 . 5 00 

07 . 400 


277 
186 . 

807 

816 

817 

818 

815 

Drill. 


Feed Frame... 
Chain Drill. 


Surgeon’s Drill. 


5.50 

8.00 

2.95 

8.50 
4.00 
5.00 

4.00 


1480 . 

2.75 

445 

1445 . 

4.85 

455 

1455 . 

5.00 

545 

259 . 

4.5o 

550 

329 . 

2.40 

1580 

348 . 

2.50 

1540 

885 .. 

5.50 

1545 

879 . 

2.40 

1550 

LB O W S—Conduc 1 0 r—— 


1555 


PI. Rd. 

2-inch.$ .85 

8-inch.50 

4-inch.60 

Corrugated—Conductor 

2-inch.$ .25 

3.inch.80 

4- inch.45 

5- inch.90 


4.85 

5.00 

7.00 

6.75 

4.15 


. 6.25 

. 8.50 

80 . Cor. Rd. Adj. 

214x1% 114-inch_$ .25 

8*x2% 2-inch.20 

8-inch.25 

Shoes 

2-inch.$ .26 

8-inch.80 

4- inch.45 

5- inch.90 


ELBOWS—Stove Pipe— 

Com. 

Pol. 

Adj. 

Com. 


Galrd. 

3 . 

.$ .20 

$ .85 

$ .25 



4 . 

. .25 

.40 

.25 

• • • • 


5 . 

. .25 

.45 

.80 

.60 

* *65 

6 . 

. .25 

.50 

.40 

.75 

.75 

7 . 

. .30 

.75 

.50 

.85 

1.00 


Flour Emery— 

Per lb. 

Stones—(See Stones) 
Cloth—(See Cloth) 
Wheels—(See Wheels) 


.25 


EMERY—Grain- 

No. 60, per lb.$ .25 

No. 70, per lb.. . .25 

No. 80, per lb.25 

No. 90, per lb.25 

No. 100, per lb.25 

No. 120, per lb.25 

FASTENERS—Casement, Common Brass Plated, 25c; Bash, 
Common Brass Plated, 10c. 

FELT—Deadening, Size Roll, %-lb., 
lb., $6.00. Tarred, 250-ft. roll, 

$2.60 each. 

FIGURES;—Steel. 


$8.00; 1-lb., $4.00; 
$1.85 each; 500-ft. 


114- 

roll. 


% each. 

.$ .15 

14 set. 

8-16 each. 

.15 

3-16 set 

14 each. 

.20 

14 set. 

5-16 each. 


5-16 set 

% each. 

.80 

% set. 


.$ .90 
. 1.10 
. 1.85 


FTLE8— 

Flat Bastard size 6 $ 
Flat Baiisrd size 7 
Flat Bastard size 8 
Flat Bastard size 10 
Flat Bastard size 12 


Flat Bastard size 14 
Flat Bastard size 16 
Mill Bastard size 4 
Mill Bastard size 5 
Mill Bastard size 6 
Mill Bastard size 7 
Mill Bastard size 8 
Mill Bastard size 10 
Mill Bastard size 12 
Mill Bastard size 14 
Mill Bastard size 16 
Round Bastard size 8 
Round Bastard size 8% 
Round Bastard size 4 
Round Bastard size 5 
Round Bastard size 6 
Round Bastard size 7 
Round Bastard size 8 
Round Bastard size 10 
Round Bastard size 12 
Round Bastard size 14 
Round Bastard size 16 
Half Round Bastard. 

Size 4.$ 

8ize 5 . 

81 ze 6 . 

Size 7 . 

Size 8 


.80 

.85 

.85 

.45 

.60 

.90 

1.15 

.15 

.20 

.20 

.25 

.25 

.85 

.45 

.60 

.85 

.15 

.15 

.15 

.20 

.20 

.25 

.25 

.85 

.45 

.60 

.85 


. 2.00 

8ize 10.45 

Extra Slim Tapers. 

Size 814, 2 for 25e $ .15 

Size 4, 2 for 25c .15 

8ize 414, 2 for 25e .15 

Size 5.15 

Size 514 .15 


Size 6, 2 for 85c 

Size 7 . 

8ize 8 . 

Weeds Saw. 
Size 5. 8 for 50c 
Size 514, 8 for 60c 

Size 6 . 

8ize 7 . 

Band 8aw. 

5 . 


Size 

Size 

Size 

Size 

Size 


.20 

.25 

.80 

.20 

.20 

.20 

.25 

.20 

.25 

.80 

.40 

.50 


.25 

.80 

.85 

.40 

.45 


Size 10.50 

Size 12.65 

Size 14.85 

Size 16 . 1.15 

Square Bastard. 

Size 4 .$ .20 

Size 5.25 

Size 6.25 

Size 7.80 

Size 8.85 

8ize 10.45 

Size 12.60 

Size 14.85 

Size 16 . 1.05 

Knife Bastard. 

Size 4 . 

Size 5 . 

Size 6 . 

Slim Tsper. 

Size 8H. 3 for 25e 
Size 4. 2 for 25e 


.80 

.85 

.40 

.15 

.15 


52 . 

53 . 

. 2.40 

Size 4%. 2 for 25c 

.15 

.15 

54 . 


8ize 514 . 

.15 

154 . 


Size 6, 2 for 85c 

.20 

565 . 

. 8.50 

Size 7 . 

.25 


Cant Saw. 

Size 5 .$ .80 

Size 6.80 

8ize 7 .85 

Size 8.40 

Warding, 8 to 4... .25 

Warding, 414 ot 5... .30 

Warding, 6.85 

Half Round Smooth. 

Size 6 .$ .40 

Size 8.50 

Size 10.60 

Size 12.80 

Size 14 . 1.15 

Half Round Cabinet. 

Size 6 .$ .45 

81 ze 8.60 

Sise 10.75 

Sise 12 . 1.05 

8ise 14 . 1.40 

Half Round Wood Rasps. 

Size 6 .$ .45 

Size 8.60 

Size 10.75 

Size 12 . 1.05 

Size 14 . 1.40 

Shoemakers. 

Sise 8 .$ .60 

Sise 9.70 

Sise 10.75 

Plain Horse. 

Size 12 .55 

Sise 14 .75 

Size 16 . 1.10 

Tank Horse. 

.Size 12 .70 

Size 14 . 1.00 

Size ? 6 .1.85 
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RETAIL SELLING PRICE—Continued. 


FAUCETS— Cork Lined— 8-inch each.$ .20 

7-inch each.$ .15 9-lneh each.25 

FTXTURE8—Grindstone—Aato: 01, $1.50; 02, $2.50. Com¬ 
mon: 15, 75c; 17, 85c; 19, $1.00; 21, $1.25. Am. 

Heavy: 17, $100. Extra Shafts, 15-inch, 25c; 17-inch 
85c. Extra Cranks. 25c. 

FLATTERS—Blackamith—2-in., $1.26; 2)4-1n.. $1.65; S-in., 
$2.00; 8%-in., $3.00. 

PIPE FITTINGS— 

Bashings, black 
Bushings, galv. 

Capa, black 
Capa, galv. 

Couplings, black 
Coupling*, galv. 

Croaaea, black 
Croaaea, galv. 

Elbowa, black 
Elbows, galv. 


St. Elbowa, galv. 

Floor Flanges, black ... 


Lock Nuts, galv. 
Plugs, black 
Reducers, black 
Reducers, galv. 

Return Benda, bll 
Close- 

Return Benda, b 
Medium— 

Return Benda, blk . 

Open— 

Tees, black 
Tees, galv 
Unions, black 
Unions, galv. 
NIPPLES—Right Hand. 
Size 

)4, black 

14 C»1t. 

%, blmck 

8: fi!k 


.04 


t: 


14, g»lT. 

1, black 

1. galv. 

1 %, black 
1%, galv. 

1)4, black 
1 * alT - 

2. black 
2, galv. 

FLASHLIGHTS— Ever-ready—Complete 

No. 6961 each.$ .76 ' ‘ 

No. 6962 each. 1.00 

No. 1991 each. 1.26 

No. 2604 each. 1.20 

No. 2681 each. 1.50 

No. 2682 each.1.75 


% 

% 

% 

% 

1 

1)4 

1)4 

2 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.18 

.10 

.10 

.10 

.18 

.16 

.18 

.23 

.85 

.08 

.08 

.08 

.13 

.16 

.25 

.80 

.50 

.10 

.10 

.13 

.18 

.25 

.45 

.55 

.75 

.07 

.08 

.10 

.13 

.16 

.22 

.26 

.86 

.08 

.11 

.13 

.18 

.25 

.32 

.42 

.50 


.19 

.27 

.38 

.60 

.65 

.75 

1.25 


.25 

.88 

.55 

.85 

1.00 

1.40 

2.10 

!o8 

.10 

.13 

.15 

.20 

.80 

.36 

.60 

.10 

.15 

.18 

.20 

.30 

.50 

.60 

1.00 

.08 

.10 

.13 

.15 

.25 

.50 

.60 

.80 

.10 

.15 

.18 

.25 

.43 

.75 

.80 

1.20 

.07 

.10 

.15 

.25 

.28 

.88 

.45 

.75 

.10 

.15 

.22 

.88 

.40 

.57 

.70 

1.32 



.30 

.36 

.42 

.55 

.60 

.85 

.04 

.06 

.07 

.18 

.19 

.25 

.80 

.86 

.05 

.07 

.10 

.20 

.28 

.37 

.40 

.55 

i04 

.04 

.04 

.06 

.07 

.08 

.11 

.13 

.10 

.10 

.12 

.17 

.26 

.80 

.35 

.60 

.18 

.13 

.17 

.25 

.38 

.45 

.60 

.90 


.25 

.28 

.38 

.65 

.80 

.95 

1.85 


.27 

.82 

.40 

.70 

.90 

1.10 

1.55 


.28 

.34 

.45 

.75 

1.00 

1.35 

2.10 

.10 

.15 

.16 

.17 

.24 

.89 

.50 

.82 

.13 

.22 

.25 

.27 

.87 

.65 

.85 

1.45 

.18 

.22 

.25 

.80 

.35 

.45 

.60 

.75 

.28 

.30 

.35 

.40 

.50 

.70 

.90 

1.25 

sd. 








2% 

8 

8% 

4 

5 

6 

7 

8 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.16 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.07 

.07 

.07 

.08 

.10 

.12 

.14 

.16 

.11 

.11 

.11 

.18 

.16 

.18 

.22 

.26 

.09 

.09 

.09 

.09 

.11 

.18 

.17 

.18 

.14 

.14 

.14 

.14 

.18 

.21 

.25 

.82 

.13 

.18 

.18 

.18 

.15 

.18 

.28 

.25 

.19 

.19 

.19 

.19 

.24 

.28 

.84 

.88 

.11 

.17 

.17 

.17 

.20 

.24 

.29 

.88 

.17 

.29 

.29 

.29 

.32 

.88 

.45 

.52 

.18 

.20 

.20 

.20 

.25 

.29 

.86 

.40 

.21 

.85 

.85 

.85 

.39 

.46 

.54 

.60 

.18 

.27 

.27 

.27 

.82 

.38 

.50 

.54 

.27 

.47 

.47 

.47 

.52 

.61 

.68 

.75 


Kwik-lite Flashlights, Complete with Battery— 


Fibre Tubulars 
No. Bach 

5220 Baby 2-cell_$1.00 

5221 Reg. 2-cell.1.20 

5823 Reg. 8-cell.1.40 

5229 Miners* 2-cell.. 1.50 
5881 Miners' 8-eell.. 1.70 

Metal Tubulars 
6240 Baby .2 cell_ 1.25 


Stebbins 


Perf. 


$ .45 

% 

$ .90 

.50 

1 

1.00 

.60 

i)4 

1.26 

.65 

i£ 

1.40 

.75 

2 

1.85 


GLUE—Dry—X. X. 
60c lb. Lepages— 
)4 Pt., 85c; Pt., 

$3.65. 

GLASSES— 

Ground Level— 


White, 85e lb.; White, 70c lb.; Dark, 
1 oz., 10c each; ft Gill, 20c; Gill, 25c; 
65c; Qt.. $1.05; )4 Gal., $1.90; Gal., 


Proved Level- 


1%. 

.$ .50 

1%. 


2. 


2. 


2%. 

.s 5 

2% . 


3. 

.70 

3. 


3)4. 


8)4. 



Gauge Glasses 40% off list. 

GRAPHITE—Flake, per lb., 75c. 

GRINDERS—Carb. and all 1st grade—No. 1, 4-in., $4.25; 

No. 2. 5-in., $5.75; No. 8, 6-in., $8.00; No. 4, 7-in., $11. 
GRINDSTONES—Mounted. Wood Frame, No. 1, $8.00 each; 
No. 2. $8.50 each; Angle Steel Frame, $8.00; Tubular 

Steel Frame, $8.50. Harvest King (Power), $12.50; Loose, 
4c lb.. 

GAUGES—Butt- 


No. 

98. 

. .$1.15 

No. 

94. 

.. 1.85 

No. 

95. 

. . 1.25 

No. 

95)4. 

. . 1.00 

No. 

Marking 


61. 

. . .15 

No. 

64. 

. . .85 

No. 

65. 

. . .75 


No. 

No. 

No. 

No. 

No. 

No. 

No. 


71. 

77. 

90. 

91. 

92. 

97. 

98. 


.55 

1.00 

.50 

.90 

1.50 

.75 

1.00 


HAMMERS AND SLEDGES— 
Adze Eye, 1st Grade 

10 .$1.65 

11 . 1.35 

11)4 . 1.25 

12 . 1.15 

13 . 1.10 

Ball Pein, First Grade. 


No. 

No. 

No. 


3 lb., 

lb. 
1% lb. 
1)4 lb. 
1 M lb. 
1 lb. 


No. 2619 each.1.70 

No. 2616 each. 1.50 

No. 2680 each. 1.25 

No. 2683 each. 2.40 

No. 2684 each. 2.00 

No. 2659 each. 8.00 


6241 Reg. 2-cell_ 1.50 

6848 Reg. 8-cell. 1.75 

6249 Miners* 2-cell. . 2.00 
6851 Miners’ 8-cell..2.40 
Metal Vest Pocket 
3475 2-cell (Vest) . .. 1.00 
8577 8-cell (Vest)... 1.20 
8579 8-cell (Goat)... 1.70 


Kwik-llte Seamless Cell Flashlight Batteries— 

No. 1203 2-cell Baby Tubular.$ .30 

No. 1202 2-cell Reg. Tubular.80 

No. 1301 3-cell Reg. Tubular.40 

No. 1204 2-cell Penlite.25 

No. 1206 2-cell Vest Pocket.30 

No. 1207 2-cell Vest Pocket.80 

No. 1308 8-cell Vest Pocket.85 

No. 1809 8-cell Goat Pocket.35 

FROES—Special—Each, 12-in., $1.65; 14-in., $1.75; 16-in., 
$2.00. Common—Each, 12-in., $1.25; 14-in., $1.85; 16-in., 
$1.50. 

FURNACE8—(See Pots) 

FORGES—No. 150 Chicago. $11.25; No. 151 Chicago. $12.75. 
GATES—Molasses— 

2 . 

3 . 

4 . 

5 . 

6 . 

GARBAGE CAN8—(See Cans) 


1.75 
1.55 
1.35 
1.25 
1.15 
1.10 

10 ounce.90 

13 oz. 1.00 

• 7 ounce.85 

5 ounce.85 

2 ounce.80 

Riveting, 1st Grade 

No. 5. 1.00 

HANDLES—Axe- 

Sing. Bit, Shaved.50c 

Sing. Bit, Oval.35c 

Dble. Bit, Shaved.50c 

Dble. Bit, Oval.85c 

Boys, Shaved .85c 

Boys, Oval .25c 

Chisel— 

Leather Tip.10 

Hammer—A. E. 

1st Quality 

Sizes 12-18-14.15 

Peavey— 

Maple, 2)4x4.50 

Maple, 4%.60 

Maple, 2%x4H.65 

Maple, 5.70 

Maple, 2%x4%.70 

Maple, 5. 75 

Maple, 3x5.80 

Pick—Drift 

No. 1, each.85 

No. 2, each.25 

Hand Saw Handles— 
Disston No. 7, each. . .85 

Disston No. 8.50 

Disston No. 12.65 

Sledge— 

Shaved, 30-inch, each. .85 

Oval, 80-inch.25 

Saw—Cross Cut— 

No. 112 lltsston.$ .65 

No. 113 Disston.70 

No. 114 Disston. 1.35 

No. 120 Disston. 1.50 

Reversible Guard, 

Simonds . 1.25 

No. 6 Simonds. 1.00 

No. 24 Atkins. 1.00 

One man, sup.85 

HATCHETS— 


.15 

.15 

.75 

.80 

.85 


.95 

.90 

..85 

No. 1.80 

No. 0.75 

8tone Hammer 
No. 710 

8 to 4 lb., per lb.85 

4 to 12 lb., per lb.25 

5 to 20 lb., per lb.80 

Striking Hammers— 

Long Pat. 750 

8 to 4 lb., per lb.80 

5 to 20 lb., per lb.25 

B. 8. Sledge 

No. 880.25 

No. 840.25 

Stone Sledge.25 

Goal 81edge.25 

Machine 

Sizes 12-18-14. 

Hatchet- 

Sizes 13-14-15-16_ 

Peavy— 

Hickory, 2)4x4, each 

Hickory 4%. 

Hickory 2V4x4%.... 

Hickory, 5.90 

Hickory 2%x4%.... 1.00 

Hickory, 5. 1.05 

Hickory 8x5. 1.15 

Plain Bent Hay— 

4% foot.55 

5 foot.60 

Plain Manure— 

4 foot.50 

4% 55 

X Strap Header— 

4 foot .75 

4)4 foot.80 

5 foot.90 

6% foot. 1,00 

X Strap Manure— 

4 foot.80 

4% foot.85 

Hoe 1 

Ivanhoe, 4% foot.50 

Mortar. .85 

X German. 4% ft.70 

Planter, 4% ft.60 

Rake— 

X, 6 foot.75 

Long Shovel XX.70 

Long Spade XX.65 

Long Maynard XX.. .70 

D Handles.75 


Lath, 1 Plumb. 

.$ .85 

Double Bevel) 


T.ath, 2 Plumb. 

. 1.00 

8 White. 

. 2.00 

Underhill Regular.. 

. 2 25 

7 White. 

. 2.15 

Underhill Boston Pat 

. 2.50 

6 White. 

. 2.85 

Underhill, St. Paul.. 

. 2.50 

5 White. 

. 2.85 

141 Sayre. 

. 2.00 

4 White. 

. 2.75 

140 Sayre. 

. 1.75 

Claw 1 Plumb. 

. 1.85 

Flooring, 1 Plumb.. 

. 1.75 

Claw 2 Plumb. 

. 1.40 

White . 

. 1.75 

Clsw 8 Plumb. 

. 1.50 

Broad 1 Plumb.... 

. 1.50 

Shingling 1 Plumb.. 

. 1.20 

Broad 2 Plumb.... 

. 1.75 

Shingling 2 Plumb.. 

. 1.25 
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HATCHETS—Continued. 


Broad 

3 

Plumb.... 

. 2.00 

Half, 1 Plumb. 

1.26 

Broad 

4 

Plumb.... 

. 2.25 

Half, 2 Plumb. 

1.80 

Broad 

5 

Plumb.... 

. 2.50 

Barrel or Frnit Boxei 


Shingling 8 Plumb.. 

. 1.80 

Sayre 400. 

Sayre 401. 

1.65 

1.50 


RETAIL SELLING PRICE—Continued. 

1475 FAD2 .20 
1475 8F2AN .25 
1474 FADS, 134 .25 


HINGES * BUTTS (Screws 
No. 900 Lt. Strap Hinges. 

Pr. DjTpt. 

3- inch _$ .20 $ 1.76 

4* inch .25 2.10 

5- inch.80 2.15 

6- inch.85 2.90 

No. 986 Cor. Strap Has. 

Pr. Ds. Pr. 

4- inch .$ .25 

6-ineh.86 

6-inch.40 

8-inch.60 

10-inch.90 

12-inch . 1.85 


2.40 

8.75 

4.00 

6.60 

9.50 

18.00 


Included)— 

No. 160 FADS. 
Oont. 

2 34-in. .$ .40 

8-in.45 

8 34 in.65 

4-in.70 

4 34 in.95 

No. 160 N. 
Oont. 

234-in.$ .45 

8-in.50 

3 34 in.60 

4-in.66 

4 34 in. . 1.00 


Bet. 

$ .50 
.56 
.65 
.80 
1.05 

Bet 
$ .60 
.60 
.70 
.76 
1.16 


No. 904 

Lt. Tee 

Hinges. 

No. 160 

8 F2. 



Pr. 

Ds. Pr. 


Cont. 

Bet. 

8-inch . 

....$ .15 

$ 1.75 

234-in. . 

$ .45 

$ .55 

4-inch . 

.20 

1.90 

8-in. 

.55 

.65 

5-ineh . 

.20 

2.10 

S 34-in. 

.60 

.70 

6-inch . 

.25 

2.40 

4-in. 

.70 

.80 

No. 987 

Cor. Tee 

Hinges. 

4 34-in. 

.90 

1.00 


Pr. 

Ds. rr. 

No. 165 

FADS. 


4-ineh . 

...$ .85 

$ 8.00 


Oont. 

Bet. 

5-inch . 

... .40 

8.40 

134-in. 

$ .85 

$ .40 

6-inch . 

... .60 

5.00 

2-in. 

.40 

.45 

8-inch . 

... .75 

8.00 

2 34-in. 

.45 

.50 

10-inch • 

... 1.20 

12.76 

8-in. 

.65 

.65 

12-inch . 

... 1.75 

17.00 

8 34-in. 

.65 

.75 


No. 888 Butts. 

Pr. Ds. Pr. 

%-inch 

1- inch . 

1 % -inch 
134 -inch 

1 % -inch 

2- inch . 

2 bk -inch 
2 34-inch 
2% inch 
8-ineh . 

8 34-inch 


4-in.80 

4 34-in.1.20 


.95 

1.85 


No. 


134-inch 
1%-inch 

2- inch .. 
2 34 -inch 
2 34-inch 
2 % -inch 

3- inch 


$ .10 

$ -75 

No. 

165NA8F2. 


.10 

.85 


Cont. 

Bet. 

.10 

.95 

134-in. . 


$ .45 

.10 

1.05 

2-in. ... 


.60 

.16 

1.20 

234 in. . 

. .50 

.55 

.15 

1.80 

8-in. ... 

... .60 

.70 

.15 

1.45 

3 34-in. 


.80 

.20 

1.60 

4-in. .. . 


.90 

.20 

1.85 

4 34-in. . 

. 1.20 

1.80 

.20 

2.15 

No. 

295 FAD2 


.25 

2.50 


Pr. 

Ds. Pr. 

840. 

Ds. Pr. 

134-in. . 


$2.90 

Pr. 

2-in. ... 


2.90 

$ -15 

$1.45 

2 34-in. . 


8.85 

.15 

1.60 

3-in. ... 


4.00 


No. 


.15 

. .20 
. .20 
.20 
. .25 

78134- 

Cont. 
..$ .40 
.40 
.40 


234 *2 34-in. 

8x3-in. ... 

3 34*8 34-in. 

4x4-in.50 

4 34 *4 34 -in. .. .75 

5x5-ln. .95 

534x534-in. .. 1.25 

No. 788. 

2 34 x2 34-in. ..$ .40 

8x8-in.40 

8 34x3 34-in. .. .40 

4x4-in..50 

4 34 *4 34 -in. .. .75 

5x6-in.1.00 

534x534-in. .. 1.25 
6x6-in. .1.40 

No. 241 FADS. 
234x234-in. ..$ .40 
8x8-in.40 

3 34 x8 34 -in. .. .40 

4x4-in.55 

434x436-in. .. .80 

5x5-in.1.00 

534x534-in. .. 1.80 
6x6-in.150 

No. 241 8F 2. 
Cont. 

234x234-in. ..$.45 

3x3-in.45 

834x834-in. .. .50 

4x4-in.60 

m i*: 1 ":.:: dl 

SVilt5 &« H*N. 

Cont. 

234x234-in. . .$ .50 
3x3-in.50 

3 34x8 34 in. .. .50 

4x4-in..65 

4 34x4 34-in. .. .90 

5x5-in.1.10 

8 34x5 34-vn. .. 1.85 
6x6-in.1.60 


1.65 
1.80 
2.00 
2.10 
2.20 

Bet. 
$ .45 
.45 
.46 
.55 
.85 
1.05 
1.85 

$ .45 

.45 

.45 

.65 

.86 

1.10 

1.85 

1.50 

$ .45 

.45 

.45 

.65 

.95 

1.20 

1.50 

1.66 

Bet. 
$ .60 
.50 
.55 
.65 
.95 
1.15 
1.50 

Ret. 
$ .55 
.55 
.55 
.75 
1.00 
1.80 
1.50 
1.75 


Ds. Pr. 

$8.20 

8.70 

4.00 

4.60 

Ds. Pr. 

$8.80 

4.20 

4.60 

5.85 


No. 295 SF2. 

Pr. 

134-in. .$ .80 

2-in.85 

2 34-in.85 

8-in.40 

No. 295 N. 

Pr. 

134 -in.$ .85 

2-in.40 

2 34-in..45 

8-in.50 

No. 295 H. 

Pr. Ds. Pr. 

134-in. .$ .80 $8.85 

2-in.85 8.65 

2 34-in.40 4.00 

8-in.46 4.65 

No. 289 FADS. 

Pr. Ds. Pr. 

2x2.$ .80 $8.20 

234x2 .80 8.85 

234x2 34 .86 8.55 

8x8 .45 4.80 

No. 289 8FD. 

Pr. Ds. Pr. 

2x2 $ .30 

234x2 .85 

234x234 .85 

8x8.45 

No. 289 N. 

Pr. Ds. Pr. 

2x2 .$ .40 $4.60 

2 34x2 .45 4.75 

2 34x234 .45 4.90 

8x8 .65 6.00 

No. 289 H. 

Pr. Ds. Pr. 

2x2 $ .80 $3.35 

2Hx2.40 

234x234 .40 

8x8.50 

1430 FAD2 Hgs .85 


$3.85 

8.55 

8.66 

4.90 


1480 N 

1481 FADS 
1481 8F2AN 
1478 FA02 
1478 SF2AN 
1480 FA 02 
1480 SF2AN 


.40 

.25 

.25 

.25 

25 

.25 

.25 


4.25 

4.40 

5.60 

4.00 

4.85 

2.50 

2.80 

2.50 

2.80 

2.20 

2.80 


35% to List. 
HODS—Coal- 
Open Japanned— 


16 ., 

17 . 

18 . 

20 . 

HOOKS—Bright. 
No. 


2.20 

1474 FADS, 2 

.80 

8.80 

2.80 

1474 8K2. 134 

.25 

2.80 

2.40 

1474 8F2, 2 

.85 

8.60 

[T8—Narrow, Middle A 

Broad 

Add 


Open GaWanised 


t .50 

15 . 


$ .75 

.60 

16 . 


.05 

.70 

17 . 


1.10 

.75 

18 . 


1.35 

.90 

20 . 


1.50 

>os. 

No. 


Dos. 


0 . 

1 . 

.75 

104 . 

105 . 


2 . 

.65 

106. 

.25 

3 . 

.55 

107. 

.20 

4 . 

.45 

108.. 

.15 

5 . 

.35 

109. 


6 . 

.25 

110. 


7 . 

.20 

Ill. 


9 . 

.15 

122. 


10 . 

.15 

113. 


11 . 

.15 

114. 


12 . 

.10 



18 . 

.10 



14 . 





Gross—60% Disoount from List. 
Brass No. 1412— Dos. 

8 S 

4, a for 5c. 20 

34, 2 for 5o.25 

1, 2 for 5c.80 

Brass Cup No. 181— 

Dos. 

.$ .20 1 . 

.20 1 

.20 1 

54, 2 for 5c.20 1. 

%, 2 for 5e.25 2, 


Dos. 

134*. 2 for 5c.$ .86 

134 .40 

134 . *0 

134. 2 for 16e.75 

2, 2 for 15o.86 


i 


Dos. 

for 5e.$ .80 

.'0 

.50 

2 for 15c.75 

i for 16c.85 


No. 

Dos. 

No. 

Dos. 

No. 

Dos. 

000 

$1.70 

104 

$ .80 

204 

$ .80 

00 

1.25 

105 

.25 

205 

.25 

0 

.70 

106 

.20 

206 

.20 

1 

.55 

107 

.15 

207 

.15 

2 

.50 

108 

.15 

208 

.15 

3 

.40 

109 

.15 

209 

.15 

4 

.80 

110 

.10 

210 

.10 

6 

.25 

111 

.10 

211 

.10 

6 

.20 

112 

.10 

212 

.10 

7 

.15 

118 

.05 

218 

.05 

8 

.15 

114 

.05 

214 

.05 

9 

.15 



215 

.05 

10 

.10 



,,, 

• • • 

11 

.10 



• • • 

• •. 

12 

.10 



• • • 

• • • 

18 

.05 



• • • 

... 


14 


.05 


Gross lots or full packages, 60% discount from list. 


No. 

Do*. 

No. 

Dos. 

No. 

Dos. 

1001 

$2.85 

1104 

$1.50 

1204 

$1.50 

1002 

2.40 

1105 

1.80 

1205 

1.80 

1008 

1.85 

1106 

1.05 

1206 

1.05 

1004 

1.50 

1107 

.80 

1207 

.80 

1005 

1.80 

1108 

.75 

1208 

.75 

1006 

1.05 

1109 

.50 

1209 

.50 

1007 

.80 

1110 

.45 

1210 

.45 

1008 

.75 

1111 

.85 

1211 

.85 

1009 

.50 

1112 

.80 

1212 

.80 

1010 

.45 

▲113 

.25 

1218 

.26 

1011 

.35 

1114 

.20 

1214 

.20 


1012 

1018 

1014 


.80 

.25 

.20 


Crons lots or full packages, 50% discount from list. 
HOOKS AND EYES—Gate. 

No. 40, 134.$ -25 


No. 40, 2.80 

No. 40, 234.40 

No. 40, 3 45 

No. 40, 834. 80 

No. 40, 4 ......... .60 

No. 40, 434.*.... .65 


No. 1040, 134 $ -18 


Brass, 2. 

234 .. 

8 . 

834 .. 

4 


.20 

.20 

.25 

.80 

.85 


Dos. 

$1.40 

1.75 

2.10 

2.75 
8.40 

8.75 


No. 40j 5 .76 Gross Lots 40% off List. 

No. 40, 6 .90 

Gross Lots 60% off List. 

IRON—Bars Small Lots. 

(Cutting Extra) 

Common Bar .$ .06 lb. Base 

Angle Iron, 34-inch .10 

Angle Iron, 8-16-inch.08 

Ankle Iron, 34-inch and hearier.0734 

Rd„ sq. and sq. twisted— 

34-inch and smaller . 7.50 Base 

5-16-inch 7.00 

•% to 2 34-inch . 6.50 

3-inch and larger . 7.50 

Flats, all sizes . 6.50 

UNIVERSAL PLATES—Mild 8teel Bars. 

34-inch and thicker and wider than 6-inch... 9.25 cwt. 
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RETAIL SELLING PRICE—OontlniUML 


SHEETS—Galvanised, Full Sheets—10 to 16, 12He lb.; 18 
to 24, 13c; 2d to 27, 13c; 28, 14c; 30, 15c.. Black 
Sheets—Full Sheets, 12 to 16, 11c lb.; 18 to 28. 12c. 
For cutting sheets, add 10% to above. Corrugated—Ptd., 
28 Ga., 96.75; Galv„ 26 Ga., $10.50; Galv. 28 Ga., $9.50; 

Roek Face 8iding, $10.50. . 

IRONS—8 ad. Common, 0c lb.; Mrs. Potts No. 50, $1.75 set; 

Dover No. 70, $2.75 set. 

ICE TOOLS— 

No. 315 Plow, 8-in.$40.00 

No. 316 Plow, 10-in.. 47.50 

No. 817 Plow, 12-in. 54.00 

No. 820 Plow, 8-in. 42.50 

No. 821 Plow. 10-in.. 50.00 

No. 322 Plow, 12-in. 57.00 

No. 456 Splitting Chisel. 4.75 

No. 405 . 5.35 

No. 520 lee Hooks, 4-ft. 1.85 

4%-ft. 1.40 

5- ft. 1.50 

6- ft. . 1.65 

No. 1 Ice Tonga V k B. 1.75 

No. 2 . 2.00 

No. 8 . 2.25 

No. 540, 18-inch . 2.00 

14%-inch . 2.15 

16%-inch . 2.25 

Pond lee Saws—Tiller Handle. 

4%-foot. 5.75 

5-foot . 6.25 

5%-foot . 6.75 

JACKS—Bell Bottom, Net List. 

Wagon—Lanes—OL, each $1.75: 1L, $2.50; 2L. $8.50; 
3L, $6.75. 

KNIVES k FORKS—Iron Handled. $1.25. 

KNIVES—Hav—Lightnin* $1.85; Iwan Sickle. $2.00; Iwan 
Serrated. $2.00; Heath’s Uprirht, $1.85. Cbrn—Corn 
King, 40c; No. 12 Hooka, 50c. 


KNOBS—Maple, Base, 

5e each; 

85c dos. 


LACING—Belt— 




Leather 


Bristol 


Sixe M, per ft... 

.$ .08 

111, per inch. 

$ .01% 

Site 5-16 per ft.. 

. .08 

112, per inch.... 

.02 

Sixe %, per ft_ 

. .04 

118, per inch... 

* .oa* 

Sixe %. per ft.. 

.$ .05 

114. per inch.... 

.08 

Sixe %, per ft.... 

. .06 

Wire— 


8ixe *. per ft_ 

. .08 

No. 1, box 50 ft.. 

.. .60 



No. 2. 

... .65 

LADDERS—Extension. 

per ft.. 

30c; Step, common. 

per ft.. 

20e; best, per ft., 50c. 



LANTERN GLOBES— 




No. 0. 

. .$ .20 

No. 2 0. B. Ruby 

. ..$ .50 

No. 0 Ruby. 

. .45 

No. 2 Ruby Short 

. .. .50 

Mo. 2 0. B. 

. .20 

Diets Jr. 

... .20 

No. 2 C. B. Short. 

.. .20 

89 R. R.. 

.. . .25 

LANTERNS—No. 0 each, $1.10; No. 1 C. B.. $1.25; No. 2 

C. B., $1.75; N. 8„ 

$1.75. 




% . 

LEVELS— 

No. 0_ 

No. 5_ 


MILLS—Cider- 

Junior .$25.00 Senior.$40.00 

Medium. 80.00 Force Feed . 18.00 

MOP STICKS—No. 7, 25c each; No. 13, 25c each; No. 70 
or Janitor's, 65c each. 

MOPS— 81asher Cotton 

15 os., each.$ .75 15 os., each.$ .75 

18 os., each.85 18 os., each.85 

21 os., each. 1.00 21 os., each. 1.00 

MOWERS—Great American—15-in., $16; 17-in., $18; 18-in., 
$20; 21-in., $22. Common—12-in., $6; 14-in., $6.25; 16- 
in.. $6.50. 

NAILS—Base per Keg, $5.80. 50 to 99 lhs., add 50c per 

100 lbs. to Keg price. 1 to 60 lb- 


LEAD—White—12%-lb. Keg. $1.85; 25-lb. Keg. $8.65; 50-lb. 

Keg, $7.15; 100-lb. Keg, $14.00. 

LETTERS—Steel- 

Each Set Each Set 

%.$ .25 $ 3.75 %.15 2.75 

%.40 6.00 8-16 .15 8.25 

%.60 10.60 


MAT8—Reg. Cocoa— 

Door 14x24.$ .90 

Door 16x27. 1.25 

Door 18x30. 1.40 

Door 20x83. 1.85 

MATTOCKS—Handles Extra— 

Piek .$1.50 

5-lb. long or short ctr 1.40 


Cotton 

15 os., each.$ .76 

18 os., each.85 

21 os., each. 1.00 


No. 0.$1.25 No. 108.75 

No. 5. S.25 No. 86—12-inch.$2.00 

No. 10.2.75 No. 86—18-inch.2.50 

No. 15.2.75 No. 86—24-inch.2.85 

No. 25. 8.00 No. 37—12-ineh.8.00 

No. 30. 2.25 No. 37—18-inch.8.50 

No. 90. 8.50 No. 87—24-inch.4.00 

No. 98. 8.50 No. 84. 185 

No. 95. 5.50 No. 4524. 4.00 

No. 96. 7.00 No. 4424. 5.60 

LIFTS—Sash—Large Bar, $1.25 dos.; Small Bar, $1.10 dos.; 
Hook, 40c dos. 

LINE—Clothes— Length 50 75 100 

No. 9 Wire, each.$ .50 $ .60 $ .75 

Twisted No. 20...80 .85 .40 

Cable No. 15. .65 .80 

Cotton % -inch .50 ... ... 

LOCKS—Rim—Steel, 75c set; Cast, 60c set. 

OAR LOCKS—2-in., per pair 40c; 2%-In., per pair 60c; 
2%-in., per pair, 70c. 


Fine Blue 2A8.$ .08 

Fine Bright.08 

Common 2A8d.08 

Common 4A5d.08 

Common 6A7d.07 

Common 8 to 60d.07 

Casing 2A8d.08 

Casing 4A5d.08 

Casing 6 to 20d.08 

Finishing 2A3d.10 

Finishing 4&5d.08 

Finishing 6 to 20d.. .08 

Smooth Box 4 to 6d. .08 

Smooth Box 8 te 20d .08 

Barb Box 4 to 5d.. .08 

Barb Box 6.08 

Barb Box 8 to 20d.. .08 

Barb Roof % to % .. .10 

Barb Roof 1 to 1 % .. .10 

Plaster Board.10 

C. C. Box.10 

NETTING—Poultry— 

No. 19, 2-inch Mesh— 

12-inch .$ 2.48 

18-inch . 8.56 

24-inch. 4.54 

30-inch . 5.42 

36-inch . 6.19 

48-inch. 8.25 

60-inch . 10.82 

72-inch. 12.88 

Full Rolls, 20% off list. 
Leas than 100 feet. 26% 
Union Lock—Light 

24 in.$8.50 

86 in. 4.60 


Out Casing 6A8.08 

Galv. Felt.16 

Galv. Boat.12 

Clout— 

Bulk, lb.80 

H lb. Papers, ea... .20 

Cigar Box— 

Bulk, lb.80 

1 lb. Papers, ea.85 

ft ^.20 

^ ,.15 

Trunk— 

Bulk, lb.80 

1 lb. Papers, ea.85 

% lb.20 

% lb.. 

Horseshoe— 

Oapewell, lb.80 

Northwestern .30 

Union . .26 


No. 20, 1-inch Mesh— 

.$ 4.96 

18-inch .. 7 12 

24-inch. 

Inch . 10.88 

' nc £. 12.88 

nc 5 . 16.60 

52*! nc t. *0-68 

72-inch. 24.75 

Over 100 feet, list, 
above list. 

JJ }“.5.25 

22 n .6.25 

"2 in. 7.00 


$1 * 75 * mCh; 10ln ’ $71S; 12-in., 


NUTS—Hot Pressed— 

Blank 

% inch.$ .25 

5-16 inch.28 

% inch.20 

7-16 inch.19 

% inch.17 

9-16 inch.17 

% inch.16 

% inch.16 

% inch.15 

1 inch.15 


Threaded 

% inch.$ .27 

5-16 inch.25 

% inch.22 

7-16 Inch.21 

% inch.18 

* inch.18 

% inch.. 


1 inch.. 


OAKUM-Plumbers, 16c lb.; Nary, 25c lb.; Best Unspun. 
3oc lb. 

OIL—Boiled Linseed, $1.60 -al. 

OTLERS—Chase’s Zinc— 


00. 

0 . 

.$ .10 

.10 

Copperixed 
18 . 

8teel— 

$ 80 

1 . 

.15 

14 . 

.... sit 

1% . 

.15 

14B . 


2 . 

.20 

15A . 

.. 

. 45 

8 . 

.25 

16 . 

.50 

4 . 




5 . 




Cannon Pump— 



Brass 


Tin 


No. 11. 


No. 1. 

.$1.00 

No. 12. 

. 1.75 

No. 2. 


No. 13. 


No. 3. 

. 1.35 

Felloe— 




No. 8 ..... 


No. 5 . 


No. 4 . 


No. 6 . 



Door 22x86. 2.00 

Medium, 16x27.1.50 

Medium, 18x80.2.25 


6-lb. long or short ctr 1.50 
Grub Hoes, No. 2... 1.25 


OUTFITS—Cobblers—Eclipse, $1.00 each; Family, $1.85; 
Home, No. 1, $2.00; No. 2, $1.50. Lasts and Standa, No. 
15. cast, 90c; No. 15, extra heavy, $1.85; No. 24, malle¬ 
able, $2.25. 

PACKING—Sheet Rubber—Standard, 20c lb.; Rainbow, 90c; 
Italian Hemp, Common, 40e; Square Flax, braided/ 50c; 
Piston 8piral Steam, High Pressure, $2.25; Steam or Water, 
Low Pressure, $1.25. 


MAUL8—Handles Extra—Post, east, 7c lb.; R. R. Track, 
920, 25c: Woodchoppers, 960, 25c; Woodehoppers, 960A, 
25c. Dble Face (see Hammers). 


PANS—Acme Frying- 

No. 00, each.$ .15 

No. 0, each.25 

No. 1, each.80 

No. 2, each.85 

No. 8, each.85 


No. 4, each....... .$ .40 

No. 5, each.45 

No. 6, each.50 

No. 7, each.60 
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HARDWARE WORLD—PLUMBING AND HEATING . 


RETAIL SELLING PRICE—Continued. 


PA PER—Building— 

P * B 

No. 1—500.$2.00 

No. 1—1000. 8.90 

No. 2—500. 2.95 

No. 2—1000. 5.75 

No. 8—500. 4.00 

No. 3—1000. 7.70 

Red EUsin— 

17 lb.$1.15 

20 lb. 1.40 

8andpaper— 

No. 00-0-%-l, quirt. .$ .80 

No. 1%, quire.85 

Lett Quantities, 8 for 10c 
PADS—Sweat—No. 68 N12. 

Blue and White striped, $1.60. 

PEA VIES— -Socket- 

Maple Hickory 

2%x4 .$2.50 

4% . 2.75 

2%x4% . 275 

5 . 2.75 

2%x4% . 8.00 

5 . 8.00 

8x5 . 8.15 


Imitation P A B 

No. 1—500.$1.80 

No. 1—1000. 8.40 

No. 2—500. 2.55 

No. 2—1000. 4.95 

No. 8—500. 8.60 

No. 8—1000. 8.75 

25 lb.$1.86 

80 lb. 1.90 

No. 2-2 %, quire.$ .75 

No. 8, quire.85 

Red Edge, ?5e; No. 148 A12, 


$2.75 

2.85 

2.85 

8.00 

8.25 

8.25 

8.50 


—Bancor— 
Maple Hickory 


PICKS—Drifting—Each, 3-lb., $1.00: 4-lb., 
$1,25; 5-lb., $1.40. Railroad—5-lb., $1.26 


8-lb., $1.76. Contractors—6%-lb., $1.65; 8- 


7-lb., $1.50; 
lb., $1.65. 

PI N 8—Escutcht 
List. 

PIPE—Store. 


8 . 

4 . 

5 . 

6 . 

7. 

7-6 or 6-7 Com., 40c; Pol., 70c. 

6-5 or 5-6 Oom., 40c; Pol., 70c. 

PIPE— Standard Black 


ft.* ??? 


$2.80 
2.85 
8.00 
8.10 
8.25 
8.35 
8.75 
$1.15; 
6-lb., 


$3.00 

8.10 

8.25 

8.85 
8.50 
3.60 

3.85 
4%-lb.. 

$1.85; 


lots, 15c 

os.; large lots, 40% over 

Com. 

Pol. 

Galv. 

Tee 

Com. 

.$ .80 

$ .45 

$ .55 


. .80 

.45 

.60 


. .80 

.55 

.65 

$ .70 

. .30 

.55 

.70 

.80 

. .86 

.70 

.85 

.95 


Galvanised 


I 


Out Length. 10% extra. 

Pipe Conductor—Corrugated 

2 inch, per ft.$ .18% 

8 inch, per ft.15 


Full 

Out 

Full 

Out 

Length 

Length 

Length 

Length 

.$ 6.76 

$ 6.75 

$ 8.00 

$ 9.00 

6.50 

7.50 

9.00 

10.00 

. 6.50 

7.50 

9.00 

10.00 

8.00 

9.00 

10.00 

11.00 

. 9.75 

10.75 

12.50 

18.60 

. 14.00 

15.00 

17.75 

19.00 

. 19.00 

21.00 

24.50 

26.00 

. 22.50 

24.00 

28.80 

80.00 

. 80.00 

82.00 

38.50 

40.00 

. 50.00 

53.00 

61.00 

63.00 

. 67.00 

70.00 

80.00 

98.00 

. 89.00 

92.00 

119.00 

122.00 

.105.00 

108.00 

140.00 

146.00 


1 

$2.10 

28 

$2.00 

72 

8.00 

180 

1.15 

2 

2.65 

24 

2.00 

72% 

4.65 

181 

2.00 

8 

2.75 

25 

1.90 

74 

7.00 

140 

2.00 

4 

8.00 

26 

2.25 

75 

.60 

146 

8.00 

4% 

8.50 

27 

2.50 

78 

2.25 

147 

8.00 

6 

8.50 

27% 

2.60 



148 

8.00 

5% 

4.00 

28 

2.65 

SCRAPERS— 

180 

1.75 

6 

4.50 

29 

2.75 

80 

1.25 

181 

1.75 

7 

5.00 

80 

8.00 

81 

2.00 

182 

1.75 

8 

6.00 

81 

8.25 

82 

1.50 

190 

1.85 

0% 

1.50 

82 

8.86 

88 

1.50 

191 

1.85 

9% 

1.75 

88 

8.85 



192 

1.85 

10 

4.85 

84 

8.50 

PLANES— 

220 

1.10 

10% 

8.50 

85 

2.50 

85 

8.50 

289 

2.75 

11 

8.00 

86 

2.75 

87 

2.75 

840 

2.25 

11% 

4.25 

87 

2.85 

90 

2.76 

444 

7.50 

12 

8.85 

89 

2.25 

92 

2.75 

602 

8.00 

12% 

4.50 

40 

1.65 

98 

8.85 

608 

8.25 

18 

4.25 

40% 

2.00 

94 

8.85 

604 

8.50 

15 

1.50 

45 

9.50 

97 

8.00 

604% 

4.00 

15% 

1.90 

46 

7.50 

98 

1.40 

605 

4.00 

16 

1.65 

47 

5.50 

99 

1.40 

605% 

4.25 

17 

1.85 

48 

8.75 

100 

.40 

606 

5.00 

18 

1.75 

49 

8.75 

101 

.85 

607 

5.75 

19 

1.85 

50 

6.00 

102 

.60 

608 

6.75 

20 

5.65 

55 

17.50 


Stanley Stanley 

20% 

5.00 

57 

5.60 


8ingle Double 

21 

2.00 

60 

1.65 

1% 

$ .85 

$ .55 

22 

2.00 

60% 

1.50 


.40 

.60 

61 

1.50 

108 

.75 

1% 

.40 

.65 

“2 

8.85 

104 

2.85 

2 

.45 

.70 


65 

1.90 

105 

8.25 

2% 

.60 

65% 

1.65 

110 

.85 

2% 

.50 

71 

2.85 

118 

4.25 

*§ 

.65 

71% 

2.26 

120 

1.10 

2% 

.65 


PLANES—Continued. 

.75 
.80 
.85 

_ _ __ _ _ _ _ .85 

8tanley 100 * 101.20 

Stanley 102 A 103 . AO 

b.anley 110 A 130.80 

Stanley 122 A 220 . AO 

Stanley 140 .85 

Stanley 10 A 10% Single.75 

Stanley 10 A 10% Double. 1.25 

Stanley 12 A 112.85 

Stanley 12 A 112 Toothing.65 

Stanley 9% A 9% .80 

Stanley 15, 16, 17, 18, 19.80 

Stanley 60 A 65 .80 

PLIERS— 

No. 102 Bernard's 

6%. 2.00 

4%.$1.85 

5% . 1.65 

7%. 2.25 

PLUGS—Spark—$1.00 each. 

POLISH— 

Brilliantshine— 

% Pt.$ .15 

Pts. .25 

Qts.50 

% Gal.85 

Gal. 1.25 

Rex— 

% Pt.$ .15 

Pts.25 

POTS— 

Gasoline Fire—- 
21 .$ 8.60 

71 12.20 

72 . 9.85 

5 . 9.30 

Watering Galvanised 
4 Quart.$ .85 

6 Quart.1.00 

Watering Ptd.—1 qt., 80e; 

PULLERS—Nail—Rex, $1.45 


Klein’s Side Cutting 

5 .$1.85 

6 . 2.10 

7 . 2.35 

8 . 2.65 

9 . 3.25 

—Liquid Veneer— 

4 ounces.$ .25 

12 ounces.50 

Quarts . 1.00 

Gallon.8.00 


Qts. ... 
% Gal. 
Gal. ... 


.50 

.85 

1.25 


8 Quart. 1.10 

10 Quart.*.. 1.40 

12 Quart. 1.50 

16 Quart. 1.75 

Tin— 

4 Quart .$ .55 

6 Quart.65 

8 Quart.85 

10 Quart. 1.00 

2 qt M 85c; 8 qt. 50c. 
each; Rex. Jr., $1.25; Red* 
Devil, $2.00; Morrills, $2.00; Little Giant, $1.60. 
PUMPS—P. S.—1, $3.00; 2, $3.40; 8, $3.85; 4, $4.25. 
PULLEY8—Frame—No. 4 Ottumwa per dos., 65c; No. 5. 

70c; No. 9, 70c; No. 105, 65c; No. 109, 65c. 

PUTTY—Per lb., 10c. 

RIVETS— 

Iron Carriage—Round or Flat Head, per lb., 25e 
Tinners'— 


4 inch, per ft.$ .19 

6 inch, per ft.. .24 

PITCH—Asphaltum—5-lb. can. 85c; 10-lb. can, 70c; 25-lb. 
can, $1.50; 5C-lb. can, $2.75; % Bbl., $4.50; Bbls., $8.00. 

PLANES—Wood 8mooth, $1.25 each; Wood Jack, $1.50. 
PLANES— 


8 to 12 os., per 0... .$ .05 
1% to 2 lb., per 0.. .10 

2% to 4 lb., per 0.. .16 

Copper Brake Band— 

No. 6 to 8.$1.00 

Copper Rivets and Burrs- 

No. 8 % lb. pa.$ .45 

No. 10 % lb. pa.45 

No. 12 % lb. pa.50 

Copper Rivets Only— 

No. 8 1 lb.80 

Copper Burrs Only— 

No. 8 and 9.$1.10 

Copper and Burrs— 

No. 8 to 10 % lb. pa. .45 
Rivets and Burrs California Tii 
ROOFING—Standard— 

$2.00; 2 oty square, 

ROPE—-Manila—8-16 A 


No. 


No. 10, 1 


0. 

V.'. .25 

0. 

... .80 


...$1.00 

pa... 

... .45 

., pa... 

... .45 

lb. 

... .85 

1 12... 

...$1.15 


lots under 

100 ft.; % 

sold by measure. 

Av. ft. 

Size 

in lb. 

8-16 - 


% . 


5-16 . 

...83 

8-8 . 

.27 

7-16 . 


%. 

.18 

9-16. 


ft :::::: 

.8 

. 6% 


1 . 

Larger . 

Wire—20% above list. 


No. 12, % 1b. pa.50 

% and 5-16, per 1b., 80c 
-% ply souare, $1.75; 1 ply square, 
i, $2.50; 8 ply square, $8.00. 

% lots under 200 ft.: 5-16 to % 
to 1-in. lots under 60 ft. All to be 

Sen 

per 1b. 

Over 200 ft.$ .50 

Over 200 ft.50 

Over 100 ft.50 

Over 100 ft.46 

Over 100 ft.45 

Over 100 ft.45 

Over 100 ft.45 

Over 100 ft.45 

Over 100 ft.45 

Over 100 ft.45 

Over 100 ft.45 

.45 


Sell 
per ft. 

it: 

w. 

6c 

7%e 

10c 

13e 


No. 

3 

878- .... 

Price 
.$ .75 

No. 

82 

886 . 

5 

808- .... 

. .70 

82% 
83 . 

888 . 

7 

762B ... 

.75 


17 , 
80 , 
80% 


.60 

86 

171 . 


.85 

86% 
88 . 

872 . 




81 . 



89 . 



Price 

.50 


.15 

.85 


1.25 

2.75 
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RETAIL 8HLLZ2TO F&ICB8—Continued 


BULBS—Continued. 

40 . 8.35 

41 .35 

43 .40 

50 .86 

51 851 .80 

53 871 .50 

58 881 . .80 

58 % 881A .85 

54 881 .85 

57 488 .50 

58 .45 

61 751 .36 

61 % 750 .35 

63 781 .80 

630 7810 . 1.36 

63)8 780 .50 

68 781 .80 

68 % 780 .80 

64 478 .35 

66% 8851 .50 

66% 3881 . 1.00 

68 851 .30 

60 465 .15 

73 763 .45 

75 863 .50 

78% 083 .85 

81 .80 

88 .85 

88C 8830 . 1.00 

84 771 .55 

85 .4.00 

86 .5.00 

87 .8.00 

80 .*.6.50 

03 .1.50 

03% . 1.35 

04 4888 . 1.75 

480 . 1.00 

REGI8TERS— 

Jap 8x8.$1.55 

Jtp 8x10. 1.65 

Jap 10x13.3.40 

Jap 10x14.8.15 

Jap 13x14.4.85 

REGISTER FACES— 

Jap 6x8.fl.OO 

Jap 8x10.1.10 

Jap 10x13.1.70 

Jap 10x14.3.30 

Jap 13x14.3.80 

DI88TON SAWS— 

No. 18-la. 30-la. 

7 .81.00 33.00 

D-8 * 1874 _ 3.85 3.50 

16 . 3.85 3.50 

12 . 3.70 3.85 

112 . 3.80 3.05 

D 2i A 23. 3.50 3.65 

I>-20 A 38. 

D-100 . 3.50 3.65 

120 . 8.15 8.35 

D-115 A 15. 8.80 8.00 

8AW8—One Men— 

Simonda Diaaton 
3% ft. 8.85 83.60 

4 ft. 8.85 4.00 

4% ft. 4.80 4.50 

5 ft. 4.80 5.00 

Simonda Felling fame price aa 
Atkina No. 40d and 401— 

*3 la.80 85 

26 in. 5.50 

24 in.5.30 

Atkina No. 68 and 6 0—~ 

;; in.38.60 

26 in.8.15 

24 in.3.00 

Atkina No. 58- 51 and 

*2 *n.38.80 

26 in.3.00 

24 in..3.75 

Atkina No. 64— 

*• !«>.W.00 

26 in.8.50 

24 In. 8.80 

Atkina No. 66 and 67— 

2® 1®.38.60 

2« a.8.15 

*4 in.3.00 

Atkina No. 70— 

28 in.83.85 

26 in.3.40 

24 in...*.3.30 


08 8518 40 

04 8514 50 

05 8515 65 

06 8516 75 

08 8518 1.30 

108 8618 50 

104 8614 65 

105 8615 80 

106 8616 .00 

108 8618 1.30 

304 .75 

306 . 1.00 

808 .60 

804 .80 

408 .40 

404 .50 

405 .60 

406 .70 

408 .80 

608 .50 

504 .60 

505 .75 

506 .85 

508 .00 

808 .40 

804 .50 

805 .60 

806 .70 

808 .85 

858 .40 

854 .50 

855 .65 

856 .75 

858 .00 

▲htminoid Slg Zag— 

4- inch .,...81.35 

5- ineh . 1.50 

6- inch . 1.75 

Whito 6x8.81.85 

White 8x10.3.00 

White 10x13.3.00 

White 10x14.8.80 

White 12x14. 5.35 

White 6x8.81.80 

White 8x10. 1.45 

White 10x13.3.20 

White 10x14.3.85 

White 13x14.8.65 

28-in. 

33-in. 34-in. 36-in. Rip 

83.15 83.25 83.85 83.60 

2.60 3.70 2.86 8.10 

3.60 2.70 2.85 8.10 

8.05 8.25 8.45 8.70 

8.20 8.85 8.60 8.85 

3.85 8.05 8.35 8.50 

3.85 8.05 8.35 8.50 

3.85 8.05 8.25 8.50 

8.40 8.60 8.75 4.00 

4.05 4.30 4.40 4.65 

Royal 

Chinook C.C. Chinook O.C 

6 ft. $0.60 5% $5.75 

6% 10.80 6 6.50 

7 12.00 6% 7.80 

7% 18.25 7 8.15 

7% 0.50 

Royal Chinook C. C. 

22 in.4.85 

20 in.4.40 

18 in. 4.15 

33 in. 2.70 

20 in. 3.50 

16 in. 2.30 

22 in.3.60 

20 in. 8.40 

18 in.3.10 

22 In. 8.00 

20 In.2.70 

18 in.3.40 

23 in. 3.65 

20 in.2.50 

16 in.2.30 

f.3 in. 2.10 

20 in. 1.05 

18 in. 1.7V 


SAW S—Continued. 

Hand- 

No. 6 8imonda, No. 12 Diae 
ton or No. 68 Atkina. 

20-inch.$2.65 

32-inch.8.00 

24-inch. 8.60 

36-inch .8.85 

38-inch.4.25 

80-inch. 4.75 

No. 8 Simonda. No. D8 
Diaaton er No. 51 
Atkina. 

20-inch .$3.50 

22-inch .2.75 

24-inch .3.85 

36-inch.8.00 

28-inch. 8.50 

80-inch .8.75 

No. DIOO or No. D30 
Diaaton. 

36-inch.$8.25 

38-inch .8.50 

Back 13 in.3.35 

in.2.50 

in.2.76 

in. 8.00 

in.8.35 

. -«0 

12 fn.65 

.70 
.75 


Back 14 
Back 18 
Back 30 
Back S3 

Oomjpaaa No. 2, 10 In. 


No. 10 Simonda or No. 7 

Diaaton. 

16-inch.$1.80 

18-inch. 1.80 

20-inch.2.25 

33-inch.3.50 

24-inch.3.65 

26-inch.3.75 

28-inch. 8.35 

No. 4 Simonda or No. 130 

Diaaton. 

36-inch.$4.00 

28-ineh. 4.35 

No. 113 Diaaton. 

26-inch.$8.25 

28-inch. 8.50 

Butcher No. 10, 16 in. 1.35 

18 in. 1.85 

20 in. 1.50 

S3 in. 1.66 

Kitchen No. 3, 12 in. .45 


in. 


14 in 
16 in... 

Mitre 34 

26 in. 

38 in. 

80 in. 

Neat Complete No. 8 


.5e 

.55 

8.50 
8.75 
4.26 
6.00 

1.50 


14 in. 

16 in.... 

Buck— 

Com 8gl Brace V tooth . 1.00 

Com Dbl Brace V tooth . 1.50 

Com Dbl Brace Tuttle tooth . 1.75 

8AW CLAMPS—8tearna. 8. $1.75; 0. $1.00: 105. $3.50; 
200, $1.50; Went. 3, $3.50; Perfection, $1.00; No. 10. 
$1.50; N88, $2.00; No. 11 with guide, $8.36. 

SAW SETS— 


201 O. A P.$1.00 

Speo. Morrill. 1.10 

105 Morrill.60 

1 Morrill. 1.00 

10 . 1.00 

77.60 

X Cut— 

Morrill No. 8.$1.85 

Baker No. 8.3.35 

8AW TOOL8— 

Clipper Outfit.$ .75 

Morin Raker Gauge— 

No. 1 . 

No. 6 . 

No. 8 . 

Atkina Raker 8wage. 

6-M Tooth Gauge.... 
Jointera Pikea Perf.. 

Joint era No. 7 Sterna 


SCOOPS—Common 


1.00 
1.85 
1.50 
.40 
.15 
.60 
.65 

Hollow Back— 


Colonial . 1.36 

7 Teintor. 1.10 

28 Triumph. 1.25 

Hammer .85 

I^erer.36 


Morin No. 3.3.36 

Morin No. 3%.3.75 

Morin No. 8 . 1.00 

Setting Tool Diaaton— 

No. 100.65 

No. 4 Setting Block®— 

No. 4 Blocka. Morin. 1.00 
Swaxea No. 0 Dfeat.. 4.50 
Swajree, Whitinge.... 1.00 

Atkina Rex.1.00 

Atkina Excelaior.75 


No. 

Price 

No. 

Price 

No. Price 

No. 

Prioe 

3 

$1.75 

5 

$2.00 

8 $2.80 

10 

$2.40 

3 

1.85 

6 

2.15 

8 2.35 

13 

3.50 

4 

1.90 

7 

2.25 

Potato No. 1 . 


. 3.00 


SCREEN (See Cloth) 

SCREW8— Iron Bench— 

% .$ 1.00 


Hand— 


1 

Wood 

6 Inch_ 

8 inch.... 

10 inch... 

12 inch... 
Jorgensen 

No. 0. 

No. 1. 

No. 2. 

8CREWS—Wood— 


1.10 
. 1.20 

.$ .45 

. .65 

. .85 

. .85 

.$1.15 
. 1.35 
. 1.50 


5 * 

1 % 

14 

16 

18 

30 

No. 

No. 

No. 


inch. 

inch. 

Inch. 

Inch. 


1.40 

1.50 
3.25 

1.10 

1.85 

1.60 

1.70 

1.65 

3.00 

3.50 



Contr. 

Broken 

Flat Hd. Brt.—Small Quant. 


Full Pkg 

Pkx. 

5c Dosen to $1.00 Llat 

FH Brt 

....60% 

50% 

10c Dosen to 2.00 List 

FH Bl. . 

....60% 

50% 

15c Dosen to 8.00 List 

RH Bl. 

....60% 

50% 

20c Dosen to 4.00 List 

RH Nic. 

....50% 

40% 

25e Dosen to 5.00 List 

FH Gal. 

....40% 

80% 

80c Dosen to 6.00 List 

FH Brs. 

....20% 

20% 

35c Dosen to 7.00 Llat 

RH Bra. 

....20% 

30% 

Retail 




Contr'a. by dos. 

Lag ... 





Cap V. thread .llat 

Cap 8AE .llat 

Set .list 

Machine Iron 30% off list. 

Machine Brass .Hat 

Nuts for Machine Screws—Iron, add 20% to 
Brass. 40% to List Price. 

Bench—Iron—1-inch, $1.00; 1%-inch, $1.35 
$1.50; 1%-inch, $2.35. Wood—2-inch, $1.25. 
SCREW DRIVER8—Yankee—80. $2.00; 81, $3.75; 

$1.50; 130, $2.25; 181, $3.80. 


Plus 20% 
List Price; 

1%-ln, 


85. 
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RETAIL SELLING PRICB8—Continued 


STEEL GOODS— 


Hay Forks. 

34%B .1.26 

85B . 1.25 

084 . 1.25 

034% 1.25 

084B .1 25, 

084%B .1.80 

085B . 125 

085B .1.80 

044%B .1.86 

045B . 1.60 

C04% . 1.26| 

005 . 1.50 

Barley Forks. 

B0185 .1.90 

B0505 . 2.851 

Manure Forks. 

44% 81.25 

044% 1.86 

4D . 1.86 

04D . 1 50 

44 %X . 1.10 

4DX . 1.25 

064% . 1.65 

OSD . 1.75 

064% 1.90 

06D .2.00 

Header Forks. 

08144 . 1.50 

08144% 1.50 

08154% .1.40 

08155 . 1.60 


. Jr. Header Forks. 

IJ0184 .81.35 

I JO 184%. 1.40 

|J0185. 1.40 

Header Forks. 

R0144% .81.50 

R0154 . 1.65 

R0154% . 1.65 

R0155 . 1.65 

Alfalfa Forks. 

A0184 % .81.50 

Ensilage Forks. 

508 . 2.15! 

Chaff Forks. 
C1717L .8.00 


8pading Forks. 


81.50 

1.50 

1.85 

1.40 

2.00 

2.00 


OL4 
OLD 
OL4X 
OLDX 
[05H4 
05HD 

Potato Forks. 

P064 . 1.70 

P06D . 1.85 

Sluice Forks. 

208 .$2.25 

210.2.50 


. . . . 

Stone 

l .... 

Forks. 

$ .75 

8-inch , 

.50 

10-inch 

.55 

No. 75. 

.60 

No. 60 

.65 

No. 80 

.75 

No. 81 

.85 



Coke Forks. 

710 .82.50 

712 .2.75 

714 .8.00 

Sharings Forks. 

[806L .2.15! 

Fish Forks. 

IF .8 .75 

Stone. 

HH4 . 1.65| 

99R .2.26 

Potato Hooks. 

4BHFM .81.10 

4BHD . 1.10 

5GNR . 1.20 

0GNB . 1.80 

5CP . 1.85 

5MP .60 

Hoedown. 

40HD .$1.66 

Hoes—Planter Eye. 

SE8 .$ .75 

SE5.90 

Scuffle. 

FFD .8 «5 

XG8 . 1.10 

B8 . 1.85 

A1 . 1.00| 

Garden Hoes. 

G78X .8 .75 

IG78 .851 


W7 . 
W7% 
W8 .. 


Warren. 

Hoes. 


LY5 

RA 


Ladies'. 
Riveted. 
Socket. 

G078 . 

G078X. 

Beebe. 

BB6. 

BB6% . 

Weed. 

IP . 

2P. 

4P . 

6P . 

2PF . 


▲ .. 

DE8 


50 , 

100 


Acme. 

Mattock. 

Snathes. 


1.10 

1.15 

1.20 

.65 

.40 


.95 

.90 


.90 

.95 

.45 

.50 

1.00 

1.10 

.65 

1.15 

.75 

1.35 

1.50 


Scythes. 

Bush A Weed 1. 

Dutchman .... 1. 

Clipper .1, 

Smith's Hoes. 

60A . 1. 

Nursery. 

No. 7 _:.. 1. 

German. 

GE2-0 . , 

Planter's Eye. 

AE8 .. 

AE5. , 

Mortar. 

9 .$1. 

810. 1 

M210. 1. 

M29. 1. 

Invincible. 

1905 .81. 

Rakes—Bow, 


SB14.90 

75 8B16. 1.00 


75 


Malleable Rakns. 

85 12B0M.60 

14B0M.65 

Lawn Rakes. 

24 .* .75 

Wood.50 


.901 


15 


10 


Asphalt. 

914. 9.50 

Turf. 

Edger .$1.00 

Dandelion. 

35 8puds.80 

85|Dock Cutter.. .$1.95 
251 Floral Sets. 

1 .50 

2 .55 

8PF . 1.85 


Bll . 

. 1.05 

Floral 8hovels. 

B15 . 

. 1.15 
. 1.25 

FSD.80 

StseL 

10O . 

. .90 

Floral Hoes. 

TY4.65 

120 .. 

. .95 

Floral Rakes. 

140 . 

. 1.00 

GR6.45 

160 . 

. 1.10 

Clam Rakes. 

SB 12 . 

. .86 

1120. 8.95 


POINTS A CHUCKS— 


Nos. 11 and 15, 2-in. 


. 8.25 

. 1.00 

.85 

.95 

80REW DRIVERS—G. A P.—867—1%, 85c; 8, 40c; 4, 46c. 
8HEATHING (8ee Paper) 


%, etch. 

Diamond—Lead 


.20 


SHIELDS— 

Diamond—Expansion 

8-16, each.$ .05 

%, eaeh.06 

6-16, each.07 

%, each.08 

%, each.12 

%, eaeh.15 

SHINGLES—Tin, 5x7, 83.00. 

8HOVELS— 

Chester . 1.50 

Piqua . 1.75 

Tremont . 1.75 

Nor. King . 1.75 

Sterling . 1.85 

Stuart . 2.00 

Holley .2.00 

Hartford . 2.00 

Snow— 

No. 80 .81.1$ 

No. 20 . 1.00 

No. 11.60 

SHOT—Drop, 25c lb.; Buck, 6VV v VUI1IOU, Ai 
1-lb. bars, 25c; Tubes %-lb.. 10c; 2 for 25c. 

SHOES—Horse—Light, extra light or snow. All sizes, lOe lb. 
Mule—No. 00 A 0, 12e lb.; 1. 11 %c; 2 A larger. 11c. 

Oast Sleigh—Flat, 9c lb.; Conoave or Convex, lOe lb. 
ASSR8' 8KTN—25. 45c: 50c. 65e; 75, 85e; 100, 81-00. 
SLEDS—Hand and Coaster. 

Flexible Flyer— 

1 .83.00 

2 . 8.50 

3 . 4.50 

4 .5.50 

5 . 7.50 


%x%. each.8 -04 

8-16x% each.04 

8-16x1 each. ,04 

%x% each. 06 

%xl .06 

5-16x1 each.07 


Gen. Maynard .2.25 

Maynard Ptrn.2.25 

Alki .81-00 

Rainier . 1.60 

Pacific . 1.70 

8 ueen City . 1.85 

ccident. 1.85 

Olympic . 1.85 

11D .65 

33WD . 1.40 

033WD . 1.25 

25c; Chilled, 25c; Air Rifle, 


No. 

No. 

No. 

No. 

No. 

No. 


6 .15.00 

SMOOTH-ON—75c lb. 

SNIPS— 

Wiss Straight— 

7 .83.00 

2.85 
2.10 
1.90 
1.45 
1.25 
8.00 
2.85 


Jr. Racer . 4.25 

Racer . 5.00 

Tux. Racer . 7.50 

Fire Fly— 

No. 9 . 

No. 10 . 

No. 11 . 

No. 12 . 


81.75 

2.25 
2.75 

3.25 


100 

Circular 
6% CB . 

7 . 

8 . 

9 . 

10 . 

11 . 

12 


2.50 


8 

9 . 

10 . 

11 . 

12 . 

18 . 

19 . 

SOLDER—% A %. 60c lb.; Wire, 60c. 

8PRAY PUMPS—Faultless, Tin. each, 60e; 

84.50: Barnes No. 276. 87.00. 

8TEEL SQUARES—Nichols— 

Framing, N.P. 100A. .$4.00 Oxidized Cop. 100A.. 8.00 

Framing, N.P. 100... 8.75 Oxidised Cop. 100... 2.75 

Framing, Pol. 100A.. 2.5o Royal Cop. 10GA.... 8.00 

Framing, Pol. 100... 2.25 Royal Cop. 100.2.75 


.$5.00 

. 4.05 

. 3.50 

. 8.25 

. 2.85 

. 2.80 

. 1.95 

Barnes No. 254, 


Standard Makes—Eagle, Sargent, R. A E., Etc.— 

No. 100 Polished_$2.25 No. 14 Polished.1.50 

No. 100 Blued.2.50 No. 8 Polished.1.75 

Add 75c for Take-Down 8quares to above price. 

GoodeU's No. 66 12 inch Combination Square.$1.95 

Starreit’s No. 28 12 inch Combination Square. 1.60 

SQUARES—Try- 

No. 20—8 inch.$ .85 No. 20—9inch.75 

No. 20—4% inch.40 No. 20—10 inch.85 

No. 20—6 inch.50 No. 20—12 ineh.... 1.00 

No. 20—7% inch.60 

STAPLES—Netting, Galv., 15c lb.; Barbed Wire,, Polished, 

7%c. 

STARRETTS’ TOOLS—"Shop" or "Retail"— 

Micrometers, 40% above list. 

Caliper Rules, 40% above list. 

Thickness Gauges. 40% above list. 

Steel Tables, 40% above list. 

All other items, 25% above list. 

G. A P. GOODS—Hack 8aw Frames— 

69..$1.75 69B..81.50 247..$2.00 5..$ .50 14..$2.00 

STEEL—Mild—See Iron. Tool, 20c; Drill, Com., 20c. 
STONES—CARBORUNDUM— 


No. 76. 

.$ .25 

No. 123. 


No. 107. 


No. 124. 


No. 108. 

. 1.50 

No. 180. 


No. 109. 


No. 181. 


No. 110. 


No. 142. 


No. Ill. 

.75 

No. 148. 


No. 112. 


No. 144. 


No. 113. 


No. 145. 


No. 115. 

.$1.25 

No. 146. 


No. 116. 

. 1.25 

No. 147. 


No. 117. 

.1.25 

No. 149. 

.15 

No. 118. 


No. 180. 


No. 119. 

.1.00 

No. 184. 

.60 

No. 120. 

.1.00 

No. 196. 


No. 121. 


No. 292. 


No. 122. 





8TOVES—Common Air-Tights— 

No. 16 Unlined.$2.25 

No. 18 Unlined.8.00 

No. 20 Lined. 4.00 _ 

STRETCHERS—Wire—Elwood. 81.25; 8tar (No. 482), $1.75 
Giant (Tackle Blk), $2.50. 


No. 22 Lined.$4.50 

No. 24 Lined. 5.00 

No. 26 Lined.6.00 


STOCKS A DIES— 

Green River List plus 25% 
Little Giant, List plus 25% 
Armstrong No. 1 pipe $5.85 

No. 2.7.80 

No. 2%. 8.50 

No. 8, 1% to 2.18.00 

No. 8, 1 to 2.15.60 


Common No. 1 pipe. .$7.75 

No. 2.9.90 

Stocks On Tv— 

Common No. 1 Pipe $2.75 

Common No. 2 Pipe 4.75 

Armstrong No. 2.... 8.50 

No. 8.5.88 

Dies—Solid pipe only 40% off. Armstrong Dies only 
20% off. Solid Pipe Dies only, 85% off. 

STOP AND WASTE— 

Rough Brass, Iron Pipe Threads No. 10 T-Handle or 
No. 20 Lever Handle— 

% ineh.$1.25 % inch.2.00 

% inch. 1.75 1 inch.8.00 

No. 80 High Grade "Cap" Pattern T or Lever Handle- 
Rough Brass, Iron Pipe Threads 

% ineh.$1.50 % ineh.2.50 

% ineh.2.10 1 inch.8.75 

STRIP—Weather—Rubber, %-in. 8e per ft; %-tn. 4c ft. 
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SUPPORTS —Wagon 
No. in. Price 
1 % $1.50 

SWEEPERS—Carpet— 

Universal .$4:00 

Grand Rap. Jap. 4.35 

Grand Rap. N. P.... 4.75 
TAP8— Machine Hand— 

116 to 15-64.80% 

% to 1.80% 

1 116 to 3.30% 

Left Hud Dbl list plot 30% 
Machine Screw — 

1% to 13.85% 

14 to 34.85% 

Machine Nut— 

8-16 to 1.80% 

TACK8—Bulk- 

Wire 8 ounce, per lb 


HARDWARE WORLD—PLUMBING AND HEATING. 

BETAIL SELLING PRICES—Continued 

eh: 1-lb. belli., 85c 

Price No. In. Price t lb. hank. 80e each, 

$3.00 8 % $3.75 ; larger, 75c lb. Marlin—40e 


165 


Tongue— 
No. in. 
3 % 


Amer. 

Club 


Queen 


5.35 

9.00 

Diet. 

.30% 


80% 

25% 


1 1-16 to 2.. 

8tove Bolt— 

8-16 . 

% to %. 

Pipe— 

% to 3.40% 

2% to 8.80% 

3% to 4.30% 

.$ .85 


Wire 4 ounce and larger, per lb.85 

Blued Double Point, 9 to 13.85 

Blue Upholster 3 to 8 ounce, per 1b.85 

Blue Upholster 4 ounce and larger, per lb.85 

Galvanised Upholster 4 ounce and larger, per lb.40 

Bill Posters 4 ounce and larger, per lb. JO 

Iu Packages— 


Blued or Tind. 

DbL Point % lb_$ .05 

Wire % lb.05 

Wire % lb.10 

Blued Out 

1% to 2% os. % lb.$ .10 
TENT8— 


8 os. and larger % 

3 os. and larger % 
Gimp 

1 to 8 0s. % lb.. 

4 os. and larger % 
4 os. and larger % 


80s. 


6.50 

8.20 

9.80 

3c each. 


10-os. 

$12.15 

14.85 

16.65 

19.55 

26.25 
32.45 

34.65 

42.55 

47.85 

51.75 

58.75 

71.25 

7.55 

9.55 
11.50 


Size 

7x7.$10.40 

7x9 12.35 

9x9 14.25 

9%xl2. 16.75 

12x14. 22.50 

12x18. 27.75 

14x16. 29.50 

14x20 . 36.65 

16x18. 40.25 

16x20 . 44.85 

16x24 . 50.50 

16x30. 61.10 

A or Wedge— 

5x7. 

7x7. 

7x9. 

Flys—% nrice of tent. Pine, 

TEES—Store Pipe—Cylinder— 

Asbestos 6 inch— 

6x4, each.$ .90 4 

6x6, each. 1.35 € 

6x8, each. 1.65 

8x6. each. 1.75 € 

THIMBLES—Asbestos—Each, 6x4. 

$1.65; 8x6, $1.75. AdJ. Stove Pip< 

75c. 

THIMBLES—Fine—«-in.. 10c; 7 in., 10c. 

THICKNESS GT7AGE8—40% above list price. 

TIN—Common Roofing—40c per sheet. 

TONGS—Vnlcan Chain—31, $3.50; 32, $5.00; 

33%. $9.00; 34. $11.00. 

TOR< fTES—C A L—No. 81, $6.50; No. 32. $6.75. * 
No. 37, $5.50; No. 47. $7.25; No. 28. $3.00. 

TRAPS — 


lb. .05 
lb. .10 

..$ .10 
lb. .05 
lb. .10 
Poles A 
8takes 
Per Set 
$2.85 
2.35 
2.85 
8.25 
8.90 
5.30 

5.20 

6.20 
6.20 
6.50 
7.80 
8.45 


No. 18. 


Victor— 



No. 

3 

. . 1.25 

14.50 



Each 

Doz. 

No. 

4 

. . 1.50 

16.50 

No. 

0 .... 

$ .20 

$1.85 

No. 

5 

. . 9.50 


No. 

1 .... 

.25 

2.25 

No. 

6 

. .22.50 


No. 

1% ... 

.85 

8.25 

No. 

15 

. . 9.50 


No. 

2 .... 

.45 

4.50 

No. 

150 . . 

. . 7.50 


No. 

3 • • • • 

.55 

6.00 

Jump— 



No. 

4 .... 

.65 

7.00 

No. 

0 

. .$ .25 

$2.50 

Newhouse— 



No. 

1 

. . .30 

3.00 



Each 

Dos. 

No. 

1% . 

. . .45 

4.50 

No. 

0 .... 

.$ .40 

$4.00 

No. 

2 

. . .65 

6.50 

No. 

1 .... 

. .45 

4.75 

No. 

3 

. . .85 

8.50 

No. 

1 % .... 

. .65 

7.00 

No. 

91 

. . .35 

3.75 

No. 

2 .... 

. 1.00 

10.50 

No. 

91% . 

. . .50 

5.25 


TROUGH— 

Eaves— 

in. 

in. 

in. 

Mitres— 

in.$ 

inch. 

in. 

Hangers—Wire- 
inch, per dos.$ 


.13% 

.15 

.18 

$ .45 

.50 

.60 

.80 


inch, per dos.... 
inch, per doz.... 
End Caps— 

in. 

in. 

in. 

End Pc. Comp.— 
in. 
in. 
in. 


1* to lb., 5c each; 8 to lb., 
TAPES— 

Starrett 
No. 510, 


Stall—%-lb. hank, 
Seine—60 to 42, 75e 
lb. Cotton Wicking.— 
10c each. 


No. 

No. 

No. 

No. 

No. 

No. 

No. 


510, 

510, 

510, 

505, 

505, 

505, 

605, 



Lufkin 

Stsrrstt 

Lnfkln 

25-fi. 

360 

$8.85 


550 

8.00 

50 ft 

268 

4.85 


558 

8.75 

75 ft. 

265 

6.15 


555 

4.75 

100 ft. 

266 

7.75 


556 

6.00 

25 ft. 

240 

8.35 


100 

4.00 

50 ft. 

343 

4.00 


108 

5.00 

75 ft. 

245 

5.35 


105 

6.35 

100-ft. 

348 

6.75 


1360 

8.60 





1258 

4.50 





1265 

5.75 

'—Tin— 

4-in., 

6c ft.; 

10-in., 10c; 

14-in., 14e; 

30- 


1.95 

2.25 

2.60 


.65 

.75 


Adjustable 6 inch— 

to 8. 

to 12. 

Adjustable 7 Inch— 

to 12.85 

90c; 6x6, 81.25; 6x8, 

4 to 8, 50c; 6 to 13, 


88, $7.00; 


35 

40 

48 

50 

55 

60 


Box 


$ .85 
.90 
1.00 

1.25 
1.60 
3.35 
8.00 

4.25 

6.25 


Standard 
Gate Valves 

% . 

% . 


in., 20c. Tin Valley—Painted 2 sides—14-in., 16e. 
VALVES— 

Standard Globe and 
Angle Velvet 
H . 

i 

% . 

VISES—Solid 


.$1.45 
. 1.45 
. 1.46 
. 1.65 
. 2.05 
. 3.80 
. 8.70 
. 5.00 
. 7.80 


lb.$12.60 

lb. 18.15 

lb. 18.75 

lb. 14.40 

lb.15.00 

lb. 16.35 

WATCHE8— 

Yankee 


lb. 17.50 

lb. 18.75 

lb.20.00 

lb.21.90 

lb.28.15 


90 lb.25.00 

95 lb.26.25 

100 lb.27.50 

125 lb.85.66 

150 lb.48.60 


....$1.85 Junior.2.75 

Triumph. 1.50 Midget . 2.75 

Eclipse . 2.00 Radiolite . 2.50 

WASHERS—Out—8-16, 25c 1b.; %. 22c; 5-16, 20o; Malle¬ 

able. 18c; Cast, 6e; 3-8, 17e; %. 14c: %, 14c; %, 14c. 
WEANERS—Calf—8haws No. 1, 50c: No 2, 65«. Hoosier 
No 11 75c; No. 12, 85c. Kantsuk—Calf, 40c; Cow, 50c. 
WAGONS—Express. 


Steel- 

No. 04 . 

No. 03 . 

No. 02 . 

No. 0 . 

No. 1 . 

No. 2 . 

No. 3 . 

Coaster—8tar. 

No. 10 . 

No. 20 . 

1 White, 


.$1.50 
. 1.65 
. 1.85 
. 2.25 
. 2.75 
. 8.00 
. 3.50 


No. 80 7.00 

No. 40 7.50 

Wagners— 

No. 18 . 6.50 

No. 30 ..7.50 

No. 24 . 8.50 

Mars—Wells— 

No. 10 . 5.75 

No. 11 . 6.50 

No. 12 . 7.00 

No. 2, 22c; No. 2 Colored, 


.35 

.40 

.15 

.20 

.25 

.25 

.30 

.35 


..$5.75 
.. 6.50 

WASTE—No. 1 White, 25c lb.; 

18c. 

WAX—Floor. 60c.. 

WEDGES—Truckee-Alki, lb., 15c: Oregon-Atha, 25o; Cedar- 
Atha. 25c: Cedar-Alki, 15c; Falling. 27c; 8aw, 19c. 

WEIGHTS—Saab—8 lbs. and over, 4c lb. Eveners or Bal¬ 
ances— %, 7c lb. 

WIRE—Plain Fence- 

Black—Nos. 6 to 16. 5 to 24-lb.. lots.$ .08 

Galvanized—Nos 6 to 16, 5 to 24-lb., lots.10 

Black, 1 to 5-lb.$ .10 Galv.. 1 to 5-lb.13 

Barbed Fen**e— 

Glidden Ptd, $6.80; Glidden Galv., $7.00; Baker Ptd, $6.55: 
Baker Galv.. $7.25; Waukeganito Galv., $8.00; Am. Spel 
Galv., 80 rd apis. ea„ $4.45; Glidden 80 rd spls, $5.90; 
Baling Wire—14 Ga., Full Coils, $6.55 100 lbs.; 15 Ga., 
$6.65; 16 Ga., $6.75. 

Broken Coils—1 to 34-lb. add 8e 1b.; 25 to 50-lb. add 2c 
lb.: 50 to 100-lb. add 1 c lb. 

Bale Ties— 9% ft.. 15 Ga.. per bundle of 350. $8.25 

WOOL—Steel—l ib. rolls—0, 85c; 1, 75c. Wheels—Grinding 
Discount 40% 

WHEELBARROWS— 

Ajax .$4.70 

Scioto . 4.90 

Pan. Amer.10.20 

K A J Concrete.11.00 

Sterling .18.00 

AX Tubular. 9.95 

WRENCHES— 




Agri. 

Coes 

6 

in. 

$ .60 

$1.85 

8 

in. 

.75 

1 75 

10 

in. 

.90 

2 00 

13 

in. 

1.10 

3.25 

15 

in. 

1.40 

3.00 

18 

in. 


8 75 

21 

in. 


4.50 


No. 4 Tubular.$11.00 

No. 5 Tubular.12.60 

Garden KAJ No. 1... 5.75 

No. 3 . 6.80 

No. 4 . 7.85 

No. 5 . 9.90 

Extra Wheel 18A.... 2.50 


TROWELS—Rose Brick, Wood Hdl.—10%. $1.65; 11. $1.65; 
11%. $1.65; 12. $1 65. Marshaltown Lea —10%, $2 00; 
11. $2.00: 11%. $2 00; 12. $2.00. Plastering—11, $2.50; 
11%. $2.50; 12. $2 50. 

TUB8—Galvanized—Common, 0. $1.25; 1, $1.50; 2. $1 65; 
3. $1.85; 12. $1.75: 13, $2.00. Ex. Heavy—100s. $2.25; 
200. $2 50: SOOs. $2.75. 

TURNS—Cnpboard—Brass Plated—Small, 20c; large. 25c. 
TWTVE— Sac Vine—%-lb hank. 20c 

TWINES—-Cotton. 2 ox. balls. 10c each: Cones. 60c 1b. Flax 
—18BC. %-lb. balls. 25c each: 18BB- %-1b. balls. 15c 

each: 18BC, %-lb. balls. 30c each. Spring. No. 4%, %-lb. 


4 

6 

8 

10 

12 

15 


Crescent— 


P8AW 

$1.25 

1.50 

1.75 

2.00 

2.75 

8.50 
4.35 


.$ 1.00 
. 1.00 
. 1.35 
. 1.50 
. 1.75 
. 3.25 


10-inch . 1.45 

14-inch . 2.00 

18-inch . 2.85 

24-inch . 4.20 

36-inch . 7.75 

48-inch .11.55 

StiIson A Trimo— Crescent Double End— 

8-inch . 1.15 6-8 .$1.75 

8-inch . 1.80 8-10 .$3.00 

Parts for Trimo A Stilton 85% Discount. 

ZINC—Full Sheets. 40e lb. • ltss than Sheets, 50e 1b. 
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HARDWARE WORLD-^PLUMBING AND HEATING. 


WHERE TO BUY 

Classified list of the products of progressive manufacturers — Goods mu be 

depended upon. Note carefully our advertising pages for particulars, or address our 

information department. 


i(JR PUMPS 

Ourtis Pneu. Machinery Oo., St. Louis, 
Missouri. 

AIR VALVE 8 

Boston A Cadwell Mfg. Co., Neir Brit* 
sin, Conn. 

Romort Mfg. Co.. Seattle. Wash. 

ILUMINUM GOODS 

Aluminum Goods Mfg. Oo., Manito- 
woe, Wis. 

Buckeye Aluminum Co., Wooster, O. 

AMMUNITION 

Giant Powder Co., San Francisco, Cal. 
Peters Cartridge Co., Cincinnati, O.; 
8 an Francisco, Cal. 

18 BBSTOS FURNACE CEMENT 
Wm. Conners Paint Mfg. Co., Troy, 
New York. 

ASBESTOS, SHEET AND ROLL 
Pioneer Paper Co., Los Angeles. 

AUGER BITS 

James 8 wan Oo., Seymour, Oonn. 
Peck, Stow A Wilcox Mfg. Co., South¬ 
ington. Conn, and Cleveland, Ohio. 
Progressive Mfg. Co., Torrington, Ot. 

AUTOMATIC SCALES 

Detroit Automatic Scale Co., Detroit, 
Mich. 

automobile accessories and 

American CXlatn Co., Bridfaport, Conn. 
Automobile Accessories Co., Baltimore. 
Maryland. 

Baker, Hamilton A Pacific Co., San 
Francisco, Calif. 

J. 0. Born Machinery A Foundry, 
Belleville, Ill. ounury, 

Boston Woven Hose A Rubber Co., 
Boston, Mass. 

Buffum Tool Co.. Louisiana, Mo. 
Century Plainfield Tire Oo„ Plainfield, 

Chicago Flexible Shaft Oo., Chicago. 
Crystal-lac Distributing Oo., San Fran- 
cisco, Los Angeles, Seattle. 

Curtis Pneu. Machinery Oo., 8 t. Louis. 
Missouri. 

Diamond Rubber Co., Akron, Ohio. 

B. F. Goodrich Co., Akron, Ohio. 

* H * 7den ’ ■“ 

P- J?* 11 * 4 */ Oo., Streator, I1L 
£ * °^t Hastings, Neb. 

Hartford Rubber Works, New York. 
Honevman Hardware Co., Portland, Or. 
W. H. Howell Co., Geneva, Ill. 

J °City n !X j“ Crucibl€ °°- J «»«y 
Lane faros. Co., Poughkeepsie, N. Y. 
Lee Broom A Duster Co., Lincoln. Neb. 
Machine Appliance Corporation, Brook¬ 
lyn, N. Y. 

McGraw Tire A Rubber Co., East Pal¬ 
estine, Ohio. 

Monamobile Oil Co., 8 kn Francisco and 
Los Angeles. 

Frank Mossberjc Go., Attleboro, Mass. 
Motor Car Supply Co., Chicago, Ill. 
Mound Tool Co., 8 t. Louis, Mo, 
Osgood Lens A Supply Co., Chicago. 
Platt A Washburn, New York and San 
Francisco. 

Revere Rubber Co., New York, N. Y. 
Romort Mfg. Oo., Chicago and Seattle. 
Royal Mfg. Co., Rahway, N. J. 

R. F. Sedgley, Philadelphia, Pa. 
Stanley Works, New Britain. Oonn. 
Stsvbestos Mfg. Co., Germantown, Pa. 
8 pring Leaf Lubricator Co., Ann Ar¬ 
bor, Mich. 

Strevell-Psterson Hardware Oo., Salt 
Lake City, Utah. 

Salt Lake Hardware Co., Salt Lake 
City, Utah. 

Simmons Hdwe. Co.. 8 t. Louis, Mo. 


Union Hdwe. A Metal Co., Los An¬ 
geles, Cal. 

U. 8 . fore Oo.. New York. N. Y. 
Tritch Hardware Co., Denver. Oolo. 
Weed Chain Tire Grip Co., New York. 
AUTOMOBILE OILS 

Monamobile Oil Co., San Francisco. 
Platt A Washburn Refining Co., New 
York and San Francisco. 

Union Hdwe. A Metal Co., Los Ange¬ 
les, Cal. 

AXES 

Simmons Hdw. Co., St. Louis, Mo. 
BABBITT METAL 

Wheeling Corrugating Co., Wheeling, 

Whitaker-Glessner Oo., Wheeling,W.Ya. 
BAKING PANS 

Wheeling Corrugating Go., Wheeling. 
W. Va. 

Whitaker-Glessner Go., Wheeling,W.Ya. 
BALL COCKS 

Boston Brass Co., Waltham, Mass. 
BARB WIRE 

American Steel A Wire Co., Oiieago, 
Ill.; San Francisco and Los Angeles, 
Cal.; Portland, Ore., and Seattle. 
Pittsburgh Steel Co., Pittsburgh and 
San Francisco. 

United 8 tates Steel Products Co., San 
Francisco, Cal.; Los Angeles. Cal.: 
Portland, Ore.; Seattle, Wash. 
BARN DOOR HANGERS 

Hunt, Helm. Ferris A Co., Harvard, 
Illinois. 

Lane Bros. Co., Poughkeepsie, N. Y. 
McKinney Mfg. Co., Pittsburgh, Pa. 
Richards-Wileox Mfg. Co., Aurora, Ill. 
Safety Door Hanger Co.. Ashland, O. 
Stanley Works, New Britain, Oonn. 
Wagner Mfg. Co.. Cedar Falls. Iowa. 
BARN DOOR LATCHES 

P. A F. Corbin, New Britain, Conn. 
Lane Bros. Co., Poughkeepsie, N. Y. 
Btanley Works, New Britain. Oonn. 
BIRD CAGES AND SUNDRIES 

O. Lindemann A Co., New York, N. Y. 
BITS 

Buffum Tool Oo., Louisiana, Mo. 
Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
Progressive Mfg. Oo , Torrington, Ot. 
BLACKSMITHS’ SUPfaLI. 8 

Buffum Tool Co., Louisiana, Mo. 
Buffalo Forg e Go .. Buffalo, N. Y. 
BLASTING POWDER 

Giant Powder Co., San Francisoo, Cal. 
BOILf it GRAPHITE 

Joseph Dixon Oxucible Co., Jersey 
OUy, N. J. 

BOILER HANDLES 

Berger Bros. Co., Philadelphia, Pa. 
BOLT CASES 

American Bolt A Screw Case Co., Day- 
ton, 0 . 

BOLT CLIPPERS 

H. K. Porter Co., Everett, Mass. 
BOLTS—Door 

Bommer Bros., Brooklyn, N. Y. 
Chicago Spring Butt Co.. Chicago, III. 

P. A F. Corbin, New Britain, Conn. 
Shelby 8 pring Hinge Co., Shelby, O. 
The Stanley Works. New Britain, Ot. 

BOX OPENERS 

Bridgeport Hdwe. Mfg. Co., Bridge¬ 
port, Conn. 

BRACES 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington. Conn, and Cleveland, Ohio. 
BRACKET S—Shelf 

Atlas Mfg. Co., New Haven, Conn. 

P. A F. Corbin, New Britain, Conn. 
The Stanley Works, New Britain, Ot. 
BRAKE LINING 

8 taybestos Mfg. Go., Germantown, Pa. 
BRAZtERS 

Clayton A Lambert Mfg. Go., Detroit, 
Michigan. 


Turner Brass Works, Sycamore, Ill. 
BRIDLE IRONS 

Lane Bros. Oo., Poughkeepsie, N. Y. 
BROOMS 

Lee Broom A Duster Go.. Lincoln, Neb. 
BUILDERS' HARDWARE 

P. A F. Corbin, New Britain. Conn. 
Corbin Cabinet Lock Go., New Brit¬ 
ain, Conn. 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington. Conn, and Cleveland. Ohio. 
Russell A Erwin Mfg. Oo.. New Brit¬ 
ain. Oonn. 

Sargent A Company, New Haven, New 
York, Boston, Chicago, San Francisco. 
BUSINESS SYSTEMS 

Charles R. Hadley Co., Los Angeles. 
BUTTS 

The Chicago 8 pring Butt Co., Chicago. 
Shelby Spring Hinge Co., Shelby, O. 
Stanley Works, New Britain, Oonn. 
CANS AND SPECIALTIES 
Stuber A Hack, Peoria, HI. 
CANNING OUTFITS 

The Handy Mfg. Co., Chicago, Seattle. 
CAPS, BLASTING 

Giant Powder Co.. San Francisoo. OaL 
CARRY ALL BINDERS 

Proudfit Loose Leaf Co., Grand Rap¬ 
ids, Mich. 

CASH REGISTERS 

National Cash Register Oo., Dayton. O. 
CASTERS 

Bassick Co., Bridgeport, Oonn. 
Faultiest Caster Oo., Evansville, Ind. 
Universal Caster A Foundry Oo., New¬ 
ark, N. J. 

CATCHES—Transom 

P. A F. Corbin, New Britain, Oonn. 
8 helby 8 pring Hinge Oo., Shelby, O. 
CEILING PLATES 

Beaton A Corbin Mfg. Oo„ Southing¬ 
ton. Oonn. 

CELLAR WINDOW SETS 

8 helby Spring Hinge Oo., Shelby, O. 
Stanley Works, New Britain, Oonn. 
CHAIN 

American Chain Oo., Bridgeport. Oonn. 
The Cleveland Galvanised Works. 
Cleveland, Ohio. 

CHAIR TIP 8 

Elastic Tip Co., Boston. Maas. 

H enry Peabody A Oo., New York. 
CHEMICAL ENGINES 

O. J. Childs Co.. Utica, N. Y. 
CHERRY SEEDERS 
CH^SEL^T*** ***** °°- Philadelphia, Pa 

Peck, 8 tow A Wiloox Mfg. Oo., South¬ 
ington, Conn, and Cleveland, Ohio. 
CLIPPER^ 

H. K. Porter, Kverett, Maas. 
CLOCKS 

New Haven Clock Co., New Haven. 

COAT AND HAT HOOKS 

Atlaa Mfg. Go., New Haven. Oonn. 
Shelby Spring Hinge Co., Shelby, O. 
COBBLER OUTFITS 

8 tar Heel Plate Go., Newark. N. J. 
CONCRETE MIXERS 

Laneing Wheelbarrow Oo., San Fran¬ 
cisco, Gal. 

COPPER GASKETS 

Beaton A Oadwell Mfg. Go., New Brit¬ 
ain. Oonn. 

CORDAGE 

Columbian Rope Co., Auburn, N. Y. 
Portland Cordage Co., Portland, Ore. 
8 amson Cordage Works, Boston, Maas. 
CURRY COMBS 

New York Stamping Go., Brooklyn. 
CUTLERY 

John Chatillon A Sons, New York. 
Honeyraen Hardware Oo., Portland, Or. 

. International 8 ilver Go., Meriden. Ot. 
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Ontario Knife Co., Frankliaville, N. T. 
Simmons Hardware Co., St. Louis. Mo. 
3aU Lake Hardware Oo., Salt Lake 
City. Utah. 

StreTell-Patereon Hardware Oo., Salt 
Lake Oitj, Utah. 

DIBS 

Greenfield Tap and Die Corporation, 
Greenfield/Mama. 

DOOR HANQER8 

Hunt, Helm, Ferria A Oo., Harvard, IH. 
Lane Bros. Oo., Poufhkeepaie, N. T. 
Bieharde-Wileox Mfg. Co.. Aurora. Ill. 
Safety Door Hsurer Oo., Ashland, O. 
Stanley Works, New Britain. Conn. 
Wagner Mfg. Oo., Oedar Falls, Iowa. 
DOOR LATCHES 

Lane Bros. Co. t Poughkeepsie, N. T. 
The Stanley Works, New Britain, 01. 
DOOR PULLS 

Bommer Brothers, Brooklyn. N. T. 
DOOR SPRINGS 

Chicago Spring Butt Oo., Chicago, 111. 
DRAG SAWS 

R. M. Wade A Oo., Portland, Ore. 
DRINKING FOUNTAINS 

Buffum Tool Co., Louisiana, Mo. 

M. L. Kline. Portland. Ore. 

DRILL8 

Buffalo Forge Co., Buffalo. N. Y. 
Goodell-Pratt 0b„ Greenfield, Maas. 
North Bros. Mtg. Oo., Philadelphia, Pa. 
DUMBWAITERS 

8edgwick Machine Works, New York. 
DU8TER8 

Lee Broom A Duster Oo., Lincoln, Noh. 
DYNAMITB 

Dupont Powder Co., Wilmington, Del. 
Giant Powder Oo.. Ban Francisco, Cal. 
ELECTRICAL SUPPLIES 

8alt Lake Hardware Oo., Salt Lake, 
Utah. 

ELEVATORS 

8edgwlck Machine Works. New York. 
ENAMELED WARE 

Honeyman Hardware Co.. Portland, Or. 
Oentral Stamping Co., New York.N.Y. 
New York Stamping Oo., Brooklyn. N.Y. 
Lalanee A Grosjean Mtg. Co.. New 
_ York, Chicago and San Francisco. 
Salt Lake Hardware Oo., Salt Lake 
City. Utah. 

Simmons Hardware Oo., 8t. Louis, Mo. 
Strevall-Paterson Hardware Co., Salt 
Lake City. Utah. 

U. &. Stamping .Oo., Moundarille, W. 
Va., San Francisco, Portland. 
ENGINES 

Lansing Wheelbarrow Oo., San Fran¬ 
cisco, Cal. 

ESCUTCHEONS 

P. A F. Oorbin^New Britain, Conn. 
Shelby 8pring Hinge Oo., 8helby, O. 
EXPANSION BOLTS 

Parker Supply Co., New York, N. Y. 
FASTENERS—Casement Window 
Shelby Spring Hinge Oo., Shelby, O. 
FAUCBT8 

Thoe. BarUl's Sons, Philadelphia, Pa. 
L ane Bros. Oo., Poughkeepsie. N. Y. 
FENCE 

United 8tatee Steel Products Oo., San 
Francisco, Loo Angeles, OaL; Port* 
land. Ore.; Seattle, Wash. 

FENCE WIRE 

Pittsburgh Steel Oo., Pittsburgh and 
San rinnciseo. 

FILE8 

Delta File Works, Philadelphia, Pa. 
Henry Disston A Sons, Philadelphia. 
Nicholson File Co., Providence. R. I. 
McCaffrey File Co., Philadelphia, Pa. 
Simonds Mtg. Oo., Fitchburg, Maas. 
FIRE APPARATUS 

0. J. Childs Oo„ Utica. N. Y. 

firearms 

Oolt*s Patent Firearms Oo., Hartford. 
Conn. 

fire POTS 

Uleyton A Lambert Mfg. Oo., Detroit. 

fittings*** 

Central Foundry Oo., New York. 

M. L. Kline, Portland, Ore. 

Bhode Island Fittings Co., HUlsgrovu, 
R. I. 


WHERE TO BUT—Con tinned 

FLOOR AND CEILING PLATB8 
Beaton A Oadwell Mfg. Co., New Brit¬ 
ain, Conn. 

Beaton A Corbin Mfg. Co„ Southing¬ 
ton, Conn. 

FLOOR SLEEVES 

Beaton A Cadwell Mtg. Ob., New Brit¬ 
ain, Conn. 

FLOUR SIFTERS 

Fred J. Msysrs Mfg. Co., Hamllton.0. 
FOOD CHOPPER8 

Enterprise Mfg. Oo. of Pa., Philadel¬ 
phia, Pa. 

Maryland. 

Russell A Erwin Mfg. Oo., New Brit- 
sin. Conn. 

Schlichter Mfg. Co„ Hamilton, Ohio. 
FORGES 

Buffalo Forgo Ob., Buffalo. N. Y. 
FRY PANS 

Central Stamping Co., Now York. N.Y. 
New York Stamping Oo., Brooklyn. 
Wheeling Corrugating Co., Wheeling. 
W. Va. 

FURNACES 

Oulter A Proctor Stove Go., Peoria, 
Illinois. 

Mangrum A Otter, Inc., San Francisco. 
Otto Berne, Newark, N. J. 
FURNITURE SLIDES 

Universal Caster A Foundry Oo., New¬ 
ark, N. J. 

GALVANIZED GOODS 

Wheeling Corrugating Ob., Wheeling. 
W. Va. 

GARAGE EQUIPMENT 

Lane Broa. Oo., Poughkeepsie, N. Y. 
Rlehards-Wileox Mfg. Oo., Aurora 111. 
Hunt, Helm, Ferris A Oo., Harvard, Ill. 
The Stanley Works, New Britain, Ot. 
GARDEN TOOLS 

Buffum Tool Oo., Louisiana, Mo. 

J. E. Gilson Co., Port Washington, 
Wis. 

0. 8. Norcross A Sons, Bnshnsll, IK 
Union Fork A Hoo Oo., Columbus, 0. 
GAS HEATERS 

Hess-Snyder Co., Massillon, O. 

GAS RANGES 

James Graham Mfg. Oo., San Franeisoo. 
GASOLINE TORCHE8 

Clayton A Lambert Mfg. Oo., Detroit, 
Michigan. 

Otto Berns, Newark. N. J. 
GRAPHITE 

Joseph Dixon Orneible Oo., Jersey City, 
N. J.; Sea frtncUco. 6ml. 
GRAPHITE PAINT 

Joseph Dixon Ornoiblo Oo., Jorsoy Oity, 
New Jersey. 

GRASS CATCHERS 

Excelsior Bag A Mfg. Co., Troy, N. Y. 
Philadelphia Lawn Mower Oo., Phils 


Philadelphia Lawn Mower Oo., Phils 
delphia. Pa. 

Specialty Mtg. Co., 8t. Anthony Park, 
Minnesota. 

GRINDING AND POLISHING 
MACHINERY 

J. C. Born Machinery A Foundry, 
Belleville, Ill. 

HAMMERS 

Vaughan A Bnshnell Mfg. Oo., Chi¬ 
cago. 111. 

HANDLES 

Buffum Tool Co., Louisiana, Mo. 

Ivory Handle Co., Hope, Ark. 

HAND FIRE EXTINGUISHERS 

O. J. Childs Co., Utica, N. Y. 

HAND CARTS 

Lansing Wheelbarrow Oo., San Fran¬ 
cisco. Csl. 

HANGING SCALES 

Polouso Mfg. Oo., Chlesgo, Illinois. 

Triner Seals Oo.. Chicago, Ill. 

HARDWARE JOBBERS 

Baker, Hamilton A Pacific 0o. f San 
Francisco. 

Dunham. Carriran A Hayden, Ban 
Francisco, Csl. 

A M. Holtsr Hardware Co., Helena, 
Montana. 

Hammond Lumber Co., Los Angoles. 

Honeyman Hardware Co., Portland, Or. 

Jensen, King, Byrd Oo., Spokane, Wn. 


Balt Lake Hardware Oo., Salt Lake 
Oity, Utah. 

8immona Hardware Co., St. Louis, Mo. 
Stroveil-Paterson Hdwo. Oo., Salt Lake 
City, Utah. 

Union Hardware A Metal Oo., Loe An¬ 
gelos, Cal. 

Thomson-Digga Oo., Sacramento, OaL 
HARDWARE SPECIALTIES 

Bridgeport Hardware Mfg. Co., Bridge¬ 
port, Conn. 

Buckoyo Aluminum Co., Doylestown, 0. 
Buffum Tool Co., Louisiana, Mo. 
Crescent Tool Co., Jamestown, N. Y. 
Dolts Fils Works, Philadelphia, Pa. 
Enterprise Mfg. Co., Philadelphia, Pa. 
Excelsior Bag A Mf». Co., Troy. N. Y. 
Fred J. Meyers Mtg. Co., Hamilton, 0. 
Lana Bros. Co., Poughkeepsie, N. Y. 
Lufkin Rule Co., 8sginaw, Mieh. 
McKinney Mtg. Co., Pittsburgh. Pa. 
New York Stamping Go., Brooklyn.N.Y. 
Reading Saddle A Mfg. Co., Reading, 
Penn. 

Richards-Wilcox Mfg. Co., Aurora, Ill 
Salt Lake Hardware Co., Salt Lake 
City, Utah. 

Shelby Spring Hinge Co., Shelby, O. 
Simmons Hdw. Co., 8t. Louis, Mo. 
Stanley Works, New Britain, Conn. 
StrsTsll-Paterson Hdwe. Co., Salt Lake. 
Thomson-Digga Co., 8acramento, Cal. 
HARNESS HARDWARE 
Covert Mfg. Co., Troy, N. Y. 

Salt Lake Hardware Co., Balt Lake 
City, Utah. 

HATCHETS 

8immoua Hdw. Co., St. Louia, Mo. 
HEEL PLATES 

8tar Heel Plate Oo.. Newark. N. J. 
HINGES 

Bommer Brothers. Brooklyn. N. Y. 

P. A F. Corbin, New Britain, Conn. 

P. A F. Corbin, New Britain, Conn. 
The Chicago 8pring Butt Oo., Chicaxo. 
Shelby Spring Hinge Co., Shelby, 0. 
Stanley Works, New Britain. Conn. 
Superior 8pring Hinge Oo., Chicago 
and Lot Angeles. 

HOLLOW HANDLE TOOL KITS 
Bridgeport Hdwe. Mfg. Oo., Bridge¬ 
port, Conn. 

HOOK AND EXPANSION PLATE8 
Beaton A Oadwell Mfg. Co., New Brit¬ 
ain. Conn. 

HORSE 8HOES 

Phoenix Horse Shoe Co.. Chicago, Ill. 
United States 8teel Products Co.. San 
Francisco, Los Angeles, Portland and 
Seattle. 

HOSE 

Boston Woven Hose A Rubber Oo.. 
Boston, Mass. 

Goodyear Rubber Oo., San Franeisoo. 
HOSE COUPLING 

8tnber A Kuck, Peoria, Ill. 

HOSE MENDERS 

8tuber A Kuck, Peoria, 111. 

HOSE REELS 

Specialty Mfg. Co., Bt. Anthony Park. 
Minnesota. 

HOUSEHOLD GOODS 


Aluminum Gooda Mfg. Co., Manito¬ 
woc, Wis. 

Baker, Hamilton A Pacific Co., San 
Francisco. 

Central Stamping Co., New York, N. Y. 

Cordley A Hayes, New York, N. Y. 

Corning Glass Works. Corning, N. Y. 

Dunham. Corrigan A Haydenn, Baa 
Francisco, Csl. 

The Handy Mfg. Co., Chicago, 8eattle. 

Jensen, King, Byrd Co., 8pokane, Wn. 

Lalanee A Grosjean Mfg. Oo.. New 
York, Chicago and San Francisco. 

Landers, Frary A Clark, New Britain, 
Connecticut. 

Mangrum A Otter, Inc., 8an Franeisoo. 

Fred J. Meyers Mfg. Co., Hamilton, 0. 

National Kitchen Products Oo., San 
Francisco, Cal. 

New York Stamping Co., Brooklyn, N.Y. 

Nn-8ink Ob., Lot Angeles and Baa 
Francisco. Cal. 

Ontario Knife Co., Franklinville, N. Y. 


Orona Mfg. Oo., Boston, Mass. 
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Schlichter Mfg. Co., Hamilton, Ohio. 
Schlueter Mfg. Co., St. Louis, 8an 
Francisco, Seattle, Denver. 
Strevell-Paterson Hardware Co., Salt 
Lake City, Utah. 

United Royalties Corporation, N. T. 
United States Stamping Co., Mounds* 
ville, W. Va., San Francisco,Portland. 
Wheeling Corrugating Co., Wheeling, 
W. Va. 

ICE CREAM FREEZERS 

North Bros. Mfg. Co., Philadelphia. 
ICE SCALES 

Pelouse Mfg. Co., Chicago, HI. 

Triner Scale Co., Chicago, Ill. 
INTERIOR METAL DECORATIONS 
Wheeling Corrugating Co., Wheeling, 

IRON AND 8TEEL 

Salt Lake Hardware Co., Salt Lake 
City. Utah. 

8trevell * Paterson Hardware Co., Salt 
Lake City, Utah. 

Thomson-Diggs Co., Sacramento, Cal. 
United States Steel Products So., San 
Francisco, Los Angeles, Portland and 
Seattle. 

Wheeling Corrugating Co., Wheeling, 
W. Va. 

Whiton Hardware Co., Seattle, Wash. 

JACKS—Carriage, Truck 

Lane Bros. Co., Poughkeepsie, N. V. 
JAPANNED WARE 

Schlueter Mfg. Co., St. Louis, San 
Francisco, Seattle, Denver. 

JOIST HANGERS 

Lane Bros. Co., Poughkeepsie, N. T. 
KICK PLATES 

Bommer Bros. Oo.. Brooklyn, N. Y. 
Shelby Spring Hinge Co., Shelby, O. 
KNIVES 

Ontario Knife Co., Franklinville, N. Y. 
KNOBS—Door 

P. A F. Corbin, New Britain, Conn. 
Shelby Spring Hinge Oo„ Shelby, O. 
LAVATORY SPRING HINGES 

Chicago Spring Butt Go., Chicago, Ill. 
LAWN MOWERS 

Philadelphia Lawn Mower Co., Phila- 

Pennsylvania Lawn Mower Oo., Phila¬ 
delphia, Pa. 

Simmons Hdw. Co., St. Louis, Mo. 
LAWN SPRINKLERS 

Buffum Tool Co., Louisiana, Mo. 
Enterprise Mfg. Co. of Pa., Philadel¬ 
phia, Pa. 

Stuber A Kuck, Peoria, Ill. 

Thompson Mfg. Co., Los Angeles, Cal. 
Will's 8prihkler Oo., Los Angeles, Cal. 
LAWN SWEEPERS 

Philadelphia Lawn Mower Co., Phila¬ 
delphia, Pa. 

LENSES 

Corning Class Works, New York, N. Y. 
LHvSlJ 3 Len * * 8upplj °°*» Chicago. 

Bridgeport Hardware Mfg. Oorp., 
Bridgeport, Conn. 

Goodelf- Pratt Co., Greenfield, Mass. 
Henry Disston A Sons, Philadelphia. 
Stanley Rule A Level Oo., New Brit¬ 
ain. Conn. 

LINOLEUM 

Armstrong Cork Oo.. Lancaster, Pa. 
LOCKS 

P. A F. Corbin, New Britain, Oonu. 
Corbin Cabinet Lock Co., New Brit¬ 
ain, Conn. 

8helhv Pn^»n«* Co.. Shelby, O. 

LUBRICATING OIL 

Tide Water Oil company, New York, 
San Francisco, Boston, Philadelphia 
and Chicago. 

MANUFACTURERS* AGENTS 

Bailey A Drake Co., 8an Franclseo. 
A H. Coates Co., San Francisco. Cal. 
George E. Dalton. Los Angeles, CaJ. 
Norman Cowan, San Francisco, Cal. 
W. D. Caldwell. 8an Francisco. 

E. C. Coffin A Co.. 8a1t Lake, Utah. 
Horace Allen, San Francisco. 

S. V. Armstrong, 8an Francisco. 

Phil Bekeart Co., San Francisco. 

W. F. Boardman A Co., San Fran¬ 
cisco. Cal. 

A. L. Conger Co.. San Francisco. 
Omer Cox 8an Francisco. 

A. W. Dow. San Francisco. 

Geo. F. Eberhard Co., San Francisco. 


WHERE TO BUT—Continued 

Ewing-Lewis Co., San Francisco and 
Los Angeles, Cal. 

Griffith Sales Co., Sheldon Bldg., San 
Francisco, Cal. 

Edward Knoble A Son, Tacoma, Wash. 
Chas. L. Lewis, 8an Francisco. 

Freneh A Linforth, San Francisco. 

C. W. Gause Co., San Francisco. 

W. H. Gilbert, 8an Francisco and Los 
Angeles. 

R B. Hanna, Los Angeles, 
llaven A Haven, San Francisco, Cal. 

D. L. Herman, Seattle. 

H. A. Heppner A Oo., Portland. 

Wm. P. Horn Co., San Francisco. 

M. Howard, San Francisco. 

Hughson A Merton, San Francisco. 

C. N. A F. W. Jones, Los Angeles, San 
Francisco. 

C. N. A F. W. Jones, San Francisco. 

E. A. Keithley, San Francisco. 

P. 0. A A. E. Lowrey, San Francisoo. 
0. A May dwell A Oo., 8an Francisoo. 
Mayrant Conner, San Francisco. 
McDonald A Linforth, San Francisco. 
Morgan A Allen, 8an Francisco. 

J. T. McDevitt, San Francisco. 

T. D. McLean Co., Seattle. 

Osgood A Howell, 8an Francisco. 
Sanford Plummer, San Francisco. 

A. Rannie, San Francisco. 

0. 8. Rhea, Berkelev, Cal. 

Jno. T. Rowntree, Ban Francisco, Port¬ 
land, Or., IjOS Angeles, Denver, Oolo. 
Rowntree A Wishon, San Franclseo. 

A C. Rnlofson. flan Franclseo and Los 
Angeles, Portland, Seattle. 

C. P. Rust A Oo., San Francisco, Ohl. 
C. H. Smith A Bro., Los Angeles. 

T. H. Speddy, San Francisoo. 

0. H. Stanyan, 8an Francisoo. 

Eugene C. 8aol, San Francisoo. 

J. A. Tuthlll, Los Angeles. Ohl. 

8. F. Wilbur Co., San Franclseo, OaL 
Thomas A Williams. 8slt Lake. 

S. G. Wilson, Los Angeles. 

Fred P. Winchester, San Francisoo. 
John J. Wlrtner, flan Francisoo. 
Wright A Lacey, San Francisco. 
MECHANICS' TOOL8 

Bnffnm Tool Co., Louisiana, Mo. 

The Keystone Mfg. Co., Buffalo, N. Y. 
The James Swan Co., Seymour, Conn. 
METAL CEILINGS 

Wheeling Corrugating Co., Wheeling, 
W. Va. 

METAL LATH 

Wheeling Corrugating Oo., Wheeling, 
W. Va. 

METAL SHINGLES 

Wheeling Corrugating Oo., Wheeling, 
W. Va. 

MILLS—Coffee, Spice, Corn 

Lane Bros. Co., Poughkeepsie, N. Y. 
MITRE BOXES 

H. 0. Marsh Co., Rockford, Ill. 
MITRE MACHINES 

H. C. Marsh Co., Rockford, III. 
NAILS 

Pittsburgh Steel Co., Pittsburgh and 
San Francisco. 

NAIL CLIPS 

H. C. Cook Oo.. Ansonla. Conn. 
NAIL SET8 

James Swan Co., Seymour, Conn. 
NAILS, STAPLES, SPIKES 

American 8teel A Wire Oo., Chicago, 
111.; San Francisco and Los Angeles, 
Cal.: Portland, Ore., and Seattle, 
Washington. 

OIL STOVES 

George M. Clark A Oo. t Division Amer¬ 
ican Stove Oo., Chicago and San 
Francisco. 

Ringen 8tove Co., St. Louis, Mo. 
PAINTS 

The Brininstool Oo., Los Angeles. Cal. 
Wm. Conners Paint Mfg. Co., Troy, 
N Y 

Joseph Dixon Crucible Co., Jersey City, 
N. J. 

Montank. Paint Mfg. Co.. Brooklyn. 

R. N. Nason A Co., San Francisco, Cal. 
Simmons Hardware Co., St. Louis. Mo. 
Salt Lake Hardware Co., Salt Lake 
City. Utah. 

8trevel1-Paterson Hardware Co., Salt 
Lake City, Utah. 


PAINT BRUSHES 

Rubberset Company, Newark, N. J. 
PEDAL PADS 

Auto Pedal Pad Ob., New York, V. 
PIPE 

Central Foundry Oo.. New York. 
Abendroth Bros., Port Chester, N. 
Alabama Fine A Foundry Oo Ana 
ton, Ala. 

American Enameling Mfg. Oorp., No 
York, N. Y. 

American Foundry A Pipe Oo, Pe 
8ta.. Pa. 

Anniston Foundry Co., Anniston, 
Bessemer Soil Pipe Oo., Bessemer, 
Campbell Mfg. Co., Gadsden, Ala. 

Casey Hedges Co., Chattanooga, Tea 
Charlotte Pipe A Fdy. Co., Charlottm, 
North Carolina. 

Coosa Pipe A Foundry Oo., Birming¬ 
ham, Ala. 

Crown Pipe A Fdy. Co.. Jackson, O. 
Gadsden Pipe Co., Gadsden, Ala. 
Haines, Jones A Cadbury Co., Phila¬ 
delphia, Pa. 

J. D. Johnson Co., New York. N. T. 
Krupp Foundry Oo., Lansdale, Pa. 
Medina Foundry Co., Medina, N. Y. 
National Foundry Oo. of N. Y„ Brook¬ 
lyn. N. Y. 

National Pipe A Foundry Co., Attalla, 
Ala. 

Beadin^Foundry A Supply Cb n 

Salem Brass A Iron Mfg. Co., 

New Jersey. 

Sanitary Oo. of America, Linfield, Pa. 
Sommerville Iron Works. New York. 
Standard Foundry Co., Anniston, Ala. 
Superior Mfg. Co., Bessemer, Ala. 
Union Foundry Co., Anniston. Ala. 

A Welsklttel A Bon Co.. Baltimore. 

H. Wetter Mfg. Co., Memphis. Tenn. 
PIPE BENDERS 

Buffum Tool Co., Louisiana, Mo. 
PIPE FITTINGS 

Rhode Island Fittings Co., Hillsgrova, 
Rhode Island. 

PIPE HANGERS 

Beaton A Cadwell Mfg. Co.. New Brit¬ 
ain, Conn. 

PIPE HOOKS 

Berger Bros. Co., Philadelphia, Pa. 
PIPE WRENCHE8 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
Trimont Mfg. Co., Roxbury, Mass. 
PISTON RINGS 

Automobile Accessories Co., Baltimore. 
PIVOTS—Ball Bearing 

Bommer Bros., Brooklyn, N. Y. 
PLANES 

8tan1ey Rule A Level Co., New Britain. 
Conn. 

PLATES—Kick 

Bommer Bros., Brooklyn, N. Y. 

PLIERS 

Peck, 8tow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
PLUMBING SPECIALTIES 

Armstrong Mfg. Co., Bridgeport, Ot. 
Buffum Tool Co., Tunisians. Mo. 

C. F. Church Mfg. Co., Holyoke, Mass. 
Otto Bern*, Newark N. J. 

Boston Brass Co., Waltham, Mass. 
Clayton A Lambert Mfg. Co., Detroit, 
Michigan. 

Crescent Tool Co., Jamestown. N. Y. 
Excelsior Bag A Mf». Co., Troy, N. Y. 
Hays Mfg. Co.. Erie, Penn. 

M. L. Kline, Portland. Ore. 

Nye Tool A Machine Works, Chicago. 
Rhode Island Fittings Oo., Hillsgrove, 
Rhode Island. 

Thos. 8aviH*s Sons, Philadelphia, Pa. 
Trimont Mfg. Co., Roxbury, Mass. 
Turner Brass Works, Syracuse, Ill. 
POLI8HES 

The Cedarwax Co., Los Angeles. 
Crystal-lac Distributing Co., San Fran¬ 
cisco, Los Angeles, Seattle. 
PRUNING HOOKS 

Henry Disston A Sons. Philadelphia. 
PRUNING SHEARS 

Qrsnucci Hardware Co., 8an Francisoo. 
Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
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PUMP VALVES AND PLUNDERS 
Berger Bros. Oo., Philadelphia. Pa. 
PUMP8 

Oonlda Mfg. Oo.. Senses Falla. M. T. 
Oroetkoa Pump Co., Aurora. HI. 
Lmnaing Wbeolbarrow 0©„ Saa Fran- 

eisoo. Obi. 

Pacific Hardware A Stool Oo., Baa 
Francisco, Cal. 

PUNCTURE CURE 

Alcemo Mfg. Co., Newark, N. J. 
PUSH PLATES 

Sommer Bros., Brooklyn, N. T. 

P. A F. Oorbin. Now Britain, Comm. 
RADIATOR VALVES—Key and Wood 
Beaton A Cadwell Mff. Oo., Now Brit¬ 
ain, Ooan. 

RAILWAY CAR MOVERS 

G. D. Rowell A Son, Appleton, Wla. 
RANGE8 

Graham Mff. Oo., San Franoiaoo, 
California. 

Bingen Store Oo„ St. Louis, Mo., Baa 
Francisco, Cal 
ww a \rirym 

Greenfield Tap and Dio Corporation. 
Greenfield, Mass. 
REFRIGERATOR8 

Baldwin Refrigerator Co„ Burlington, 
Vermont. 

Maine Mfg. Oo.. Nashua, N. H. 
Northern Refrigerator Co., Grand Rap¬ 
ids, Mich. 

Sim mons Hdw. Oo„ St. Louie, Mo. 
RIVBT8 

Edwin B. 8timpsoa Oo., BroeklynJt.Y. 
RIVETING MACHINE8 

F.H. faith Mfg. Oo., Chisago. Ill. 
Wheeling Corrugating Oo., Wheeling. 
W. Va. 

ROASTERS 

Osntral Stamping Oo., Brooklyn, N. Y. 
ROOFING 

Pioneer Paper Oo., Los Angeles, OaL 
ROOFING CEMENT 

Wm. Conners Paint Mfg. 0a„ Troy. 
New York. 

ROPE 

Oolumbiaa Rope Oo., Auburn. N. Y. 
Portland Cordage Oo., Portland and 
Seattle. 

RULES 

Lufkin Rule Oo., Saginaw, Mich. 
8tanley Rule A Loral Oo., New Brit¬ 
ain, Conn. 

SAD IRONS 

W. H. Howell Co., Genera, Ill. 

SASH CORD 

Samson Cordage Works. Boston, Maas. 
SAWS 

Henry Disston A Sons, Philadelphia. 
Goodell-Pratt Oo» Greenfield. Maas. 
Simmons Hdw. Oo., St. Louis, Mo. 
Simonds Mfg. Oo., Fitchburg, Maas., 
San Francisco and Portland, Ore. 

L. 8. Starrett Oo., Athol, Maas. 

SAW 8ET8 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
SCALES 

John Ohatillon A Sons. New York. 
Detroit Automatic Scale Co„ Detroit, 
Mich. 

Pelouse Mfg. Oo.. Ohicago, III. 

Triner Scale A lfrg. Oo„ 6hicage. 

SCREW CASES 

American Bolt A Screw Oaao Oo., Day- 
ton. O. 

SCREW DRIVERS 

Buffum Tool Co.. Louisiana, Mo. 
Bridgeport Hardware Mfg. Oorp., 
Bridgeport, Oonn. 

Peck. Stow A Wilcox Mfg. Oo., South¬ 
ington. Conn, and Clereland, Ohio. 
Henry Disston A Sons, Philadelphia. 
Goodell-Pratt Oo.. Greenfield, Maas. 
North Bros., Philadelphia, Pa. 

The James Swan Oo., Seymour, Ooan. 
Stanley Rule A Lerel Oo., Now Brit¬ 
ain, Oonn. 

SCREEN DOOR SETS 

Bommer Bros., Brooklyn, N. Y. 

Chicago Spring Butt Oo., Ohicago, IU. 
8taaley works. New Britain, Ooan. 
SEEDS 

Aggeler A Muster, Lea Angeles, OaL 


WHERE TO BUT—Continued 

SHARPENING MACHINE 

Hyfield Mfg. 0©„ Now York, N. Y. 

SHAVING BRUSHES 

Rubberset Co., Newark, N. J. 
SHEETS 

Brier Hill 8teel Co., Youngstown, 0., 
and San Francisco. 

SHEEP SHEARING MACHINE8 
AND TOOL8 

Chicago Flexible Shaft Oo., Chicago. 
SHEETS—Black and Galvanised 
Wheeling Corrugating Oo., Wheeling, 

SHOTGUN SHELLS 

Peters Cartridgo Co., San Francises 
and Cincinnati, O. 

SKILLETS 

iT ork Stamping Oo., Brooklyn. 
Wheeling Corrugating Oo„ Wheeling, 

SLIDING CASTERS 

Dome* of 8I1ence Co., New York, N. Y 
Onward Mfg. 0©„ Monasha, Wis. 
SLIDING DOOR LATCHE8 

Broa Co^ Poughkeepsie. N. Y. 
Richards-Wilcox Mfg. Oo., Aurora, IU. 
SNAPS 

Covert Mfg. Co., Troy, N. Y. 
SOLDER 

Wheeling Corrugating Oo.. Wheeling, 

SPORTING GOODS 

Oolt'e Patent Firearms Oo., Hartford, 
Conn. 

Du Pont Powder Co., Wilmington, Del. 
Honeymsn Hardware Co., Portland. Or. 
Jensen, Kina Byrd Oo., Spokane, Wn. 
Peters Cartridge Oo., Cincinnati, O. 
Strevell-Pa’eraon Hardware Oo., Salt 
Lake City. Utah. 

SPRAYING OUTFITS 

Goulds Mfg. Co., Seneca Falls, N. Y. 
SPRING LEAF SPREADER 

Spring Leaf Lubricator Oo., Ann Ar¬ 
bor. Mich. 

SPRINKLERS AND HOLDERS 

Beaton A Cadwell Mfg. Oo., Now Brit¬ 
ain, Conn. 

STAMPED STEEL HARDWARE 
8helby Spring Hinge Oo., Shelby, O. 
STANDS AND LASTS 

Star Heel Plate Oo., Newark, N. J. 
STAPLES—Wire 

McKinney Mfg. Oo., Pittsburgh, Pa. 
STEAK AND FISH PLANKS 

Lanai ng-Oo mpany, Ban FrnaeUoo, OaL 
STEEL FENCE POSTS 

American Steel A Wire Oo., Ohieago, 
III. ; San Francisco and Los Angeles, 
Csl.; Portland, Ore., and Seattle, 
STOCKS AND DIES 

Armstrong Mfg. Oo., Bridgeport, Ot. 
Greenfield Tap aad Die Obrporation, 
Greenfield, Maas. 

STOVES 

George M. Clark A Oo., Division Amer¬ 
ican Stove Co., Ohicago and San 
Francisco. 

Colter A Proctor 8tove Co., Peoria, IU. 
Hoot Snyder Mfg. Oo„ Massillon, 0. 
Jas. Graham Mfg. Oo., Ban Francisco. 
Jensen, King. Byrd Co., Spokane. Wn. 
Mangrum A Otter, Inc., San Franeisco. 
Ringen 8tov# Go., St. Lonis, Mo., Ban 
Francisco, Osl. 

Spokane Stove Repair Works, Spokane, 
Washington. 

8TOVE PIPE CRIMPER 

Packhsm Crimper Oo., Mochaniesbnrg, 
Ohio. 

8TOVE PUTTY 

William Oonners Paint Mfg. 0©„ Troy, 
Now York. 

STOVE REPAIRS 

Spokane Stove Repair Works, Spo¬ 
kane, Wash. 

TACKLE BLOCKS—Automntle 

Lane Bros. Oo., Poughkeepsie, N. Y. 

TANKS—Pneumatic Winter Supply 
Wm. B. 8coife A Sons, Pittsburgh, Pa. 
TAPS AND DTF8 

Greeafield Tap aad Dis Corporation, 
Greenfield, Mass. 


Jo- Sarins 
Co ..Athol. 


iw, Mieh. 


TAPES 

Lufkin Rule Oo., 

L. 8. Starrett 

THREADING MACHINES 

Armstrong Mfg. Oo., Bridgeport, Ol. 
Greenfield Tap and Dio Corporation 
Greenfield,Mass. 

TIMBER HANGERS 

Lane Bros. Oo., Poughkeepsie, N. Y. 
TINWARE 

Central Stamping Oo., Now York, N Y. 
Schlueter Mfg. Co., St. Louis, Sau 
Francisco, Seattle, Denver. 

TIRES 

Century Plainfield Tiro Co., Plainfield. 

Diamond Rubber Co., Akron, San 
Francisco and Seattle. 

B. F. Goodrich Co- Akron, Ohio. 
Hartford Rubber Works Oo.. New York 
McGraw Tire A Rubber Co., Bast Pal¬ 
estine, Ohio. 

U. S. Tiro Oo.. New York. N. Y. 
TIRE PUMPS 

J. H. Haney A Oo., Hastings, Nab. 

TOGGLE BOLTS 

Riehards-Wileox Mfg. Ob., Aurora, IU. 
TOOLS 

Mound Tool Co» St. Louie, Mo. 

Peck, Stow A Wilcox Mfg. Oo., South¬ 
ington, Oonn. and Cleveland, Ohio. 
TOOL HOLDERS 

J. JEL Williams A Oo., Brooklyn, N. Y. 
TOOL ROLLS 

Buffum Tool Co., Louisiana, Mo. 
Excelsior Bag A Mfg. Co., Troy, N. Y. 
TORCHES 

Turner Brass Works. 8ycsmore. IU. 
Clayton A Lambert Mfg. Oo., Detroit, 
Michigan. 

Otto Bernx, Newark, N. J. 
TROLLEYS—Overhead „ w 

Lane Bros. Oo., Ponghkoopsit, N. Y. 
TRUCKS 

Lanaing-Oompany, San FraneUoo, OaL 
Universal Oaster A Foundry Oo„ New¬ 
ark. N. J. 

TRUNKS AND BAGS 

8alt Lake Hardware Oo., Salt Lake 
City, Utah. 

VACUUM BOTTLES 

Landers, Frary A Clark, Now Britain, 
Conn. 

VISES 

Goodell-Pratt Oo., Groonfiold, Haas. 

H. 0. Marsh Oo., Rockford, IlL 
WASHING MACHINES 

Esglt Woodonware Mfg. Oo., Hamilton. 
Ohio. 

WASHERS—Wrought Steel 

The 8tanley Works. Now Britain, Ol. 
Wrought washer Mfg. Oo., Milwaukee. 
WASTE 

Royal Mfg. Co.. Rahway, N. J. 
WEEDERS 

J. B. Gilson Oo., Port Washington. 
Wis. 

WHEELB A RRO WB 

Lansing Wheelbarrow Go„ San Fran¬ 
cisco. Csl._ 

WIRE AND WIRE SPECIALTIES 
United 8tatoo Stool Prodnets Co., Sen 
Francisco, Loo Angelos, Portland 
and Seattle. 

Pittsburgh Stool 0p» Pittsbunh, Pa. 
American 8teel A wire Oo., Ohieago. 
Ill.; San Francisco and Los Angelos. 
Cal.: Portland, Ore., and Seattle, 
Washington. 

WRENCHES 

Buffum Tool Oo., Louisiana, Mo. 
Bridgeport Hdwo. Mfg. Corp., Bridge¬ 
port, Oonn. 

Orescent Tool Oo., Jonootown, N. Y. 
The Keystone Mfr. Oo., Buffalo, N. Y. 
Frank Moaaberg Co., Attleboro, Mass. 
Peck, Stew A Wilcox Mfg. Oo., South- 
ington. Conn, and Cleveland. Ohio. 

R. f. Sodrl.7. Philadelphia t»a. 
Trimont lug. Oo., Roxbury, Mass. 
WRINGERS 

Baals Woodonware Mfg. Oo., Hamilton. 
Ohio 

WROUGHT STEEL WASHERS 
Stanley Works, Now Britain, Oonn. 
Wrought Washer Mfg. Oo., Milwaukoo. 
Wisconsin. 
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Pint Quality Ball Pain Hammers 


Cold Chisel 

*‘Special” and Reliable Grades 


‘Special” Machinist's Auto Pancb 
Polished and Blued 


“Reliable” Sickle or Pin Pnnch 


Special” Knurled Sick el or Pin Punch 
Blued 



1 

Drop Forged Carpenter’s Pincers 




mb 



Reliable” Octagon Center Punch 


“Special” Knurled Center Punch, Blued 


Reliable” Octagon Kail Set 


“Special” Knurled Kail Set, Blued 


Combination Pliers 
‘Special” Quality Forged Steel 


C. W. GAUSE CO. 

Room 605 Williams Bldg. 


“Special” Knurled Belt Pnnch, Blued 

Western Sales Agents 
693 Mission St. 

SAN FRANCISCO, CAL. 
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M OST people demand this nozzle— 
but even if an occasional customer 
just says, “I want a nozzle for my 
— garden hose,” you are sure to 
close the sale right then and there if you 
hand out this nozzle and say, “Here is 
the Boston.'’ 


This nozzle is solidly made of fine cast brass, 
being extra heavy at the outlet to withstand the 
severe knocks caused by dropping the hose on 
stone or brick walks. It has a large barrel, thus 
enabling the stream of water to form before 
leaving the orifice. The special point in its 
favor is that it is easily and quickly regulated, 
a simple turn of the wrist changing the straight 
full stream to a coarse shower, to a fine spray, 
or to a finer mist. 


The shut-off is complete. Being simple and 
strong in construction, the Boston Spray will not 
wear out or get out of order. Every nozzle is 
tested before it leaves the shop. Packed in 
paper boxes containing one dozen. Twelve 
boxes in a wooden case. 


You can make more money trading on the name 
“Boston” than against it. 

Ask Your Jobber 
He has always sold them 


BOSTON WOVEN HOSE & RUBBER CO 

Cambridge, Mass. 
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Boston Woven Hose & Rubber Co. 

Largest Makers of Garden Hose in the World 

Cambridge, Mass. 
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You Invest Less — Yet You Sell More 
Ask Your Jobber or Write Us Direct 
Don’t Wait Another Day — Do It Now 


Choose These Three 


T HE B-W-Ii advertised line of GARDKN IIOSE 
•rives you the cleanest possible working stock. 

You have only three brands of Most* to carry; yet you can 
sell and satisfy every customer. 

BULL DOG is for those who want tin* very best and are 
willing to pay for it. MILO (corrugated) satisfies the customer who is sold 
on a molded reel hose. GOOD LUCK is the popular priced brand and the 
largest seller in the world. 

Add to these three standardized, nationally advertised brands, the 
BOSTON SPRAY NOZZLK, and you have the ideal conibinari >n. 


























How Veedol will build up 
your business 


When you display a Veedol sign over 
your door it means more to you than even 
a rapid increase of your profits from oil 
sales. 

It means that your business in other 
automobile supplies — tires, tubes, spark 
plugs, greases, etc. — will soon begin to 
pile up profits for you. 

There is a logical reason for this: 

28,000,000 people recognize Veedol 

You will be getting the benefit of the greatest 
national advertising campaign in the history of 
automobile lubricants—a campaign that reaches 
more than 28,000,000 people. 

Veedol is used regularly in over a million 
motor vehicles. More than half of all the motor¬ 
ists who buy oil by name buy Veedol. 

Sales of Veedol doubled last year, bringing 
$2,000,000 in profit to the dealers. Dealers report 


gains of 607<, 90%, 120% and over. The market 
is expanding rapidly. 

Our advertising constantly increases the de¬ 
mand for Veedol. All you have to do is to dis¬ 
play a Veedol sign to bring this growing business 
to you. 

Made by exclusive process 

Sediment in ordinary oil is one of the greatest 
causes of wear in automobile engines. 

The two bottles show how superior Veedol is 
to ordinary oil in this respect. Veedol reduces 
sediment 80%. 

This is because Veedol is made by the famous 
Faulkner Process, recently discovered and used 
exclusively by the Tide Water Oil Company. 


Ollier fast sellers 

Veedol greases will sup¬ 
plement your oil sales. 
There is a Veedol grease 
for every purpose, and 
each is of the same high 
quality as Veedol. 


/* 



TIDE WATER OIL CO. 

VBBDOL DEPARTMENT 
Bowling Green Building - - New York 

BRANCHES 

Boston Philadelphia Chicago San Francisco 



Ordinary Veedol 
oil alter 

after use use 

Showing sediment 
formed after 500 
miles of running 
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HHACKSAWS! 


Just as some tires puncture and some wear out, some 
hack saws break, others dull quickly. 

The utmost in hack saw mileage requires a saw that 
ia hard enough to cut keenly, yet not too brittle. 


Starrett 

Hack-Sawi 


give the utmost mileage—they are of the highest qual¬ 
ity just as Starrett Tools are of the highest quality. 
Tungsten steel to start with, milled teeth, the right 
set, and hardened just right for the metal it is intended 
to cut. And this hardening is important—combined 
with the right shape of teeth and the best number per 
inch it insures quickest cutting, thereby saving me¬ 
chanics' time—the greatest possible saving. 


But to get most mileage from a hack saw, even a 
Starrett, the right saw must be used. It’s easy to 
find out what is the right saw to recommend, for the 
metal or shape—from page 208 of the Starrett Cata¬ 
log No. 21 BF. 


The L. S. Starrett' Co. 

The World *8 Greatest Toolmakers 
ATHOL, MASS. 

New York London Chicago 
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GRAPE KNIVES 

No. K51 


Retail 

Suggested 

Price 

20c. 


Highest Grade Forged 
Crucible Steel Curved 
Blade; Uniformly Tem¬ 
pered; Highly Polished; 
Carefully Ground and 
Sharpened for use. Oval 
Beechwood handle; fast¬ 
ened in handle by 3 steel 
rivets. 


Packed one dozen 
in a cardboard 
box . 


ST. LOUIS 


NEW YORK 
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Perfection in a Coffee Pot 


Eight perfections meet in this beauti¬ 
ful Mirro Coffee Pot, characteristic of 
the unusual refinement and utility of 
every article of Mirro Aluminum. Any 
one of them alone would indeed denote 
superiority. Together they constitute 
a combination of excellence simply un- 
matchable. 

The handle (1) is accurately designed 
to fit a woman’s hand comfortably, with 
every regard for proper balance when 
pouring. It is highly ebonized, detach¬ 
able, and is fashioned to afford a sure 
grip without effort. 

☆ Handle sockets (2) are welded on, 
so is the spout (3), as is also the com¬ 
bination hinge and cover tipper ☆ (4). 


☆ The rivetless, no-bum ebonized 
knob (5) is another feature ‘‘starred" 
with 2 and 4 as belonging exclusively 
to the Mirro line. 

Flame guard (6) prevents handle 
from burning. A little thing, but a very 
big one where the beauty and long life 
of the handle are concerned. 

Number (7) is the famous Mirro 
finish, a mirror surface that is easy to 
keep like new. The design (8) is rich 
Colonial, always in good taste. Also 
made in plain round style. 

A quarter century of better aluminum 
making by one of the world's largest 
makers of aluminum ware is wrought 
i.ito every Mirro article. 



Dealers: If you are not already handling this popular and big 
sehing line,write today for dealer catalog and interesting sales plan. 

Aluminum Goods Manufacturing Company, Manitowoc, Wis., U. S. A. 

Makers of Everything in Aluminum 


mimo 


ALUMINUM 

Reflects 

Good Housekeeping 

DigitizecTby OUWTL 
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Now is Your Opportunity to Sell 

Sheep Shearing Machines 

With wool at present high prices there is an unprecedented demand for 
Stewart Sheep and Goat Shearing Machines because they get 15 per cent more 
wool than can be obtained with hand shears, to say nothing of the saving in 
time and labor. 

There will be a number of Stewart Machines sold this spring in every 
sheep locality. Get your share of the business—it pays. 

Write Immediately for Catalogue No. 65 


The Big Six-In-One Tool 

is one of the best propositions for quick dealer sales and good profit we have 

ever offered. 

Retail Price Complete 
With AU 

Attachments Shown 

$16.00 

East of Denver 

$14.00. 

Weights, 90 Pounds 

Six Tools in One Sturdy Device—Drill Press, Powerful Vise, Pipe Vise, Grind¬ 
ing Machine, Anvil and Metal Cutter. Three speeds—direct, 4 to 1, 16 to 1. 

DEALERS—Display the Stewart Handy Worker (Six-in-One Tool) and imme¬ 
diate sales will follow. Good pro/its for you. If your jobber can’t supply 

you, we will. 

Chicago Flexible Shaft Company 

5608 Twelfth Street, Chicago, U. S. A. 
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The Union Fork & Hoe Co. 

Manufacturers of a Complete Line of 
High Grade 

Forks, Hoes, Rakes 
and Hooks 


General Offices 
COLUMBUS, OHIO 

Factories 

FRANKFORT, NEW YORK 
COLUMBUS, OHIO 


“They’re Just Right — Strong But Light” 
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X THE 

f STAR 
ALIGNMENT 
DEVICE 


The Two Features That Cinch The Sale new feature—the Star Alignment Device—U a 

revolutionary improvement in stall construe- 
You know that the nearer you come to carrying exactly what your tion. By its aid you can instantly, with the 

customers want, the bigger your sales are bound to be. The two big, new, simple turn of a lever, lengthen or shorten 

added features on Star Barn Equipment have been in use long enough to the cow bed. And it takes no longer to make 

demonstrate that they “cinch the sale" every time our dealers show them. the adjustment than it does to lock a stanchion. 

The Star Alignment Device instantly —by the simple turn of a lever— You may, if desired, equip with pjain Star 

lengthens or shortens the cow bed. Takes about the same time that it Stalls and add the Alignment Device later, 

does to lock a stanchion. Compare this exclusive Star feature with the 

alow, laborious methods used on other stalls. Then there is the Star Curb THE STAB CURB CLAMP —This exclusive 

Clamp —by its aid the barn owner can set a stall in sixty seconds. No Star feature is pronounced by barn owners 

templets or anchor setting—the curb can be finished up with the rest of everywhere, the greatest single improvement 

the concrete work. On top of these new and exclusive features, Star Barn ever made in steel stall construction. And— 

Equipment has more practical advantages to offer than any other equip- it is excluusive with the Star. Does away with 

ment made. The Unit Stall construction—the extra strong Giant Star templets and anchor setting and enables you 

Stanchion with its One-Hand Lock, Wood Lining and Easy Adjustment— to finish up your curb with the rest of the 

but what's the use of trying to tell it all heref Write for a free copy of concrete work. When the stalls arrive, drop 

the “How Book" for contractors, and send us a list of the farmers who < them in place, tighten the draw bolts of the 

are going to build or remodel barns in your vicinity. Write today. Star Curb Clamp, and the job is done. 

HUNT, HELM, FERRIS & COMPANY ■®5KS&BMS! 

PACIFIC COAST DISTRIBUTORS: 

Parlln h Orendorff Plow Co., Portland, Ore.; Goff Bros., Forest Grove, Ore.; Everett-Salndor Co., Chehalls, Wash.; Dairy 
Machinery Co., Seattle, Wash.; Holley-Mason Hardware Co., Spokane, Wash.; Pacific Dairy Machinery Co., San Francisco 


STAR Steel Stalls, 
Stanchioris^Litter Carriers 
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The Imprint of 
File Quality— 

Shrewd merchants find it was to feature the 
NICHOLSON imprint at the very commence¬ 
ment of the sale. , 

They discover in this familiar stamp a means 
whereby they can gain instant recognition and 
approval resulting in a saving of time and sell¬ 
ing expense. 

The NICHOLSON trade mark stands for over 
fifty years of specialized experience; stands 
for a guarantee of shape, cut, quality and 
temper; for maximum service and positive file 
satisfaction. 

Have you read 
our booklet FILE 
FILO SOPHY? If 
not, by all means 
get it at once. 

Nicholson 
File Co. 

Providence, R. 1. 

U. S. A. 
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he Only Master-Keyed Cyli 

i . iii i i i i i *i . i . i i 
With a separate and independent locking point for 
gi\ ing in effect two lock' in a single 'hell and using t 

I II 1 ' 1 I I I I 

P. !&! F. Corbin 

17 kt .Irntrit ,/n It CVhrofMi!. 


Cylinder 


L 


oc 


the master key, 
le same ke\ -w a\ 


GO K BIN 

if Sm i fttt* I 

I I I 

Chicago 

L-L-L 


NKW HR I I VIN 


MW l < )Rk 


mil.ADKLPHIA 
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In Union There is Strength 

Teamwork in selling brings results. This husky bunch of silent, 
but active, salesmen will do business for you “by the wholesale.” 
They’re used to doing big things when you get them working 
together. 

One sells Braces, another sells Chisels, a third sells Pruning 
Shears, while the others are selling Pliers, Snips and Screw Drivers. 

They all SELL. 

And while each one is selling its particular specialty, all together 
they are selling PEXTO. Their Pexto goodness helps them sell 
themselves, and this continuous performance is the thing about the 
Pexto proposition that will put the profits in your cash drawer. 

If you have one or two of these Pexto Displays working for 
yoti, you will more than double up sales by having the others on 
the job. If you have not tried this Pexto plan, write your jobber 
for prices. For business sake, do this today. 

The Peck, Stow & Wilcox Company 

Mfrs. Mechanics’ Hand Tools, Tinsmiths’ 
and Sheet Metal Workers’ Tools and Ma¬ 
chines, Builders’ and General Hardware 

Southington, Conn. Cleveland, O. 

Address correspondence to 207 W. Center St., Southington, Conn. 

■ mm wm. ■ 

MECHANICS* HAND TOOLS 
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PHOENIX 

HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 

BEST IN THE WORLD 

PHOENIX SHOES ABE KEPT IN STOCK 
BT THE FOLLOWING HOUSES 

PACIFIC HARDWARE & STEEL COMPANY 

San Francisco, California 

WATERHOUSE & LESTER COMPANY 

San Francisco, California 
PERCIVAL IRON COMPANY 

Los Angeles, California 

NORTHWESTERN HARDWARE & STEEL COMPANY 
Portland, Oregon 

J. E. HASELTINE COMPANY 
Portland, Oregon 

WEST COAST WAOON COMPANY 
Tacoma, Washington 

GRAY BROTHERS 

Seattle, Washington 

holley-mason hardware company 

Spokane, Washington 

SCOVEL IRON STORE COMPANY 

San Francisco, California 

TAYLOR-SPOTSWOOD HARDWARE COMPANY 

San Francisco, California 

SPOTSWOOD-HELFER COMPANY 
San Francisco, California 

NORTHROP HARDWARE COMPANY 
Boise, Idaho 

SALT LAKE HARDWARE COMPANY 
Salt Lake City, Utah 
Pocatello, Idaho 

GEO. A. LOWE COMPANY 
Ogden, Utah 

WATERHOUSE & LESTER COMPANY 

Los Angeles, California 

INLAND IRON COMPANY 
Fresno, California 

SCHAW-BATCHER COMPANY 
Sacramento, California 

MANUFACTURED BT 

PHOENIX HORSE SHOE CO. 

Largest Horse Shoe Manufacturers in the World 

BOLLING MILLS AND FACTORIES JOLIET, ILL, POUGHKEEPSIE, NEW YORK 
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Sell the stumping powders 

that do better work 


Farmers say: 


Used Tons 

“I used about eleven tons of your 
Giant Stumping and Eureka Stumping 
Powder last year. The stumps re¬ 
moved were from eighteen inches to 
five feet in diameter and we had the 
very best of satisfaction with both 
grades of stumping powder we pur¬ 
chased from you." 

H. F. Samuels, 
Spokane, Wash. 


Requires No Thawing 

"I can strongly recommend your 
Giant Eureka Stumping Powder, as I 
have had better results from it than 
from any other powder I have used. It 
has no sickening fumes and requires no 
thawing." A. E. Adkins, 

Woodbury, Ore. 


Wide Breaking Powder 

"Eureka Stumping Powder has a 
wide breaking power and less fumes 
and gases to contend with after being 
exploded than any other powder. 

G. L. Metzger, 

Hillsdale, Ore. 


Wants to Got Rid 
of Othor Brand 

"I bought five boxes of Eureka 
Stumping Powder and now I want to 
•ell a lot of other powder that I have. 
The other powder makes me terribly 
«ck when I try to use it, while Eureka 
does not give me the least sign of sick¬ 
ness or headache." 

Rudolph Stadeli, 

Russellville, Ore. 


Boat Ho Haa Uaod 

"Eureka shoots the roots and 
spreads wide in the ground instead of 
going down. It is the best powder we 
nave used." 

G. S. McCartney, 

Russellville, Ore. 


Uaod All; Prefora Eureka 

"I have used practically every pow¬ 
der on the market and I find there is 
more strength in Eureka than in any 
other." 

J. L. Eidson, 
Silverton, Ore. 


Thousands of fanners in every Pacific Coast State 
use Giant Farm Powders exclusively. Many of 
them have tried other makes but have found that 
the Giant brands give them better results at lower 
cost. Read the letters from some of these farmers 
and you will see why merchants who sell Giant 
Farm Powders are selling them in larger volume 
every season. 

Your trade will prefer 


Ca^FARM POWDERS 

SrUMPiMO—AGRICULTURAL 

because they are made in the West especially to 
suit Western conditions. They are the only genu¬ 
ine “giant powders/* They are made in two 
brands, Eureka Stumping, a money-saving, low- 
freezing explosive, and Giant Stumping, the 
pioneer western farm powder. They are the pro¬ 
duct of the oldest manufacturer of high explosives 
in the United States. 


If you want f rom y° ur business in explosives, we will 
help you to get it. We will supply you 
with valuable books on stump blasting, 
tree planting, subsoiling and ditch blast¬ 
ing, to give to your trade. We will send you the names of 
farmers who write us as a result of our extensive advertising 
in 18 farm papers and many large newspapers reaching 
590,000 farmers each issue. We will furnish free fence 
signs, store signs, newspaper electrotypes, etc. 

Our book, “Helping the Retailer Sell Giant Farm Pow¬ 
der/ 1 tells how we co-operate with the ,, 

hardware trade. You will find it well Mail this 
worth sending for. Write to-day. The coupon now 
coupon will bring it quickly. 

pm.......................................! 

2 The Giant Powder Co., Con., San Francisco 2 

2 227 First National Bank Bldg. 2 

2 ■ 

■ ■ 

■ Send your book, "Helping the Retailer Sell Giant Powders." 2 

2 ■ 

■ Firm Name. g 

■ ■ 

■ Address. m 

■ ■ 

■ Buyer’s Name. ■ 


more profit 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 

The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has. many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary arid the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same 6ize of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


AMERICAN STEEL A WIRE COMPANY 
United States Steel Products Company 


SELLING AGENTS 


San Francisco Los Angeles Portland 

Awarded the Grand Prise at the Panama-Pacific Exposition. 


Seattle 
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Central Foundry Co.New York, N. Y. 

Charlotte Pipe A Foundry Co. 

Charlotte, N. 0. 



What the Smoke Test Reveals! 

/ Experts everywhere condemn substi¬ 

tutes for sanitary plumbing. A prom- 
nent Plumbing Authority who has 
• devoted many years to the study of 
house drainage problems and has 
made thousands of tests with a smoke 
machine, once said: “Where tile 
(vitrified) pipes have been used for the 
house drain, without exception they 
will be found to leak at most 
of their joints." 


Coosa Pipe A Foundry Co.. Birmingham. Ala. 
Crown Pipe A Foundry Co.. .Jackson, Ohio 

Gadsden Pipe Co.Gadsden, Ala. 

Haines, Jones A Cadbury Co. 

Philadelphia, Pa. 

Johnson Co., J. D.New York, N. Y. 

Krupp Foundry Co.Lansdale. Pa. 

Medina Foundry Co.Medina. N. Y. 

National Foundry Co. of N. Y., Inc.... 

Brooklyn. N. Y. 
National Pipe A Foundry Co... Attalla, Ala. 
Reading Foundry A Supply Co. .Reading, Pa 


Salem Brass A Iron Mfg. Co... Salem, N. J. 

Sanitary Oc. of America.Linfield, Pa. 

Somerville Iron Works.... New York, N. Y. 

Standard Foundry Oo.Anniston, Ala. 

Superior Mfg. Co..Bessemer, Ala. 

Union Foundry Oo.Anniston, Ala. 

Y/eiskittel A Son Co.. A.... Baltimore, Md. 

Wetter Mfg. Co., H.Memphis, Tenn. 

Abendroth Brothers.Port Chester, N. Y. 

Alabama Pipe A Foundry Co.. Anniston, Ala. 
American Foundry A Pipe Co. Penns Sta., Pa. 

Anniston Foundry Co.Anniston, Ala. 

Bessemer Soil Pipe Co.Bessemer. Ala. 

Campbell Mfg. Co. .Gadsden. Ala 

Caaey-Hedges Co., The... Chattanooga, Tenn 


Illustrated literature will be sent on request by any or all of the above 
independent and competing makers )f Cast Iron Soil Pipe and Fittings 




m 


ii 





ar 
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PRATT 


1500 GOOD TOOLS 


A SCREWDRIVER TO SUIT 
-1 YOUR WORK — 

Did you ever try to put up curtain 
fixtures with a machinist’s screw¬ 
driver! 

It can be done, but how much more 
easily those fixtures would go into 
place if, for instance, our No. 330 
Electrician’s Screw-Driver were used. 

And, on the other hand, how absurd 
it would be for a machinist to try to 
use the above mentioned screw-driver 
in erecting heavy machinery. 

We manufacture a screw-driver to 
suit your work. 

no. 3» Our line of Plain Screw-Drivers for No - 367 \ 

Machinists, Motorists, Electricians, * " “ 

Cabinet Makers, Jewelers and general use, are fitted with 
hammer-forged tool steel blades, hardened, tempered, uniformly 
ground and polished under careful supervision. The nicely fin¬ 
ished hardwood handles are protected by heavy ferrules. 

Our Tool Book No, 13 contains descriptions of our Plain and Automatic 
Screw Drivers as well as the rest of our “1500 Good Tools** 


Goodell-Pratt Company 


Greenfield 
Mass., U. S. A. 


Digitized by 


Google 








HOW IT IS DONE 


Makes Two 
Pounds of 
Merged Butter 
From One 
Pound of 
Butter and One 
Pint of Milk 


Pour one pint of sweet milk 
into the “ Universal ” Merger, 
add one pound of butter 
shaved in thin slices, and one 
teaspoonful of salt. Place the 
jar in warm water to soften 
the butter. Do not melt it. Put 
jar back in churn frame and 
chum for two to three minutes 
until thoroughly mixed. But¬ 
ter and milk are now ready to 
put in a cool place to harden. 


LANDERS, FRARY & CLARK 


NEW BRITAIN 


CONNECTICUT 
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Here’s a Real 

Live Seller! 


The Wade Saw is the 
liveliest possible ma¬ 
chine you can han¬ 
dle. Farmers and 
mill men every¬ 
where are grabbing 
them up as quick as 
we can make deliv¬ 
eries. If you want to 
make quick profit¬ 
able sales— 


Delivered 


Get Our 
Dealer 
P roposition 


Cuts Over 20 Cords a Day 


Oldest and largest inde¬ 
pendent wholesalers of 
Farm Machinery in the 
Northwest 


52 Years experience has 
ffiven us the Ability to 
Test and judge the Effi¬ 
ciency of Farm Machines 
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Stop! Look! Think! 

OP THE CHEAT PROFIT 
nr OUR SPECIAL ASSORTMENT OF 

<4 Elastic” Chair Tips 


consisting of tho most salable sad profitable sloes, 
▼is: 

8 Cross Rubber Hood Molls. 

4 100/144 dross Bumpers. 

17 Dos. Sotted Screw Tips. 

4 Dos. Wood Pec Tips. 

5 Dos. Potent Rocking Choir Tips. 

4 Dos. Stetson*s Combination Cushion 
Choir Tips. 


“Elastic” Chair Tips 


Prevent injury to floor and carpet, stop the noise 
nuisance in the hot e t the schoolroom, the restaurant, 
the public hall—wherever wooden choirs ore moved 
about on wooden floors, concrete or tiling. v 


Their almost universal usefulness and 
necessity make them most profitable 
sellers—if pushed. 


“Elastic** Chair Tips. 

Order the “Elastic** Assort¬ 
ment now—display it—then 
watch the “Elastic** sell! 

ELASTIC TIP CO. 

370 Atlantic Ave.. Boston. Mass. / 


/£'// 

////. 

>j?// 
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Genuine “ PHILADELPHIA’' Lawn Mowers 

Vanadium Crucible Steel Blades. 

The Master Alloy and Toughest Steel Known. 

Originators of the First Side Wheel Lawn Mo wer i n 1869. 

Nearly a half century doing ONE THING WELL. 

Bearings bored with rifle barrel accuracy. 

The Standard by which other makes are measured. 

The Most Complete, 

Reliable and Efficient 
Lawn Mowers 
Manufactured— 


Styles: 

22—HAND 
5—HORSE 
3—MOTOR 




Styles “Graham” and “A,” All- 
Steel, Practically Indestructible. 


A FEW STYLES 
“GRAHAM” All- 

Steel 10" Wheels, 
4 Blades. 

“A” All-Steel 10" 
Wheels, 4 Blades. 
“E” Removable Box 

Pnno 1 O w W linnlo 


‘K” Plain or Roller “ I N D E P E N- 


Bearings, 10" 
Wheels, 5 Blades. 
‘ALL DAY” 10" 
Wheels, 4 Blades. 
‘UNIVERSITY” 4 
Blades, 9" Wheels 



DENOE” Roller 

Bearing, 9" 
Wheels, 4 Blades. 

4 ‘OVERBROOK” 

Roller Bearing 
4 Blades, 8" 

Wheels. 

“GOLF” 6 or 8 
Blades, 10" Wheels 
“EAGLE” Flexible 
Frame Horse 
Mower, 5 Blades. 
Are incomparable in 
style, durability 
and ■esults 


Style “K”— 5 Blades — Plain, or 
Roller Bearings. 

We employ the HIGHE8T GRADE 
materials and workmanship to pro¬ 
duce the most perfect lawn mowers. 
Known throughout the world since 
1869 for their many superior features 


Showing Case and 
Cage of Roller 
Bearings. Made of 
Case- Hardened 
8teel. “K” Roller 
Bear ing, ‘ ‘ Inde¬ 
pendence, ” and 
“Overbrook.” 


‘Independence” Roller Bearings, 
9-in. Wheel. 

“Overbrook” Roller Bearings, 
8-in. Wheel. 


* 


Roller Bearings 

are acknowledged 
by mechanical ex¬ 
perts to be far 
SUPERIOR to old 
fash i o n e d ball 
bearings. 


Catalog on 
Request 



Motor Mow* * jO" Walking Type—40" Riding Type 


imp.oved •• Eagle” Flexible Frame. 

The Most Complete and Perfect Horse Mower 
Made. Sizes: 30-in., 35 in., 40-in. 


THE PHILADELPHIA LAWH MOWER COMPAHY, 31st and Chestnut Sts., Philadelphia, Pa., U.S.A. 

HAVEN A HAVEN, 508 Mission Street, San Francisco, California, San Francisco Selling Agents 
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Up-to-date System for Retail Stores 


The New N. C. R. 
Credit File 


Electrically Operated National 
Cash Register 

Great labor-saving machine for retail 
merchants. 

It does 15 things in three seconds. 

It does quickly what clerks can’t 
do. 

Tells which clerk sells the most 
goods. 

Advertises your goods direct to your 
customers. 


Cuts out all bookkeeping of cus¬ 
tomers' accounts. 

No customers’ ledger, blotter or day¬ 
book. 

Every customer’s account balanced to 
the minute. 

Complete record with one writing. 

Saves time and work for clerks. 

Customers like it; it saves their time. 


Prosperity is increasing. Freight congestion is growing greater. Hence don’t delay. 
Order now and get the profits which our system will make for you. 

It more than pays for itself out of the money it saves. Sold on small monthly payments. 
Old cash registers repaired, bought, sold, rebuilt and taken in exchange for new registers. 



Adapted to retail stores of all kinds, from the smallest to the largest 


To Dept. A 13702 National Cash Register Cow, Dayton, Ohio 

Please send me full particulars of your 
latest model cash register and the new 
N. C. R. credit file. 


Name_ 

Business_ 

Address__ ._ 

Cut out this coupon and mail it today 


Get the benefit of these prosperous times 
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Evansville 



Indiana 


Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 



Full Size Plate 2-8 


Move the FAULTLESS Way’ 
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“We Sell Linoleum 

Because There is Profit in Selling It” 



HAT is the substantial reason why The Webster-Case Hardware Com¬ 
pany, of Warsaw, N. Y., have added linoleum to their lines of household 
equipment for kitchen, laundry and bath. They have found by experi¬ 
ence that there is profit in linoleum. They say: 


“We sell linoleum because there is profit in selling it. Most 
hardware dealers sell stoves, and there is always a demand for 
linoleum to place under or around the stoves. After your custo¬ 
mers find that you carry these goods, they will come to your place 
for them. 


“We find that oak or wood patterns sell best for kitchens 
and dining-rooms; for bathrooms, we sell principally patterns in 
blue and white.’’ 



Now is the time to select an introductory line of 
Armstrong patterns for the spring linoleum business 
that will come to your store as soon as your custo¬ 
mers know you carry the goods. It isn’t logical for 
you to let this profitable business go by your door 
to some other merchant. Why not write for the 
1918 Armstrong Pocket Size Pattern Book, samples 
and prices? Pull information will also be sent you 
about the Armstrong Linoleum Selling Helps, which 
have stimulated linoleum sales for other merchants, 
and would do the same for you. 


March or April are particularly 
good months for linoleum business. 
Let us have your letter now. 


Armstrong Cork Company —Linoleum Department, Lancaster, Pa. 

Arms! ron£s Linoleum 

..... i I .■Ill'll III liP^™ 



For Every Room f A) in the House 


F-232 
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GOOD PROFIT-BIG DEMAND 

Unique Garden Tools 

Combination Trowel, Hoe, Weeder and Turf Trimmer 
Attachable to One Common Handle by 
Simple Twist of the Wrist 

Made of Finest Steel 

A BRAND NEW IDEA IN GARDEN TOOLS, COMBINING COMPACT¬ 
NESS, EFFICIENCY 



It Will Pay You to Stock These Tools Now. They Satisfy and Build Up Your 
Trade, Bringing a Good Profit to You 

SOLD BY FIRST CLASS JOBBERS EVERYWHERE 


W. P. HORN CO., Pacific Coast Representatives 

Los Angeles Rialto Building, San Francisco, Cal Portland 


NEW YORK STAMPING COMPANY 

BROOKLYN, NEW YORK 
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Glacier Refrigerators 

One Piece—Porcelain Lined 


Are growing in popularity rap¬ 
idly as shown by our constantly 
increasing sales. 

They have rounded corners— 
even the front inside corners are 
rounded—a feature women are 
insisting on. 

They are made in standard 
sizes. No slow sellers among 
them. 


This insures the dealer a sure, 
quick turnover. 

It pays to sell the best and 
concentrate effort. 

We also make a standardized 
line of White Enamel and Gal¬ 
vanized Lined Refrigerators. 

You ought to have our 1918 
catalog. 

Gladly sent on application. 


BARER, HAMILTON & PACIFIC CO., San Francisco, Cal. 

WHOLBSALB DISTRIBUTORS 


Permanent Exhibit, Keeler Baildinf, Grand Rapids 

Northern Refrigerator Company 

Grand Rapids, Michigan 
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QUEEN ANNE 

FROM THE OHIO INAL ENAMEL 
IN ROYAL COLLECTION OK 
H15 MAJESTY KING GEORGE V 
AT WINDSOR CASTLE 


NEW PATTERN 

With the dignity and beauty characteristic of 1847 Rogers Bros. 
Silverware, and with a freshness in design and outline that 
sets it apart from all other patterns in silver plate. 

Seventy years successful experience has entered into its making. 

teaspoons * 6.00 a dozen Sold by leading dealers 

Other puces in proportion SendJor (Pal a toy Qj90 

INTERNATIONAL SILVER COMPANY, MERIDEN CONN. 


i847 ROGERS BROS 


This advertisement in colors will occupy the back cover of the March 9th issue of the Saturday Evening Post 


I* 4*# *-4*4 44*1 kHf 



'A. /a ijiji jigp ~aan. ij. isp 
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BALDWIN Dry-Air 

Refrigerator 


150 Handsome Styles 
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ASH, OAK, SOFTWOOD OASES 
OPALITE GLASS, VITRIFIED POR¬ 
CELAIN, AND METAL LINED 

“The Cold, Clean Kind” 

Baldwin’s do better work with less ice than 
any other refrigerator made. They keep 
food preserved in the best possible manner, 
because of their positive one way current 
of absolutely pure, cold, dry air, moving 
swiftly around articles stored, and constantly 
cooling and purifying every square inch of 
the refrigerator. 

Many Baldwin Refrigerators in constant use 
for 35 years are still giving the utmost satis¬ 
faction. 

Don’t sell a “cheap” refrigerator— 
it wastes your customer’s money 
and is a source of annoyance every 
day he uses it 

Baldwin’s are lined with snow-white opalite 
glass 7-16 inch thick; vitrified porcelain, 
seamless porcelain, white enamel or metal. 
There are 150 styles in stock. Don’t experi¬ 
ment with new makes of unknown quality— 
sell the Baldwin—the “kind the old folks 


SEND A POSTAL FOR OUR BIG CATALOG 


The Baldwin Refrigerator C o. 

BURLINGTON, VERMONT 



Tin Sm with, t *, St—4b CtU W»V4” 


Digitized by 


Googl< 



















28 


HARDWARE WORLD 


MR. JOBBER 

YOUR CUSTOMERS 

WANT 

Star Heel Plates 

BECAUSE THERE ARE NONE SO GOOD 
AS STAR 



Made in Seven Sire*—No*. 0 to 6 

SEND YOUR ORDER TODAY 

THBY SELL AND SBI L AND SFLL 
BECAUSE THBY ARB THE BEST 

The Pioneer Brand 

Write for Catalog and Price List 

STAR HEEL PLATE CO. 

LOUIS SACKS. Prop. 

Hamburg Place, near Avenue L, Newark, N. J., U. S. A. 



STANLEY 

Dowel and Rod Turning 
Machine 

No. 77 

A tool that will appeal to Carpenters, 
Cabinet Makers, Pattern Makers, Fur¬ 
niture Manufacturers, Supervisors and 
Instructors of Industrial Education, in 
fact to anyone interested in wood¬ 
working. 

It will not only cut dowels of vary¬ 
ing sizes and lengths to perfect dimen¬ 
sions, but with it one can also form rods 
of practically any length. 

Ready made or stock dowels have a 
tendency to warp and shrink, making 
them very unsatisfactory to use where 
a close fit is desired. 

With this machine the workman can 
cut his dowels when he is ready to use 
them and furthermore of the same ma¬ 
terial as the wood being worked. 

One cutter head complete for making 
dowels or rods % inch in diameter is 
furnished with each machine. 

Additional cutter heads with cutters 
i/ 4 , 5/16, 7/16, y 2 , 9/16, %, 11/16 and 
% inches can be furnished at slight 
extra cost. 

A workman whose tool equipment in¬ 
cludes one of these machines and a 
Stanley Doweling Jig can make dow¬ 
eled joints with surprising quickness 
and accuracy. 

The list price is $ 8 . 50 . 

A profitable tool for you to carry 

Stanley Rule & Level Co, 

New Britain. Conn. U.S.A. 
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THE LAWN MOWER 

USED MOST 


D«»lfr Helps for lb« Trade 



“THE LAWN MOWER 
1 USED MOST” a 

new folder, explains 
our comprehensive 1918 
advertising plans in detail, 
-—- 1 an d shows 

dBggMB hovv ‘V e ‘ 

cure a free 

Look for this mark ■ # 

^»a&a‘" supply of 
signs, book- 
‘•3S3S«&* lets, counter 

slips,etc.,if you 
handle anv of the 
“Shock Aboorbor’’ “ PENNSYLVANIA” 
•SSomCb.** Quality brands. 

“Orchid B. B.** ... 

“Daisy** We want every 

'WOF*' interested dealer 

“dSub b” and ever y sa,es * 

' man to have a 

* ‘PennsylvaniaPony* * cnnv 
“Pennsylvania copy. 

“Pennsylvania In SSkinf for it 9 

"pJS^w.SSU’irio please let us know 
Horee r ’—86-inch which of OUr mOW- 
CTt _ ers you handle. 



No. 2742 

Anti-Friction Wrought Steel Butt 

SERVICE 

The money you take in tomorrow 
will be in proportion to the service you 
render today. Service is one of the most 
vital factors in merchandising success. 
The store that serves is the store that 
succeeds. And dealers who sell 

McKinney 

Wrought Steel 
HARDWARE 

are giving the maximum amount of ser¬ 
vice. Hinges, butts, hasps, shelf brackets, 
door hangers and track, door bolts, door 
mats and hardware specialties bearing 
the name McKINNEY can be depended 
upon to render real service. 

For nearly 50 years we have been ad¬ 
hering strictly to a policy of quality 
first, last and all the time,with the result 
that today McKINNEY WROUGHT 
STEEL HARDWARE is recognized as 
the standard everywhere. 

Isn’t there something in our line you 
want just now? Send for our latest 
catalog. 

McKinney Mfg. Go. 

Pittsburgh, Pa. 

J. H. Graham St Co., San Francisco, OaL 

268 Market Street 


FOOD WILL WIN THE WAR 
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PATENT APPLIED FOE 


NEW SAW FOE 

DOUBLE DUTY WORK 


This Disston D17 Double Duty Handsaw 

far excels any other pattern ever made 
for use in heavy construction work of 
all kinds — studding up houses, 
shoring for sewers, making 
forms for concrete building, 
railroad work, millwright, 
farm use, and in fact 
for all general / 


uilding, " | rfMg mS&KM The 

•ight, r ■' combination 

t of crosscut and 

/ and rip teeth with 

the very deep gullets 
enables this saw to cross¬ 
cut, rip or cut diagonally 
across the grain with great ease 
and rapidity. The most practical 
WF* saw of the kind ever made. 

Send for descriptive circular 

HENRY DISSTON & SONS 

INOOKPOKATBD 

Keystone Saw, Tool, Steel St File Works, Philadelphia* U. 8. A 


The Shelby “CHIEF” Floor Hinge > 

With Improved Pivot and Socket 

I “The hinge without woes, 

As the wise buyer knows.** 

\ The attractive features about the Shelby 
Chief Double - Acting, Ball - Bearing Surface 
Floor Hinges are, strong construction, durabil- 
ity, beauty, simplicity of installation, and low 
price for superior quality. 

■■■•V- Sell the Shelby Chief and watch your 

profits grow. 


A NEW CATALOG READY FOR YOU 

A card will bring you one of our n?w No. 18 catalogs just off the press, which illustrates Floor Hinges, Spring Butts, Door 
Checks. Push and Pull Plates, Door Holders, Push Bars, Foot and Chain Bolts, Door Bolts. Cupboard Turns, Cupboard 
Catches, Card Holders, Toilet Paper Holders, Garage Door Holders, Chest Handles, Casement Window Adjusters and 
Fasteaers. Sash Locks, Sash Lifts. Mortise Locks and Latches, Basement Window Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooks, Hall Hooks, Screen Window Hangers, Door Braces, large line of Screen Door Hinges, and a number of items not 
mentioned. Ask for catalog today. 


Are made entirely of wrought metal; they are very 
strong, durable and attractive; made in 3, 4, 5, 6, 7, 8 
and 10-inch sizes. 

They have no equal. 


The Shelby Spring Hinge Co., Shelby, Ohio 


Coast Representatives: 

Pond Hardware Specialty Co. D. L. Herman 

Los Angeles, Calif. Seattle, Washington 
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CLEVELAND V OHIO ui. 

PACIFIC COAST OFFICES 
San Francisco Los Antelts 
. Seattle 


tsWLVANIZ« 


The fMl—that velvoty emooth- 
neis. not rough, not ragged, it* 
wonderful flexibility, is on* of the 
thing-* that sell* Hodell Chain, 
that bring the customer—and hi* 
friend*—into your store for more. 


Only when you pick it up in your 
own hand* do you realise the 
value of that feeL 


MAT WE BEND YO U A SAMPLE 
FOB YOUB INSPECTION? 


Sprayers for War-Time Needs 

U the magnitude of the war is brought with full realisation to each individual, the 
man with the small orchard or garden will renew his efforts with energy and seaL 
He will be a live prospect for sprayers to protect his crops. And you can sell 
him a Goulds Bucket or Knapsack Sprayer. There's one for every possible 
requirement—and it's made of the same high quality as the Goulds Orchard 
8prayers, which for nearly three-quarters of a century have been the 
choice of the leading orchardlsts and horticultural experts. 


Hg. 561H—The * 'Premier*' 


are made in 50 styles. Our figure 1558 "Handy" 
Knapsack Sprayer will be especially popular this 
year. It can be carried anywhere and used in 
the garden, poultry house or dairy barn. Its 
pump is equipped with ball valves and 
brass plungers, all of which are easy to 
reach, remove and replace. 

Stock the Goulds Sprayer line — 
nationally advertised and known 
for quality and perfect satisfac* 


country over. Keep 
tne transportation 


tion the 
in mind 

situation, which means 
order early. Write 
today — now — for 
our Sprayer cata¬ 
log and prices. 


Fig. 1558 
The r, Handy" 
Copper or galvanised tank 
Capacity 5 gallons 


Fig. 1068 
8ame as Fig. 1189, 
but furnished with 
tank and foothold 


, .58*1189 Big. 1497—Same as 1189, botwlth^ 
Bordeaux* * an Improved adjustable foothold 
Hand Sprayer and pail clamp 


THE GOULDS MANUFACTURING COMPANY 

Mai* Office a*d Werts, Seneca Fafta, N. Y. 

New York Boston Chicago 

16 Murray St. 58 Pearl 8t. 19-14 8. Clinton 8t. 

Philadelphia, 111 North Third &t. 

Atlanta Houston 

Third National 1001 Carter 
Bank Building Building 


Pittsburg 
686 Henry W. Oliver 
Building 
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White Mountain Refrigerators 


“The Chest With the Chill in It” 

The name “WHITE MOUNTAIN" for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Ef¬ 
fort, Labor, nor Money to make the “WHITE 
MOUNTAIN" the best refrigerator in the 
World. 

Our “STONE WHITE" Refrigerator has 
provision chamber lined with Snow-White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN¬ 
TAIN" Refrigerators you should 
send for our finely illustrated 1918 
catalogues and booklets. JuBrnM ft 


'Xvy 

Maine Manufacturing Company - Nashua, N. H., U. S. A. 

BBAVCH OFFICES s— 

V«w York City Boston, Ma— Atlanta. CMu Dallas, Texas San Franolseo, OaL Daavtr, i 

Xalbonmo, Australia 


The Ontario Knife Company, Franklinville, N.Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not our catalog and prices, you should write for them at once 





B UTC HER 

SKINNING 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

mm 


KNIVES 


KI T CHEN 

CANNING 

FISH 

VEGETABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles. 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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$ BEATING 
BLADES 



Ladd All-Steel Beaters 


DMtrCTCEITC 

ORIVF 


•^fTTT^ 


WESTERN SALES REPRESENTATIVES 
Omar Cox, Underwood Building. Sen Francisco, OtHf. 
Sends k Cox, 207 Sen Pernendo Bldg., Los Ancelee 
Strlmple k Oox, L. O. 8aitli Bldg., Seattle, Wssh. 
Jones k Oox, Newhonse Bldg., Sell Lake City, Utah 
Turnbull k Oox, Mint Block, Dourer, Colorado 


ALL STEEL; no wood or 
east iron! that and construc¬ 
tion mean everything in supe¬ 
rior utensils. Of course they 
outlast a half dozen inferior 
east-iron ones and provide su¬ 
perior satisfaction never before 
obtained, thus, satisfied cus¬ 
tomers whose neighbors 
promptly become customers of 
your store. THE WOMAN 
KNOWS, nothing she uses has 
so annoyed her until LADD 
ALL-STEEL BEATERS came. 
* 4 12 out of 15 women choose 
LADDS.” 

PROFITS: Liberal; you 

make something; on inferior 
kniek-knacks, nothing. Hun¬ 
dreds of jobbers stock; if yours 
don % write us direct, but carry 
these goods always, by all means. 

Ask for free letter inserts, 
your name printed. 



LADD 

Mixer-Churns 


r SATURN 
Clothes-Line 
Reels 


United Royalties Corporation 

1133 Broadway, New York 


Lalance & Grosjean Mfg. Co. 


Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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New Ladd’s Discount Book No. 3 

A new and enlarged edition of this standard work, comprising the most comprehen¬ 
sive collection of discounts ever printed, as well as many other valuable computations 
for commercial purposes, is now ready, after months of preparation by the compiler and 
editor, William J. Ladd. 

Is one of the greatest time and labor-saving productions of the age. The net of any 
amount at any discount can be obtained in a second. The calculations have all been 
carefully checked. No proving is necessary. It is invaluable for pricing and checking 
invoices, figuring inventory, making prices, figuring profit, etc. Note the equivalent 
discounts. Are they worth anything to yout 

It contains more than 300,000 Computations including New Discounts and Combinations 
which have come into use within the last few years. Nearly 600 pages, all double indexed. 



100.29 22 
a 00.5844 

3 00.87 66 

4 01.1688 
ft 01.4610 
601.75 32 

7 02.0455 

8 02.33 77 
902.63 99 

1002.92 21 


11103.2143 


13,03.6065 
1303.79 87 
14 04.09 09 
lft 04.3831 

16 04.67 63 

17 04.96 75 
19 05.25 97 
19 05.6519 
30 05.8441 


ftl 14.90 26 
ft3 15.1948 
6315.48 70 

64 15.77 92 

65 16.07 14 
6616.3636 
57 16.65 68 
68 16.9480 
5917.2402 
6017.63 24 


61117.8247 
6318.1169 
6318.40 91 
6418.7013 

66 18.9935 
6619.28 67 

67 19.67 79 

68 19.87 01 

69 20.16 23 

70 20.4545 


60 , 10 , 10 , 7 % & 5 . m 


1103.1319 
13 03.4166 


F I I *1 


31 08.8262 4111.67 33 
33109.1109 4311.95 80 


6117.3676 
63 17.65 23 



The section above shows a part of a page of the book. There are six 
tables on a page. Put your finger right on the net the hand shows: The 
net of 73 cents is 21 cents, $7.30 is $2.13, $73.00 is $21.33, $730.00 is 
$213.31, $7,300.00 is $2,133.11. 

OTHER USEFUL TABLES 


Net of Ons Dollar showing all discounts Numerical Arrangement of Figured 

arranged numerically, with different Nets brings the different nets together 
ways given for their application. numerically and increases the value of the 

Per Cent Profit. Tables for adding per- other tables, 
centage, affording an accurate and rapid Twelfths of a Dozen or Gross. These 

way of making prices with profit added. tables, aiTanged on the plan of the Dis- 
U. S. Money Into Foreign Money and Re- count Tables, give the price of fractional 
versed. Pounds, marks, francs, kronen, etc. parts of a dozen or gross. 

600 Pages. Double Indexed. Size, 8 x 11 inches. Cloth. Price, $6.50, 
Including a Full Year’s Subscription to the HARDWARE WORLD. 

ADDRESS NEAREST OFPXCE: 


Phelan Building-, 

San Francisco, Calif. 

507 Pioneer Building, 
Soattla, Wash. 

1134 Citizen's Nat. Bank Bldg. 
Xroa Angeles, Calif. 



388 Taylor St., comer Tenth, 
Portland, Oregon. 

304-207 ScoU Building, 
Balt Lake City, Utah. 

220-225 Pacific Building, 
Vancouver, B. C., Canada. 


f, XtomU. 
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Address. 


Htmm 

DYNAMITE 

FOR, 

FARMING 


A Good Sign 

1 This hardware man has just put up a pood sign— 

the sign of Hercules Dynamite. It helps increase 
his trade. If you sell Hercules Dynamite to 
farmers and are not supplied with one of these signs we will gladly send one if you ask for it. 

If you are not a customer we want to interest you in the sale of 

HERCULES DYNAMITE 


to farm customers. It is proving a profit 
maker for merchants throughout the country. 
Many of these men hesitated at first to do 
business in such a commodity. Now 
they know that their objections and fears 
were groundless. 

We stand ready to assist you in many ways to 
build up this department of your business. A 


Hercules sign in front of your store will help 
attract trade. Free advertising matter of various 
kinds will be supplied. You will have the 
assistance of our extensive advertising in farm 
papers which is continually increasing the use 
of dynamite on the farm. Fill out the coupon 
below”. Mail it today and we will give you 
our active co-operation. 


HERCULES POWDER CO. 

\ 1085 Chronicle Building 

03an Francisco California 


Heirulfi r '^mp%nv, 

1025 Chronicle Building. 

San Francisco, California 

Gennemen: Please send us information rerardinr the sale of dynamite to 
farmers and oblife. Yours very truly. 
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SIMONDS 



Dependable 

The word that should typify your 
store; the word you like to use about 
a man; the word you can use when 
selling Simonds Hand, Hack, or 
Crescent Ground Cross-cut Saws— 
Dependable. 

Most attractive discounts offered 
Dealers and Jobbers. 

Simonds Mfg. Co. 

“THE SAW MAKERS** 

San Francisco, Cal. Portland, Ore. 

Seattle, Wash. Vancouver, B. C. 



There is a Difference 
in Rope 

There may be very little dif¬ 
ference in the appearance of 
a new rope of one brand and 
that of another, but if one 
considers of what a rope is 
made, how it is made, by 
whom it is made, where it is 
made and the reputation of 
the manufacturer, he will 
see that there must be a dif¬ 
ference. If you will consider 
all these questions before 
you place your next rope 
order — you will decide on 

COLUMBIAN 

Columbian Rope Company 

Auburn "Tkt Cordate City” New York 
Branches: New York, Chicago, Boston 
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THE JAMES SWAN COMPANY 

SETMOTJB a CONNECTICUT 


Bits 

Augers 



Chisels 
Draw Knives 



Nail Sets 
Gimlets 


Gouges 
Screw Drivers 


New York Office: 100 Lafayette Street 

WE WEBB AWABDED THE mwtiat. or HOBOS OB MECHANICS’ TOOLS AT THE PANAMA- 

PAOino BXPosmoN 

Sold by THOMSON-DIGGS COMPANY, Sacramento, California 


BUILDERS BOOST THIS BRACKET 

Because it has a financial as well as a humanitarian value to them. An insecure scaffold 
means injury and damage, wiih its attendant loss and suffering. 

Richards-Wilcox Steel Builders’Brackets 


(A Unit of the Famous R-W Line) 



Not only insure safety of workmen; save time 
in putting up scaffolds; pack into small space 
for transporting and storing; but actually 
save the cost of a single job requiring two 
dozen or more brackets. 

Made entirely of steel in two styles, and 
sizes to fit all builders’ requirements. Pro¬ 
vided with hook and tail screw for fastening 
bracket to studding. Sway braces hold bracket 
rigid. The strongest bracket made, and the 
most easily applied. Costs no more than a 
wooden bracket, and will last a lifetime. Con¬ 
tractors are enthusiastic about them. 

Illustrated and described on pages 284 and 285 
of B-W General Catalog No. 12; on pages 292-293 
of No. 16 Catalog. Descriptive folder and prices 
sent on request, without obligation. 


IsWilc 


lanutacturin* 


Aurora. Illinois . USA. 

Richards AaA)cck Canadian CoXtdXondon. Ont 
m A Aa/ijer /or any door tftmt 
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1,000,000 

DROP FORGED WRENCHES 

ALL SIZES AND FINISHES 

IN STOCK 

THE WHITMAN 4 BARNES MFG. CO. 

Established 64 Years 
GBNBRAL OFFICES - AKRON. OHIO 
NBW YORK STORB. 64 Rttdi Strict CHICAGO. 565 Wnt Washington Street 


CONTRACTORS IN YOUR 
OWN TOWN USE THIS BAR- 
ROW. 

ARE YOU SUPPLYING 
THEMt ASK FOR PRICES. 

WAREHOUSE TRUCKS, CASTERS, 
CONCRETE MTXER8, SCRAPERS, 
HAND CARTS, FIBRE WHEELS, 
MILK CARTS, ETC., ETC. 


338-348 Brannon St. near 2nd 
SAN FRANCISCO, CAL. 




Here’s the Sprinkler that’s 
in Big Demand 



THOMPSON’S 

IMPROVED TWIN LAWN SPRINKLER 

Throws fine mist-like spray. Very novel 
design. Non-corrosive. Made of zinc, lined 
with brass. Covers large area. Order now. 
Sold thru leading jobbers. Write at once 
for descriptive folder of sprinklers and 
permanent systems. 

Thompson Manufacturing Company 

East Eighth and Santa Fe Avenue 
L08 ANGELES 
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Mo. I I Blovtr. 


Forges— Blowers—Drills 

Designed Right — Built Right 

Strong — Durable — Efficient J 

The largeet line of blaekemith forges, 
drills and blowers manufactured by any 
one company. A style for every service. M 

Our General Catalog No. 179-37 illus- M 
trates and describes the complete “Buf-^^^^PH •' 

falo ’ ’ line of hand and power operated ^ % 

machines. Mailed on request. M MI 


Buffalo Forge Company, Buffalo, N. Y. 

_ __ _ Western Representative, 

ManrolA English, 8S3 Higgins Bid#., Bos AifUw, OaL 


San Francisco. CaL 

Bpotswood- H Sl f ar Oo. 
San Franoisco, Cal. 
Whttoa Hard wars Oo. 
Soattls, Wash. 


8oma of our Western Distributers* 
•so. Tritch Mdwe. Oo. ai 
Denver, Colo. 


Harper * Beyaolds 

Los Angeles, OaL 
Smith-Booth-Usher Oo. 
Los Angeles, CaL 


Marshall -Waps Mdwe. Oo, 

Spokane and Portland. 

J Spoka^ 1 ^rash^ d 
Dnoommim Mdwe. Oo. 
Los Angeles, Cal. 



No. til 
Drill. 


Ears, Handles, Etc. 

FOR TINWARE MAKERS 



Bergers 


Guard Handle 


B. B. Turnbuckle 

Highest quality, finest fin¬ 
ish. largest stock of all 
sises and kinds to b# found 
anywhere. Send for our No. 
8 Catalogue showing a com¬ 
plete line of Handles. Kars, 
etc.. Pipe Ontter Hangers, 
Hooks and a complete line 
of TOTTERS* and ROOF¬ 
ERS* SUPPLIES. 


BERGER BROS. CO. 

Office—229-231 Arch Street 
Store—237 Arch Street 
Warerooms sad Factory-110-114 Bread St. 

PHILADELPHIA 
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Are yon handling the 


10-in. and 14-in. 0. SL Cutters? 

If not, my Pacific Coast representatives 
will tell you why you should. 

Addrwi 

Omar Oox, Jonas * Oox, 

Underwood Bldg., Newhouse Bldg., 

San Francisco, OaL Salt Lake City, Utah 

Sands * Oox, Turnbull * Oox 

San Fernando Bldg., Mint Block 

Los Angelas, OaL Denver, Colorado. 

Strimpla A Oox, 

L. 0. Smith Bldg., Seattle, Wash. 

H. K. PORTKR 

Bolt Clipper Specialist 

• ASHLAND STREET, EVERETT, MASS. 


The "PONY” 

Is the very best Hand Machine that 
money can buy, for setting Tubular 
or Bifurcated Rivets 



"THB POUT" 

IT’S QUARAETEED 
80LD BY JOBBERS EVERY W HE RE 

F. H. SMITH MFG. CO. 

CHICAGO, U. S. A. 



MADE BT 


SUPERIOR Screen Door Check 

The only Cheek that has the jack-knife lever which 
allows the door to open clear np against the wall with¬ 
out strain on the Check. 

It also has a positive plunger and automatic inlet 
valve for air. 

The above features together with the low price 
makes it the best Cheek for user, dealer and jobber. 

Quickly and easily attached by anyone. 

If your jobber can not supply you, write us and we 
will give you the address of your nearest jobber who 
handles our Cheek. 



Revolving Bolt and Screw Cases 

Dealers in Hardware, Auto Supplies, etc., find that 
time and space are saved by using the Revolving Cases 
for keeping loose Bolts, Screws and Auto Accessories. 
Everything is kept right at the clerks’ fingers’ end. 
Catalog sent on application. All jobbers handle these 
cases. 

Mean Bolt & Screw Case Co., Dayton, 0. 
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More Men are Shaving 

More safety razors 
are gold today than 
ever. More men are 
shaving themselves. 
More extra safety 
razor blades are sold 
as a result. 

Grinding Machine 

does. Men want their safety razor blades sharp¬ 
ened right. Hardware merchants who have in¬ 
stalled the Hatfield Grinding Machine are aver- 
a £* n g from five to twelve dollars a day profit 
Are you interested f 

The Hatfield sharpens all makes of safety 
r$zor blades and other cutlery besides. We have 
a il plan ’ * that will get the business for you. 
Write for full particulars. 

HYF1ELD MFC. COMPANY 

21 Walker Street NEW TORE CITY 



WE DON’T 

SIDESTEP 

our obligation to advertise effectively to 
the consumers who need your stocks. It’s 
not the easiest way nor does it produce 
the quickest or largest returns for the 
money expended, but it is the only effect- 
ive way of bringing customers to your 
store and the only sure way of affording 
you the opportunity of rapid turnover. 

By doing this and by maintaining an 
unequalled distribution within your reach 
we assure your satisfaction in handling 
Williams’ “Grand Prize” Tools and mini¬ 
mize your expense of selling and your in¬ 
vestment in stocks. 

No competing tools afford you this op¬ 
portunity in so great a measure. 


JUtWUJAMtca 



Sold by All Buy a 

Leading Jobbing and Supply Houses SAMSON or ROWELL 

Railway Car Mover 

LITTLE SWITCH ENGINE 


Made Only by 

G. D. ROWELL & SON, Appleton, Wisconsin YOUR own 

M>ynat Conner, 893 Mstfon St. San Praaclieo, Pacific Coaat Bepreieatatlve PRICK KACH, $8.00 



ARDENS —GARDENS —GARDENS 


o£ lanfcj r ,r * there *° ma °y People engaged In 
Increased production, la our Country’s cry. 
A\D 0 TOEDPBq G . A .. RC> ri N i CULTIVATOR-HOES 

ta M. 7 .Kdno '£ n „i * T hey ^r^favorfta 

aUrie’auppTy. th * d6m “ nd alm °“ 

EALERS: Don't delay your orders. 

sumrileri™ s£?..i!t u £ ln 5 h « avl, y- ‘hat you may ba 
supplied^ Eftrty buying may pay you big dlvl- 


j , vu/uig ma 

dends. 

Remember the name 


-’•NORCROSS." 


C. S. NORCROSS & SONS 

Maaafaatarara BUSHMILL, ILI_ U. S. A. 
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Surface Floor Spring Hinges/^N 

Are slow acting with a positive holdback feature whenV J 

opened to 90*; will INSURE AGAINST ACCIDENTAL 
release of door. INVISIBLE TOP PIVOT AND 
SOCKET (patent applied for). MAD E OF WROUGHT 
METAL. NO MORTISING REQUIRED. SAVES 
TIME AND MONEY—COST NO MORE. Write for 
catalog and prices. 

LAWSON MFG. CO. 

Comer Superior and Franklin Streets, Chicago, Illinois WWW 



“Forstner” Brace and Machine Bits 

For Fins Carpenter, Cabinet and Pattern Work 

Aped ally Adapted for Hardwood Working 

_— The Forstner Labor Saving Auger Bit, 

unlike other bits, is guided by its Circular 
Rim Instead of its oenter: consequently 
will bore any are of a clrele and can be 
guided in any dlreetion regardless of grain 
or knots leaving a true polished surface. 
It la preferable and more expeditious than ehlsel, gouge, so roll-saw, or lathe tool combined, for core- 
boxes, fine and delicate patterns, veneers, soresn work, scalloping, fancy so roll twist eolumns, newels, 
ribbon moulding and mortising, eta 

IbnfMnd by THS PBOOBUOT1 MFC. 00. D*>t “A,” TorriBfton, Com. 


O. LINDEMANN & CO. 

35 and 37 Wooster St, New York 'Established 1863 




Fit 


IIIMMI 

Mllllllllll* 

ijiiljgs ;— illmi 


'i>;i r===== «;»n 



Parrot Cases Must Be Strong 

Ours are Positively the Most 
Durable 


Manufacturer* of JAPANNED. BRASS and 
TINNED WIRE 


ATLAS 

10 Cent 
Fly Swatter 


This swatter has an 
extra long handle —10 
inches. It is very neatly 
and securely bound with 
soft green felt — cannot 
mar the flneet furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
— will outlast any now 
on the market 

Our 5 cent swatter is 
the best ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
insertion of your ad. if 
you desire 

Now is the time to 
place stock orders. We'll 
gladly quote prices and 
term a 


Bird Cages and Cage Sundries I I ^ ® 0, 


Pacific Coast Representatives 

A. L, CONGER CO. 

731 MARKET STREET, SAN FRANCISCO, CALIFORNIA 


HUGHSON A MERTON 


Pacific Coast Agent* 


San Francisco Los Angelos 

and Portland, Oragon 
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No. 999 

Tradesman’s Hammer 

Patsutsd Oct. 0, 1917. 


ANOTHER ADDITION TO THE 

“COMPLETE HAMMER LINE” 



For Steam Fitters, Plumbers, Electricians, Mill¬ 
wrights, Clement Workers and heavy Carpenter 
Work. Two Hammers in one—Machinists * and 
Hipping. The ideal hammer for the portable tool 
chest. Weight where weight counts. Ask your 
Jobber to quote you. 

Write for complete catalogue. 

Vaughan & Bushnell Mfg. Co. 

Maker a of Fine Took 

2114 CARROLL AVENUE CHICAGO, ILL. 



There Is a Difference in Washers 



Just as la any other commodity. Our Washers 
are made of the Best Material and with the 
utmost ears. That’s why the largest users of 
Washers prefer those of our make. 


Meile Washers sad Cast kroa Washers 
Wreaght and Steel Hate Washers 

of all descriptions. Bound and Squar* Plain or 
Galvanised. 

kneeled Rivet Burs Fedew Plates 

-a-a ^-■ - ■ m-a- - 

NBwN HQ rmCMB TOI1H 

VBOHVf PPUf l 


Wrought Washer Mfg. Co. 

Mllwe«kM v Wig. 


Coast Representatives, 

JO* g MBBTOV, Zne 
OaL| Bos isgelss, 0aL| Pi 
Oral g se ttl e, Wash.| Denver, Oola 


ONLY 





havo the weight 
• u pportlng 
bearings cor¬ 
rectly located to 
liberate the 
action of the 
springs, redu¬ 
cing breakage 
and increasing 
spring power, 
preventing une¬ 
qual wear of 
the barrels, and 
giving practi¬ 
cally unlimited 
durability 



Bommer Floor Surface Spring Hinge 

Sas Release and Koldbeok Features, Sail 
Bearing and Alignment Device 

The most durable hinge of Its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 
free, without spring-action, by inserting a 
wire nail (when the door is open) into a 
hole provided In the side plates. The 

spring - ac¬ 
tion can be 
restored by 
withdrawing 
the nail. 

Vo. 18 Type 

miEHS, Mfra, Brooklyn, N. Y. 
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Rope 


PORTLAND CORDAGE COMPANY 

Portland, Oregon-Seattle, Washington 

Established 1887 


GARDEN HOSE 


THE 

BRANDS 

OP 

GARDEN 

HOSE 

WHICH 

INSURE 

QUALITY 


WRITE FOB CATALOGUE AND PRICES 

Goodyear Rubber Company 

R. H. PRASE, Prest. J. A. SHEPPARD, Vice-Prest. H. R. PEASE, JR., Treae. C. F. RUNYON, Seey. 
Nos. 587, 689, 691 Market and Second Sts. Noe. 61, 63, 66, 67 Fourth St. ft Fine St. 

BAN FRANCISCO, CALIFORNIA PORTLAND, OREGON 

GOODS SOLD TO TEE TRADE ONLY 



INSIST 
UPON 
THESE 
BRANDS 
AND YOU 
GET 
THE 
BEST 


Clover Leaf Manila 

Nothing Better 

❖ 

Trad$ Mark 
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“US” Enamelware 

Largest line of WHITE LINED Enamelware in 
America. 

Eight different color patterns, including white and 
white.—All Import Shapes—Electrically welded spouts 
and handles. — NO RIVETS. — Triple coated. — Acid 
proof. 

Every Piece Guaranteed 

Write for New Catalog and Prices. 

UNITED STATES STAMPING COMPANY 
Motmdsville, W. V&. 



BAi rmajrcxsco, quit. 

S3 3rd Si r— t 


roBTLAis, omsoow 

Central Bid*. 


Illustration shows our 10-qt Seam 1—8 
Combi net, with improved flange cover. 


AN 

UNEQUALED 



|St.l,2i*R1.3 i 


|lj~ ; 3 . 




In «T«ry race there’s a u CHA..a.e(” a “RIVAL” and a “BANNER” 

m AND WITH THESE LINES ON HAND YOU CAN LAND EVERY PROSPECT 


rf/CMCIM TAPES, BOXWOOD and SPRING JOINT RULES 

U***"*y .. wr fi/ranuDear r Ai vmam. mcmmn 

a GUARANTEE /M /VrJWf IN lnft»tttn It.. U. T. 

Stocked by Your Jobber Send for Catalogue 


HAMMOND LUMBER COMPANY 

WHOLESALE HARDWARE 

WHOLESALE PAINTS 

Specializing In BUILDERS’ Hardware 

Sargents Locks and Hardware, Galvanized and Painted Corrugated Iron, 

Nails, Bolts and Barbed Wire, Northwestern Expanded Metal Lath. 

Beaver Board, Black Bock Board and Composition Roofings, Felt Insulating and 

Upson Board. Building Paper. 

Oal-pa-co Paints and Painters’ Supplies. 

Full and complete lines of these materials stocked in carload quantities. 

We solicit your inquiries. 

Offices aad Warehouses, Twentieth and Alameda Streets - - Los Angeles, California 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. 
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WE ARE NOW RECEIVING OUR 
IMPORTATION OF 

Genuine Swiss Rieser 



Pruning Shears 

Fully Warranted. Hand Made of High Grade Steel 
All Sizes and Patterns Carried in Stock 


EXTRA BLADES 

EXTRA BOLTS EXTRA SPRINGS 


OUR PRICES WILL INTEREST YOU 

Granucci Hardware Co. 

Importing Agent s for North America 

633*647 Front Street, San Francisco, Cal. 


“Easy Emptytai” Grass Catchers 

44 Favorably known 
the world over** 
now made with 

Ew . .1 

Re-Inforced 

Non-Slipping 

mA 4l 


Oo. Oo. 

Dunham. Otrrlffts ft Xaydes Oo. 
Hofftnan Edws. Oo. 

The Specialty Mfg. Co. 

St. Paul, Minn., U. S. A. 


QUALITY, phs SERVICE,eqaals SATISFACTION 

In offering yon our line of goods, we are offering you 
QUALITY and SERVICE, and complete Satisfaction comes 
only in the selection of goods that have stood the teat of 
time. In stocking our goods, you get this SATISFACTION. 

Our EAGLE MOP WRINGERS and BUCKETS COM¬ 
BINED, and SUPERIOR FOLDING 
WASH BENCHES have the reputa¬ 
tion of never failing to satisfy. You 
will find these two lines, quick sell¬ 
ers and big profit producers. 

** 10 * u Our products are built of high 

grade material and are guaranteed 
against all defects. The increasing demand for these 
goods is conclusive evidence that they are the Standard 
of Comparison, the Highest point of Mechanical Skill, 
and the Acme of Perfection. 


THE EAGLE WOODENWARE MFG. CO. 

Manufacturers, 

Hamilton. Ohio U. S. A. 




Will hold A 10. 11 Of IS 
elothot wringer- 
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MITRE BOX is Recognized as the Best 


WRITE FOB FULL INFORMATION. 

H. C. MARSH CO. 

212 Race Street • - Rockford, Illinois 

WESTERN REPRESENTATIVES. • 

Omer Cox .San Francisco, California 

Sands & Cox.Lot Angeles, California 

Strimple A Cox .Seattle, Washington 

Jones A Cox.Salt Lake City, Utah 

Turnbull A Cox .Denver, Colorado 


YOU ARE RIGHT XN 
RECOMMENDING 

“WORLD’S BEST" 

IN NAME AND PACT 


The MARSH-AYER 


World’s Best 
Tubular Track 

Bam , Factory 
and 

Warehouse 
Door Hanger 

EXCLUSIVE FEATURES 
Frame is best (trade malleable iron. 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributes weight and 
makes it the Easiest Running Hanger on the markot. 

Packed one pair in box complete with bolts; ono- 
half dozen pairs in a case. 

Track has Slidable Bracket, which has made the 
World’s Best Hangers so popular with the building 
trade. 

If your jobber can*t supply you we will. 

SAFETY DOOR HANGER CO. 

ASHLAND, OHIO, U. & A. 

0. N. ft F. W. JONAS, Rialto Bide., San Francisco, OaL 
and Equitable Strings Bank Bldg., Loa Angelas 
Western Representatives 


Samson Spot 
Sash Cord 


Extra quality { guaranteed free from 
all imperfections. Can be distin- 

f uishea at a glance by the Colored 
pots. Specified by architects and 
builders everywhere. 

We manufacture braided cord in all 
sizes, colors and grades { for all pur¬ 
poses. Carried by all jobbers. 


CLOTHESLINES 

SOLID BRAIDED ROPE 

SHADE CORD 
MASONS* LINES 
CHALK LINES 

Send for catalogue and samples. 

Samson Cordage Works 

Boston, Massachusetts 


Digitized by boogie 










48 


HARDWARE WORLD 



Oil Stoves 

ARE DEPENDABLE 


They stand highest in efficiency and dura¬ 
bility. 

Their high-speed burners give a clean, hot 
flame at all times and with but little fuel con¬ 
sumption. 

Their excellent operation insures satisfaction. 

THEY SERVE THE BEST 


GEORGE M. CLARK & COMPANY 

Division American Stove Company 

CHICAGO, ILLINOIS 

HOLBROOK, MBRRII 1. A STBTSON 
Of San Pranoiteo and Lot Angelea, Jobbing A genu lor California 



American 

Seal 

Cements 


ASBESTOS FURNACE CEMENT will withstand more 
heat than iron, bakes aa hard as the casting itself, 
and will not crack, shrink, crumble or fall out. 

ELASTIC OIL ROOF CEMENT fs a superior article tn 
colors for bedding slate and tile roofs and repairing 
leaks in tin. metal, gravel and composition roofs. Es¬ 
pecially adapted for pointing up around skylights and 
fire walls. 

CARBON CEMENT, the peer of all lightweight ce¬ 
ments, is made up of long asbestos fibre, and elastic, 
adhesive waterproof gums. The ideal cement for mak¬ 
ing an old roof new, using the old roof as a founda¬ 
tion. 

T-GO is a waterproofing cement in colors, especially 
recommended for use on side walls exposed to heavy 
driving rains, preventing the water from permeating 
these walls. 

Manufactured by 

The Wm. Connors Paint Mfg. Co. 

I k 52 TROY, N. Y. 1918 


STOVE REPAIRS 


IF IT IS MADE 
FOR A STOVE 
RANGE OR 
FURNACE 

You Can Get It at the 

Largest Stove Re¬ 
pair House in the 
Northwest 


THE SPOKANE STOVE & FURNACE 
REPAIR WORKS. Inc. 

912-14 Fi^t Avenue Phone M-in 1790 

SPOKANB, WASHINGTON 

WRITE FOR OUR ORDER BOOKS 
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YOUR CUSTOMERS WANT THE BOOMER 

IT YOU ONLY SHOW IT TO THEM 

BOOMER CANNON 

Adapted for every one. U the strongoot and moat durable Cannon Stove made. Oonatrueted an that a 
aheet iron drum may be attached, and thus inereaae the heating eapaeity. 

Made in eix siaee,— I 2 3 4 6 6 

Diameter of Fire Pota 13%" 16" 18" 20" 22" 24%” 

Weighta, 182 240 300 386 526 676 

OUR LOW PRICES WILL SURPRISE TOU—Write for them. 

THE HESS-SNYDER CO„ Manufacturers - - MASSILLON, OHIO 

Trade mark "Boomer” Beglatered—No. 68228 



Increase Your Profits 

By Selling the 



Heating 


Over 850,000 satisfied users now and more being 
added every day. The 4i Royal ’’ is so simple, 
economieal and safe, that customers buy quickly. 

Our co - operative advertising offer will quickly 
introduce and sell your first order—each iron 
sold will sell more. 

Write us now for details; also name and address 
of nearest distributor. 

BOTAL IRON UFO. GO. 

553 Wayne St. f Big Prairie, Ohio 



WE 

WELD 

ANYTHING 


“WE KNOW THE STOVE REPAIR BUSINESS’' 

Stove and Furnace Repairs 


WE 

WELD 

ANYTHING 


■ I W m |k 1 Y 1 JE know your wants and can fill mail or - 

Iwl W t Im lllj W% W| Ww ders 99-100^r correct and with dispatch. 

1WB " W rr We can supply parts for over 500,000 

STOVE AND FURNACE REPAIR WORKS different Stoves, Ranges and Furnaces from Spo¬ 
kane . 15 years experience filling mail orders for 

We Furnish DUPLICATE ORDER BOOKS Free on Request Stove Repairs in Spokane . 

44 We Know the Stove Repair Business n “*= 

MYER S. RUBENS 1009 W. First Ave., Spokane, Wash. 
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EOWIN BSTIMPSON COMPANY 





BROOKLYN, NEW-YORK 


SHEETS 


ROLLS 


WIRE 


BRASS $ COPPER 


BARS 


TUBES 


RODS 


.Sell the Coleman “ Qaick-Lite” 

1 This newest Coleman Lamp is the best seller yet. So 
r simple, economical and safe, that customers buy quickly. 
Every sale means a liberal profit to you. 

LIGHTS WITH A MATCH 

Th* Coleman "Quick-Lite” la the moat wonderful lamp to handle. No 
torch needed. Lights with ordinary matches like any plain kerosene 
▼ lamp. Makes and burns its own gas from common gasoline or kerosene. 
Gives a brilliant, steady light of 800 candle power without glare or flicker — more light 
^ than 20old style oil lamps. Can’t explode. No danger if tipped over. Very ornamental 
and comes in variety of styles. 

r Dealers wanted In all parts of the country. Writs at ones for catalog 86 and 

I agency proposition. Address nearest office. 

' TUB COLEMAN LAMP COMPANY 

JShMtiJtosa, It Pwl, Mlirn., TeleOo. Okie. Pallas, Tessa, Chi—go. III. 


Hamp Williams has worked two years industri¬ 
ously equipping a factory to manufacture the 


HAMP WILLIAMS 
HOME CANNER 


so that the people may can their vegetables and 
fruits in tin cans or glass jars for home and market, 
and not let them rot and go to waste as they have 
been doing. This Canner complete and with direc¬ 
tions how to can everything, on which you can put 
up 500 cans daily, 

Retails for Only $14.00 

Every Retail Hardware Dealer in this country 
should have one of these canners in his front door. 
It would be worth many times its cost as an adver¬ 
tisement for people to talk and think about. Order 
one and get the agency for your town. 


HAMP WILLIAMS HARDWARE CO. 

Manufacturers HOT SPRINGS, ARKANSAS 
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QUALITY— SATISFACTION 



MANUFACTURED BY 


You’ll Find Both in Our 
“De Luxe” Line of 

DAIRY PAILS 
CREAM CANS 
WASH BOILERS 
JAPANNED WARE 
WASH TUBS 
WATER PAILS 
WELL BUCKETS, ETC. 

Also a Complete Line of Pieced.Stamped, Japanned 
Galvanized Ware 


SCHLUETER MANUFACTURING CO. 


ST. LOUIS, MO. 


v i m my aanisivTATms 

IddiMs: Omer Cox, S&q Francisco: Jones & Cox, Salt Lake City, Utah; Sands St Cox, Los Angeles, 
Cal.: Turnbull St Cox, Denver, Colo.; Strlmple St Cox, Seattle, Wash. 



Madelike this 

The Corco Stove Pipe 
booklet, showing all 
style locks, will be 
mailed on request. 


is made from Even Colored, Polished, Planished or Galvanized 
Steel Sheets, in all gauges, and in 4" to 7" diameters. 

Six style locks to choose from, all simple, strong and capable of 
making a perfectly rigid joint. 

Corco Stove Pipe is shipped in steel casks with wood heads that 
save a joint on every package. With paper wrapped or wood 
crated pipe the outside joint is usually battered 
and rusted when delivered and must be thrown 
away. 

Corco Pipe, in the steel drum, comes to you 
with the outside joint in the same good con 
dition as the inside sections. Makes handling 
and storage easy. Can be used over again. 


Whitaker-Glessner Company 
WHEELING CORRUGATING DEPT. 


Wheeling, W. Va. 


Branch Offices and Warehouses 
New York Philadelphia Chicago St. Louis 
Kansas City Chattanooga Richmond 


Members of National 
Association of Sheet and 
Tin Plate Manufacturers. 


Shipped like this 
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Order Now 
i Be Prepared 


Each of the three, 
LIGHTNING, 
GEM or BLIZ- 
Z ARD, has served 
— the housewives of 

America for thirty years, 
and like the cream they 
create, are in demand in all 
seasons. 


The Blizzard being simpler 
in construction and cheaper 
in price makes it a good run¬ 
ning mate with either the 
Lightning or Gem. They sell 
themselves and __ 

stay sold! This 
means easy net 
profits for you. 


Any Jobber 
Can Supply You 


Either Pair a 
Safe Choice 


They are built of the best 
material and workmanship 
possible — their ingenious 
construction makes them 
easy to operate, quick freez¬ 
ing and economical to both 
dealer and user. 


NORTH BROS. 

MFG. CO. 


Philadelphia 

Pa. 


“UNIVERSAL” 

SLIDES 

Are an Absolute Business Getter 


No. 4—Diam. 


No. 3— H" Diam. 


No. 2—13/16" Diam. 


No. 1— l" Diam. 


An ideal article to in¬ 
crease the service, abil¬ 
ity of many pieces of 
furniture where Casters 
are unsuitable. 

They are easy sellers 
and afford a good mar¬ 
gin of profit for the 
merchant. 

“Universal” Slides can 
be attached with per¬ 
fect safety to the most 
fragile piece of furni¬ 
ture—the unique posi¬ 
tion of the prongs obvi- 
ate. the possibility of 
splitting the furniture 
or causing an ugly pro¬ 
jection. 

They are constructed of 
high grade steel, case 
hardened and neatly 
nickel plated. 

Made in four sizes— 
Fifty sets of size one, 
two, and three, and one 
hundred sets of size four 
in a box. At so slight a 
cost yon cannot afford 
to pass them up. 


Write for 
SAMPLE CARD 
No. 25 H.W. 


Manufactured exclusively hy the 

Universal Caster & Foundry Works 

Division of The Bassick Co. 
BRIDGEPORT, CONN. 

EUGENE C. SAUL 
Pac. Coast Representative: Monadnock Bldg. 

San Francisco, Cal. 
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MADE IN OHIO, U. S. A. 


ALUMINUM 

“Real Solid” 


ANNOUNCEMENT 

The “UAL IOLXD n LINE haa been for SO 
years, the Strong well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy is and has been to give the dealer 
goods of such quality that assures him not 
only his l KcFlT, but the housewife’s contin¬ 
ued patronage We have now added 


A New Une of 

“REAL SOLID WARE” 


This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness and 
Durability. 

We have eliminated unneces¬ 
sary expense of CAST ALUM¬ 
INUM HANDLES, etc., and are 
Putting MORE METAL into 
the BODY of our UTENSILS. 

TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle Is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and burn off 
handle. 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers' Shelves. 


We have added 25 New Items, all prac¬ 
tical. This makes the “REAL SOLID ” 
Line the most complete on the market 


Write Today and get our New 
1018 Catalog Just off the Press. 


The Buckeye Aluminum Company 

WOOSTER. OHIO 



JOHN CHA'flLLON 6 50N5 

Established 1835 

85 Cl ff Siree f , New York City 


If Your Trade Wants 
Quality and You Want 
Liberal Profits, Send 
for the ( HATILLON 
Catalogue 

There is a decided 
advantage in selling 
Scales and Cutlery of 
known high quality. 
The better the quality 
of such articles the 
more certain your 
customers are to be 
satisfied. 

Satisfied customers 
are business builders 
and your biggest busi¬ 
ness asset. 

Chatillon Scales and 
Foster Bros. Cutlery 

excel in quality of ma¬ 
terial and workman¬ 
ship, and are guaran¬ 
teed by the makers. 

Liberal profits and 
fair treatment make 
this Chatillon line 
doubly attractive to 
progressive dealers. 

Send for catalogue, prices 
and trade discounts 


i 
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Closed 


Pop Up—Automatic Lawn Sprinkler In Operation On the 
Grounds of the 

UTAH STATE CAPITOL BUILDING 

Can be regulated for any spray from a fine mist to a very 
coarse stream. Hade for half inch connections. Has 
25'-0" distribution with 75 pounds pressure. Made of 
non-corrosive metals. Has but three parts, nothing to 
wear out. Flush with ground when not in use, made to 
cover one half circle or full circle. Write for sample— 
booklet and prices. For Sale by 

W. D. ALLEN MFG. CO., Chicago, Ill. 
PITTSBURG VALVE & FITTING CO., Barberton, Ohio. 

or 

AUTOMATIC LAWN SPRINKLES CO. 

Salt Lake City, Utah 


Carry Your Stock on Our Shelves 

HE successful retail merchant today We carry the largest and most complete 
1^ J is constantly planning how to keep stock of Hardware and Auto Accessories 
■ his investment in merchandise at between Chicago and San Francisco and 
the lowest possible point and still main- thousands of successful merchants in this 
tain a profitable volume and satisfactory Inter-Mountain country are profiting by 
turn-over. This problem exists in every the gervice we are render ing. 
business and is of the utmost importance 

in these times of high prices and fluctu- Merchants who will let us CARRY THE 
ating values. STOCK ON OUR SHELVES, and send it 

The solution lies in purchasing goods in ^ em M ^ n ceded will keep their own 
small quantities from the nearest home investment at the lowest possible figure, 
jobber who carries a complete stock and &ud will be able to confidently face the 
can fill orders promptly and give every future, knowing that they are well forti- 
day helpful service. fied to meet any emergency. 


THE SALT LAKE HARDWARE GO. 

Salt Lake City, Utah — Pocatello, Idaho 



















HARDWARE WORLD 



Keep the 
Shotguns Busy 


How many shotguns are 
there in your cityf Suppose 
we say a hundred. Now if 
50 were used at the trap¬ 
shooting club each week 1250 shells and targets would be sold. 

It is the idle gun that keeps your stock of shells on the shelf. The DuPont Company 

By Boosting the Trapshooting Game 


creates a steady demand for loaded shells, 
targets, trap equipment, sporting goods and 
many other articles. By vigorous and con¬ 
tinuous advertising; employment of salesmen 
thoroughly familiar with the trapshooting 
game and its promotion; conducting a shoot¬ 


ing school at Atlantic City; introducing novel 
and instructive features in local, state and 
national events and being the leaders in every 
beneficial project to popularize trapshooting, 
we are carrying on a vigorous campaign to 
put across the patriotic sport of trapshooting. 


Where There’s a Gun Club 

we want to put more “pep” into its membership,—get more guns working. If there is no elub 
organized,—write us. Let’s get busy—mark X before “Trapshooting” and “Gun Club” and mail 
the coupon today to Sporting Powder Division. 

£. 1. du Pont de Nemours & Co M Wilmington, Delaware 

POWDER MAKERS SINCE 18t2 


GOLDWELL 

WALK TYPE 
MOTOR MOWERS 

Also manufacturers of triple gang mowers, 
single horse mowers and hand mowers—150 dif¬ 
ferent styles and sizes. 

Write for price lists and full particulars 

Cold well Lawn Mower Company 

Factory and Office* Chicago Office 

at Newburgh, New York 62 East Lake, St., Chicago 


LANE 



Have 
Ton Our 
Catalog f 

Sold by Leading Jobbers 


TROLLEY 

PARLOR DOOR 
HANGERS 
AND TRACE 

With bicycle quality 
ball • bearings and 
patented side ad¬ 
justment of track 
(readily accessible 
after it is hung) 
makes it impossi¬ 
ble for door to 
scrape or bind. 


Lane Bros. 
Company 

Poughkeepsie 
N. Y. 



Auto-Wheel Convertible Roadster 

The latest invention in coaster wagons and our Na¬ 
tional advertising campaign has created a tremendous 
demand. J lie Auto-Wlieol Convertible appeals to every 
youngster because it’s two wagons in one—a Roadster 
and n Coaster. Turn up the sides and it’s a real Coaster 
—turn them down and it’s a regular Roadster. 

We tell the hundreds of thousands of boys who read 
our advertising in Saturday Evening Post, American 
Boy, Boy’s Life, Lone S'cout, etc., to look for the Auto- 
Wheel dealer in their neighborhood. Are you prepared 
to give these boys what they want? Our advertising 
creates the demand—all you have to do is meet it. 

Let ns tell you more about this wonderful wagon 
Send for a catalog today 

Buffalo Sled Company 

Dept. A, NORTH TONAWANDA, N. T. 

Factories: North Tonawanda, N. Y., and Preston, Ont. 

New York Office: 108 Chamebrs St. 

Pacific Coast Representatives: 

Pacific Sales Co.. San Francisco 
D. L. Herman, 214 Maritime Building, Seattle, Wash. 


Digitized by Google 

















56 


HARDWARE WORLD 



I’PATCHTED 


gopher 

TRAP 


Honeyman Hardware Co. 

Ninth and Hoyt Streets 
Fourth and Alder Streets 


NOW IS THE TIME TO ORDER 
YOUR SPRING 
...STOCK OF... 

Garden Tools 


Poultry Netting 


Lawn Mowers 

Pruning Shears 
and Saws 


JENSEN-KING-BYRD GO. 

Spokane, Washington 

HARDWARE JOBBERS 

UNIVERSAL RANGES 

CONGRESS AUTO TIRES 

GUNS, AMMUNITION, FISHING TACKLE 


BAST TO QBT RID OP THX POCKET 


GOPHBR WITH TUB 


0. K. GOPHER TRAP 


BUKB TO CATCH • SUBS TO HOLD 


Manufactured by 


The Abingdon Trap Co. 

ABINGDON, ILLINOIS, U. S. A. 


FOR SALE BT LEAD IKS JOBBERS 
THROUGHOUT THE WEST 


THE TRAP THAT TAKES THE GO OUT OF GOPHEE 


A. M. Holter Hard¬ 
ware Company 

Established lit 7 
HELENA, MONTANA 

WHOLESALE 

Hardware, Sporting Goods 

Ammunition 
Blacksmiths' Supplies 
Pipe 

and Fittings 

Mill and Mine Supplies 
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TOOLS 


p exto 

Stanley J ^ m 

Lufkin m 

Klein Jj ■■ 

Marshalltown 1 II 
Maydole " J 

Disston 
Yankee 
Walden 

Gathered to Give Service to Retail Dealers 

Strevell-Paterson Hardware Co. 

SALT LAKE CITY, UTAH 

Wholesale only. 


Here's a 
Specimen 

Wedgewood 

Range 


One from a line 
of 2 00 Model s 
produced by the 
largest stove 
manufacturers in 
the west 


A line that adds to the prestige of 
your business — that attracts new 
trade and holds the old customers 
because Quality is the big factor in 
every range that carries the name of 





JAMES GRAHAM MANUFACTURING CO. 

531 MISSION STREET ■ • SAN FRANCISCO 


| H-W-2 

1 

|i-1| 


* 1 



“QUICK MEAL” 

All Blue Porcelain Enameled and 
Black Porcelain Enameled Ranges 
are “Rust Proof,” “Sanitary” and 
Easy to Keep Clean, being Enam¬ 
eled Inside and Outside. 


A .]■; * Not affected by the Hottest of Fires. 

^ Write for Catalogue and 

Agency 

Ringen Stove Company Division of American Stove Company 



C H. SCHIECK, Pacific Coast Agent 


715 Indiana Street, near 19th 


SAN FRANCISCO, CALIFORNIA 
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o ^oint Scratch Weeder 


GILSON GARDEN 
TOOLS—Quick Sale* —Liberal 
Profit*. — Liberty Adjustable 
Cultivstor-Weeder is an imple¬ 
ment of double efficiency which 
cuts the weeds and cultivates at 
the same time. The malleable 
teeth of special design make this possible. Our Scratch 
Weeders are ideal tools for close work in beds or for 
greenhouse work. The pointed tines are self-cleaning, and 
will not clog. Ask your jobber. If he can’t furnish 
information, write us. 

J. E. GILSON CO., Port Washington, Wis. 



Do You Sell Hose Menders? 

Improved Perfect Clinching 
Hose Menders are fast sellers. 
Made with seamless brass tubes 
and heavy galvanised clamps. 
Also all steel retinned. Every 
clamp is turned inwardly to 
grip the hose. Prices right. 

Send for our general catalog 
—to-day. 

STUBER A KUCK CO. 

Peer!a. llUaels 

Now York Office- 154 Chambers Street. J. M. Sherwood. Manager 
San Francisco Office—Rialto Buildiot. WIHas P. Hors, Manager 



Retail, for 

$ 1.00 

SOLD BT 
Hardware Stores 
Paint Stores 
Department Stores 
Decorating Establish¬ 
ments 

Write for free descrip¬ 
tive circular and prices 
to the trade. 

Tin "III-SINK" Ctnpaay 

20S-L W. Heilman Bldg., Lot Angeles, OsL 

(Factory: San Francisco) 



WHY NOT SEEDS 

You handle a full line of Garden Tools and 
accessories. 

Why not the “Makine” Garden Seeds f 

We furnish them in packets, including a neat 
display case in which they sell themselves; also 
in bulk—and don’t forget Onion Sets and Grass 
Seed. 

Write us regarding this profitable line, for 
terms and prices. 

Aggeler & Musser Seed Company 

LOS ANGELES, CALIFORNIA 


333-WAYS OF GETTING TRADE—333 


“SALES 

PLANS” 

A ool loot ion o! three hun¬ 
dred end thirty-three suo- 
eossful plans that have' 
beon used by retail mer¬ 
chants to get more business 


This Book is 6| z9 inohes 
in size, oontains 282 pages, 
printed on best paper and 
fully illustrated with re¬ 
productions of advertise¬ 
ments, oiroulert, posters, 
letters, eto. 


Sibstaatiallj Baaad ia Clatt 
Price, laeladiag Hardware 
Wtrld, Oaa Year . . . S3.00 

Shipped anywhere, charges pre¬ 
paid, upon reeeipt of priee 



CONTENTS 

Speoial Sales 
Selling by Mail 
Bzpositions 

Getting Holiday Business 
Christmas Sohemes 
Co-Operative Advertising 
Store Papers 
Souvenirs and T> ~cmiums 
Getting Trace inrough 
Children 

Money Making Ideas 
Contests 

Needlework Contests 
Voting Contests 
Guessing Contests 
Package Sales 
Sensational Advertising 


Boatmen's Bank Building ADDBB88 RBABB8T BU8ZBB88 OFPXCB 

Broadway and Olive Sts., Suite 533, Phelan Building 388 Taylor Street 507 Pioneer Building 

St. Louie, Mo. SanPranclsoo, Calif. Portland, Oregon Seattle, Wash. 

804-207 Boott Building 415 Exchange Building 

Salt Lake City, Utah Los Angeles, Calif. 


Digitized by 


Google 














HARDWARE WORLD 


59 



Digitized by 


Google 


UNITION 


IgflUCCESS at the traps and in the field is so 
common a thing when the © Brand is used 
that expert sportsmen everywhere insist on Peters 
because it is an aid to good results. Stock up 
with Peters Shells and Cartridges, and you will be 
absolutely sure that your ammunition is all right. 

THE PETERS CARTRIDGE COMPANY 

Pacific Ooaat Branch: 585-587 Howard Strati, San Francisco 


Pacific Ooaat Branch: 585-587 Howard S t rat i , San Pi 
Marshall-Walls Hardware Co., Portland - Spokane, Duluth, Wins 
Hibbard, Spencer, Bartlett ft Co.. Chicago, HL 
Butler ft Britain, Inc., San Francisco 


Street. San Francisco 
Dulath, Winnipeg - Bdmonton 


DOMES OF SILENCE 

Glide mftly, zmoothly, silently over any kind of flooring. Save ruga, carpeta, floors and 
furniture. Sizes to fit any kind of furniture. 

We manufacture all trades of sliding casters 


Bliss: %. %. I, 11-H. 
114. lCil. lit. t In. 
When ordering meas¬ 
ure sine of bed poet. 
If round, mens- /C'N 
, ure eeroee in- l \) 
side. W 

L If square, meea- T~~7\ 
are eeroee in- / 
Bide oorners. It_1 


HENRY W. PEABODY A CO. 

Domee of BUetxoe Division 
17 State Str ee t Mew York 


Wood Bed Wide 
These wood bed 
slides mode to fit %> 
In. Universal soeket 
Also specially adapts*, 
for heavy arm choirs, 
etc. 

Fite any wood bod 
Pull out the wheel 
eeater; Insert this 
elide 


BEAUTIFY FURNITURE 
PROTECT FLOORS and Floor 
Coverings from injury by using 
GLASS ONWARD SLIDING 
FURNITURE SHOE 
In placs of Castors 

If your dealer will not supply you 
write us. 

ONWARD MFG. CO. 

Menasha. Wis Kitchener, Ont. 


‘ANSONIA” NAIL CLIP 10c. 


H. C. COOK CO. 


Made by the mak¬ 
ers of the "Gem M 
nail Clipper. 
Twelve In a box or 
12 on a display 
card. Fast ten- 
cent sales. 

Big Prom 
Write 

ANSONIA, CONNECTICUT 


Wagnek Trolley Overhead Carrier 


PyB 8ASAGIS, SHOPS AMD FACTORIES. —A simple, practical, efficient hoisting and 
carrying device for handling heavy objects. Will pay for itself many times over in any garage, 
shop, faetory or store where heavy objects must be handled. With this outfit one man can han- 
ob ^ e< ^ weighing up to <00 lbs. Two or three men can move a ton. Outfit consists of 
the Wa gner Self-Cleaning Track, roller-bearing tandem carrier and centre pull triple sheave 
m° iV TP***, a * k * or the Wa *ner 96 page catalog of Barn Door Hangers, 

Trolley Tracks, Studding So ckets. Hardware Specialties, Sleds and Non-Tipping Coaster Wagons. 

WAGNER MFG. CO., DEPT. C, CEDAR FALLS, IOWA 













60 


HARDWARE WORLD 




THE MONARCH 

(Trade Mark Beg. U. 8. Pat. Office) 

REFRIGERATORS 

Made in Zinc, White Enamel Porcelain and Seamless Porcelain Lined. Handsome 
Strongly-made, Up-to-date Refrigerators at prices which net you a good profit. 
Ash and Oak Cases. Strong, removable Air Flues. Removable 
Waste Pipe and Trap. Retinned Wire Shelves, bright as silver. 

Strong Hardware in Roman gold and nickel plate. Good Casters. 

An old established line—on the market 25 years. Has always been a good seller in large 
and small stores, because it looks right and is reliable—there are no come-backs. 
“It’s the Frigid’Frigerator”—the “Box that’s on the Boom.” 

Large Stock Carried in Los Angeles 

UNION HARDWARE & METAL CO. 

Distributors for California, Arizona and Nevada. LOS ANGELES, CALIFORNIA 
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A NEW STUNT 
A WHOLESALE SALE 

Do not miss it. 

For Dealers only-- 

We have taken the next store--12000 square feet, to 
sell off our Accumulated Odds and Ends. 

Having in the past year purchased several competi¬ 
tors, we now find many lines that we will not continue 
and do .not carry regularly--sizes, numbers and makes 
that do not mix with our stock. 

$200,000.00 worth of Kitchen and Hotel Ware, Brushes, 
Brooms, Wood, Tin and Enameled Wares--Stove Bolts, Riv¬ 
ets, Pumps, Stove Sundries, etc., to be sold— 

Regardless of the Market. 

Positively no goods sold at retail. 

Sale starts March 1st. 

THE HEYMAN-WEIL CO. 

714 to 724 Mission Street, near Third 
San Francisco 

N. B. A partial printed list with prices on request. 


THERE ARE MANY REASONS 

For the Continued and Increased Growth of Our Trade 



If yea are one of 

AMMO MAM 

Mr customer? jn 

know then. 

I 

If yon are net one 
we wait the oppor 
tonify ef shewing 
yon why it wfl he 
to yoar interest te 
send ns yonr orders 

The Noose ef Fair and Sqnare Dealing—Ask Oor Costonwrs 

EVERYTHING IN HARDWARB, IRON, PIPB AND HOUSE¬ 
HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY 

THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 
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Baker, Hamilton & Pacific 

Company 


San Francisco 


U.S. A. 


Importers :: Wholesale Distributors 

Exporters 




sent 


GENERAL HARDWARE 


Mechanics and Contractors 
Tools 

Farming, Gardening and 
Lumbering Tools 
Mine, Mill and Railroad 
Supplies 

Electrical Supplies 
House Furnishing Goods 
Fishing Tackle 
Automobile Accessories 
Pneumatic Water Systems 
Brass Goods and Metals 
Pipe and Fittings 
Agricultural Implements 


Builders and Shelf Hard¬ 
ware 

Paints and Varnishes 
Cutlery and Sporting Goods 
Bicycles and Sundries 
Pumps and Windmills 
Boilers 

Gasoline Engines 
Engineering Steam Special¬ 
ties 

Iron and Steel Commodities 
Vehicles and Wagons 
Creamery and Dairy Ma¬ 
chinery and Supplies 
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500 rtn 


isuw cwww 

nro J 

vq»a tviC*WI 


Size B 


PARKER 
SASH CHAIN 


TACKS s ^t ll NAILS 

Cobblers * Nails, Glazier Points, Etc. 


Double-Pointed Tacks and Staples 

Send for I Hunt rated Catalogue, most convenient 
and comprehensive 

THE SHELTON TACK CO. 

Siicretwors to Shelton Co. 

Shelton, Conn. New York Office, 96 Warren St. 


has gained favor amongst users because— 

The links are punched lengthwise with the 
grain, thus realizing the tensile strength. By 
this method, the fracture which is liable to 
occur by punching the links across the grain, is 
eliminated. 

WRITE FOR SAMPLE CARD AND PRICES 

PARKER SUPPLY CO. 

MANUFACTURERS 

784 East 135th St. New York 


2 


BROOMS 

IN 


EW HAVE 

J UNJ © R 


With Badinm Dial and Hand * 

The Popular One-day Intermittent 
Alarm Clock 


Give your customers greater 
value for same money. They 
can cut out the seams on the 
improved LEE as broom wears 
shorter and receive double 
service over the old style wire 
made broom. 


Lee Broom & Duster Company, Lincoln, Neb. 

' New r ly 50 years making better brooms) 


The Radium Dial for night use and the 
Intermittent Alarm features make a com- 
bination of usefulness which will appeal 
to anyone requiring an alarm clock. The 
radium material used on the dial and the 
hands is of the highest quality, and guar¬ 
anteed to last several years. 

The clock is only 3% 
inches high and has a 
2-inch dial. Alarms in¬ 
termittently in 20-sec¬ 
ond intervals for five 
minutes. 

The daintiest and most 
useful clock on the mar¬ 
ket. Just right to “slip 
in the grip . 99 

MORGAN & ALLEN CO. 

150 Post Street 
San Francisco, California 


The 

Schaw-Batcher Co. 

SACRAMENTO, CAL 

WHOLESALE 

HARDWARE 

Pipe and Fittings Sargent & Co. 
Canton Steel Bidders' Hardware 
Ammunition MM and Mining 

Sporting Goods Supples 
Blacksmith Supples 
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Service for the User 
Business (or the Dealer 


In selling Sturges Milk Cans 
yon have one big point of su 
periority which good dairy 
men do not overlook. Each 
Sturges Can is built with 
Guaranteed Capacity 
Saves timeand work for thedairy 
man. Starves Cans sell qulckly- 
and hold the better class of trade 
—and bring' better profits to the 
dealer. Write for catalog No. 29X 

STURGES & BURN MFG.CO. 

Established 186S 
C HICAGO - - ILLINOIS 

I Quick Shipments 
Made from 
Pacific Coast 
' Warehouses 


vOLT Firearms 




On the battle-field 
—in the preservation 
of law and order— 
the protection of 
home and country— 
whenever and wher¬ 
ever armies or indi¬ 
viduals have had to 
enforce right with 
might — COLT'S 
FIREARMS have 
been creating, build¬ 
ing and maintaining 
a reputation for 
merit, efficiency and 
reliability, that has 
resulted in a posi¬ 
tion of unquestioned 
superiority. 

(1836-1918) 


Pacific Coast Represent stive 

Phil. B. Bekeart Co. 

Sea Francisco 


Colt’s Patent Fire Arms Mfg. Co., Hartford, Conn., U. S. A. 


Prepare Early 

For a Big Sale of Canning 
Supplies This Year 




Fruit J*r 

HOLDERS 


Our article wan in large demand and 
proved a repeater last season. Increased 
output and central location enables us to 
fill orders promptly. 

Write for Prices and Sample 

The Handy Manufacturing Co. 


Maritime Building 
Seattle, Wash. 


208 Wabash Avenue 
Chicago, 111. 
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TRINER “LIBERTY” 

PARCEL POST SCALE 


With Indi- 
cator showing 
amount of 
poataga in 
the r e g u Ur 
stamps and 
a d d i t i onal 
amount re* 
quired in war 
■tamps. 

Saras work 
and prevents 
inaccuracy in 
c o m p u ting 
post age re- 
quired by 


in 20 • pound 
oapacity. 


Black enamel finish, glass front, steel top; list pries, 
$3.50 each. 

Same style, tile top; list price, $3.75 each. 

Blue enamel finish, glass front, tile top; list pries, 
$4.00 each. 

Insist on the Triner. Tour Jobber can supply you. 

TRINER SCALE & MFC. CO. 

West Twenty-First Street Chicago, Illinois 

W. P. Horn A Co. 

Pacific Coast Representative 
Rialto Building, San Franeiseo, Cal. 

Los Angeles, Cal. Portland, Oregon 


We find it easy to 

“Climax” 

> FOOD GRATER 

It is an excellent article and every 
woman becomes infatuated with it.— 
Thus writes one of our enterprising 
customers. 

HE IS MAKING MONEY I Acquire the same habit and write 
TODAY for prices. 

Schiichter Manufacturing Co. 

HAMILTON, OHIO 


GENUINE 

HUNTER’S SIFTER 

The Standard for s 
Quarter-Century 

Order from your Jobber. 


Sectional View Order from your Jobber. 

Showing Construction 

Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible. Made in one 
piece of extra heavy tin plat* nickel trimmings. 
Handle swedged to body. No soldered Joints to 
oome loose. Easy to remove all parts for cleans- 

*“*' THE FEED J. MEYERS MFO. OO. 

Bender Street SamUtoa, Ohio 


The 

Time of 
All 

Times 
for the 


ENTERPRISE 


Meat- 

and-Food 

Chopper 


The biggest help ever given the sale of a 
household specialty is that given the “Enter¬ 
prise” Meat-and-Food Chopper in the nation¬ 
wide appeal to “Save Food Waste ! 9 9 

Because here is a kitchen chopper that does 
save as no other il chopper* , can. It's the 
chopper, with the razor-edge steel knife and 
perforated steel plate, that cuts the meat— 
sinews, gristle, tough ends and all—without 
mangling, tearing, or squeezing out the juices. 
It not only saves the nutritious elements of 
the food, but actually increases the nourish¬ 
ing value by making it more palatable and 
digestible. 

Your chance to help the housewife — and 
therefore the nation—and to handle one of 
the fastest-selling specialti es to day, is right 
here and now, with the “ENTERPRISE.” 

No. 5, Family Size, $2.50 
No. 10, Large Size, $4.25 

Your Jobber Can Supply You 

THE ENTERPRISE MF6. GO. OF Pi. 

Philadelphia, U. S. A. 
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SELL 100% SERVICE TOOLS 

The inferior tool "sticks*' the cua* 
tnratt, prevents his com ins bnck— 
not the dealer. The powerful 

•5, SAMSON PUNCH 

■ 'X ike Liberty Bonds, is s good in* 

I vestment any way you taka it. 

I r The Samson creates sstiefaction 

V and confidence toward the 

# * dealer, because it delivers the 

\ \ highest punch service, 
w \ For punching any sheet metal, 

m Write tor % leather, paper, fabrics, firing 

f Proposition \\ » h « »•««“ "»«• °J *“ ‘J** 
\\ greatest variety of trades, the 
# Prices EU 1 \ Samson assures unqualified sat* 
J V isfaction. It punches an accur* 

€/' V rate, clean, btrrr-free hole with 

minimum effort. The same tool 
head takes seven interchangeable sise dies—from 1/10" 
to dismeters. Nickel plated. Simple in construc¬ 
tion. Made to last. 

MCflMESmiMCE CORPOMTIOIL 351 kg St, BrosM y , N. V. 


BARTLETT Compound Lever 


SNIPS and 
PBUNINO 
TOOLS 


The Compound Lover gives an oven cutting. 

The combination of the best tool steel and the patented 
compound lever makes a mechanic's snip for hard, dif¬ 
ficult cutting. Made in all sites. Fully guaranteed. 
Dealers are invited to write for full particulars. 

Our tree trimmers andpruners are made on the com¬ 
pound lever principle. They are practical and satisfac¬ 
tory. Write for catalog. Address 

BARTLETT MANUFACTURING CO. 

38 S. Lafayette Ave. Detroit, Mich. 



SANITARY TOOTH BRUSH HOLDER 

Sena on Sight 
Has CAPACITY and 
8TTLB 

This is sn attractive 
Bathroom Fixture. Is 
stamped out of one 
piece of sheet steel 
and beautifully enam¬ 
eled. 

A SPLENDID 
RETAIL ARTICLE 

The holder is a self-seller and carries a profit to the 
dealer. Send for illustrated circulars. 

B. J CHUBBUCX C0„ Dept. 5 
Coast Distributors 

731 Market Street San Francisco, CaL 


z TheJoe\ 
/ Welsh leader v 

Robertsons Original | 
W "Telarana Nova"/ fj 

X No Knots - No Splices fj 
\jL Strong. Durable. 
Invisible. 

JOE WELSH 

PASADENA 

CALIFORNIA 

Solm Agent U. S. and Canad a 


604 pounds of salmon with 
s No. 1 Joe Welsh Leader. 

—This is one month's fish¬ 
ing in Newfoundland and at 
the end of this rigid test— 
the gut showed no signs 
whatever of wear. 

—"Some leader I" Yes — 
the Telarana Nova, made In 
Scotland, in five breaking 
strengths of 30, 16, 10, 7 
and 4 pounds—lengths 3, 6 
and 9 feet. Worth 80 times 
its cost to yon. Send this 
sd and 26c for 3 - foot 
sample. 

Dealers write for 

booklet and pricea 




W’m 



We manufacture everything from dependable hand fire 
extinguishers to large chemical engines and chemical 
tanka for fire department service. There's rood profit 
in being onr agent. We carry the stock, writs us for 
catalog and special hardware disco unts. Manufacturers 
of Fire Apparatus. O. J. CHILDS 00., Utica, N. Y. 


Mason 
Tool Bag 


I/ 1 

If * I '■ 

U V/ Nl 


Wo Manufacture 

Mason's, Electrician's, 
Plumber's Tool Bags. Au¬ 
tomobile, Auger BlL 
Punch and Chisel Rolls, 
Coal Bags, Horse's Food 
Bags, Couoh Hammocks, 
Carpenter's Aprons, 
Grass Catchers and other 
Special ties. 

Send for Catalogue 

EXCELSIOR BAG 
a MFG. CO, Inc. 

TKOY, N.Y. 


PELOUZE 

New Hanging Scale 

Q Capacity 

20 lbs. by otm. 

i£ $ il The Dial is 

V*y.jjF large and dia- 

tinct - finished 
V with glass sash 

and nickel plat- 

ed rim. 

/ \ Very sensitive 

[ j and accurate. 

I j Approved b y 

V,-^7 the Department 

of Weights and 
No. ioi Measures. 

MADE IN SBVBRAL STYLBS 

Pelouze Manufacturing Co. 

CHICAGO 

Manufacturers of Family, Candy, Market, Dairy 
Postal and Ice Scales 


San Francisco 


EWING-LEWIS 00. 
Representatives 


Lob Angelas 
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ESTABLISHED IN 1834—THE OLDEST HOUSE IN THE BUSINESS 


“MODEL” ROASTERS 

The Boaster of Satisfaction 

Manufactured by THE CENTRAL STAMPING COMPANY’S original 
process of reverse stamping whereby all unsanitary and unsavory ridges 
are eliminated. Made in Plain Metal, also enameled in three colors. 


Seamless 
Sanitary 
Self-Basting 
Self-Browning 
Satisfactory 

ONE PIECE BODY 
(Makes Cleaning Easy) 

MAKES ROASTING A 
PLEASURE 
(No Basting Over Hot 
Oven) 


Bins Glased Enamel 

Represented in California 
by 

BABRETT * BOSS 

91 New Montgomery Street 
San Francisco, Cal. 

In the State of Texas 
by 

O. V. MTLT.ART) 

San Antonio, Texas 


TRADE MARK 

Fiah Racks can be fur¬ 
nished for use with the 
roaster, but are not in¬ 
cluded unless ordered 
extra. 

TWO SIZES 
Small Holds 

10 Lb. Round Roast 
8 Lb. Rib Roast 
8 Lb. Leg of Lamb 

1 10 Lb. Turkey or 

2 4 Lb. Chickens 


Large Holds 

18 Lb. Round Roast 

14 Lb. Rib Roast 

15 Lb. Leg of Lamb 
1 16 Lb. Turkey or 
3 4 Lb. Chickens 

Small 10% * in. x 15% • in. 

including Handles 17-in. 
Large 11%-in. x 17%-in. 
including Handles 19 %- 
inch. 


Best Shape and 
Construction 
For Efficiency 


HAS HOT AIR 
JACKET 

(Prevents Burning) 

CLOSE FITTING 
HANDLES 
(Economy of Space) 


Gray Mottled Enamel 


Represented in the States 
of Washington, Montana, 
Idaho, Oregon, Colorado 
and Utah by 
FRED A. LEE 
1626 Thirteenth Avenue 
Seattle, Wash. 


“Model’ Extra Large Roaster 

One Size 12% in. x 18% in., including Handles 20% in. 

Two Finishes—Polished Sheet Steel and Blue Glazed Enamel. 

THE CENTRAL STAMPING COMPANY _ NEW YORK 
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KEELERS 

41 Pibrotta ” Keelers 
make excellent refrig¬ 
erator drips. They will 
not rust, leak nor fall 
apart. They are also 
used as small wash 
tubs. 

In restaurants and ho¬ 
tels they are used in the 
kitchen for holding cut 
vegetables, butter, sil¬ 
ver, etc. 

We make an oval keel- 
er that is the finest 
baby bath on the mar¬ 
ket Better than metal 
because it doesn’t let 
the water cool so quick¬ 
ly. And there are no 
sharp flakes of enamel 
to chip off and they 
cannot rust. 

These points help you 
sell them. 



“PIBBOTTA” SPITTOONS 

Pibrotta” Spittoons look well any¬ 
where. They are particularly good for 
offices, hotels, saloons, restaurants, 
cafes, and also for use in* private homes. 
Their glass-smooth surface absorbs no 
moisture and retains no odors. They 
are easily disinfected. Cut at right 
shows top being removed for cleaning. 
Made in five styles, fully described in 
our catalog. 



Tap This Source of 
Good Will and 
Profit 


“Pibrotta” is a wonderful mate¬ 
rial that has brought good-will 
and profit to hardware men all 
over the country. 

It gives lasting satisfaction and 
confidence in your store and the 
goods you sell. Once sold on 
“Fibrotta,” people become regu¬ 
lar customers. 

Some “Pibrotta” products are il¬ 
lustrated. Read about them. And 
then write for our latest catalog. 
We will gladly send it. 

pORDLEY DU AYES 

O O L E R Ixl Ieadquarters 

40 Leonard St., New York City 




UMBRELLA STANDS 

The best-looking um¬ 
brella stand and the 
most satisfactory. Used 
in private homes, clubs, 
hotels, restaurants. 

Won’t scratch polished 
floors and won’t leak 
or rust. 

Gives the customer 
good service and you a 
good profit. Act now 
and get our catalog. 




There is a big demand for these in 
butcher shops and delicatessen stores. 
The butchers put sausage meats in 
them. The grocers use them for hold¬ 
ing pickles, kraut, salads, etc. 

As washtubs they have the prime requi¬ 
site of a good tub—they never leak. No 
staves to warp, split or fall apart. No 
metal to rust. Light, strong and dura¬ 
ble. A good line to carry. 
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Stanley Garage Hardware 

is especially made for garage service. It satisfies the simplest or the most 
elaborate requirements. 

Stanley Butts, Hinges, Bolts, Pulls, Latches and Stanley Garage Door 
Holders are of the highest quality, and can be relied on absolutely. 

Stanley Garage Hardware is sold quickly, and 
it makes money for you easily. Write for our 
booklet “ Selling More Stanley Garage Hard¬ 
ware* ' today! 


Now York 

100 Lafayette Street 


New Britain, Conn., U. S. A. 


Chicago 

73 East Lake Street 


Manufacturers of Wrought Bronze and Wrought Steel Hinges and Butts of all kinds, 
including Stanley Ball Bearing Butts. Also Pulls, Brackets, Chest Handles, Peerless Storm 
Sash Hangers and Fasteners, Screen Window and Blind Trimmings, Twin Rolled Box Strap¬ 
ping and Cold Rolled 8tripps Steel. 

Stanley Garage Hardware is adaptable for factory and mill doors. 
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' DEVELOPING YOUR LOCAL MARKET 

There are two types of men in business in 
qvery community—storekeepers and merchants. 
Storekeepers have goods for sale; merchants 
sell goods. Success in retail merchandising really 
rests largely on this distinction. The man who 
is too busy to do anything except take his cus¬ 
tomer's money when the customer happens to 
0ome after the goods, never develops his busi¬ 
ness beyond the storekeeping stage. 

The real merchant is the man who senses the 
Undeveloped demand for goods in his town, and 
proceeds by modern selling methods to arouse 
that demand, and supply the latent needs of his 
trade. 

The common necessities of life are easily sold. 
People must have them. But in selling the 
higher grades of goods, the merchant's patrons 
must be aroused to a realization of the comforts 
and even necessities they should have if they 
are to get the most out of existence. 

The successful merchant is the man who 
energetically studies the homes of his commun¬ 
ity. He makes it his business to educate his 
trade to the real need of proper equipment and 
conveniences in their homes. 


ERRORS IN STORE KEEPING 

I listened with deep interest to the remarks 
of a successful^nerchant the other evening. He 
had pushed himself up. His store had gradually 
grown from a little shop to a trade emporium. 
He has every detail of his business in hand, and 
he is properly regarded ris an authority on how 
a retail business should be conducted. 

Some one asked him to name a few of the 
most common errors of store keeping, and he 
stopped in the midst of his interesting address 
to state a half a dozen; and here is what he said: 

First—Inattention to customers and of the 
business at hand. 

Second—Failure to meet the customers with 
a smile and to express by his actions and words 
his keen desire to serve. 

Three—Making jests, side remarks, or hag¬ 
gling with a prospect. 

Four—Showing no interest in the transac¬ 
tion, and thus giving the customer the impres¬ 
sion that he neither cares nor knows about the 
article or whether it will satisfy the expecta¬ 
tions of the customer. 

Sixth—Showing a marked desire to sell the 
article in hand and being backward to bring 
out other styles of the same thing, and submit¬ 
ting them for comparison and consideration. 

Read the above paragraphs carefully, give a 
minute of attention to each to decide whether or 
not this applies to you. Then if the shoe pinches, 
make a resolve to correct the error, and thus 
move your business up another peg. 


Bonds or Bondage? 


TRUSTWORTHINESS 

To be trustworthy—to be singled out as one 
who is reliable and dependable; one wfco 
accomplishes things—is a wonderful asset. 

A man may be loyal and devoted to the 
firm's interests, justifying their fullest confi¬ 
dence; another may be diligent—even compe¬ 
tent. The third may be industrious, but still 
none of them may be trustworthy. 

The loyal man may not be competent; the 
one who is diligent and capable may possess 
eccentric tendencies which minimize his efforts, 
and the one who is industrious may be one who 
makes many mistakes. 

But the trustworthy man is the one who can 
at all times be counted upon to do his tasks 
in the way in which they should be done. 

Experience has taught him how not to do 
things—what to avoid—as well as the knowl¬ 
edge of the correct way in which they should 

be done. . 

Trustworthiness, like many other desirable 
qualities, can be acquired, but its acquisition 
requires constant effort. 


LEST WE FORGET TO DO OUR PART. 

For beauty of expression and phrasing, for 
imagination, vision and soul-reaching appeal, 
we commend this excerpt from a letter of an 
anonymous American soldier: 

“They say, who have come back from Over 
There, that at night the troubled earth between 
the lines is carpeted with pain. They say that 
Death rides whistling in every wind, and that 
the very mists are charged with awful torment. 
They say that of all things spent and squand¬ 
ered there young human life is held least dear. 
It is not the pleasantest prospect for those of 
us who yet can feel upon our lips the pressure 
of our mothers' good-bye kiss. . . . But, 

please God, our love of life is not so prized as 
love of right. In this renaissance of our coun¬ 
try's valor, we who will edge the wedge of her 
assault make calm acceptance of its hazards. For 
us, the steel-swept trench, the stiffening cold— 
weariness, hardship, worse. For you, for whom 
we go, you millions safe at home—what for you? 
. . . We shall need food. We shall need 
care. We shall need clothes for our bodies and 
weapons for our hands. We shall need terribly 
and without failure supplies and equipment in a 
stream that is constant and never-ending. 
From you, who are our resource and reliance, 
who are the heart and hope of that humanity 
for which we smite and strive, must come these 
things.'' 

(Signed) CITIZEN SOLDIER No. 258, 
-th District, National Army. 


Always try to do your best, but not your 
friends. 
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Merchants Learn by Criticism 

Suggested 44 Baby Plate” Sale Used to Good Advantage 


A PEW days ago a merchant from a nearby 
town, being unable to secure a certain 
line of dishes, called on Spelger & Hurl- 
but, Seattle, thinking they might be able to 
furnish the line desired. 

As is well known, there is & shortage on 
many lines of chinaware, and the merchant was 
not able to secure just what he wanted. It is 
typical of the spirit of this institution that they 
will go to any length to accommodate a friend 
or help them out of a dilemma, and they 
brought out some small soup plates of a line 
that did not seem to be in demand, thinking 
that the country merchant might be able to sell 
them. 

True, they had been in stock for some time, 
but the hospitable people of Seattle did not 
seem to think they wanted small soup plates. 

Perhaps as Hooverized conditions progress 
they will be just the thing a little later. Never¬ 
theless, the merchant ridiculed the idea, re¬ 
marking that such soup plates were only fit for 
baby plates. 

Baby Plates! Presto. 

“There is an idea,” thought Spelger. 
“Baby plates! There has been a demand for 
children’s dishes that could not be supplied. 
Why have I not thought of it before? The man 
ridiculing the idea has given me a suggestion. 
We will get out our stock. We have had them 
a long, long time. 

“We will fix up a sales window, and baby 
plates and children’s dishes will be in demand.” 
And they did. 

And if you know the spirit and enterprise 
back of this progressive institution, you don’t 
need to be told that the sale was a success, and 
a big one, and it resulted in other lines of chil¬ 
dren ’s goods being sold. This is what so many 
retail merchants neglect—profiting by sugges¬ 
tions. How many merchants would have put 
the plates back in stock without a thought of 
utilizing the criticism to his own advantage ? 

It is this being receptive to new ideas, get¬ 
ting in touch with your customers, and obtain¬ 
ing their viewpoint—their suggestions and crit¬ 
icisms—that will help you dispose of your mer¬ 
chandise. 

Cash In on Tour Old Stock. 

If you don’t turn your dead stock into 
money now, you never will. With the diffi¬ 
culty of obtaining new lines of merchandise, the 
shortage of goods, the embargo on freight, if 
the retail merchant don’t turn his dead stock, 
or the stock which he has accumulated and 
stored away for which there is no demand—if 
he don’t make an effort to turn this into money 
now, he had better junk it and use the space for 
something else. But why junk it? 


There is use for almost every line of mer¬ 
chandise that is made. If not for the particular 
purpose for which it was bought,, get it out, dis¬ 
play it, call the attention of your customers to 
it. Perhaps they will give you an idea or sug¬ 
gest a use to which it might be put that you 
never dreamed of. 


SELLING AT A PROFIT 

Selling goods without profit is injurious to 
manufacturer, jobber, retailer and consumer. 

It destroys reputation, depreciates quality 
and leaves ruin and demoralization in its path. 

It is the father of deception, misrepresenta¬ 
tion and business hypocrisy. 

It creates strife, discord, distrust and dis¬ 
honesty. 

It opens the doors of bankruptcy and closes 
the gates of opportunity. 

It deprives honest effort of reward and puts 
a premium upon lying inconsistency. 

Its pernicious influence forces all to a com¬ 
mon level. 

Cutting the price merely for the sake of get¬ 
ting an order regardless of the fact that you 
obtain a mighty small margin of profits, is 
mighty poor business and a decidedly danger¬ 
ous practice to follow. 


SAME OLD TROUBLE 

Same old musty, dusty store, 

Same old dealer—time galore. 
Same old fixtures, same old stock, 
Same old hammer, same old knock, 
Same old books—an awful bore! 
Same old ignorance of store. 

Same old cobwebs, same old flies, 
Same old “I can’t advertise.” 
Same old failure—same old wail— 
Same old common sheriff’s sale! 


THE FAITH NEEDED TODAY 

Faith is needed all the way. 

Faith to toil and. faith to pray, 

Faith to learn and faith to teach, 
Faith to practice, faith to preach, 
Faith to start each day anew, 

Faith to do our duty, too; 

Faith to help the weak along, 

Faith to bear, in patience, wrong, 
Faith to smile though sad within, 
Faith to conquer every sin, 

Faith to ask Him for His care 
While we earthly trials bear: 

Faith to smother every sigh, 

Faith to live and faith to die. 

—Anna Pembroke Hannon. 
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How the Deader Can Adjust His Business 

By E. L. Howe, Retail Store Section, United States Food Administration 


T HERE is no more willing team worker than 
the so-called “small” retail merchant, 
when it comes to responding to the call of 
his country. He is always glad to do his part in 
public service, provided that part is clearly 
pointed out. 

War has brought very definite duties to all 
retail merchants in the shopping districts of big 
cities, or in the villages and towns. Upon good 
team work with the government depends not 
only our success in winning the war, but the 
efficiency and prosperity of our merchants’ own 
business. For war times are not peace times, 
and the mercantile methods of normal years 
require adjustment to the new conditions of a 
war emergency. 

Conserving Labor 

The first great demand upon the merchant 
was for conservation of labor. He had to adjust 
his business to the new conditions when em¬ 
ployes, or perhaps his sons, were called into the 
fighting forces. It is now pretty well understood 
that no merchant, large or small, can employ 
unnecessary labor in his business. This was not 
recognized until it came as a war measure, but 
now that the adjustment is being made, business 
men see that it was also a peace measure—that 
the new arrangement will probably not only 
continue after the war is ended, but that it 
might have been made in part, at least, before 
the war was declared. 

Some retailers are inclined to protest that 
they do not employ unnecessary labor. But 
there are few who, after a careful analysis of 
their business organization today and a com¬ 
parison with the same organization a year ago, 
will not find that too many people were em¬ 
ployed for the work to be done, or that unnec¬ 
essary work was being performed, adding to the 
expense of the business and the cost of mer¬ 
chandise to the public. Careful rearrangement, 
releasing workers who are needed elsewhere, 
either on the fighting line or in the making of 
war material, is a definite public service. 

Working With Other Business Men 

A merchant must work with his fellow mer¬ 
chants, and with the manufacturer, the banker, 
and the farmer, the professional man and the 
housewife, to bring about a new utilization of 
our human resources. 

In adjusting his business to this new need he 
will find that he is not only helping the country, 
but putting his business on the best possible 
basis for meeting the situation that will have 
to be faced with the coming of peace—a situa¬ 
tion that will. call for lower operating cost, 
larger turnover on more moderate margins of 
profit, more energetic dealing with competition 


as a result of changed conditions in Europe, 
and greater efficiency in every way. 

Tke Dealer’s Influence 

In connection with the conservation of food 
and other necessities the retail merchant is in a 
peculiarly good position to place the message 
of the administration squarely and convincingly 
before his community. In the first place he is 
well known, he has the respect and confidence 
of his clientele, he has the reputation of meaning 
what he says, and he can influence the thought 
of the public in his immediate territory. 

He may and should do this in his advertising 
by announcements of the rearrangements that 
people should make in their buying schedules. 
He may and should do it by window displays, 
visualizing conservation. He may and should 
do it in his own living and buying and in his 
contact with his fellow men. He should first 
instruct every one of his employes as to their 
obligations in conservation so that all will live 
according to the recommendations and instruct 
their families to do likewise. 

The small retail merchant, by his influence 
and example, can be of tremendous assistance 
to the people of the world in this critical period. 
He may supplement his other work by taking 
an active part in the display and distribution 
of the posters which are being used in connec¬ 
tion with the pledge card campaign, and by hav¬ 
ing cards printed with conservation slogans and 
enclosed in merchandise packages. The daily 
papers are carrying conservation messages from 
the administration that every merchant can 
utilize. In addition, all the trade papers publish 
ideas and details wherefrom he may obtain defi¬ 
nite information. There is a fund of opportuni¬ 
ties for the small retail merchant to help if he 
will fully appreciate the gravity of the situation. 
It is a problem that will not solve itself and in 
fact cannot be solved without the fullest coop¬ 
eration of all those who will benefit by the solu¬ 
tion or who will suffer by a failure to solve it. 


If you think you’re outclassed, you are 
You’ve got to think high to rise, 
You’ve got to be sure of yourself before 
You ever can win a prize. 

Life’s battles don’t always go 
To the stronger or faster man; 

But soon or late the man who wins 
Is the one who thinks he can. 

—Walter D. Wintle. 


Operating on the railroads in Washington 
makes it a Capital operation. 


It is better to have tried and won than never 
to have tried at all. — 
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How You Help the Catalog House 

(Copyrighted, all rights reserved) 


W ITHOUT doubt the business of the cata¬ 
log houses today would be a large per¬ 
centage less than it is if they had never 
received any help from the retail merchants of 
the country. Possibly the catalog houses would 
never have prospered enough to cause any such 
development as they have experienced if the 
merchants had not helped their cause. 

A very considerable portion of the blame 
for the success of the catalog houses of the 
country is squarely up to the home merchants. 
If this help you have given has been of an in¬ 
direct sort, it has none the less been help and it 
has counted against you. It has produced re¬ 
sults. 

How Have Too Helped the Catalog H o use s ? 

For one thing, you have helped them by 
tirades of abuse. To have damned them with 
faint praise might have worked to your advan¬ 
tage, but to damn them utterly and to condemn 
them as crooks, as grafters, as parasites, as de¬ 
stroyers of the prosperity of our country towns, 
whether the accusations have been true or false, 
has worked to their advantage in two ways. It 
has created the usual sympathy the public feels 
for any person or thing made the object of 
abuse by some one who seems to be jealous, and 
it has created a distrust, not to say disgust, to¬ 
ward you who do the damning. 

When we so far forget ourselves as to let 
our animosity toward a competitor in our own 
town or in a distant city crop out, we do some¬ 
thing toward developing interest in that com¬ 
petitor. 

The person who is a regular customer of and 
a believer in the mail order house is going to 
take personal offense at the abuse we heap 
upon that house. He is going to feel that a 
certain proportion of that abuse is directed at 
him, that we are criticising his judgment in 
electing to buy from that source. Naturally 
he will in his own mind and perhaps openly 
defend his course and the honesty and fairness 
of the catalog people. That is just what will 
do the mail order house the most good and do 
us the most harm, and go furthest toward fixing 
in that customer the determination to continue 
to trade there. 

Anything we say or do to give the public 
the impression that we are trying to dictate 
where it shall or shall not trade will create a 
feeling against us. People are very ready to 
stand up for what they consider their rights. 

Knock as Good as a Boost. 

Knocking the catalog house then, means 
boosting it. This does not mean that we must 
throw bouquets at these competitors, but that 


when we knock them we show we are sore. 
People know we would not be showing that bit¬ 
terness unless those competitors have succeeded 
in cutting into our business. 

If you have some good, sensible argument 
against a catalog house, it may be used if han¬ 
dled in the right way, but merely indulging in 
vituperative abuse is a great mistake. 

A good many merchants have gone so far as 
not only to curse the mail order folks verbally, 
but to condemn them in their printed adver¬ 
tising. I can just imagine that the advertising 
managers of some mail order houses have 
chuckled many times with glee over the free 
advertising they have had at the expense of 
retail merchants who seemed to think that ad¬ 
vertising the catalog house success would hold 
trade at home. 

•‘Do” in Place of •'Don'i.” 

Too much of the anti-mail order work done 
by merchants, and by chambers of commerce, 
too, has been of the “Don’t" instead of the 
“Do" sort. We have occupied our time and 
our advertising space with telling people not 
to trade away from home, not to send money to 
mail order houses, not to take chances on mail 
order goods, when we should have been telling 
them what they should do. 

We ought to be telling them to buy this or 
that from us, calling attention to the superior 
value of our offerings, of our service, of our 
guarantee, etc. 

It is an acknowledged fact that the influ¬ 
ence of our advertising is infinitely greater 
when we suggest doing something than when 
we suggest not doing something. Let’s deal in 
positive rather than in negative suggestion. 

We have done a world of good to the mail 
order houses by claiming we could sell “just 
as cheap" as they sell. In this way we have 
accepted them as the standard. When we say 
our goods are “just as good" or “just as 
cheap" as those of some one else, we imply that 
the other fellow established the quality or the 
price and we have tried to meet it. It is nat¬ 
ural for the buyer to give preference to the 
originator. 

Try This Suggestion. 

Why not put this kind of talk the other 
end first? Why not admit, if we must admit 
anything, that the mail order house may sell 
as good goods as we do, sometimes, or sell as 
cheaply as we do, sometimes? Why not cause 
the public to think of our stores as the standard 
of the comparison? 

In the matter of price we have helped the 
catalog houses many times aver. We have Stub- 
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bomly adhered to a long profit and a slow turn¬ 
over when we might have been making a good 
deal more money by taking a shorter profit and 
thus speeding up the business. 

Like the man who held onto his Civil War 
calicoes for half a century because he could not 
get cost out of them, we have refused to sell 
our goods at mail order prices (on the basis of 
the delivered cost of such goods) with the re¬ 
sult that we have lost the trade we might have 
had and a large amount of business that has 
gone along with it at prices equal to or above 
those we normally receive. 

We have made purchases of goods that we 
could have featured with a good profit at prices 
below normal and we have chosen to try for an 
abnormal profit rather than for the quick sale 
and the reasonable return. 

We have allowed prejudice against cheap 
grades of goods to keep us from stocking them 
when we ought to have known that we have 
hundreds of customers and possible customers 
who want cheap goods, whose circumstances 
necessitate *beir buying cheap goods. 

It all counts for the mail order man when 
we take thfe position that our trade is a good 
class of trade and that our people want good 
goods and that consequently we would be fool¬ 
ish to carry anything else. 

80U What People Want 

If people want cheap goods and we do not 
have them, they will send for them and we can 
not blame them. It is all very well to say that 
if we do not have the cheap goods they will buy 
the better ones and appreciate them all the 
more. That is easily said but unfortunately in 
the long run it is not true. People insist upon 
having what they want. 

If we do not have the cheap goods, it is 
harder to sell the good goods. A customer 
comes in with a low priced purchase in mind. 
If we have the cheap article and can show it 
and call attention to the difference between 
that and the better one, he is very likely to buy 
the better and be pleased. If we do not have 
the cheap goods, anything we say to their detri¬ 
ment sounds false and hollow and prejudiced. 
The customer thinks we are merely trying to 
sell what we have because we have it and he 
decides not to buy until he has seen the cheaper 
goods elsewhere, or he buys by mail. 

Low priced goods, cheap goods, if you prefer 
that term, help to draw trade we otherwise 
would never see because people who want cheap 
goods, who haven't the money for better goods, 
will not even try the store that has the reputa¬ 
tion for carrying only higher priced lines. 

Many Want Price. 

One of the very best ways of helping the 
catalog house is by refusing to carry cheap 
goods. This necessitates taking the extremely 


unfortunate position of condemning a competi¬ 
tor because he sees fit to offer a grade of goods 
we do not offer. We can never bring the pub¬ 
lic to see this as we see it. The people insist 
upon looking at the price as well as at the qual¬ 
ity. The mail order quality, in the catalog at 
least, looks well enough, and what we say 
against it can not be made to sound unpreju¬ 
diced. 

The jobber or the manufacturer from whom 
you buy usually likes best to sell his higher 
priced goods and you will meet with little en¬ 
couragement from him in buying cheap goods 
with which to meet mail order competition, but 
the way to manage your business is to manage 
it, buying according to the actual needs of the 
case rather than according to the inclinations 
of the salesman who is showing you the line of 
samples. 

Perhaps you need not buy many cheap 
goods, only enough so you will have them to 
show. Depend upon salesmanship to make the 
cheap stock last and to sell the better goods, 
but if you want to hold your own against the 
mail order catalogs, have some goods that 
matches theirs, quality for quality and price for 
price. 

And of course you have helped the mail or¬ 
der houses if you have been an inefficient mer¬ 
chant; an unsuccessful merchandiser, keeping 
your store in a shiftless, haphazard way. This 
is an indirect way of helping them but it helps 
just the same. The man who is a poor mer¬ 
chant is always easy for his competitors. If 
your hottest competitor should suddenly give 
up trying to run a good store and drop into 
slipshod ways, ceasing to advertise and spend¬ 
ing his time sitting at his desk with a cigar in 
his mouth and his feet on the desk while he 
cursed you and all the rest of his competitors, 
wouldn't he be doing more to help your busi¬ 
ness than any plan you yourself could put into 
operation ? 

If you are not a good merchant, if you give 
poor service to your customers, treating them 
carelessly and doing just as little as you can 
for the profit they pay you, you may be sure 
you will never keep anyone from sending or¬ 
ders to the catalog houses if they have incli¬ 
nations that way. 

You see, you help the mail order houses by 
your sins of omission as well as by your sins 
of commission. The sooner you cease to do 
anything for their advantage, the sooner you 
will get your share of the trade that ought not 
to be going away from home. 


Some folks try to get up in the world by 
throwing stones at men who have reached the 
top. 


The man who does things is seldom her¬ 
alded by an advance agent and a brass band. 
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THINGS WORTH WHILE 

(By Q. 8. Hamrick.) 

Aluminum cooking utensils have come to be 
not only a household word, but a necessity. 
We do not believe that the average merchant 
nr salesman studies aluminum as thoroughly as 
they should in order to sell the people what 
and all they should buy. 

The public are aware, in a general way, of 
the merits of aluminum, but are open to advice 
and instruction as to specific reasons why bet¬ 
ter results can be obtained by the use of alumi¬ 
num, and especially is this true by using cast 
aluminum, which has a thickness of wall that 
adds much to the efficiency. 

Give a Beal Season 

A salesman or saleslady, on being asked 
what is the difference between an article being 
shown at $1.75 and a similar article at $2.50, 
should be able to give an explicit reason and 
not simply answer seventy-five cents. 

A merchant carrying too many brands, try¬ 
ing to find what his patrons want, is unable 
to get satisfactory results to himself or his pa¬ 
trons: First, because he has not a complete 
line of sizes in any one make he is showing. 
Now, as to aluminum known as stamped or 
spun, there is but very little difference in 99 
per cent pure aluminum in any brands on the 
market. The greatest obstacle the salespeople 
have to overcome is that certain brands have 
been shown to consumers until they have be¬ 
come familiar with them and do not realize 
that almost any make of aluminum on the mar¬ 
ket has the same value. 

This is largely because salespeople are not 
familiar with values. Know your line, show 
your line, stock your line more completely and 
uniformly, and let us help you to build a much 
better and more satisfactory aluminum business 
by stocking lines of merit, that you can replace 
your shorts of today or tomorrow. 

HELPFUL HERBERT 

What a friend we have in Hoover, 

All the skins and thieves to bare. 

What a surplus fat remover, 

All our hungry pangs to share. 

Ever present help in trouble, 

Guide, philosopher and friend. 

Pass the shark-meat and fried stubble. 
Will the conflict ever end f 

Have you trials or temptations 
When the appetite you’d curb? 

When you would exceed your rations, 
Take it up with Uncle Herb. 

When spaghet’ you can’t maneuver 
And fried parsnips you abhor, 

Take your troubles all to Hoover— 

That is just what he is for. 


A SMALL TOWN, A LIVE WIRE, AND HOW 
HE GREW 

You are in a small town, and every once in 
a while you tell yourself in a quavering tone 
of voice that it is a dead one. In your line 
there is little trade, and less cash. 

Hard lines, hard lines, brother! Let us weep! 

Some years ago a young man was located in 
the country who wasn’t ever in a town. His 
shop was at a crossroads. He was eighteen 
years of age, and he had about as many dollars 
of capital. His stock was worth some two hun¬ 
dred dollars, and he owed for most of it. Com¬ 
pared with him you are bloated bondholder, 
doing a rushing business. 

Of course, the young man became disgusted, 
closed out his business, and got a job at some 
line of work. 

That’s what he didn’t do. When trade was 
dull he put his stock in a wagon, and carted 
his goods from farmer to farmer. If they 
wouldn’t buy for cash, he took live stock and 
farm produce. This opened his eyes to what 
the farmers needed in the hardware line, and 
he specialized on that. He found just what kind 
of price and articles they needed, and he went 
from place to place making his sales. He 
learned so much of business that the little place 
could not hold him, and he located in one of 
the large cities. Today he is the proprietor of 
the largest hardware store in that city, and is 
doing a thriving business. 

What that young man did was to create 
Us opportunities. It took a lot of planning and 
thinking to do this, and he made many experi¬ 
ments before he found himself on the right 
track. But when he assured himself that he was 
on the trail of opportunity, he developed it to 
the limit. 

This land and these days are the highwater 
of opportunity. Our country is so rich, life is 
so varied, civilization is so complicated, and the 
world is so willing to reward those who well 
serve it, that every one, everywhere, any time, 
can turn his footsteps to business success. 


The best way to break an old habit is to 
form a new one. If you feel that you must 
celebrate the coming of a new year by dropping 
something, let the habit of saving and buying 
war stamps and certificates take its place. This 
not only may make it easy for you to “swear 
off,” but may give you such a practical insight 
into the fundamentals of finance that you will 
date your success from the beginning of 1918. 
Besides you will be helping to win the war, and 
every one has to help if this war is to be won 
by the side in which we are interested. Let 
Uncle Sam help you to form the saving habit. 


“Germany is suffering from a bad drouth.” 
“Indeed! It seelns to me she’s suffered 
more from a bad reign.” 
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Advertising 

E VERY live, enterprising merchant is inter¬ 
ested in any way that will make his adver¬ 
tising more effective, that will bring peo¬ 
ple to his store, that will cause them to talk, 
arouse interest in his goods, and what is more 
important, result in making more sales. 

All advertising is good; some of it, of course, 
is more effective than others. The advertising 
matter that manufacturers are glad to distrib¬ 
ute is one way many merchants have found 
most profitable, even if nothing more than tie- 
in g up the literature with packages or sending 
it out to & mailing list. 



MISS MINNIE LAURANCE 

Who has developed sales window cartoons. 

Other manufacturers supply electrotypes, 
slides for moving pictures, advertising by cata¬ 
log, circulars, and using the local publications. 
All this has accumulative value, for advertising 
is designed not only to make people talk and 
think, but to create a favorable impression, and 
especially to get them to come and see what you 
have to offer. 

A Merchant’s Window 

Is one of the most valuable methods that can 
be used. People get in the habit of coming 
down your side of the street, crossing over if 
need be, to see what Smith Jones Co. have in 
their window today. 

Some merchants make a point of securing 
photos of current events that are transpiring, 
pictures of the war, pictures of inventions that 
are being made, but here is an absolutely unique 
way of advertising that must be credited to 
W. G. Ross, an enterprising merchant of San 
Bernardino, Cal. 


by Cartoons 

Mr. Ross himself is not the cartoonist. He 
is a man who does not believe in doing a thing 
simply because some one else does it, but is 
always receptive to new ideas. He is on the 
lookout for something new, something that is 
different, that the other fellow has not thought 
of. Miss Minnie E. Laurance conceived the idea 
of advertising by cartoons, and Mr. Ross was 
glad to co-operate with her, placing these car¬ 
toons not only in his newspaper advertising, 
but putting them in his window. But let us 
have Miss Laurance tell the story in her own 
words, which she is glad to do for the benefit 
of Hardware World readers. 

My idea of cartoons as a means of advertis¬ 
ing is, perhaps, not a new one, but the field 
is one which I believe should be more thor¬ 
oughly cultivated, for in it are unlimited at¬ 
tractions and advantages for the merchant. 
For instance, if instead of paying a news¬ 
paper man who probably knows less than 



NOT A DEPENDABLE TANK. 
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the merchant, and certainly cares less, a big 
price to run a two or three line ad in some 
out of the way corner of the ad section of his 
paper where no one but the typesetter ever sees 
it, he would devote a few minutes every day 
to a careful study of the public’s wishes, add 
a little more if necessary to the money he has 
heretofore been wasting, and call attention to 
his wares in a manner every one can under¬ 
stand, he has taken a step in the right direc¬ 
tion. 

This is where the cartoon shows its worth. 
People, especially the American people, are 
prone to look on the bright side of life; they 
want to laugh, and the merchant who has a 
laugh ready for them, either in his window or 
in his newspaper advertisement, is the one who 
wins their trade. There are people who don’t 
read, people who read but do not understand, 
or think, and there’s the man, perhaps a for¬ 
eigner, who can neither read or write; a dollar 
is just as good from one as from the other, isn’t 
it? The question is how to place your wares 
before all of them with the least possible cost 
to yourself, and I know of no better way than 
with the cartoon. 

As a window card, if the merchant will dress 
his window with wares he wishes to call atten¬ 
tion to, then place a cartoon depicting some 
event of local interest, politics perhaps, or 
whatever may be foremost in the public mind 



WAITED —aVACwt/m Cleaner 

Arr J y - CFfowTTTWCE 

at the time, in a conspicuous place, he will be 
surprised at the number of people who will be 
attracted to his place of business, and if out 
of the possible dozen who come to look only one 
or two stop in and make a purchase, has he 
not gained so much? 

The sketches have been so far mostly of 
the war, and Mr. Ross tells me that he has 



TheurWAaGiiCAT Reccing m BERLIN WhfuThc 
Kaocf Aahqunccd The Capture Or A BRITISH TANK BY 
TIE CROWN PRIMCES CRACK REGIMENT. ^ 


A GERMAN CAMOUFLAVCE 


The cartoons shown on these two pages are reproductions of what Mr. Boss has used in his sales window 
and which he Mis ns he has found very profitable in helping to draw customers. 
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found them of far more value than an adver¬ 
tisement in the paper, for he has found that 
eight out of ten people who pass will stop to 
look, and that it is not unusual for five or six 
to stop at the same time and comment on the 
cartoon and the window display. Mr. Ross 
keeps one sketch in the window several days 
or a week, then changes, and he says people are 
always anxious to know what the next one 
will be. 

Miss Laurence’s cartoons are of various 
sizes, ranging from twelve to eighteen inches 
in size to perhaps two by three feet, owing to 
the nature of the subject used. 

Mr. Boss Gives Us His Experience in Using Cartoons 

I have always found it much easier to sell 
to a man whose mind was pleasantly tuned 
than to one whose think tank was all stirred 
up with bile. 

We also believe that a man is more apt to 
return to a place about which he has a pleasant 
memory than one where he has been hit with 
a brick, so with this in mind Miss Laurance 
drew us a number of cartoons on various oc¬ 
casions, these cartoons varying from the cur¬ 
rent events of the day as their basis for fun 
to the various needs of the season in the hard¬ 
ware trade. 

To make a short story we will say that every 
picture or drawing of hers that we put in our 
windows causes ten people to stop and look 
and grin, where the ordinary window trim 
would turn the head of one. 

Like all other advertising, it is impossible to 
tell who came back for the hook after seeing 
the bait, but. this we are sure about, makes 
us many smiling friends. 





SOME INTERESTING THINGS 

What is the King of England’s surnameT 

Ans.—Windsor, by royal proclamation made 
since this war began. In proclaiming that he 
and his descendants would henceforth have that 
name, King George seemed to recognize his for¬ 
mer name as 4 ‘Saxe-Coburg and Gotha,” a Ger¬ 
man designation which he would now like to 
forget. There has always been much dispute 
about the royal family’s name. 

Kindly tell us how to pronounce “Bol- 
sheviki.” 

Ans.—The office of the Russian Consulate 
tells us the word is pronounced ball-she-vick-ee; 
the “e” in the second syllable is short; accent 
on the third syllable. The origin of the word 
is “bolshoi,” meaning “big extreme,” or 
“those who want more.” The Bolsheviki want 
all they can get and a little more. They would 
like all the property taken away from the pres¬ 
ent owners and turned over to the Bolsheviki. 

What would be the amount of money al¬ 
lowed each man, woman and child if the wealth 
of the United States were equally divided 
among them ? 

Ans.—If by “money” you mean actual cash, 
the amount would be between $30 and $35 for 
each person. If you mean property of all kinds, 
money, lands, buildings, animals, goods and 
possessions of every description, it would be 
about $1880 each. This is according to Treas¬ 
ury estimates made in 1916, which placed the 
total wealth at nearly 188 billions. Since then 
we have added perhaps two or three billions, 
and that might bring each theoretical share up 
to $1900. But if all the property were equally 
divided it would not long remain worth so 
much. The basis of property values is good 
order and good credit; if these were ruined, as 
they would be by violent division of property, 
universal poverty, distress and lack of employ¬ 
ment would most likely follow. 


THE END OP A HOOVER DAY 

(Sung to the tune of “A Perfect Day M ) 

I have come to the end of a meatless day, 

And peacefully lying in bed, 

My thoughts revert in a musing way 
To the food which today I’ve been fed. 
When I think of the cheese and the beans and 
fish 

And oysters I’ve had to eat, 

I’ve no regrets for the “good old days”; 

I really didn’t miss the meat! 

I have come to the end of a wheatless day, 

I have eaten no cookies or pie, 

I have had no bread that was made with wheat; 

It was made out of com or rye; 

And I liked it so well that when war is past 
And a glorious victory on, 

I’ll keep on observing “wheatless” days 
And I’ll eat “com pone” for fun! 
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An Aluminum Publicity Campaign 


T HE sale of aluminum cooking utensils 
would be greatly increased if proper atten¬ 
tion were given to publicity regarding 
their merits. With the opening of spring comes 
a splendid opportunity to push their sale by 
showing the advantage they possess over other 
metals for camp use. Hundreds are now de¬ 
parting on hunting expeditions; thousands will 
start on fishing trips in the early spring; and 
in the summer the whole world betakes itself 
to the woods for periods ranging from a day 
to a month. Think what it would mean if all 
these could become converts to aluminum in 
preference to the old tin utensils that rusted 
so easily and were just as easily put out of 
commission by the knocks they received! 

More and more it is becoming the fashion 
to take the women folks along on these trips 
to the wilderness—for the modern woman can 
fish and hunt, and ride and swim with the 
best of them. With all these new accomplish¬ 
ments she has not forgotten the domestic vir¬ 
tues of her grandmother, and the men have 
found it very different to come back to a meal 
prepared and served by a woman. To them, 
then, should especial appeal be made, for cook¬ 
ing is a woman’s province, and she appreciates 
far more than a man the desirability of having 
the most efficient tools. 

Suggestive Display by Table. 

It is needless to state that one of the most 
effective agents is the show window, and this 
was one of the methods used by the Sacramento 
Hardware Co. to get their line before the public. 
They showed a camp, the floor being covered 
with twigs and dead leaves, with bare branches 
overhead. In the rear was a canvas tent, in 
front of which stood a young woman in khaki 
suit, red bandanna handkerchief about her neck, 
high laced boots, and sleeves rolled up to her 
elbow, carrying an aluminum pan. 

A canvas roofed extension to the tent was 
shown at one side, with flap thrown back to 
show a stout wooden table, on which were 
aluminum cups and saucers, as well as salt cel¬ 
lar, pepper shaker and coffee pot. Down in 
front, at the other side, was a fire surrounded 
by stones (a red bulb in the midst of a pile of 
faggots), and over it was a folding camp stove, 
on the top of which were aluminum skillet and 
frying pan. A large card suggested: 

Back to Nature. 

Nothing does so much to put a person in trim 
for the toil and stress of daily life as a brief 
period spent in the open—among the woods and 
streams of the wilderness. 

In order to enjoy it to the utmost you want 
the most efficient cooking utensils, so that as 


little time as possible will be spent in the work 
of the camp. 

See to it, then, that you have Aluminum 
Kitchen Ware—the lightest, easiest to clean, 
non-rusting, wear-ever type. Come in today 
and look over our complete stock. 

Another Successful Method. 

Charles W. Loft us, hardware merchant, 
Chattanooga, Tenn., pushed his aluminum ware 
by having an Aluminum Week Sale, during 
each day of which he offered a single article 
at cost. The window contained two large cab¬ 
inets filled with aluminum utensils of all kinds, 
each with & little card announcing the price, 
while down in front on a green mat were the 
special sale articles offered at cost price. The 
special articles were shown & day in advance, 
with a card, “These Aluminum Kettles (or 
other articles) for Sale at Cost Tuesday.’* They 
realized that the public was mostly from Mis¬ 
souri and would delight being “shown,” so in 
the second window they followed a piece of 
metal from the time it first entered the factory 
until it emerged a finished aluminum utensil. 
A large card suspended from the ceiling ad¬ 
vised, “Prom Mine to Table.” At one end was 
a hemp banxite containing 25 per cent alumi¬ 
num. 

Next was a bottle containing a fine white 
substance — alumina, containing 50 per cent 
aluminum, which could be eaten without injury. 
Following this came ingots made from alumins. 
Next was sheet metal made from the ingots, 
which had been recast and rolled out into thin 
sheets. And finally the sheet stamped, cut and 
fashioned into the finished utensil. A card just 
back of the product suggests, “Replace your 
utensils that wear out with utensils that wear 
ever.” On a stand well down the front was a 
large aluminum fruit canner with card: 


| Cooks Seven Cans of Fruit or Vege- 
1 tables Over One Burner. WU1 Save Its 
I Cost in Fuel—and Economize Time. 

I 

I_ 


Inside a special cooking and canning dem¬ 
onstration was given by an expert. It may 
seem a queer time of the year to feature can¬ 
ning utensils, but the large attendance showed 
that the firm knew what it was about. In the 
early spring the farmers’ wives have the most 
leisure, and it is to the rural rather than the 
urban housewives that the hardware dealer 
should appeal—and they can come in, listen to 
the arguments in favor of the new ware, think 
it over, and make their purchases before the 
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rush of the fruit and vegetable canning season 
begins. 

Of course, in arranging this aluminum sale 
it should be well advertised in the papers, not 
only of the city, but also of the surrounding 
towns, so that a good audience is secured. 

Other Sales Besalt. 

In a demonstration of this kind arranged 
by the Bering-Cortes Hardware Co., Houston, 
Texas, the sale of stoves and ranges was linked 
up with the canning materials in a very effec¬ 
tive manner. In the center of their large win¬ 
dow was a gas range, and on either side coal 
stoves, all open, to show the ovens. On each 
was an aluminum kettle, while in front on an 
enamel top table were stew kettles, collanders, 
strainers, mashers, cake tins, etc. A white arch 
extended over each range, and on it were hung 
sauce pans and stew kettles. Prom the top of 
the arch between each utensil was dropped a 
ribbon of green, white or yellow, to the end of 
which was fastened a little card telling some 
particular merit of the stove. Another window 
showed “Aluminum Ware for the Baby,” and 
here on a table covered with white embroidered 
scarf were child’s plates, napkin ring, cup and 
saucer, and even light weight knife and spoon 
for the little fingers. 


ENTHUSIASM 

There’s a funny old quip about the tramp 
who wasn’t afraid of work—he could lie right 
down beside it, and go to sleep. When we first 
heard this we thought it very funny. We laughed 
immoderately, perhaps, but our serious second 
thought raises the question of what shall we 
think of the man who through lack of enthusi¬ 
asm, allows himself to lie down beside his work 
and go to sleep. 

It’8 wonderful what man can accomplish by 
injecting enthusiasm into his work. Very often 
it enables him to surmount the seemingly impos¬ 
sible because he can’t see anything ahead but 
success. 

Enthusiasm is the external evidence of an 
internal belief—that is, a putting of a man’s 
whole heart and soul into his work. Enthusiasm 
is the battery that furnishes the power to shoot 
the electrical current into every business con¬ 
tact. No enthusiast can ever exhaust his possi¬ 
bilities, because he is constantly generating new 
power within himself. 

To sum it up in a very few words, enthusi¬ 
asm is belief, courage and confidence in your¬ 
self, and a faith in and a knowledge of your 
goods, your firm and most men. 


Many a salesman in having his own way 
about selling goods has wondered why he has 
“met up” with disaster. Better steer clear from 
this frame of mind. 


SALES IDEAS RESULT FROM CRITICISM:. 

Elsewhere in this issue appears an item of 
how a live retail merchant developed a large 
sale on baby plates and similar lines. It came 
about as a result of a criticism intended some¬ 
what in the nature of ridicule, but it gave him 
the idea, and he was quick to take advantage 
of it. 

We will venture that in every merchant’s 
stock there are many similar lines. It is dif¬ 
ficult to obtain goods. Your customers are 
turning to various lines which a few years ago 
they would have ridiculed. Often you can dis¬ 
pose of these goods at a higher price than you 
originally intended. But if you don’t turn 
them into money, they are worse than useless 
on your shelves or under your counter or in 
your stockroom or warehouse. 

If you had silver dollars lying back out of 
sight, would you use them? Your merchandise 
represents an investment of silver dollars. You 
should, at least, get what they cost you in these 
times of advancing prices and scarcity of goods. 


TO THE PROFITEER 

Hark! don’t you hear it— 

The roar of the guns, 

The stab of the bugle’s note, 

The cry of the wounded, 

The snarl of the Huns, 

As they reach for your country’s throat? 

Don’t you hear the clear call: 

To arms, all my sons! 

By Columbia, in this her dark hour? 

Can’t you see soldiers dying, 

Christian blood as it runs 

From the bayonets of the German power? 

Americans now— 

In each walk of life, 

If need be must sacrifice all 
For the land that we love 
In the thick of the strife 

To o’erthrow the Despotic Thrall. 

No thought of large profits 
Must mar our campaign, 

For they’re stained with the blood of our kin, 
To serve each his best 
Our acts each arraign, 

God direct us—America must win! 

—E. G. W. 


Little Mary had frequently been scolded by 
her mother for tying her sled on sleighs, and 
had promised to reform. One day her mother 
saw her going past, with her sled tied to a bob. 
She called her in and told her how dangerous 
it was and also that the law did not allow it. 

“Don’t talk to me about the law,” said 
Mary. “I have all I can do to keep the Ten 
Commandments. ’ ’ 
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Urge Extensive Seed Planting 


MIL you can’t carry a musket, get a hoe.” 

I This was the slogan of the leading agri- 

A cultural and food experts, gathered re¬ 
cently in Chicago. The same cry is heard all 
over the country. Mayor Woodman, of Los 
Angeles, recently said: “Nothing is of more 
importance to the nation in this crisis than a 
plentiful supply of food. Every man can help 
in this way. Food will win the war. Plant 
where you can; what you can. And DO IT 
NOW.” 

This is the greatest opportunity for effec¬ 
tive publicity of seeds and grains that has ever 
been presented, and with increased planting 
will also come, of course, larger sales of all 
kinds of agricultural tools and implements. It 
therefore behooves the dealer, whether he han¬ 
dles seeds or not, to co-operate with the Gov¬ 
ernment heads in urging the widest possible 
planting of seeds, in all his newspaper, pamph¬ 
let and hand bill advertising. 

When all is said, however, the most effective 
agent in increasing the sale of seeds—and inci¬ 
dentally of garden implements—is the show 
window. It is a primer that all can read. It 
attracts scores who do not read the newspapers. 
It appeals to the eyes of young and old. For 
the dealer who is lacking in initiative or orig¬ 
inality, the following trims, observed in Los 
Angeles since the “seed planting” agitation has 
become general, which have been arranged by 
leading seedsmen, hardware dealers and imple¬ 
ment men, may prove suggestive for effective 
window displays of his own. 

An up-to-the-minute window was recently 
staged by the Germain Seed Co. (don’t forget 
the “i” in “Germain,” for it is a loyal and 
patriotic American concern), of Los Angeles. 
It represented “Uncle Sam’s Garden.” The 
floor was covered with soil, laid out in garden 
fashion, with radish and lettuce plants. In the 
middle of the field, hoe in hand, was a wax 
model of Uncle Sara, in striped suit of red and 
white satin, blue vest, and stovepipe hat of 
red, white and blue, who pointed to a large 
red and blue sign, suspended in the back¬ 
ground : 


Uncle Sam 8ays: 
PLANT A GABDBN 
It is your patriotic duty. 


Below this was a three-panel screen, filled 
with racks of flower and vegetable seeds. In 
either corner were tripods formed of rakes, 
hoes and drills. Pasted on the glass were news¬ 
paper clippings taken from a number of the 
leading newspapers, citing editorials in favor 
of “Plant a Garden.” 


Hamburger’s called attention to their im¬ 
plement department by an effective garden 
window. In the center stood a good-looking 
youth in overalls and khaki shirt, with big straw 
hat, trundling a wheelbarrow in which sat a 
youngster in blue shirt and overalls, bare¬ 
footed, linen hat, and bearing in his hands a 
child’s hoe. Spread all over the floor, which 
was of green, to represent grass, were garden 
tools—weeder, fork, shears, children’s garden 
set (rake, hoe and spade), as well as packets 
of seed; and in the background bags of grass 
and clover seed. Neat signs at either end of 
the display suggested: 


GABDEN TIME—and time to put your 
lawn in order. Our tools and our 

seed are guaranteed. 


Tour Lawn Needs Continuous Attention; 
so Does Tour Garden—Buy Tools 
Now; the Guaranteed Kind. 


Green bamboo porch shades were hung in 
the background, and over them were trained 
artificial morning glories. 

Suggestion for Display. 

One of the greatest conveniences for the 
amateur gardener (or professional, either, for 
that matter) is seed tape, which distributes the 
seed at proper intervals and obviates all guess¬ 
work on the part of the sower. A very catchy 
picturization of the advantages of this tape was 
shown by the Albert Cohn Co. The floor was 
covered with loose dirt and at one side was a 
bluff—a box covered with tin foil and lightly 
sprinkled with soil. On top of this bluff was 
a little bungalow, with wire netting fence 
around it. 

Set around the house were tiny bushes— 
little green plants about six inches high; and 
in the yard were toy figures of several women 
and a dog. On the slope were planted vines 
and bushes. At the foot of the slope was a 
lake—a mirror imbedded in the soft dirt, with 
a beach of pebbles at one side. The other half 
of the window was devoted to a garden, the 
floor being covered lightly with loose dirt, and 
small figures of boy and girl were seen laying 
seed tape in a furrow. At the end of the win¬ 
dow was a small rockery with ferns and small 
plants set in the niches in the rocks. Scattered 
over the garden were packages of vegetable 
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seed tape, while packets of flower seeds were 
strewn near the rockery. A card advised: 


Tour Neighbor* Are Planting Seed Tape 
Bay it for Tour Garden —18 varieties 
of flowers; SO of vegetables. Now is the 
time to plant—no thinning out, just plant 
the tape. 


Down in Mobile, Ala, the manager of one 
of the big racket stores featured this seed tape 
in a manner that had a constant crowd of peo¬ 
ple in front of his store. Set on a bench that 
ran almost the entire length of the window was 
a box filled with loose, rich dirt. Behind this 
box stood a girl who was planting seed tape 
therein. Prom time to time she pointed to signs 
on the wall setting forth the merits of seed 
tape. Hung in festoons from the ceiling were 
many yards of this tape, and a large card ad¬ 
vised : 


FORTY FEET OF GARDEN SEED FOR 
TEN CENTS 

Straight lines. No thinning out. Seeds 
correctly spaced; fertilized with fish glue. 
You plant the tape. Everybody becomes 
a scientific gardener by the use of seed 
tape. 


A very practical and businesslike window 
featuring garden and lawn tools was set forth 
by Harper & Reynolds. The window represented 
a corner of a village lawn. The floor was cov¬ 
ered with sod, and the window surrounded with 
a low whitewashed picket fence, with open gate 
at one side. Just within this gate was a lawn 
mower, with grass catcher attachment. Put up 
in boxes ’ were gardening sets—short-handled 
rake and spade, together with trowel and 
scratcher. Leaning against the fence were rake, 
hoe and scythe, while down in front were 
sprinkler and various sorts of small garden 
tools. Printed on a large card was an extract 
from a recent talk of Mayor Woodman: 


The planting of food products is an act 
of the highest patriotism. Every man can 
help in this way. Food will win the war. 
PLANT WHAT YOU CAN—AND DO 
IT NOW.” 


Pat had just finished his day’s work. On 
going to his coat, which was hanging on a 
nearby tree, he saw that some one had drawn 
the face of a donkey on the back. Turning to 
the two Englishmen standing nearby he asked: 
“ Which one ye fellows wiped your face on me 
coat?” 


A PARTNERSHIP EXPERIENCE AND ITS 
TWO MORALS 

(Copyright by Elton J. Buckley.) 

About two years ago, in a certain part of 
Indiana, two men formed a partnership for the 
purpose of doing a wholesale business. One 
was an inside man, the other an outside, and 
both had a wide acquaintance among the firms 
they must look to for business. It looked like 
an ideal team. Each man had saved money 
and both contributed an equal amount to the 
firm's capital. 

The new firm did business from the start, 
and in six months was making a little money. 
In a year it was doing exceedingly well, and 
gave every prospect of doing better as time 
went on. When the business was eighteen 
months old, the partners had their first serious 
disagreement. It was not about anything con¬ 
nected with the business, but about a girl sten¬ 
ographer in the firm’s employ. Both men were 
married. They fell out very deeply over the 
thing, and after several weeks of bitter wrang¬ 
ling, during which the business, of course, suf¬ 
fered, each man made the other a proposition 
to sell his interest, but neither of the proposi¬ 
tions was accepted, and a deadlock resulted. 

The business was going from bad to worse, 
when one of the partners went off one day and 
sold his interest in the firm to another salesman 
in the same line. The deal involved several 
thousand dollars, yet both parties decided that 
they could put it through without counsel—“it 
was just an ordinary sale”—and they got to¬ 
gether in a hotel room and signed the papers 
which together they had drawn up. The buyer 
paid half of the purchase price in cash and 
gave a note for the balance. The seller in this 
case was the partner who had been at fault re¬ 
garding the stenographer. 

Following the deal, the buyer of the half 
interest took his papers to the store of the firm 
and anounced to the remaining member of the 
partnership that he was his partner. How was 
that? Why, he had just bought out the other 
man’s share. And he showed the paper in cor¬ 
roboration. 

The remaining partner did not take kindly 
to the sale and at once consulted the firm’s 
lawyer as to his rights. He was advised that 
despite the sale, he was not obliged to accept 
the new man as partner, that he need not work 
with him or accept him in any way. 

Just here let me explain this most important 
drawback of partnership. It is well settled 
that a partner can not sell his interest in the 
partnership to a third party unless the remain¬ 
ing member consents. He can sell something, 
but it is merely a half interest (if the seller 
held a half interest) in the firm’s assets which 
remain after the business is settled up. This is 
from a leading case:— 

The legal power of a partner to make a transfer of 
his interest to a third party is unquestioned. The 
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transferee, however, does not become a tenant in com¬ 
mon with the other partner in any specific goods, but 
acquires only the interest his vendor had, which is his 
share of the residue after the affairs of the firm are 
settled and the debts paid, including debts due from 
the firm to a partner. 8uch a purchase does not make 
the buyer a partner in the firm without the concur¬ 
rence of all the partners, either given expressly or 
implied from conduct. 

To illustrate, A and B are partners. They 
fall out and B sells his share to C. The business 
cannot go forward with C in it unless A con¬ 
sents. All that C can legally demand, after 
buying B’s share, is that the business be wound 
up, debts paid, and he be given half the bal¬ 
ance. In other wordrf, selling one’s share to an 
outsider without his partner’s consent, usually 
means the destruction of the business. It can¬ 
not possibly mean anything else unless the re¬ 
maining partner agrees. 

Now to get back to the Indiana case. The 
remaining partner served notice on the buyer 
of the half interest refusing to accept him, and 
the latter then consulted Ids own lawyer, who 
told him the same thing that the other lawyer 
told his client. He then tried to find the man 
he had bought from to rescind the deal, but 
found he had gone to New York with the idea 
of going to France. He finally found him, but 
he had spent some of the money and refused to 
give back the balance on the ground that the 
deal was bona fide as far as he was concerned. 

The buyer then went back to Indiana to see 
about getting the only thing he could—one-half 
the assets after the business was wound up. He 
took proceedings to that end, the business was 
wound up and its assets sold, as the remaining 
partner had lost the chance he had had before, 
of raising the money to take the other half in¬ 
terest over. As would be the case with many 
businesses were their assets forced to sale, it 
brought enough to pay back the buyer of the 
half interest about one-fourth of his money. I 
can scarcely understand why the remaining 
partner here could not have gotten money 
enough from his bank, or somewhere, to buy 
the half interest and thus prevent the sale, but 
he seems for some reason not to have been 
able to. 

This little deal had the following evil re¬ 
sults :— 

It cost the buyer of the half interest several 
thousand dollars in cold cash. 

It put the remaining partner to much ex¬ 
pense, inconvenience and loss. 

It practically destroyed a going, profitable 
business. 

The two morals are plain: 1, never go 

through with a deal involving any substantial 
sum without counsel; 2, do not enter into a 
partnership without realizing that you cannot 
sell your interest as a share in a going business, 
without your partner’s consent, which consent 


will very often be refused. There is only one 
way to get around this and that is a way I 
should never advise a client to take, viz.: put 
in the partnership agreement a clause binding 
each to accept as partner anybody to whom the 
other may sell his share. A man would be ex¬ 
ceedingly foolish to agree in advance to some¬ 
thing that might cause him the deepest embar¬ 
rassment and regret. 


I’m just a little Thrift-Stamp 
With goo on my back, 

But I’m a sticker. 

I may not amount to much by myself. 
Neither does a drop of water, or a 
Grain of sand, or a 
Speck of powder on milady’s nose; 

But a lot of them together 
Change the looks of things. 

That’s me. 

The more of my kind that’s licked, the sooner 
We’ll lick the kaiser. 

I’m just a little Thrift-Stamp 
With goo on my back, 

But I’m a sticker. 


“I’M NO WRITER” STUFF 

You’re no writer! Forget it! You can 
talk, can’t yout You can express your 
thoughts in words, can’t you! Then you can 
express yourself in writing, too! Suppose writ¬ 
ing were the common way of conveying ideas 
—then there’d be lots of folks who could write 
but would swear (in writing) that they couldn’t 
“talk”; sounds foolish, but it’s just as logical 
as “can’t write.” 

Writing and talking are nothing except 
vehicles for conveying thought and I’d rather 
listen to an unlettered and uneducated rough¬ 
neck with a real idea to put across than to be 
bored by an educated ass with an aching void 
where his idea tank should be. 

Benjamin Franklin couldn’t “write” when 
he was a young man. But he had ideas that 
he was “just busting” to express—and he 
evolved a style of written expression so clear, 
so simple, so direct, that the world still mar¬ 
vels at his ability as a writer. 

Demosthenes couldn’t “talk,” but he had 
ideas to express and he had to talk to express 
them. So he learned to talk—so well that for 
centuries the name “Demosthenes” has sym¬ 
bolized matchless oratory. 

This “I’m no writer” stuff is just another 
child of the “Can’t” family and is first cousin 
to the “Yellow Streak” outfit. “I can’t write” 
smacks horribly of “I don’t think,” which in 
turn seems to repeat over and over again, I 
have no excuse for living—not that I know 
of.”—Gerber’s Ink Pot. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. 
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Conscientious Attorney Makes Able Sales 

Manager 

* 1 You cannot extemporize success. 

“There is no success without you work for it.” 

—James A. Garfield. 


N O ONE believes the truth of this state¬ 
ment more firmly than does Harden H. 
Pitts, Sales Manager of the Simmons 
Hardware Company, of St. Louis. When one 
becomes acquainted with Mr. Fitts and with 
particular events of his life, it is apparent how 
constantly and vigorously he has applied the 
principle to himself. 

His parents expected that Mr. Fitts would 
enter one of the professions. His father was 
an Episcopal clergyman, and, in fact, practi¬ 
cally all of the members of the family were 
ministers, lawyers or doctors. In Clarksville, 
Tennessee, where he was born, his neighbors 
and friends expected he would follow one of 
these professions. 

In accordance with what seemed the natural 
course for him to follow, he applied himself 
diligently to the study and practice of law. 
After leaving home and going to Alabama, he 
achieved such proficiency as a disciple of Black- 
stone that he was made Assistant Attorney 
General of the state. While discharging the 
duties which devolved upon him in the Attor¬ 
ney General's office, he came to the turning 
point in his career. 

As most of our readers know the Attorney 
General’s office deals with cases appealed from 
the lower courts, where a verdict of guilty has 
been rendered. It is the duty of the Attorney 
General’s office to endeavor to have the verdict 
of * 4 guilty” sustained by the supreme court. 

In the course of his work, Mr. Fitts was 
convinced that in certain cases the verdict of 
the lower courts was not fully justified—that 
perhaps an innocent man had been convicted. 
There was no way of knowing this from 
the transcript of the record of the lower court, 
for he did not come into contact with the ac¬ 
cused himself. It was merely a matter of justi¬ 
fying the decision from the facts before him. 
His father had early instilled into him a love 
of justice and fair dealing, and since he could 
not reconcile his sense of justice to some of the 
decisions which his position compelled him to 
uphold, he gave up the law for commercial life. 

For a number of years he was engaged in 
the building material business in Mobile, Ala¬ 
bama. Afterwards he was New York manager 
of the Electric Smelting Company of Canada. 
Yet, even while he was thus connected, he had 
an ideal in view. It was to be engaged in 
some phase of the hardware business, and 
it was natural for him to desire to be identi¬ 
fied with some large institution, where there 



would be opportunity to demonstrate his worth 
and fitness. 

Nothing gives a more splendid education in 
hardware lines than the work of a traveling 
salesman. The salesman has the opportunity 
to study the merchant’s point of view, of study¬ 
ing his problems; he therefore knows with what 
he must contend. It was in this capacity that 
Mr. Fitts obtained what he regards as a most 
vital part of his business education. 

His promotion to Assistant Sales Manager 
followed, and on January 1st he became Sales 
Manager of the Western Division of Simmons 
Hardware Company. 

Now if one is waiting for Mr. Fitts to tell 
anything about himself, he is going to be dis¬ 
appointed. Among the many men with whom 
we come into contact, he is one of the most 
reticent. 

There are two things he will admit. He 
is justly proud of the institution with which he 
is connected, and also of the fact that a num¬ 
ber of years ago he was fortunate enough to 
get Miss Martha E. Bibb, of Montgomery, Ala¬ 
bama, to assume his name. 

An interesting fact might be noted in this 
connection. Mr. Fitts’ family previously re¬ 
sided in Virginia and North Carolina. One 
of his ancestors was appointed by the Presi¬ 
dent of the United States as first territorial 
judge of the territory of Alabama, which was 
carved out of the territory of Mississippi. The 
same President also appointed one of Miss 
Bibb’s ancestors governor of the same terri¬ 
tory, and together this federal judge and gov¬ 
ernor journeyed to what was then a sparsely 
settled part of the country to take up their 
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duties. Thus began the acquaintance of the 
two families which were later to be united by 
the marriage of their descendants. 

We have referred to the modesty of Mr. 
Pitts in speaking of what he has done. One 
of his friends tells us that during the Spanish- 
American war he served most capably and ef- 
ficently in the United States Army. 

Mr. Fitts is a most interesting speaker, and 
his personality and recognized ability enable 
him to secure the active co-operation of his 
associates. 

The Hardware World is glad of the oppor¬ 
tunity of introducing Mr. Fitts to our thou¬ 
sands of readers throughout the West and South 
knowing that many of the merchants to whom 
he formerly sold goods will be glad to meet 
him again through our pages, and that those 
whom he has not had the opportunity of meet¬ 
ing will be glad to make his acquaintance. 


THE TEST 

There are only two classes of people in the 
United States at this time: 

Those who are for the Government in its 
prosecution of the war. 

Those who in any way would hamper the 
Government in its prosecution of the war. 

To be for the Government now is to be for 
the country. 

To be against the Government now is to be 
against the Country. 

One who is for his country in time of war 
is a patriot. 

One who is against his country in time of 
war is a traitor. 


YOUR STORE 

If you want to work in the kind of a store 
That’s the kind of a store you’d like, 

You needn’t slip your clothes in a grip, 

And start out for a long, long hike. 

You’d find elsewhere as you’d left behind, 
For there’s nothing that’s really new, 

It’s a knock at yourself when you knock your 
store, 

It isn’t your store — it’s you. 

Good stores are not made by people afraid 
Lest another one get ahead, 

But when everyone works and nobody shirks, 
You can raise a store from the dead. 

And if while you make your personal stake, 
Your neighbors can make one too, 

Your store will be what you’d like to see; 

It isn’t your store—it’s you. 


More than a hundred years ago Ben Franklin 
said: “Drive thy business—let not thy business 
drive thee.” 


OLD FIRM UNDER NEW MANAGEMENT 

The Heusinger Hardware Company, one of the oldest 
and best known mercantile establishment in the South¬ 
west, has been placed under new management, with 
Edward W. Heusinger, only surviving son of the 
founder, as president, and John * H. Harrington, who 
has been connected with the firm as traveling salesman 
for the past twelve years, as the new secretary and 
sales manager. 

More than two score years ago, in January, 1877, 
the late A. Heusinger started a little hardware store. 
From the smallest and most humble beginnings, the 
business grew steadily until its hardware trade was 
probably the most extensive in that portion of the 
state. The founder was a progressive and public-spir¬ 
ited citizen, and at the time of his death, more than 
three years ago, was widely and favorably known 
among the merchants for fair dealing and integrity, 
and the mention of his name still evokes expressions 
of respect and esteem. From the first the management 
of the business has been characterized by energy, pro¬ 
gressiveness and ability, so that it has been a notable 
example of a firm, that has kept pace with the develop¬ 
ment and growth of San Antonio and its trade terri¬ 
tory. 

In 1899 the firm was incorporated and for the past 
few years the store has been located at 112 Main 
Plaza, where both wholesale and retail departments 
in general hardware is conducted. 

Edward W. Heusinger, who now assumes the active 
management of the business, is widely known and 
his many friends wish him much success in his new 
undertaking. 


WHY WORRY t 

(By a French Soldier) 

Of two things, one is certain: 

Either you’re drafted or you’re not drafted. 

If you’re not drafted, there is no need to worry. 

If you are drafted, of two things one is certain: 
Either you’re behind the lines or you’re on the front. 
If you’re behind the lines, there is no need to worry. 
If you’re on the front, of two things one is certain: 
Either you are resting in a safe place or you're ex¬ 
posed to danger. 

If you are resting in a safe place, there is no need to 
worry. 

If you’re exposed to danger, of two things one is 
certain: 

Either you’re wounded, or you’re not wounded. 

If you’re not wounded, there is no need to worry. 

If you are wounded, of two things one is certain: 
Either you’re wounded seriously or you’re wounded 
slightly. 

If you are wounded slightly, there is no need to worry. 
If you’re wounded seriously, of two things one is 
certain: 

Either you recover or you die. 

If you recover, there is no need to worry; 

If you die—you can’t worry. 


A thousand men walked over the Calumet 
mine and never stuck a pick into the ground 
to see what was there. Just one man got 
curious and found the mine. It is the same 
way in the retail business. Some merchants 
plug along year after year, doing the same 
old things in the same old way and never take 
the trouble to find out if there is any better 
way or more profitable way of doing business. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. 
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UP-TO-DATE ADVERTISING AND 
SALESMAN 

It takes just this kind of a heading to de¬ 
scribe C. B. Hunt of W. J. Pettee & Co., of Ok¬ 
lahoma City, Oklahoma. In fact, Mr. Hunt is 
all of this and more. 



QUICK MEAL 

GAS RANGE $70 

Blue Enamel Finish 

A QUICK MEAL GAS RANGE- will five you 
perfect satisfaction in every way. They are 
built on latest modem scientific principles, 
with every convenient feature possible. This model 
shown here is finished in handsome blue enamel, 
with nickel-plated trimminfs; all parts are easily 
cleaned and sanitary. Larre. spacious top with 
4 burners and small one in center; 18-inch oven 
with broiler directly underneath. Enamel drip 
pan under burner. Price $70. Other styles priced 
from $22.50 up. 

Second Floor. 

Garland Gas Heaters, Utility Quick Heaters, 

$12 u p $3 up 

DELIVERY PIE PAID ON MAIL ORDERS 

ow>m bt I w. J. PETTEE & CO. aoto 

■ail I OKLAHOMA CITY, OKLA. SUPPLIES 

WE REFUND RAILROAD PARES 


He is not only one of the best informed, and 
most practical advertising men in the icountry, 
but he is a salesman with ability to dr^ss sales- 
producing windows, a number of which are re¬ 
produced in the “Hardware World” from 
time to time. 

W. J. Pettee & Co. have come to be known as 
the “most interesting store in Oklahoma.” 

This is featured in all their advertising, whose 
style is often referred to as a model and a guide. 

A good sales talk is a part of the advertise¬ 
ment of each article shown which gives infor¬ 
mation that really gives the buyer information. 

Two of Mr. Hunt’s recent advertisements are 
reproduced herewith: 


A pessimist is one who hesitates to push 
Fate out of his path for fear he may step on 
a banana peel. 


If you don’t feel enthusiastic, get out and 
rub up against some fellow who does. Recharge 
your batteries and do the hard thing first—it 
will stimulate your nerve. 




THE MOST INTERESTING 
STORft IN OKLAHOMA 


St TEARS 

or service 


CHICAGO CRAND OPERA SEATS ON SALE NOW 

i -UNIVERSAL- 

ELECTRIC HOME NEEDS 

B REAKFAST. Luncheon and other light meal* are eajily 
prepared at the table. No running back and forth to 
the kitchen. No bother f->r the fire to come up or 

the kettle to boiL Universal Electric Appliances give added 
pleasure to every part of hou.rkceping. 

Universal Electric 
Chafing Dishes 

These are made in sevetil at¬ 
tractive style*, beautiful nickel 
plated finish and Sheffield plate. 

Prices Range Proa R) Up. 



Universal 

Electric 

Coffee 

Percolator 

Ni a I plated fin¬ 
ish. ebonited 
handle*. 7-cup 
sire. Price SI 1.00 

Other styles and 
sires from IS up. 



Universal 
E lac trie 
1 Coffaa Urn 
I $18 

| Attractive colon 
. tal detign, nickel | 

' 817 

* Other stylet from 

L _ !ii Ef_i 


Universal 

Electric 

Toaster, 

$ 4.50 

This toaster 
make* better toast 
than the old way, 
even brown. cri»p 
and ta*ty; nickel 
finiih, price IS. 


Umrenal Electric Coring iros $3.50 


Handy and convenient, 
ready for u»e in a 



WE REFUND RAILROAD FARES 
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JOHN P. MAXWELL ROY SMITH 

President of the California Hardware Dealers’ Ass©- Secretary of the California Hardware Dealers’ Asso¬ 
ciation, one of the largest, most enterprising and ciation, who has served in this capacity for many 

progressive merchants of the Pacific Coast. years, and who has quite a reputation as Secretary. 

The California Hardware Dealers are planning for their annual convention to be held March 12th, 13th and 
14th at the Palace Hotel, San Francisco. 

President Maxwell and Secretary Smith believe it will be one of the best attended conventions held. In 
fact California is the land of conventions, and perhaps the activities of the Hardware Associations in holding 
quarterly, semi-annual and annual conventions has had something to do with this reputation. 

Matters of interest to be discussed will make it worth while for our readers in California to attend. 


Skuse Hardware Co., of Bend, Oregon, was recently 
burglarized of a small amount of cutlery and fire-arms. 


goods, automobile accessories and military goods. They 
report a very satisfactory outlook. 


Whiteside ft Locke, Corvallis, Oregon, report a 
very satisfactory season’s business and are preparing 
for a busy year. 


W. L. Kimmear’s hardware store, at Bonners Ferry, 
Idaho, was recently destroyed by fire, the loss, however, 
being covered by insurance. 


W. N. Ekblad has purchased the interest of three 
heirs of his father in the hardware business of Ekblad 
ft Son, at Marshfield, Oregon. 


The Basche Sage Hardware Co., Baker City, Oregon, 
are planning the erection of a new store building, and 
have purchased property for that purpose. 


B. H. Carden has purchased the entire stock of 
E. M. Clark Hardware Co., Chico, Cal., and will in¬ 
crease his stock of hardware and automobile supplies. 


The Bishop Hardware ft Implement Company is the 
new firm name adopted by Messrs. W. P. Middleton and 
C. F. Messman, who have purchased the C. A. Eastman 
hardware business at Bishop, California. 


Hofstetter’s military goods and gun store, handling 
sporting goods, harness, etc., is the outgrowth of the 
harness establishment of Mr. Hofstetter, for many 
years established at Tacoma, Washington. Recognizing 
the trend of the times the Hofstetter Company, while 
yet they carry harness goods, are featuring sporting 


It is reported that the Hatch Hardware Co., Fern- 
dale, Cal., intend to retire from business, and a portion 
of their stock will be taken over by the Hausen ft 
Williams Hardware Co., of the same place. 


The Emigh-Winchell Hardware Company, of Sacra¬ 
mento, California, are planning to occupy a new build¬ 
ing erected for them which will give them increased 
and necessary facility for taking care of their growing 
trade. 


Ralph K. Ohling has disposed of his interest in the 
Hulbert-Ohling Co., of Albany, Oregon, to Messrs. J. R. 
Hulbert and W. G. Ballack. The Hulbert-Ohling Co. is 
one of the largest and most progressive in the Willam¬ 
ette Valley. 


The Kincaid Machinery Co., Colfax, Washington, 
who recently suffered the loss of their stock and busi¬ 
ness by fire, immediately opened for business again, 
and are making preparations for taking care of their 
trade throughout the season. 


At the semi-annual meeting of the Coos and Curry 
County Hardware Dealers’ Association, C. E. Huling 
was elected president, Frank E. Hague, vice president, 
Roscoe B. Hazer, secretary and treasurer. 

The merchants attending were: C. E. Huling, F. E. 
Hague, T. M. Neilson, R. B. Hazer, Fred von Pegert, 
A. E. Neff. G. R. McNair, W. E. Lundy. H. G. Volkmar, 
L. F. Ingalls, W. G. Egleston, H. 8. Kribe, George A. 
Larsson, W. N. Ekblad and P. R. Bue. 
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A Back Yard Poultry Campaign 


L AST spring the government food experts 
were urging all people to plant a garden; 
this spring the garden is just as essential, 
but in addition all people are urged to further 
assist in reducing the high cost of living by 
keeping chickens. 

By giving prominence to this request of the 
government the astute hardware merchant will 
not only aid his country, but incidently increase 
his business, as the keeping of chickens pre¬ 
supposes a chicken house, for which all sorts 
of hardware materials will be necessary; chick¬ 
en feed and insect destroyers, in packages, 
which is often carried as a side line, wire net¬ 
ting for fence, and garden tools for spading up 
the ground, and for cultivating the green stuff 
that is raised for the fowls. 

An Illinois Merchant *s Idea 
An excellent campaign of this kind is being 
instituted by Austin & Schrader Bros., lead¬ 
ing hardware merchants of Litchfield, Ill. 

They paved the way by inserting a half page 
ad in the local paper, showing a cut of a hen¬ 
house, and also of several hens: 


Uncle Sam Wants Litchfieidiana to Baise Poultry 
in Their Back Tarda 

Aid your country in food conservation; reduce 
the high cost of living, and enjoy the nourishing 
food by keeping a small flock. 

See Our Window Display 

Then come in and let us tell you how you can 
build a chicken house economically, and how to 
gest the best results from a flock. 


If it was not done, a circular letter sent to 
all their customers in the city and surrounding 
country and suburban towns, extending a per¬ 
sonal invitation to come to see their window 
display, and likewise to consult them regarding 
the problems of chicken keeping. Some people 
pay little attention to general advertising but 
through curiosity, if no other reason would 
come down to see a display which was 
brought to their personal attention. 

In one of their show windows was shown 
a chicken house five feet square, w;th glass 
doors, and within was a flock of eight hens. 
Cards on the wall, lettered neatly and distinctly 
in black, advised: 


* 4 Every pound of chickens produced in America 
releases a pound of red meat for the soldiers . 99 

“Keep a backyard flock—three hens for each 
member of the family—and reduce the high cost 
of living.” 

Down in front was the blue print of a similar 
house to the one exhibited, but larger (8x8), 
suitable for housing a flock of from 25 to 30 
hens. On a large card was given the complete 
list of material necessary for such a house: 


MATERIAL FOB CHICKEN HOUSE 8r8 FT., 
6 FT. FBONT, 4 FT. REAR 

Roof rafters—5 pcs. 2x4 inches, by 8 ft. long. 
Roof plate—2 pc9. 2x4 inches, by 8 ft. long. 

Sills—I pcs. 2x4 inches, by 8 ft. long. 

Posts—3 pcs. 2x4 inches, by 6 ft. long; 2 pcs. 2x4 
inches, by 4 ft. 1. 

Stringer—1 pc. 2x4 inches, 8 ft. long. 

Boosts and Dropping Board 
1 pc. 2x3 inches, by 16 ft. long. 

1 pc. 2x3 inches, by 12 ft. long. 

2 pcs. 1x12 inches, by 16 ft. long. 

Sheathing Boards 

Roof—5 pcs. 1x12 inches, by 16 ft. long. 

Two sides—2 pcs 1x12 inches, by 10 ft. long; 3 
pcs. 1x12 inches, by 12 ft. long; 2 pcs. 1 x12 
inches, by 14 ft. long. 

Front—2 pcs. 1x12 inches, by 10 ft. long. 

Back—2 pcs. 1x12 inches, by 16 ft. long. 

Batten Strips 
130 linear feet, ^x2 in. strips. 

24 linear feet 7-8x2 inch strips, for curtain frame. 
Hoofing 

80 square feet roofing paper, nails and tins. 

Hardware 

2 pair 8-in. 44 T” hinges for door. 

1 padlock for door. 

3 pairs 4-in. 44 T” hinges for curtain frame and 

rear ventilator. 

5 pounds 10-penny wire nails for framing. 

10 pounds 8-penny wire nails for sheathing. 

5 pounds 4-penny wire naiis for stripping. 

21 square feet poultry wire 3-4-in. mesh, for front 
3 vards muslin for curtain. 

32 rough bricks will build piers. 


The second window showed the material nec¬ 
essary for a yard for a small flock of hens. 
Around three sides of the window extended a 
wire netting five feet high. (Of course the yard 
should have netting on all four sides, but it 
was omitted in front in the window display in 
order that the contents of the display could be 
more plainly seen.) Down in front, at one side, 
were shown open bags of wheat, oats and rye, 
and card advised: 


Green Food for Chickens 

Amount necessary to sow a yard 25x30 ft.: 

Wheat, 2 3-4 lbs.; oats, 1% lbs.; rye, 3% lbs.; 
rape, 5 ozs. When sufficient ground space is 
available the yard should be divided into two 
parts, the hens being confined in one and the 
cropd sown in the other. When the £reen stuff 
reaches a height of two* or three inches, the 
hens can be turned in on it, and the other side 
similarly sown. 


At the other side of the window was a wire 
frame six feet long and three feet wide, covered 
with one-inch mesh wire. It was made of 2x4- 
inch lumber, with an additional piece across the 
center to support the wire when the hens stood 
on it. Up through the meshes of the wire green 
shoots of oats were springing. A card behind 
is suggested: 
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Wire Frame for Small Chicken Yard 

Where space is not available for two yards, 
green food may be secured by use of a frame 
like this. Plant crops beneath it and as the 
shoots come up through the wire the hens will 
eat them off, but as they cannot eat them down 
to the roots the sprouts will continue to grow 
and supply new green material. 


On a low table were water basins of several 
different types; packages of grit and crushed 
oyster shell; blue ointment, and sodium fluorid. 
Cards behind each group of articles said: 


A plentiful supply of water should always be 
available. 

Grit is necessary to grind the hard grains they 
eat. 

Give them clam or oyster shell to assist in 
the forming of hard shelled eggs. 

Bid your flock of lice with sodium fluorid 
or blue ointment. 


A display such as the above will interest prac¬ 
tically every housewife and suburban dweller, 
and be sure to result in many questions being 
asked. In any store there is usually one man 
at least who is interested in chickens, and if 
not, someone in particular should make it a 
business to find out about them so that he can 
answer intelligently the questions asked. The 
United States Department of Agriculture issues 
a number of bulletins on the subject, and full 
information can be secured by dropping them 
a card. A supply of this literature should be 
on hand to give to those who show an interest 
in poultry. Of course the practical side should 
not be lost sight of, and special attention should 
be paid to pushing the sale of hardware, fenc¬ 
ing, roofing paper, poultry foods, etc. If this 
is done a Backyard Poultry Campaign cannot 
but be a source of considerable revenue to the 
enterprising hardware man. 


SUFFRAGE STORY 

A negro woman was arguing and arguing 
with her husband, and when she had finished, 
he said, 4 4 Dinah, yo’ talk don’ affect me no mo’ 
than a flea-bite.’’ 

44 Well, niggah/* she answered, “Use gawna 
keep yo’ scratchin’.” 


ISN’T IT TRUE? 

4 4 If I knew you and you knew me 
’Tis seldom we would disagree, 

But never having yet clasped hands 
Both sometimes fail to understand 
That each intends to do what’s right 
And treat the other honor bright; 
How little to complain there’d be 
If I knew you and you knew me.” 


Charlesworth Bros, have recently engaged in busi¬ 
ness at Santa Barbara, Cal., handling full lines of farm 
machinery, tractors, trailers, trucks, bean machinery, 
road machinery, automobile accessories, tires, lubricat¬ 
ing oils, greases, etc. 


The Whiton Hardware Co., Seattle, Wash., has in¬ 
creased its capital stock from $200,000 to $300,000. 
They are making plans for increased facilities to enable 
them to take care of their growing trade. The officers 
of the company are J. F. Welborn, president, W. M. 
Campbell, vice president, F. L. Larson, secretary, F. F. 
Hawk, treasurer. 


What was formerly the Tooele Hardware Co., owned 
by S. T. Carmon, has been incorporated as the Tooele 
Hardware & Implement Co., Tooele City, Utah, Mr. Car¬ 
mon being president, and John L. Lenzi, formerly of 
the Salt Lake Hardware Co., secretary and treasurer. 

They will handle automobiles, farm implements, 
wagons, paints and varnishes, electrical goods, tires, 
as well as a complete stock of general hardware, house 
furnishings and supplies, automobile accessories, wall 
paper, etc. They nave recently added to their store 
and warehouse facilities, and are planning for an 
active season’s campaign. 


A WASHINGTON DEALER’S METHOD 

To our friends and customers: 

KAISER BILL IS THE CAUSE OF IT. 

It is not of our choice, but of necessity that we 
have to change our way of conducting our business. 
The people we are buying goods from are cutting us 
to a cash basis and in order for us to buy goods we 
must have the cash to pay for them, as they demand 
the cash every thirty days. If we don’t dig up the 
cash we don’t get the goods. Since we do not have 
enough money at hand to buy goods to last us one 
year (by the way, for your information, it would take 
us more than $100,000), it is necessary for us to con¬ 
duct our business on a cash basis. 

Commencing the first of January we have remarked 
all our goods on a cash basis, thereby eliminating the 
5 per cent for cash. We sell to everybody the same. 
That is CASH. We are sending to every one who 
runs an account with us a statement of their account 
along with this letter. We will continue to do the 
same the first of every month hereafter, asking you 
to come not later than the tenth of the month and 
settle the account to date. For those who are able to 
give us their checks we will gladly thank them for 
same, and for those who are unable to meet their 
accounts before October 1, 1918, we have made ar¬ 
rangements to take their notes every thirty days 
bearing interest at the rate of 10 per cent per annum. 
You must remember that we will have to negotiate 
your paper in order to secure the cash to pay for more 
goods, consequently you will have to pay the holder 
of your notes when they become due. Since no bank 
in the United States will give money to any business 
house that does not have their accounts settled every 
thirty days, we want to impress upon you the necessity 
of making the settlement. Those of our customers 
who refuse to settle their accounts will have their 
credit stopped with us. 

We wish to impress upon you that you are not pay¬ 
ing any more for your merchandise now than you did 
before, as we have, as before mentioned, revised our 
prices. The change will very easily take care of the 
interest on your notes. 

This is a war emergency necessary to preserve the 
resources and credit of our country and in order to 
LICK KAISER BILL we must settle our bills. Yours 
very truly, L. ALBOUCQ TRADING CO. 

Hartline, Wash. 
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A NATION’S VIRILITY 

The great struggle in which we are engaged 
and the dangers which threaten us (and it is 
impossible to overstate these dangers) should 
lead our people into serious thought The 
forming of our army has brought out two facts 
that are alarming. One is that a large per¬ 
centage of our young men are not able to pass 
the physical test, and the other is that scarcely 
any of them know anything at all about how to 
shoot, handle or take care of a gun. 

This lack of knowledge of firearms is de¬ 
plorable—it is bad for the country. It causes 
the making of an effective army to be a big 
undertaking and a long one. Of course we 
know that some one will immediately cry with 
horror that we are advocating instruction in 
the use of firearms so that those who learn may 
be able to kill people. We simply say that 
life and government are conditions and not 
theories, and at just this stage of tne situation 
we will not waste time arguing with the theo¬ 
rist. Toe world has always had war; it has 
war now and it always will have war, and the 
nation that neglects to maintain familiarity 
with the weapons of war, is inviting its own 
disaster. 

At the close of the Boer war Lord Roberts 
was greatly impressed by the fact that a hand- 
ful of untrained and undisciplined Boers—be¬ 
cause they were wonderful riflemen—had been 
able to withstand a greatly superior number of 
British troops. 

The British were drilled to do everything 
but shoot in a way that would hit what they 
were shooting at. Lord Roberts prophesied 
that England would soon be at war, and he 
urged and pleaded that gun and rifle clubs 
should be formed and shooting encouraged in 
every practical way. He begged for a law 
enforcing military training in the use of fire¬ 
arms. 

Great Britain failed to heed the warning 
and regarded him as a 14 crazy old man,” an 
attitude for which she has since repented with 
blood and tears. 

We are now calling out over a million men, 
and may have to call more than double that 
number. We can within a few months uniform 
and equip these and teach them considerable 
drill and some discipline. But to teach them 
to shoot will take a lot of time which can ill be 
8pared, and shooting, as Lord Roberts said, 
“is seven-tenths of a soldier’s business.” 

It will be recalled that when Lord Kitch¬ 
ener was organizing the first levy of volun¬ 
teers England sent to the front, for which the 
need was most urgent but which required from 
six to nine months to equip and train, he issued 
this order: 4 'Never mind how they drill or 
whether they know their right foot from their 


left—teach them to shoot, and do it quickly.” 
But it was a long job to do it. 

No man can learn to shoot in a day or a 
week or a month. It takes some study and a 
long time to make a man a good shot with a 
rifle or shot gun. The man who is familiar 
with the shot gun soon can become an average 
shot with a rifle. He knows how to judge the 
shorter distance, knows how to avoid the recoil 
and has a general idea of the mechanism. 

Because trapshooting teaches all these 
things and because it gets men out in the open, 
away from the cement pavements and tile 
floors, fills their lungs with air fresh and un¬ 
contaminated, causes them to meet their fel¬ 
lows in keen but friendly competition and 
makes for better, brighter and more efficient 
business men, it has been well styled "The Pa¬ 
triotic Sport,” and when the history of the 
present war is recorded, the marksmanship of 
America will be given due credit and in that 
credit trapshooting will have a share. 


FAILURE DEMONS 

(By Paul B. Baugh) 

It was late Friday night when Brown hit the 
hay and consequently he left no morning 
call. Something whispered into his ear just 
before he laid his head on the pillow that 
tomorrow was Saturday and everyone would 
be too busy to buy things that would make 
them money. So Brown took the hint and slept. 

Across the hall Smith had left an earlier call 
than usual. Saturday to him was a chance to 
make a grand finish for the week’s business. 
The failure demons urged him to rest like 
Brown, but he was made of sterner stuff and 
he staved them off. And Smith was Brown’s 
competitor, too. 

So Smith arose while Brown slept, and made 
his way to his patrons. If they were busy, he 
shed his coat and helped them sell some goods. 
If they were in difficulty about arranging sam¬ 
ples or displays, he jumped in and helped. He 
gave them the full value of his versatile experi¬ 
ence. He gave them new ideas on keeping 
accounts, selling goods, and holding customers. 
They began to anticipate his visits. 

Of course the inevitable happened. Brown 
told his firm the territory was about worked 
out and succeeded in being transferred to a 
new slice of land. Smith doubled his business 
and gave up some of the territory because it 
gave him a chance to work closer to his dealers. 

If the failure demons are working havoc 
on your territory, stave them off. Farmers are 
buying hardware, household supplies, autos and 
accessories, tillage implements, cream separat¬ 
ors, and tractors, now. You are just as good a 
salesman as your competitor, but he doesn’t 
know it. Show him. 
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A TRANSPLANTED HOOSIER 

Knowledge and experience never come amiss 
is a well known truism; and it was never better 
illustrated than in the case of Q. S. Hamrick, 
who early started out to emulate the immortal 
Lincoln as a rail splitter. 

A Hoosier by birth, when only six years of 
age his parents moved into what was then 
heavy timberland. This timber was cut into 
four-foot cordwood and delivered to the rail¬ 
way. 

Incidentally Mr. Hamrick, in recalling his 
early experiences, believes he made a much 
earlier start than Abraham Lincoln as a rail- 
splitter, and if a contest had ever been held 
he would not have taken second place. 

His early education was obtained in a coun¬ 
try school in winter, helping his father to clear 
the land in summer for farming, but when 
he was only fifteen years of age his father died. 

At nineteen he took a position as clerk in 
a grocery store, and later had experience in 
dry goods and notion lines in Indiana and Ohio. 

As is true with most young men, upon reach¬ 
ing a certain age he had a desire to travel, and 
was given a position on the road, traveling 
through Ohio, Indiana and Michigan. He then 
engaged in the retail dry goods business on his 
own account, later disposing of his business 
to an employe, and followed Horace Greeley’s 
advice to “go west.” 

Engages in the Aluminum Business. 

Los Angeles appealed to him especially in 
1907, and after a few years’ experience in dif¬ 
ferent lines, he decided to engage in the alumi¬ 
num business. Here it was that Mr. Hamrick’s 
knowledge of human nature and experience in 
other lines stood him well in hand. 


While his well known modesty prevents him 
from mentioning anything as to the success 
he has attained, yet people who know Mr. Ham¬ 
rick quite well say he has done what no other 
man has ever attempted, much less accom¬ 
plished, and that is to run a strictly jobbing 
aluminum business. 

His success in the last seven years has been 
phenomenal. He started in a small way, yet 
he was a man with excellent personality, the 
vital quality of stick-to-it-iveness and a thor¬ 
ough belief in the future of an exclusive alumi¬ 
num jobbing house. He now enjoys what is 
probably the largest aluminum business in the 
West. 

He aims to keep in stock at all times any¬ 
thing in aluminum ware that may be called 
for. 

He has some very original ideas in the way 
of advertising; one especially has been to have 
a teakettle installed on the radiator of his auto¬ 
mobile. This has attracted a great deal of at¬ 
tention throughout the territory in which he 
travels, and causes him to be remembered. The 
aluminum teakettle and Hamrick are synony¬ 
mous in his section of the country. 

Mr. Hamrick’8 experience and ideas also 
have contributed not a little to the success of 
many merchants in handling aluminum ware, 
and his advice is often sought by merchants 
with reference not only to the lines to be 
stocked and featured, but the methods to be 
pursued. 


BUSINESS IS BUSINESS 

“Business is business,” but men are men, 
Loving and working, dreaming, 

Toiling with pencil or spade or pen, 
Roistering, planning, scheming. 

“Business is business”—but he’s a fool 
Whose business has grown to smother 
His faith in men and the golden rule, 

His love for a friend and brother. 
“Business is business”—but life is life; 

Though we’re all in the game to win it, 
Let’s rest sometimes from the heat and strife 
And try to be friends for a minute. 

Let’s seek to be comrades now and then. 

And slip from our golden tether; 
“Business is business,” but men are men, 
And we’re all good pals together! 

—Berton Braley. 


No matter if you have subscribed to both 
Liberty Loans, and if you expect to buy bonds 
of future issues, you can also get your War- 
Savings Stamps. 

If you have not considered that you could 
take a Liberty Bond, you can easily buy War- 
Savings Stamps, for they are an investment 
open to everybody. 
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FIRE PROTECTION THAT MAY FALL 
DOWN. 

(Copyright, by Elton J. Buckley) 

Please advise upon a dilemma in which we 
find ourselves. We have a large double store 
here which up to the time of a fire which we 
had a few days ago was crowded with a large 
amount of stock. Pleqpe omit names and ad¬ 
dresses if you print, for certain reasons. The 
fire almost completely destroyed our store and 
contents, and the loss being several thousands 
more than we had insurance to cover. The 
reason was not having enough water for use by 
the fire companies. 

Our town is supplied with water by a munic¬ 
ipal water company and we pay taxes for water 
for all purposes. Owing to political troubles, 
the town has allowed the reservoir and plant 
to run down, and the supply of water for all 
purposes, especially for putting out fires, is not 
what it should be. The pressure at our fire 
was very poor and the consequence was that the 
fire got beyond the firemen, who worked man¬ 
fully, and almost gutted everything. 

As we are taxed for our water supply, is not 
the city liable for our loss, same being because 
of not enough water! It seems to the writer 
as if we had a good claim against the city. 
We can produce all kinds of testimony from 
expert firemen that they would have put the 
fire out a full hour before they did if they had 
had enough water. R. O. M. & Co. 

This inquiry fits in well with an incident 
which recently transpired with a client of mine, 
who was hesitating whether to install an expen¬ 
sive system of sprinklers in his plant for the 
purpose of automatically extinguishing fire. 
He consulted me about it, and after an examina¬ 
tion of the law, I advised him to install the 
sprinklers, for the reason that in the average 
case a property owner who has a fire that is 
made worse by an insufficient supply of water 
has no claim against a city water company. 
The law holds that since a municipal water 
company is performing a governmental func¬ 
tion when it supplies water, it cannot be sued 
for supplying it inefficiently or negligently. 
Perhaps the layman will hardly comprehend 
this, and even to lawyers it doesn't seem quite 
in accord with justice, yet it is the settled law. 

It therefore behooves business people who 
dread fires to provide all the protection they 
can for themselves and not to depend too much 
on the city furnishing the protection. 

It follows from what I have said that this 
correspondent cannot successfully sue his town 
for failure to give him enough water. This is 
from a leading case: 

“A municipal corporation (city, town, etc.) 
undertaking by the establishment of water 
works or through other means to prevent de¬ 
struction by fire of the property of its inhabi¬ 


tants, performs a public or governmental func¬ 
tion and is not liable to them for the burning 
of such property in consequence of a failure of 
such municipality, or any agency employed by 
it, to supply sufficient water." 

And another case holds that: 

4 ‘There is no liability even where the city 
has taxed the property owner for water, and 
where there was an understanding that there 
should always be an adequate supply for extin¬ 
guishing fires." 

The courts go to the utmost limit in protect¬ 
ing city water companies, even against the re¬ 
sults of gross'negligence, and even in protect¬ 
ing private water companies. In one case it 
was held that where a city granted a private 
water company a franchise, and provided by 
ordinance—to which the company agreed—that 
the company “should pay all damages that may 
arise to any citizen by reason of the company's 
failure to supply sufficient water to extinguish 
fires," the company was not liable where insuf¬ 
ficient water aggravated a fire and increased 
the loss. 

I was talking the other day with a whole¬ 
sale merchant who does business in a town 
which brags of its public water company. It 
is such a good water company, and has such a 
fine supply of water that this particular busi¬ 
ness man carries about half as much insurance 
as he ought to have. I was able to enlighten 
him a little as to where he would stand in case 
he had a fire, and the boasted water system, just 
then, should break down. If I were a business 
man in a town which maintained its own water 
company, I should, if I knew the law, com¬ 
pletely cover myself with insurance. Really, 
the business interests of a town or city which 
has a private water company are. if the com¬ 
pany has made proper contracts with its sub¬ 
scribers, much safer than those served by city 
water companies. It is well established that a 
private water company which unconditionally 
contracts with consumers to supply them with 
sufficient water at proper pressure for fire 
purposes, is liable for damages where damage 
is suffered because of insufficient water or in¬ 
sufficient pressure. 

A city water company is liable in such & 
situation only where it is made so by a State 
law, which is practically never passed. 


America is the mother of the telephone, the 
aeroplane, the gatling gun, the armored war¬ 
ship, the telegraph, the electric light, the sub¬ 
marine, the tractor, smokeless powder—and a 
lot of other unpublished things that we will 
keep to ourselves till occasion calls for them. 
Also, America is the mother of the greatest 
business organization that the world has ever 
seen— and your business is part of it Keep 
your chin up. 
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ENTERPRISING WESTERN MERCHANTS 

At the annual meeting of the stockholders, officials 
and employes, Edgar Bros. Co., of the Imperial Valley, 
notwithstanding war conditions, were able to report a 
most excellent business year. 

They have opened one new branch, two new service 
stations, increased their warehouse facilities, added 
many important lines of merchandise, enlarged their 
stocks, employed more people, paid higher salaries, 
gave rather freely to the various activities of the Gov¬ 
ernment and private institutions in connection with 
the war, including Y. M. C. A., Bed Cross and Liberty 
Loan campaigns, sold more merchandise by 50 per cent, 
and as Mr. Edgar says, now take rank as the largest 
retail concern in the West. They operate garages and 
service stations in connection with their business. Prac¬ 
tically all employes are readers of the Hardware World. 

Those who spoke at this annual meeting and ban¬ 
quet were J. C. Bawnsley, F. W. French, Mrs. J. H. 
Edgar, Galen Nichols, W. L. Hubner, J. A. Munn, T. B. 
Edgar, W. D. Zarley and Ben Anderson. 


A SILVER MINE 

Herbert Hoover tells a story of a young man 
who was busily cultivating a vegetable garden 
of his own. He had been digging for about an 
hour when his spade turned up a quarter. Ten 
minutes later he found another quarter. Then 
he found a dime. Then he found a quarter. 

“By gosh!” he said, “I've struck a silver 
mine.” And, straightening up, he felt some¬ 
thing cold slide down his leg. Another quarter 
lay at his feet. He grasped the truth: There 
was a hole in his pocket. 


STORE MEETINGS VERY HELPFUL 

Minard ft Co., Elma, Wash., enterprising merchants 
in the Pacific Northwest, tell us their store meetings, 
which they have traveling salesmen attend and explain 
their various lines, are of wonderful help and value 
to their salesmen. 

They make a point of having their store meetings 
attended by all the employes, being held on the second 
and fourth Wednesday evenings of each month. 

They are always glad to have traveling salesmen on 
the program. Salesmen who plan to attend these meet¬ 
ings should notify Minard ft Co. a few days in advance 
so the necessary arrangements may be made. 


EXCUSABLE “FORGETS” 

Forget the slander you have heard, 
Forget the hasty, unkind word; 
Forget the quarrel and the cause, 
Forget the whole affair, because 
Forgetting is the only way; 

Forget the trials you have had, 
Forget the weather if it's bad, 
Forget the knocker—he's a freak— 
Forget him seven days a week. 
Forget you're not a millionaire, 
Forget the gray lines in your hair, 
Forget the coffee when it's cold, 
Forget to kick, forget to scold. 


When some women cast their bread on the 
water it comes back in the guise of a bread 
pudding. 
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NEW PRESIDENT FOR WHITMAN & BARNES MFG. CO. 

Announcement is made of the election at the recent annual stock¬ 
holders’ meeting of A. D. Armitage, former vice-president, to the presi¬ 
dency of the corporation. 

Mr. Armitage has been continuously connected with the company 
for twenty-five years at their three factories in Akron, Chicago and 
St. Catharines, Canada. 

He begun as a mechanic in the Akron factory in 1892, became pur¬ 
chasing agent in 1900, transferred to the Chicago factory in 1902, and 
made superintendent of that plant in 1904. In recognition of his splen¬ 
did executive ability in 1908 he was elected general manager of the 
three factories and manager of sales in Canada. In 1915 he was elected 
Vice President, to which was added the duties of manager of the Chicago 
and Canadian factories, with charge of sales as well. 

His knowledge and experience has particularly fitted him to be¬ 
come chief executive of the institution. 

The officers of the company now are: 

A. D. Armitage, President; W. II. Eager and A. B. Hall, Vice Presi¬ 
dents; W. E. Rowell, Secretary; S. It Tuttle, Assistant Secretary; 
Frank A. Seiberling, C. B. Raymond, A. H. Commins and E. A. Fisher, 
Treasurer. 

The factories are working to full capacity, and the orders booked 
for 1918 insure a busy year. 


That all the war-worn Sammies will 
Wear wreaths and crowns of flow’rs; 
But let us not omit the fact 
In writing history— 

With the Farmer of America 
Rests this war’s destiny! 

—Godfrey Eugene Hill. 


TEN MEN WHO NEVER SUCCEED 

1. The hind-sighted man who never sees an 
opportunity until it has passed. Would have 
“taken a chance” if he had only known how 
it was going to come out. 

2. The back-boneless man. Always has to 
ask somebody’s advice. And in most instances 
some one who knows no more about the busi¬ 
ness than he does. 

3. The only honest man. Must have the 
control. No one else honest enough. 

4. The spendthrift. Never has anything to 
invest. 

5. The suspicious man. Always afraid 
somebody will rob him. 

6. The conceited man. Knows where all the 
best things are without being told. 

7. The modern Shylock. Believes in noth¬ 
ing but his pound of flesh. 

8. The narrow gauged man. Refused to 
listen to anything outside of his line. 

9. The unfortunate man. Has a friend who 
invested and lost. 

10. The man who thinks a thing worthless 
or it would not have been offered to him. 


There is a lot of room at the bottom, but 
most of it is occupied. 


CROPS VERSUS KRUPPS 
When our beloved President 
Was forced to speak of war, 

And Congress likewise thought we had 
Enough to battle for, 

Amongst our countrymen, there ran 
A loyal trend, and true; 

And, now at war, our tasks assigned, 
We have our bit to do. 

The Navy and the Army 
And the Aviation Corps, 

All have objectives, with no halt 
To smash the bogey war; 

But, there must be, behind ail these, 

A vital cog and force— 

The Army in the Meld at Home, 
Behind the plough and horse! 

Philosophers and learned men 
Of prominence and note, 

Unite in one opinion, and 
The fact is not remote— 

That soldiers, sailors—men o’ war 
Can better march and fight 
With empty gun than empty paunch, 
For it’s food that gives men might! 

A Republic of Resources is 
Our own United States; 

We always have partaken food 

From brimming bowls and plates; 
But. we’ll not falter in this need 
Of dire sacrifice, 

To share our plenteous crops of wheat, 
Potatoes, corn and rice. 

And thereupon we all conclude 
That Victory is ours— 
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TRAIN AND DISCIPLINE YOURSELF 

The trained mind is the one that is sought 
for in business. No matter how small a 
business may be it is far more successful if 
it is subject to the command of a trained mind. 
The day of the supremacy of brawn is gone. 
This is the age of brain power. Muscle is 
cheaply bought today; brain is at a premium. 
Education is a great advantage but a trained 
mind is often found where 44 book l , arnin , ” 
has never found root. The trained mind is 
one that has developed by application to the 
principles involved in any particular business 
undertaking. Just as the muscles are sure to 
develop if constantly used, so the mind is sure 
to develop and become master if constantly 
used. The trained mind, most valuable and 
demanding the largest pay, is the one that has 
begun at the bottom, Worked up through the 
ruck and arrived at the top by dint of hard 
work and application. It is possible for every 
young man to become possessed of a trained 
mind and the trained mind earns big dividends. 


Buying experience is very much like paying 
doctor’s bills. 


WHY HE LOST A CUSTOMER 

I happened to see it in the window. I 
needed it. I had the money in my pocket to 
buy it. I walked into the store. I saw a man 
leaning against a counter. I sized him up as 
being the proprietor. He had a grouchy look 
on his face. He didn’t think it worth while 
to say “good morning.” He asked me what 
I wanted. I told him. He waited on me like 
it hurt him. I got all out of patience. At last 
he found the thing I wanted. He wrapped it 
up and handed it to me. I paid him for it. He 
took my money. He didn’t even say “I thank 
you.” He didn’t invite me to call again. I 
walked out feeling hurt. I haven’t been back 
since.—George M. Rittelmeyer. 


NOTHING NEW 

A reporter was interviewing Thomas A. 
Edison. 

“And you, sir,” he said to the inventor, 
“made the first talking machine!” 

“No,” Mr. Edison replied; “the first one 
was made long before my time—out of a rib.” 
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E. A. MOORE ELECTED PRESIDENT OF 
THE STANLEY WORKS 

Announcement is made by the Stanley 
Works of the election of E. A. Moore as presi¬ 
dent of the institution. 

Mr. Moore began his business career with 
Bradley & Hubbard of Meriden, but left there 
to take a position with the Stanley Works in 
1889, on his 23rd birthday. 

Soon after he came with the Stanley Works 
he recognized the possibilities of cold rolled 
steel, and a separate business was established 
for the manufacture and sale of these products. 

Later on he became general manager in charge 
of all plants, foundries and machine shops. He 
was subsequently elected second vice-president 
and director and was made first vice-president 
in 1916. 

George P. Hart has been elected chair¬ 
man of the board of directors of the Stanley 
Works, caused by the resignation of William 
H. Hart. 

C. F. Bennett has been elected vice-presi¬ 
dent of the institution and the following offi¬ 
cers re-elected: 

Treasurer, L. H. Pease. 

Assistant treasurer, L. W. Young. 

Secretary, H. B. Humason. 

Assistant secretary, Walter B. Hart. 

William H. Hart has held an executive of¬ 
fice with the Stanley Works for 63 consecu¬ 
tive years. 

You Can Readily Sell 

“Dick Smith” Self-Feed Nail Stripper 

To Fruit Growers, Box Makers, Canners 
Packers and Mechanics 

Will save time and money in your own packing 
department. 

Beat Construction —11-64 Bessemer rod 107 coke tin. 
Lock corner sugar pine box. 

Fastest —Self-feeding. No time lost in keeping full. 
Most Economical —Adjustable. Works nails from 
2d to lOd equally well. 

Strongest —Put together in a way to insure dura¬ 
bility. 

Handiest —Light weight. Only 10 pounds. Closes 
like a suit-case. 

Write for prices and full information. 

DICK SMITH 1738 West 51st Place, Los Angeles, California 

OR ANY WESTERN JOBBER 



Mr. Hart entered the employ of the Stanley 
Works in 1854, and was elected secretary and 
treasurer in that year, when 19 years of age. 
Within two years after his election the general 
management of the business practically de¬ 
volved upon him. 

The Stanley Works have been peculiarly 
fortunate in the character and ability of the 
men connected with the institution, and we ex¬ 
pect in a subsequent issue to have something 
more to say with reference to the men who 
have been responsible for the position which 
the Stanley Works occupies in manufacturing 
and mercantile lines throughout the world. 


The complete, compact, distinctive line In handy 
household cans—full-size, full-measure. RETAZX4I 
15 C'BNTS—no larger sizes. Big Value for user; 
Big Profit for You. A popular seller with Hard¬ 
ware trade. Assortments contain all 29 colors; 
Display matter included. 

Dealer's Assortment (30 Dos.).§33.00 

Jobber’s Assortment (12 Dos.).§13.80 

Open Stock, all colors, per gross..$14.40 

2% Freight allowance, F. O. B. N. Y., 2% Cash. 
Write for Color Card, Circular and Booklet 

MonJauk PArtrrMro.Ca 

169-173 Second Ave., BROOKLYN—NEW YORK 

Townley MetaJ & Hdwe. Co., Kansas City, Mo. 
Pacific Wooden Ware & Paper Co., Oakland, Cal. 
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Educating Merchants to the Possibilities 

of Their Business 

John Lucas & Oo. Conduct Liberal Education Campaign. 


O F all the manufacturers who willingly co¬ 
operate with retail merchants (and their 
number is legion), few have been brought 
to our attention who are doing their work on 
such broad and constructive lines as John 
Lucas & Co. of Philadelphia. 

In fact, one cannot say they are co-operat¬ 
ing with the retail merchant in helping to dis¬ 
pose of his products. Such a statement is too 
restrictive. Rather we would say they are en¬ 
gaged in an educational campaign to help him 
discover his weak points and “leaks” and to 
ascertain where he is lacking—not only telling 
him the things that he should not do, but tell¬ 
ing him also what he should do—pointing out 
ways in which he can increase his sales, not on 
paint and varnish products alone, but they are 
helping him to a greater realization of what 
merchandising in all lines may have in store 
for him. In fact, John Lucas & Co. are not 
referring to paint products in this educational 
campaign, any more than they are to the vari¬ 
ous other commodities which the merchant 
stocks and sells. 

We have referred to this in previous issues 
of the Hardware World, and we consider this 
^educational and constructive work so import¬ 
ant that we want to emphasize it again, and to 
urge our readers, who have not already famil¬ 
iarized themselves with what they are doing, 
to make inquiry and to judge for themselves— 
see just how closely the Lucas science of retail 
success fits into their individual needs. Find 
out whether or not you can use it. 

As we understand it, there is no charge for 
these services. No one is required to buy their 
products, and no one is under any obligations 
whatever. In view of this statement, we find 
we can, at least, recommend that the merchant 
investigate for himself. 


Just to give an idea as to what they are 
doing. The first list of questions that you will 
ask yourself will probably be something like 
the following: 

1. Do you like your work? 

2. Are you open to suggestion! 

3. Is the total percentage of expense to sales less 
than 20 per cent! 

4. Is the rapidity of your turnover equal at least 
to these figures! 

(General Merchandise Stores, 6 times; Hardware 
Stores, 3.5 times.) 

5. Are you doing all the business possible with 
your present overhead expense! 

6. Do you know the community and buy what it 
requires! 

7. Do you overcome sales resistance by selling 
nationally advertised goods! 

8. Are you educating your buyers to newer, higher 
wants! 

9. Do you conduct your business on the one-price 
plan ! 

10. Are your goods marked in plain figures! 

11. Do you keep a record of sales by departments! 

12. Is there any ** soldiering’’ or time-wasting by 
your employes! 

13. Do you use your own and clerk’s time accord¬ 
ing to relative value? 

14. Do you make easy and immediate adjustment 
of complaints! 

15. Do you make special efforts to sell big-price 
articles! 

16. Do you keep and use a mailing list! 

17. Have you a system for getting facts about your 
possible customers that may help make more sales! 

18. Do you try to enlarge your selling territory! 

19. Do you use the personal canvass to help sales! 

20. Do you constantly use manufacturers’ dealer 
helps! 

21. Is your stock clean, and displays attractive! 

22. Do you make it a point to know thoroughly the 
goods you sell! 

23. Do you regularly read some business efficiency 
literature! 

24. Does your treatment of employes inspire re¬ 
spect, loyalty and energy! 

25. Are you ambitious to do a bigger business? 

Total per cent.! 

The total shows how closely you approach 100 per 
cent retail selling. 


Oar Standard* 



R. N. NASON & CO. 

San Francisco, U. S. A. 


MAKERS 


Paints, Colors, Varnishes, Lubricating 
Oils and Greases 
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Any ambitious merchant who will answer 
these questions will probably get into a new 
line of thought. We are all apt to get in a 
rut, and we often need to be reminded by some 
one on the outside to get his viewpoint. 

For some time Lucas & Co. conducted an 
investigation as to the reason why so many 
business houses survived only a few years, and 
they are prepared to give the facts and figures. 

Do you know that four retail business 
houses out of ten fail every five years, and 
three out of fourteen exist only fifteen years? 

They can give data that any ambitious 
merchant who is alive to the situation will at 
least be interested in seeing, for instance, how 
the general average which they submit com¬ 


pares with his own business. If you are above 
the general average you have reason to congrat¬ 
ulate yourself. 

Every retail merchant worthy of the name 
is anxious to perpetuate bis business, to put it 
cn a better basis, and none of them is willing 
to admit otherwise. 

Most of the things we fail to do, or think we 
cannot do, are neglected because of lack of time. 
Perhaps if you are neglecting some of the 
tilings suggested, you can make a start and 
put into effect one or two of these things. 

Again we want to urge our readers who are 
not fully satisfied that they are as near 100 
per cent retail selling in their community as 
possible, at least to ask John Lucas & Co. to 
send their sales suggestions and ideas. 


SATISFACTORY and PROFITABLE 



Good Painters 


use Cal-Pa-Co Pure Paint when they have a 
particular customer to please. 

CALIFORNIA PAINT CO., Oakland, California 


FOR BOTH 

CONSUMER 

AND 

DEALER 

No other manufacturer uses 
greater care in making 
100% Pure Paint. 

Cal-Pa-Co products combine 
only the best ingredients 
under the direction of the 
most skilled paint chemists. 

The California Paint Com¬ 
pany — manufacturing Cal- 
Pa-Co paints, varnishes and 
enamels for over 50 years 
—took five first awards at 
the Panama - Pacific Inter¬ 
national Exposition. 

It will pay you to write 
for dealers’ special agency 
terms. 

JOBBERS 

Hammond Lumber Co., Los Angeles 
Stayner & Daly, Salt Lake 
Kelly, Thorsen & Co. Portland 
S. Underlain, Bellevue, Wash., 
Salesman 


Digitized by 
















102 


HARDWARE WORLD 



SALESMEN ABE MADE, NOT BORN 

The president and the sales manager of the 
two largest automobile manufacturers recently 
gave their views on the question of selling. They 
expressed the belief that the vast number of 
automobiles now owned by the American people 
was due to the very intelligent, energetic, and 
effective salesmanship of the manufacturers. 

These manufacturers recognize that the sell¬ 
ing end is the most important part of their 
business, and they approach it with a deep sense 
of the responsibility which is placed upon them. 
They are aware that the very life of their busi¬ 
ness depends upon successful selling; that this 
can only be accomplished by men highly trained 
in the subject, and who exert all their skill and 
energy to accomplish the most results. 

In like manner every dealer should feel the 
responsibility devolving upon himself of having 
the most skillful and effective selling energy at 
the disposal of his business. And he should real¬ 
ize that if he falls short of the best which he 
can hire or develop in himself, that his business 
will suffer in proportion to the measure of his 
shortcomings in salesmanship. 

Few dealers realize the importance of this. 
To be sure, they “wait on” a customer when 
he comes in, and they do it with a fair degree 
of ability. But that is not enough. We must 
have more selling ability than we are born with 
if we are to make our way through the narrows 
of the fierce competition of today. We must 
join our advertising, our store-keeping, and our 
salesmanship into one harmonious whole; and 
we must bring all our ingenuity to make them 
as effective as possible. 

Our advertising and our show windows must 
be devoted to bringing people into our stores, 
and we must be continually alive to plans and 
methods which will accomplish this result. 

And when the prospect is brought into the 
store, we must exert our skill in salesmanship. 
It is just as necessary to exert skill in selling 
our neighbor Smith, or Jones, as it is for a trav¬ 
eling salesman to exert his skill in selling to 
some stranger. 


If we use the highest judgment to buy what 
our customers want; if we advertise effectively 
to bring them in our store to see the same; and 
if we are so efficient in business that we can 
sell the article at the proper price, then there 
is no reason why we should not succceed and 
gradually grow and prosper with the growth 
and prosperity of our country. 


LEARN TO THINK AND THINK QUICKLY 

Over - deliberation is as great a fault as 
to take snap judgment. Every one, who 
would keep up with the modern business pace, 
must cultivate the faculty of thinking and de¬ 
ciding quickly. This is an era of quick action. 

The slow-minded, plodding man is sure to 
be left in the race for business success. Slow 
thinking is a habit and it can be overcome. It 
requires practice and application to overcome 
it but it can and must be done. A sluggish 
mind is akin to a sluggish liver and requires the 
same drastic treatment. 

The successful business man is always a 
quick thinker; not a spasmodic thinker but a 
thinker who concentrates carefully, eagerly 
and intelligently for a comparatively brief 
period and then says “yes” or “no,” finally, 
decisively and usually correctly. 

There is a vast difference between really 
thinking quickly and only thinking that you 
think quickly. The former is sure, decisive, 
firm and successful. The latter is erratic, 
changeable, weak and a failure. The first ac¬ 
tually deliberates; the latter does not. 

Deliberation is necessary in every transac¬ 
tion before a final decision is reached. The 
danger, however, is that there is over-delibera¬ 
tion, causing delay, fear and the injection of 
competitive influence. We must ^positively 
learn to think, first; then learn to think quick¬ 
ly. We must key ourselves against the sloth¬ 
ful habit of too much thinking, for over-delib¬ 
eration is procrastination. 


Life isn’t in holding a good hand, but in 
playing a poor hand well. 
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BUYING 

Diamond* 

BY THE CARLOAD 


D URING January and February, over 
four trainloads of Diamond Tires— 
better than 200 cars—were shipped to Dia¬ 
mond Distributors who need them in car¬ 
load lots to supply the tremendous demand. 

Motorists are calling for every Diamond 
we can make because of their fine record 
in 1917. One Hardware Distributor has 
called for seven carloads. 

Under such circumstances, backed by an 
intensive advertising campaign, Diamond 
Tires and Inner Tubes make an ideal line 
for Hardware Stores. 


Ask your Hardware Jobber for the Diamond 
proposition, or write to us. 

The Diamond Rubber Company 

Incorporated 

AKRON - OHIO 


The Block room of 
The Guarantee 
Tire & Supply Co., 
San Franci$co 
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Getting Business Now 

By J. J. Cole 


I N times past when we greeted an acquain¬ 
tance with the casual query, “How’s busi¬ 
ness ?” little significance attached itself to 
the answer. It’s different now! For business 
has assumed a more vital aspect than ever 
before. It has become a more serious proposi¬ 
tion with all of us. And the rules which formerly 
applied don’t seem to fit at all. 

For in times past when one fellow in a cer¬ 
tain line of activity was prospering we could 
feel reasonably sure that all the others simi¬ 
larly engaged were sharing in the same pros¬ 
perity. 

Now, business is purely an individual matter. 
It is neither generally good nor generally bad. 
Its status is dependent entirely on the person, 
or persons, concerned with it. 

And in this connection I am reminded of 
an experience which recently impressed on me 
most forcibly the truth of this condition. 

I had occasion to drop into a drug store in 
my neighborhood for some shaving soap. 

A widely advertised brand had been called 
to my attention, and when the clerk approached 
me, I asked: 

“Do you keep Blank’s shaving stick?” 
“No, sir,” replied the clerk, with a courteous 
smile, “we sell it. Do you want some?” 

There was nothing facetious in the fellow’s 
manner. He simply impressed me with the fact 
that that store did not “keep” anything that it 
had in stock. 

Those people bought their stock to “sell 
it”—and from the looks of the place, I felt 
sure they did. 

Ajid that’s just the sort of spirit that gov¬ 
erns our business today. 

There are those who have been satisfied to 
“keep” their stocks in trade—and they are 
now doing more “keeping” than ever. 

There are the others who always have made 
it a point to “sell” their goods—and they are 
getting a good share of business, despite what 
others have called “untoward conditions.” 

Business depression is purely a turn of the 
mind. The fellow who does not sit around and 
complain about business being unsatisfactory, 
but gets out and hustles in order to gather in 
every vestige of business that may be hanging 
around, will not only get all that may be re¬ 
garded as his share, but will amass some that 
was intended for the other fellow, but which 
the other fellow failed to connect up with, sim¬ 
ply because he did not go out after it. 

While certain sections of the country have 
been complaining about business depression, our 
dealers in other sections kept sending in orders 
as usual—perhaps not in quite as great num¬ 
bers, but a goodly bunch of them at that. 


No White Flag When Men Are Active 

We sent factory men to find out the reason. 
When they visited the sections from which the 
complaints came, they found that, with the first 
let up, the chaps out there had put up the 
white flag. 

In the active sections, we found that they 
had been keeping themselves so busy with their 
own business that they had not had time to 
think about depression, and, though their busi¬ 
ness might not have been quite so easy to get 
as heretofore, they made a correspondingly 
greater effort to get it for that very reason. 

In other words, too many dealers establish, 
traditionally, a sort of a standard of effort in 
going after business which is so rigid that it 
can not be adjusted to varying conditions. 

“Business depression” is psychological — 
but it’s the business man who makes it so. The 
man who deals in one product talking and 
thinking “business depression” affects business 
in every other line. 

We can’t lay the blame on a mythical “buy¬ 
ing public,” for we are all a part of it. 

What we must do is to increase our effort 
to get business when we find that it requires a 
greater effort to get it. 

We can’t establish standards of effort. They 
are not flexible enough to be properly manipu¬ 
lated in time of stress. 

Business possibilities are limitless. If we 
find we can not dispose of our product in the 
accustomed way, there’s another way in which 
to do it that can be found, if we work hard 
enough. 

I know of one chap who used to manufacture 
toilet water, who now makes antiseptics for the 
government. 

I can do more to advance a man than his 
own parents, be they ever so rich. 

Fools hate me. 

Wise men love me. 

I am represented in every loaf of bread that 
comes from the oven; in every train that crosses 
the continent; in every ship that steams over 
the ocean; in every newspaper that comes from 
the press. I am the mother of democracy. 

Who am I? 

What am I? 

I am Work. 


A MUCH-NEEDED IMPROVEMENT 
“Do you believe that we should have a 
more elastic currency?” asked the man who 
always talks national finance. 

“Not much!” snorted the man with the 
shiny clothes. “It’s elastic enough now. What 
they ought to do is make it more adhesive.” 
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BRAKES 

INSPECTED 

ini i 



Ask him about his brakes 

The safety of his car depends on the brakes 


When your customer stops for 

“gas” or comes in for sup- Br&kfl Insp< 

plies, ask him about his brake Within the past 

lining. Because it is hidden out men t has been s 

of sight, most car-owners do regular inspectio 

not give it the attention it ment by every 1 

deserves. Call this to his at- ment is endorse* 

tent ion and you are sure to organ ix 

increase your volume of relin- b,le industry thr 

ing business. The first object 

Thennoid Brake Lining makes to have all brake 

satisfied customers for three touring season < 

reasons: crease the accidi 

improperly adjus 

1. More material, greater This movement 

MrvicA because it will 

lining business. 

There is over 40% more mate- A i-™- c - mD -j 

ri«l »nd 60% more l.bor need will ran throngl 

"* »•. Thor- Tince motori.L 

mold Brake Lining then in nnj Thermoid Br.ke 
woven brake lining. This means / nr Th»rmoi 

long... *e.r ,renter ..f.ty ftbWwM .™3 

and lowest final cost. > 

2. Gr&pnalized 

Thermoid Brake Lining is Grapnalixed, an exclusive 

£ rocess which resists oil, gasoline and moisture. 

[oisture of any kind causes ordinary brake lining 
to swell, making it grab or slip. 

3. Ideal surface, uniform wear 

Every inch of Thermoid is compressed under 2000 
pounds of hydraulic pressure. 


Brake Inspection Movement 

Within the past few weeks a move¬ 
ment has been started to promote the 
regular inspection of brake equip¬ 
ment by every motorist. This move¬ 
ment is endorsed by leading individ¬ 
uals and organisations in the automo¬ 
bile industry throughout the country. 
The first object of the movement is 
to have all brakes inspected before the 
touring season opens. This will de 
crease the accidents due to faulty or 
improperly adjusted brakes. 

This movement merits your support 
because it will increase your brake 
lining business. 

A larger campaign than ever before 
will run throughout the year to con¬ 
vince motorists of the superiority of 
Thermoid Brake Lining. When they 
ask for Thermoid be prepared. Your 
jobber will supply you. 


Because of this process Ther¬ 
moid is uniformly hard all the 
way through. There are no soft 
spots to wear out quickly and 
cause the brakes to grab or 
slip. That is why it is 100% 
brake lining. Thennoid Brake 
Lining will wear better and 
last longer because it is hy¬ 
draulic compressed. 

Make this comparison 

Actual comparison between 
woven brake lining and Ther-’ 
moid Brake Lining quickly 
shows why Thermoid is the 
safe brake lining. We will be 
glad to send sample of Ther¬ 
moid. 

Our guarantee: Thennoid will 
make good or WE WILL. 


Factory and Main Office: Trenton, N. J. 
Branches: New York, Chicago, San Francisco, In¬ 
dianapolis, Detroit, Los Angeles, Philadelphia, 
Pittsburgh, Boston, London. Paris, Turin. 
Canadian Distributors: The Canadian Falrbanks- 
Morse Co. (Limited, Montreal). 

Branches in all Principal Canadian Cities 




Thermoid 
Robber 
Co.. 1918 



TrC: 


ydrAULICCOHPRESsei 


^apnauzeSS 

^ WONT 


Makers of 44 Thermoid Crolide Compound Casings" and **Thermoid Garden Hose * 9 
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Who Will Get the Accessory Business? 


HO’S going to get the Automobile Ac¬ 
cessory trade ? 

It’s all right for me to ask you that. 
But if YOU ask ME, I’ll speak right out and 
say: “I don’t know, b’gee.” 

The scrap across the water isn’t the only one 
taking place, though it does make the most 
noise. For a quiet and interesting little scrim¬ 
mage is taking place right “in our midst” on 
the subject of the first sentence in this letter. 

“ I, ” says the Garage Man. 4 4 With my little 
pull—and being the logical man for the busi¬ 
ness—I’ll get the accessory trade.” With com¬ 
mendable energy he stocks up with the goods, 
and, truth to tell, he does pull in some business. 

But he won’t get it all. Nay, he will only 
get a small proportion. For he is such a care¬ 
less, fly-away, mechanical fellow, that the manu¬ 
facturers of accessories are inclined to give him 
the absent treatment and place their goods with 
some other line of trade. 

Then, too, his place is really a store house, a 
repair shop, a distributor for oils, gasoline—and 
such being the case it don’t commend itself to 
particular people, to the ladies, and to those 
who like to go to a nice place to do their 
trading. 

! “Me, it is,” says the harness man. “It is 
Xny business to cater to the horse, and the auto- 
inobile, being the successor to the horse, makes 
ine the logical candidate for the business of this 
successor.” 

There is reasoning in this logic of the har¬ 
ness man, and all over the country he is reach¬ 
ing out for Automobile Necessities, and han¬ 
dling them to his great satisfaction and profit. 

But the harness man won’t get all the trade 
by a long throw. He has a little shop on the 
side street, his capital is limited, he cannot 
purchase the variety and assortment that would 
attract the bulk of the business. Therefore he 
specializes on a number of things which he can 
dispose to his patrons, and leaves the remainder 
for some one else to handle. 

In the cities the keen and eager eyes of the 
department stores have looked upon the auto¬ 
mobile accessories and found them good. They 
have the capital to purchase generous assort¬ 
ments, and full lines of expensive goods, and 
the styles of competing manufacturers. They 
have the space to display them to advantage, 
and they can tell their interesting story to mil¬ 
lions of people in their advertising pages of the 
daily papers. 

Hardware Dealer the Man 

In the East—and in the West as well—the 
hardware man is very much awake during busi¬ 
ness hours. “Most of the automobile acces¬ 
sories are made of metal.” reasons the hard¬ 
ware dealer, “and therefore 1 am the logical 



(xaTraitL Dcpt-Stoal Harness # Hardware 

They all speak right out when you ask who is the 
logical man to handle the Auto Accessories trade. 


man to take care of this trade.” Like the busi¬ 
ness man he is his reasoning was followed by 
action. 

He “took on” a few accessories. Some were 
very cautious and conservative, and “tried it 
out” on an initial venture of a couple of hun¬ 
dred dollars. In almost every instance it was 
a gratifying success and the quantity and 
variety of the stock was increased many fold. 

Some hardware .dealers who made a try of 
two or three hundred dollars are now carrying 
ten or twenty thousand dollars of goods. Some 
have created a regular department of this line, 
and have trained their young men to become 
specialists in various branches thereof. 

Their talks are interesting and instructive. 
One advises the handling of staple goods of 
tried merit, rather than fancy things and novel¬ 
ties, which may take, or may not. 

Quality seems a most important factor with 
most, rather than low price. A close co-opera¬ 
tion with manufacturers is urged by another, 
as manufacturers are more than willing to co¬ 
operate with retailers in the good work of sell¬ 
ing. 

I have therefore concluded that this trade 
will be divided up, and the best man will get 
the most trade, as is the case with most things. 

But it sure offers good opportunities to 
Hardware men. In fact, many hardware men 
handle harness, operate garages in connection 
with their business, and wherever any effort is 
made at all they are the ones who are taking 
the lead. 

GET IN LINE 

The movement is becoming very decided and 
very general among dealers throughout the 
country to reduce costs and save profits by 
more economical distribution, and by charging 
the cost of delivery and credit to those who in¬ 
sist upon it. 

The general adoption of this plan would un¬ 
doubtedly release many thousands of men, 
wagons, horses and automobile trucks for war 
purposes. 
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Confidence 


T HE confidence of jobbers, dealers and users of McGraw 
products is a logical outgrowth of their experience with 
the tires themselves ami the progressive policies of the com¬ 
pany behind them. 

McGraw, Imperial, Pullman and Congress Tires are made 
in one of the largest tire factories in America. Large output 
combined with efficient manufacturing methods and an ideal 
system of distribution make it possible to produce these tires 
in a superior quality and still market them at a reasonable price. 

The McGraw policy of sales and helpful co-operation enables 
the distributor to develop a permanent, growing business and 
affords him a satisfactory profit. Write today for details of our 
sales plan. 


The McGraw Tire & Rubber Co. 


East Palestine , Ohio 


Distributing Warehouses - New York Boston • Atlanta - Sl Louis ■ San Francisco 
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TIDE WATER OIL COMPANY UNIFIES 
ORGANIZATION. 

Absorbs Platt A Washburn Refining Company, Which 
It Has Owned and Conducted as Separate 
Concern for 29 Tears. 

To simplify and unify its organization, the Tide 
Water Oil Company has established a Veedol Depart¬ 
ment to distribute its products. The Platt & Wash¬ 
burn Refining Company, which has hitherto carried on 
the business of selling these products, is to be dis¬ 
solved. This concern has been owned by the Tide 
Water Oil Company for twenty-nine years, although 
conducted as a separate company. 



H. J. GUTHRIE, MANAGER. 

There will be no change in the policy or personnel 
of the management, the Veedol Department of the Tide 
Water Oil Company simply taking over all orders, con¬ 
tracts and other obligations, as well as all accounts, 
notes, etc., due the Platt & Washburn Refining Com- 

*** 'fhe Tide Water Oil Company manufactures Veedol 
oils and greases, Tydol gasoline and other specially 
refined petroleum products. Main offices are at 11 
Broadway. The refinery at Bayonne, N. J., covers IVz 
miles of docking space and its equipment includes 500 
oil tanks, with a capacity of 1,500,000 barrels, an in¬ 
dustrial railway eight miles long, box, barrel and can 
factories, stills, filters, power, pumping and refrigerat¬ 
ing plants and special laboratories. 

The company was the first to pipe crude oil from 
the wells, hundreds of miles away, to tide water. Every 
twenty-four hours 11,000 barrels of crude oil pour 
through its pipe line system into the tanks at Bayonne. 
The company employs more than 2,500 workers. 

Organization of the Veedol Department of the Tide 
Water Oil Co. follows: 

Principal Office: 11 Broadway, New York; H. J. 
Guthrie, Manager; Byron D. Benson, C. W. B. Fisher, 
Assistant Managers. 

Metropolitan District Office, 11 Broadway, New 
York; F. B. Vanderhoef, District Manager. 

Atlantic Division Office, 11 Broadway, New York; 
H. S. C. Bacon, Division Manager; Boston Office, 161 
Massachusetts Ave.; Philadelphia Office, Delaware 
Ave. and Green 8t. 

Mid-Continent Division Office, Insurance Exchange 


Building, Chicago, Illinois; J. M. Stockfisch, Division 
Manager. 

Pacific Division Office, Monadnock Building, San 
Francisco, California; Leonard Freer, Division Manager. 


SPLENDID BOOK FOR AUTO ACCESSORY 
DEALERS 

The remarkable progress made in the retail¬ 
ing of automobiles tires and tire accessories is 
well typified in a handbook on the subject re¬ 
cently published by the McGraw Tire & Rub¬ 
ber Company of East Palestine, Ohio. It is 
entitled, “Reaching Your Market,” and deals 
with the fundamentals of success in selling tires 
to the user. The story is so simply told and 
the exhibits are so graphic that a dealer can 
quickly pick out the suggestions most applica¬ 
ble to his own business. 

The pages devoted to advertising and selling 
are profusely illustrated with color designs, 
posters, cards, signs, booklets, ads, movie slides, 
etc., all worked out ready for use. No expense 
has been spared to make the art work and 
printing unusually attractive. The advertising 
needs of every retailer have been covered. The 
smallest repairman and the most up-to-date city 
merchant can find something to fit his situation. 

The pages devoted to service—the binds of 
service a retailer can render gratis to build up 
good will, are especially helpful. Service is 
the foundation of the McGraw business and it 
occupies a prominent place in the McGraw 
scheme for building up a retailer’s business. 
The readable little booklet on the care of tires 
is certain to make friends among motor car 
owners whether they are customers or not. 

The retailer who will follow the carefully 
worked out suggestions of this handbook, both 
in the selling and service end, is bound to ex¬ 
tend and solidify his business. Up-to-date 
methods and real helpfulness are bound to win. 

The handbook is too expensive a publication 
to distribute broadcast among dealers, but it 
will be sent without charge to any who write 
for it to the McGraw Company at East Pales¬ 
tine, Ohio. 


1 * BUM ’ > PROOFREADING 

“Speaking of bad proofreading, ever hear 
about Smith’s bad breakf” asked the old-time 
editor. “It was like this. Mrs. Smith was ex¬ 
ceptionally tall and thin. She was also an 
earnest church worker. When she died Smith 
ordered a fine monument, directing that the 
words, ‘Lord, she was Thine,’ be inscribed upon 
it. The engraver failed to calculate the space 
and the inscription read: 

“ ‘LORD, SHE WAS THIN’.” 


Clarence B. Woetten, Kerman, Cal., has purchased 
the Dinuba Hardware Store at Dinuba, Cal., and has 
taken possession. 
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Tie up your business to this nation¬ 
wide advertising 

How you can make extra good profits on Conaphores in 1918 


The 1918 Conaphore 
campaign in the leading 
magazines and farm 
papers is the strongest 
ever put behind an auto- 
mobile headlight glass. 
The publications used by 
Conaphore have a total 
circulation of more than 
7,000,000. A strong, edu¬ 
cational message on the 
efficiency of Conaphores 
will reach more than 
28,000,000 readers regu¬ 
larly. 

Tie up to it! 

Focus this nation-wide' 
campaign on your own 
business. Direct the de¬ 
mand straight to your 
counters. Get your full 
share of Conaphore 
profits! 

Trade Aid 

Put the Conaphore sales- 
helps behind your own sales 
efforts, and you will get the 
major portion of the head¬ 
light business in your terri¬ 
tory. We supply the follow¬ 
ing items witnout charge: 

Order getting consumers' 
booklet —Two color, envelope- 


size folder telling the complete 
Conaphore story. A great busi¬ 
ness getter when sent out with 
your mail or passed out over 
your counters. Ample space 
for your own signature. 

Attractive window transpar¬ 
ency — Two color poster, 14 
inches wide. Marks your store 
as a Conaphore sales-depot. 

1918 wall chart — Combina¬ 
tion sales-poster and chart of 
headlight sizes for different 
makes of cars. Should be on 
every dealer’s wall. 




THE CONAPHORE 

Smooth front surface. Easily cleaned. 
Does not clog with dost, mud or snow 

Manufactured by World’s Largest 
Makers of Technical Glass 

©NAPHORE 

No-Glare — Range 600 ft — 
Pierces Fog and Dust 


Ret of newspaper electros— 
A series of six newspaper ads, 
suitable to run in your regu¬ 
lar space. Furnished complete, 
with plenty of room for your 
own signature. 

Consistent use of these trade 
helps will help you cash-in on 
our national advertising. 

Jobbers—Write us for the 
Conaphore proposition — it is 
sure to interest you. 

Dealers — You know that 
motorists look to the hard¬ 
ware stores for high quality 
accessories. Secure yoar share 
of Conaphore profits. To in¬ 
sure prompt delivery, get your 
orders on your jobber’s books 
as quickly as possible. 

Write your jobber or direct 
to us for full particulars on 
the Conaphore. 

Retail Price List Noriol Clear 

(per Pair) Class Class 

5 to 6% in. inch.$2.40.$1.60 
7 to 8 % in. inch. 8.50. 2.50 
8% to 10 in. inch. 4.50. 8.00 
10Mi to 11H in. inch. 6.00. 4.00 
Prices 25 cents more per pair west 
of Rocky Mountains. Sizes ▼ ary by 
steps of % - inch above 6% -inch 
aise. 

Conaphore Sales Division 
Edward A. Cassidy Co., Mgrs, 
Madison Are. st 40th Street. New York City 

Corning Glass Works 
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THE POLITICIAN’S METHODS IN 
BUSINESS 

Did you ever notice how the politician gets 
business, which, of course, means votes! 

If he is out of a job he has no business unless 
be gets the votes. Did you ever see any of 
them stand back and wait for their trade, the 
voters, to come to them! 

How many would be elected if they pursued 
such a policy! 

His business is to get votes. 

Your business is to get orders. 

Perhaps, you say, it is quite a different 
thing, but when you come to analyze it, the 
difference is not so noticeable. 

The politician is continuously out hustling 
for business for votes. Without them he could 
not continue. 

Consider how we may incorporate the meth¬ 
ods of the politician into the retail business. 

The difference between methods of the pol¬ 
iticians and the retail dealer is that the retail 
merchant thinks he hasn’t time to get out 
among his prospective customers and go after 
their business personally, hammer and tongs, 
creating a demand and arousing an interest 
in that which he has to. sell; and the politician 
knows that he hasn’t time to do anything else, 
because everything else is a waste of valuable 
opportunity. Difference of viewpoint, you see. 
What the dealer thinks is secondary considera¬ 
tion the politician thinks is of supreme import¬ 
ance. 

Does the politician stay in his office and 
either advertise in a faint-hearted way or not 
at all, and then wait for the people to come to 
him and throw their votes at his feet! Does 
he! You know he doesn’t. And you know 
without any one telling you that if he went 
after votes that way he would have as much 
chance for election as a bow-legged girl has 
to get married in her home town. 

We don’t have to argue to convince the 
dealer that if the politician used dealer meth¬ 
ods for getting votes he would never on earth 
be elected. 

Then if dealer methods won’t apply prac¬ 
tically and successfully to politician needs, why 
not apply politician methods to the retail busi¬ 
ness! 

He meets them face tq face. He grips their 
hands. He works for their interest and friend¬ 
ship. He does everything he can think of to 
bring before their consciousness the fact that 
he is after a certain office, and that he is the 
man for the office. 

He tries to create a demand for himself in 
the minds of the people. He has got to get 
iheir support or he can’t be elected. The dealer 
lias got to get the patronage of the same folks 
or he can’t do the business that he wants to. 


The politician does not stay in his office 
because he has other things to do. He knows 
that the most important thing in his business 
is getting out among the people—so he gets 
out. He hires people to do the less important 
things. 

Watch him go after the fellow who hasn’t 
thought about his vote at all. You go that 
way after the fellow who needs a new set of 
tires, a pump, lenses and other accessories and 
hasn’t relized that lie needs them at all. 

Watch him go after the fellow who has de¬ 
cided to vote for his opponent. ‘Then you go 
after the fellow in your town who has never in 
the past traded with you. 

As we have said before, remember that you 
are human, and that these townspeople are 
human, and get out and introduce that power¬ 
ful human element into your merchandising. 
The salesmen representing the jobbers and man¬ 
ufacturers call on you and win your friend¬ 
ship, don’t they! Isn’t it just as essential that 
you go after your prospects that way! 


SERVICE WITH EACH SALE 

Every clerk who is worth his salt must 
necessarily be vitally interested in the How and 
Why of selling. He must study to acquire the 
strategy of a Napoleon, the persistency of a 
Wellington and the far-sightedness of a Bis¬ 
marck. To be successful, he must cultivate 
generalship in merchandising. 

Courtesy, Experience, Patience, Cheerful¬ 
ness and an Intimate Knowledge of the Stock 
He Handles—these are the requisites that go 
to make up the Clerk Who Later Succeeds in 
His Own Store. 

That sale which consists simply of the clerk 
wrapping up his product and receiving the 
money, and is not touched by the subtle qual¬ 
ity of service, is a dire failure. Service is the 
keynote of retail success, the intangible some¬ 
thing—a pleasant smile, a friendly greeting, 
tact, prompt attention, an intelligent explana¬ 
tion, a helpful suggestion—that every customer 
should get with every purchase. 

John Wanamaker, Marshall Field, Isador 
Strauss, Benjamin Altman and A. T. Stewart 
started their phenomenal careers behind the 
retailer’s counter with the Idea of Service, and 
salaries approximating half nothing divided by 
two. 

In order to paint a successful sale, give the 
customer the big place in the picture; put your¬ 
self in his place, be intently interested in the 
sale and enthusiastic about the merit of your 
quality products, subordinate cost-to-buy to 
benefit-to-be-gained, and if the product is man¬ 
ufactured by a firm of national reputation for 
character bear especial emphasis on this point. 
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Century- Plainfield 

TIRES 


A Big Service Tire 
A Big Guarantee 
An Oversized Tire 
Satisfied Users 

Century 

Plainfield Tires 

carry the highest guar¬ 
antee because they are 
super - service tires — they 
are high QUALITY tires, 
too, they’re oversized . 

The company makes 
good on every Century 
Plainfield Tire that fails 
to give service. 

Some Good Territory Open. 

Write for Dealers’ Proposition. 


CENTURY. 

PLAINFIELD 

TIRES 


Smooth Tread 5000 miles 
Non-Skid 6000 miles 


Ford Sizes 

Smooth Tread 6000 miles 
Non-Skid 7500 miles 


TERRITORIAL DISTRIBUTORS 


BAKES, HAMILTON & PACIFIC 00. 

SAN FRANCISCO 


J. B. WOOD TIRE CO. 

923 E. 3rd ST., LOS ANGELES. 


B. M. WADE & 00. 

PORTLAND AND SPOKANE 


CITY SERVICE ROBB 

HOELLE-RUBBER SALES CO 

Branch and Warehouse 

450 Golden Gate Avenue 
SAN FRANCISCO 


PLAINFIELD jlftcCOL 

"A subsidiary of tha Rubber Insulated Metala Corporation 
exclusive manufacturers of the BIMCO Rubber produeta by the 
BLCHEMO process.” FACTORIES. PLAINFIELD, If. J. 
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magnitude of the automobile in¬ 
dustry SHOWN BY FIGURES. 


Figures showing the magnitude of the au¬ 
tomobile industry, including the capital in¬ 
volved, the cars in use and the labor employed, 
have been compiled from various sources by 
Alfred Reeves, general manager of the National 
Automobile Chamber of Commerce. The fig¬ 
ures prove better than can be done in any other 
way the appreciation by the public and business 
men of the transportation facilities supplied by 
passenger cars and trucks, which are doing such 
great work in this country today in relieving 
the railroads of short-haul freight and passen¬ 
ger traffic. 

The best evidence of the urgent need of 
passenger cars for transportation is the fact 
that the greatest registration of automobiles 
during the past year was in the West and 
South. Another important fact is that ten mil¬ 
lion acres of tillable land are released for food 
production by the replacement of horses with 
the modem motor trucks now in use. 


MOTOR CAR MAHOTACTTTRERS. 

Motor vehiole manufacturers in United States. 660 

Commercial vehiole manufacturer!. S7S 

Passenger .vehiole manufacturers-. . SSS 

States in which faotories are looated... 68 

Capital forested .1786,000.000 

Workers employed . 880,000 

Wages and salaries paid during flsoal year ended June 

80, 1817 .$876,000,000 

Mo or vehicles produced in last flsoal year. 1,806,104 

Passenger oars produoed. 1,608,004 

Commercial cars produoed. 118,800 

Wholesale value of vehicles produoed during last 

flsoal year .$017,470,088 

Paid for parts and materials by automobile mans* 

facturers dnring last flsoal year.$480,000,000 

Production passenger oars in calendar year 1817. 1,706,840 

Produotion commercial cars in calendar year 1017.... 181,846 

Average prioe of passenger oars produced in 1017.... $780 


BODY, PARTS AND ACCESSORY MASERS. 

Humber of oonoerns manufacturing some article used 

in automobile trade . 6,788 

Body, parts and aooessory makers in United States.. 1,080 

Capital invested by body, parts and aoesaory makers.$886,000,000 
Workers employed by body, parts and aooessory makers 
880,000 workers, wages paid yearly at $000 per man $888,000,000 
Automobile ires manufactured during flsoal year ended 


June 80, 1017. 18,000,000 

Value of tires manufactured in last flsoal year... .$460,000,000 


DEALER8, OARAGES, ETC. 

Total dealers, garages, repair shops, etc., in U. S.... 

Automobile and truck dealers in United States. 

Oarages . 

Automobile repair shops. 

Tire vuloanisers . 

An omobile supply houses. 

Joobers of automobile supplies. 

Capital invested by dealers, garages, etc., estimated at 

$4,000 eaoh .$184,000,000 

Workers employed, es imated average of 6 eaoh. 880,000 

Wages prid, estimated at $800 per man.$184,000,000 

AUTOMOBILE EXPORTS. 

Value of automobiles, trucks, engines, tires and parts 

exported 18 mon hs ended June 00, 1017.$188,411,817 

Humber of passenger automobiles exported last fiscal 

year . 64,884 

Valne of passenger oars exported. $48,680,088 

Humber of commercial oars exported last fiscal year.. 16,077 

Value of oommeroial cars exported .$48,887,816 

Value of automobile enginea, tires and parts exported 
las: flsoal year .$48,468,074 


46,000 

87,000 

86,600 

18,600 

18,000 

8,660 


MOTOR VEHI0LE8 IN USE. 

Motor vehioles registered in United States. 4,848,180 

Motor truoks in use in United States... 486,000 

Tons of goods hauled yearly by trucks (estimated).. 1,800,000,uOO 
Cos of haulsge by motor truoks at 18c per ton mile.$1,060,000,000 
Cost of haulage on basis of 84o per ton mile by 

horse and wagon.$1,440,000,000 

Value of passenger service at railroad rate of So per 

mile .$1,168,600,000 

Humber of persons in United States to 1 motor oar.. 84 

Percentage of oars sold to farmers in 1817 (estimated) 40 


Humber of automobiles in United States to eaoh mile 

of publio road. 

Humber of automobiles in United States to eaoh mile 

of surfaced road. 

Humber of automobiles in United States for eaoh 

square mil e ... 

Automobiles in use in all countries outside of the 

United States January 1, 1917. 

Automobiles in use in Europe January 1, 1917. 

Automobiles in use in Canada January 1, 1917. 

Automobiles in use in South Amerioa January 1, 1917 
Automobiles in use in Australasia and Oueania Janu¬ 
ary 1, 1917 . 

Horses in the United 8ta 4 es. 

Acres of land required to sustain horses. 

Horses displaced by motor truoks in use (estimated) 
Acres of land released by truoks for produotion of 

human foods . 

Horses and mules exported in last three years. 


1.7S 

14.77 

L4 

719,046 

487,666 

118,066 

89,166 

66.840 

84.000,000 

180,000.000 

8,000,000 

10,000,000 

1,888,960 


SINCE PA QUIT TINKERING 

(By Edgar A. Guest.) 

When first we bought our auto, Pa would often 
lift the hood 

And tinker with a lot of things he never under¬ 
stood ; 

They gave a pair of pliers with the tools that 
they supplied, 

And that little set of nippers was his pleasure 
and his pride. 

He tightened this and loosened that, a dozen 
times a day, 

Then wondered why the car we owned got 
stalled along the way. 

The carburetor interested Father quite a lot. 

He changed it when the days were cool and 
when the days were hot, 

And when the car was running well and when 
it seemed to jerk; 

But Mother said he never gave the thing a 
chance to work. 

He fussed with it for everything that stranded 
our machine; 

He even blamed it once when we ran out of 
gasoline. 

The monkey wrench was his delight; he’d spend 
each Sunday mom 

In taking that old car apart, from muffler to 
the horn; 

He’d smear himself with oil and grease and 
count his labor fun, 

Then wonder why, that afternoon, the motor 
wouldn’t run. 

He used to stay at home at night to read his 
book of rules, 

Because he seemed to think he had to use that 
set of tools. 

As time went on, though, Father learned to 
leave the car alone; 

Today he never lifts the hood of that machine 
we own; 

So long as it will run at all Pa let's it jog along, 

And it is most remarkable how seldom it goes 
wrong. 

He leaves the tools beneath the seat and will 
not touch a thing, 

And we are all enjoying life since Pa quit 
tinkering. 
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Hartford Oord 


Btronffceart Trtai 


Hartford “H” Troad 


Plain Troad 


Announcing the Two New 
Hartford Tires 

We have extended our line to fit progressive conditions and to meet the require¬ 
ments of motorists who are fast learning that no one tire will best fit all of the varied 
motoring conditions. 

We have added a cord tire—a tire that in cord tire construction is the final word 
in strength, endurance and anti-skid efficiency. It is the supreme accomplishment of 
the moment. And the future will surely justify the time, energy and quality that have 
been expended in the perfecting of the Hartford Oord. 

We also announce the Hartford Strongheart Tread, that excels the Hartford 4 H V 
Tread only in strength. For, like the famous Hartford 4 H’ Tread, this new Hartford 
addition holds out to you the maximum of insurance in resiliency, mileage and safety, 
but for a longer mileage. 

Here is a complete line for you to offer to your trade — a tire to fit everybody’s 
needs and everybody’s purse. 

And remember that Hartford Tires mean tire insurance. 

Hartford Rubber Works Company 

1790 Broadway, New York 


Writ* to om of the following distributors 
Stanffer-Esbleman k Go., New Orleans, La. 

J. D. Weed & Go., Savannah, Ga. 

Decatur A Hopkins Go., Boston, Mass. 

Pntnam Hardware Go., Houlton, Me. 

Albany Hardware k Iron Co., Albany, N. Y. 

F. P. May Hardware Co., Washington, D. C. 
Reilly Bros. & Raub, Lancaster, Pa. 

Wilson k Pugh, Cumberland, Md. 

Prussia Hardware Go., Fort Dodge, la. 
Suelflohn k Seefeld, Milwaukee, Wis. 


TODAY for information regarding prices, etc. 

Hibbard-Spencer-Bartlett k Go., Chicago, Ill. 
Belknap Hardware k Mfg. Go., Louisville, Ky. 
Geo. Worthington Co., Cleveland, 0. 

Tracy-Wells Co., Columbus, O. 

Morley Bros., Saginaw, Mich. 

Marshall-Wells Hardware Co., Duluth, Minn. 
Marshall-Wells Hardware Co., Spokane, Wash. 
Marshall-Wells Hardware Co., Portland, Ore. 
Witte Hardware Co., St. Louis, Mo. 

E. L. Wilson Hardware Co., Beaumont, Texas 
Knapp k Spencer Co., Sioux City, la. 
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Permit Us To Send 
These Sales Helps 

Our interest in you does not cease 
with the order you send in for Motul. 
Cupese and Gearese. We are behind 
you, doing our utmost to help you 
sell these products — and we are 
asking permission to send you the 
sales helps shown—and others from 
time to time. 

The thousands of dollars we are 
spending in general magazines, auto¬ 
mobile publications and direct mail¬ 
ings, can be made to work for you. 

The coupon below, filled out and 
mailed today, will bring full particu¬ 
lars about S-P Atlas scientific pro¬ 
ducts, and details of our co-opera¬ 
tion. Hadn’t you better mail it now! 


swan: 


FINCH 


COMPANY 

HEW YOKE 

Quality Oil and Ginn Products Sine* ISM 


Swan & Finch Co., 265 Broadway, New York City 
Gentlemen: 

Kindly tend details of your co-operative telling plan; alto detcription of products and further information. 

Name . . . 

Address .. .. 

(If dernier, please state jobber's name) 
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Young Man, Develop These Qualities 


Determination Confidence 

Imag ination Enthusiasm 

Optimism Courtesy 

B ACK of every achievement great or small 
is desire —the will to do. When desire is 
intensified we call it determination. 

The success you achieve will be measured 
by the intensity of your desire —your deter¬ 
mination —your will power. 

Instead of asking yourself the question, 
“Can I?” you will say, “I Can,” and then 
summon all your powers for the accomplish¬ 
ment of your purpose. Concentrate your 
thoughts upon your work and pursue it with 
all your energy. 

This energy must be properly directed. Or¬ 
ganize yourself. Take stock. Look back over 
the past year and consider the things which 
determine your success or failure. 

Benjamin Franklin analyzed himself and 
kept a perpetual inventory of the qualities he 
wished to develop. You can improve by this 
same method. 

Review each day’s work. Quiz yourself to 
see that you are on the right road. You can’t 
improve your condition and grow unless you 
know what obstacles stand in your way. Know 
your weakness. Analyze yourself. Make a 
self-analysis chart and go down the list each 
day and see where you were deficient. 

Have a beginning. Great men who used 
their imagination were called dreamers; but 
out of their dreams were shaped ideas which 
have revolutionized the world. 

If you think your trade territory is run 
down, or rather, if you are stale, use your imag¬ 
ination to discover the hidden possibilities with¬ 
in yourself. They are there in quantity equal 
to the best of men—the difference being in 
your ability to make use of them. 

In order to work to the best advantage we 
must be Optimistic. No matter what the sit¬ 
uation is, make the most of it. 

When your prospect turns you down does 
it bring forth your best smile—or do the cor¬ 
ners of your mouth drop? Be hopeful and 
Optimistic. All the world loves an Optimist. 

Optimism suggests and develops Confidence 
in both the salesman and the customer. Be¬ 
lieve in your ability to get the order. Demon¬ 
strate your goods so well that you get the con¬ 
fidence of the customer. Ask for the all im¬ 
portant “ Yes ” as if you expected it to be given 
willingly. Have confidence in yourself, your 
goods and your company. 

J. Ogden Armour says, “Enthusiasm is the 
dynamics of your personality. Without it, 
whatever abilities you may possess lie dormant. 


Tact Self-Control 

Neatness Cheerfulness 

Health 

i 

And remember this—there is no secret about 
this “gift” Enthusiasm. It is the sure reward 
of deep honest thought and hard persistent la- 
bor.” 

Think about that “hard persistent labor .* 9 
It is the fire which keeps Enthusiasm alive. Be 
sure that you put spirit, animation, energy and 
conviction into what you say. Feel what you 
say—do it for the prospect’s sake. 

Be Earnest, never get far away from it. 
Idle talk will rob you of forcefulness and con¬ 
viction. Make the prospect feel your spirit of 
Service. 

Make Courtesy a habit. Never allow rude¬ 
ness and incivility of the prospect to cause you 
to lose your Poise. Always try to be a bit more 
courteous than your prospect. She will re¬ 
spond in spite of herself. Study each inter¬ 
view and see that the little courtesies are not 
forgotten. 

Determination does not admit defeat. How 
do you stand up under a “No?” Does your 
smile disappear? Does your voice lose its con¬ 
fident resonant tone—or does the “NO” stimu¬ 
late you to more determined efforts? Is it 
your signal to tell your story again in a more 
interesting way, or do you seek shelter in the 
small order or late delivery? Cultivate the 
art of polite persistence. 

Do you have the knack of getting your 
customer to talk instead of argue? Can you 
present your selling points in such an indirect 
suggestive way that the customer will think 
that they are his own ideas and draw your con¬ 
clusion for you? Do you let your customer’s 
resistence spend itself and then approach him 
or her from an agle of common interests, or 
do you antagonize by direct attack. Do you 
use Tact? 

Neatness does much to influence first im¬ 
pressions. This is especially true when selling 
to women. Be sure of every detail in your ap¬ 
pearance. There is nothing inspiring in care¬ 
lessly kept samples, unpolished shoes, un¬ 
brushed clothes, a collar “in mourning” or a 
tobacco breath. Eliminate things which may 
be repulsive to the customer. Make your ap¬ 
pearance an asset. 

Health is the most important of all the qual¬ 
ifications a salesman must have to be success¬ 
ful. It is hard to be an optimist, enthusiast— 
an aggressive salesman when you are not fit. 

Be careful what you eat. Be regular in all 
habits. Drink plenty of water—exercise every 
day. Don’t “enjoy” poor health. Lack of 
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Plumbers' Safety Chain 


To Ships’Anchor Ch 


Largest Chain Manufacturers in the World^FI 


The Complete Chain Line 

Weldless, Electric Welded, Fire Welded 
All Sizes, All Styles, All Finishes 

AMERICAN CHAIN COMPANY, Inc. 

BRIDGEPORT, CONN., U. S. A. 

Chicago Office: San Francisco Office: 

529 West 1 2th Street 714 St. Clair Building 

DOMINION CHAIN CO., Ltd., Niagara Fnlls, Ont. 


Boston Office: 

107 Massachusetts Ave. 

In Canada- 
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ambition is often the cause of the kind of poor 
health that is “enjoyed.” 

Self Control is closely associated with all 
other qualifications. Health especially is im¬ 
possible without it. Benjamin Franklin said, 
“Wouldst thou enjoy a long life, a healthy 
body, a vigorous mind—bring appetite to rea¬ 
son/’ It should be our constant endeavor to 
conquer ourselves and to grow stronger each 
day. 

Form the habit of self analysis.—Salesmen’s 
Bulletin. 


The Staybestos Mfg. Co., of Philadelphia, 
have opened an office in the Kerr Building, 
Detroit, under management of W. C. DuComb, 
Jr., who is an engineer and well known in the 
automobile industry. 


Great battles have always been won by gen¬ 
erals, but never by a debating society—there¬ 
fore the salesman who hopes to win the battle 
should not debate with the customer. 


A HELPFUL CATALOG 

More complete and informing than ever before is 
the new Corbin-Brown Speedometer catalog, recently 
issued by the Corbin Screw Corporation of New Britain, 
Conn., the universally known manufacturers of the 
Corbin duplex and Corbin two speed coaster brakes, 
motorcycle band brakes, front hubs and screw products 
of every description. 

The thirty pages of this catalog are crowded with 
much valuable information concerning the numerous 
models as well as all full data covering the latest 
devices used in conjunction with the Corbin-Brown. 

This book is profusely illustrated with clear pho¬ 
tographs showing the Corbin-Brown and its parts in 
every possible angle, thus enabling the reader to see at 
a glance those features of strength and importance 
that deserve his consideration. 

One of the most interesting features in this book 
is the description of the Coroin-Brown flexible shaft¬ 
ing. It is claimed that this exclusive type of shafting 
overcomes the faults generally found in flexible shaft¬ 
ings. A succession of eye and solid links gives a 
smooth bearing, minimizes friction and insures smooth 
running. 

The peculiar qualities of the lubricant used in 
the casing in which the shaft is enclosed prevents 
freezing and sticking in cold weather, as frequently 
happens with an inferior grease. 

From cover to cover it is an interesting, carefully 
considered catalog, which should prove of value to all 
who use or are contemplating using a speedometer. 
The Corbin-Brown is made in models for motorcycles, 
trucks, automobiles and a special model for Ford cars. 
The Corbin Company will gladly mail the catalog to 
any address upon request. 


For Better Bookkeeping' 



ASK YOUR STATIONER 



.MAKES TIRE CHANGING A JOY 

Reference was made in our last issue of the faet 
that R. M. Burton, who has been identified with the 
hardware trade on the Pacific Coast for a number of 
years, has opened a sales agency with headquarters in 
Seattle, Washington, where he will specialize in auto¬ 
mobile accessories, electrical specialties, iron and steel 
products. 

One of the lines which Mr. Burton is handling is 
the Hub Cap demountable wheel that he says will 
make tire changing a joy forever. 

These Hub Cap demountable wheels for Ford cars 
improve the appearance of the car, reinforces the ball 
races and adds strength and life to the front hub. 

Many of the large Ford agencies are selling these 
Hub Cap demountable wheels, as they appeal instantly 
to every Ford user. A splendid business is developing 
on this wheel. 

The dealers and garages selling this wheel are quite 
enthusiastic over it. 

The Burton Sales Agency, which is being operated 
by Mr. Burton, will be glad to give full information to 
any of our readers upon request. 


THE FIRST BLOW-OUT 

The Sunday school teacher put to her class 
a number of questions touching the history of 
the cities mentioned in the Bible. 

“What happened to Babylon?” was the 
first query. 

“It feil,” said one boy. 

“And what became of Nineveh?” 

“It was destroyed.” 

“And what of Tyre?” 

“Punctured!” 


As you are part of the government of the 
United States, lending to the government is 
lending to yourself. Prepare to lend yourself 
one of the next issue of Liberty Loan bonds. 
And, by the way, we heartily echo the suggestion 
of “B. L. T.” that this next issue be called a 
“Victory Loan.” 
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He: Curse my luck, can't see why they nnatK pump oi^I'f’suwPbe stalled* thi * 

put & pump like this in such a good car. ROSE PUMP or Id cure oe a tauea. 

TOimi 91ALBBI UIXM I J. X. MAMMY * COMPACT 

MORE ROSE PUMPS ACTUALLY PURCHASED BY D18SATIS- I H *aT™^*NmR4SKA 

FIED USERS OF OUT-OF-DATE PUMPS LAST YEAR I HAST I NOS, NEIBttASKA 

aw other PUMP IN EXISTENCE I Rose Pumps, Grease Guns and 


There is a Reason. 


THAN ANY OTHER PUMP IN EXISTENCE 


Find out yourself. 


Write for a sample. 


Fan Belts. 



DON'T EXPERIMENT 
STABT YOUB CAB OFP BIGHT 
THEN 8TAY BIGHT 

MONAMOBILE OIL 

Will be a revelation to yon in 

Smooth, steady action of motor 
Gain in power 
Freedom from carbon 

Motor B Tractor Oil 
Monarch Axle Grease 
Monamobile Transmission Grease 
Gold Medal Cup Grease 

MONAMOBILE OIL CO. 

San Franoitoo :: Los Angeles 

Distributed in the Northwest by 
WHITON HARDWARE CO.. Seattle 
J. E. HASELTINE & CO., Portland 
DIRKS MOTOR 8UPPLY 00., Spokane 

Our 15-gallon drum Is Just the thing for your 
private garage 


AUTOMOBILE 

ACCESSORIES 


If you handle Auto Acceeeo- 
ries, Motorcycle and Bieyele 
Supplies and Bicycles, why 
not get in touch with a 
Wholesale House that handles 
this line exclusively and plaee 
yourself in a position to serve 
your customers with anything 
they could possibly require in 
this line. You should have 
our catalog as a reference. 
Write for it. It will mean 
big business to you. Our 
motto — “If it's kin to an 
auto it’s related to us.” 


MOTOR CAR SUPPLY 00. 
1451-53-55 Michigan Ave., 
Chicago 
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Bright Prospects for Tire Industry 

McGraw Official Points Out Sound Reasons for Optismistic Views of 1918 Business 


T HA T there is no longer any basis for pessi- 
mism as to the future of the automobile, 
tire and accessory industries was force¬ 
fully brought out in a speech by Judge L. M. 
Kyes, secretary of the McGraw Tire & Rubber 
Company, at a banquet of the company’s sales 
organization held at the Port Pitt Hotel, Pitts¬ 
burgh, Pa. The banquet was part of the annual 
McGraw sales convention which took place at 
East Palestine, Ohio. Judge Kyes outlined at 
length the national trade conditions affecting 
production in the automobile and related indus¬ 
tries, speaking in part as follows: 

1 ‘ There is no question about either the pres¬ 
ent or future of the tire industry. Com¬ 
mandeering the motor vehicle, the gasoline sup¬ 
ply and limitation of production, the three dis¬ 
turbing things, have all been satisfactorily set¬ 
tled. The capability of the motor industry to 
produce all army requirements of munition as 
well as transportation has eliminated all ques¬ 
tion of commandeering. Increased prices for 
petroleum products has brought about a big 
increase in oil production so that the country 
has an ample supply of gasoline. The small 
percentage of steel requirements of the motor 
industry as compared with total steel produc¬ 
tion and the sheer necessity of the motor car 
and truck as both a peace and war essential 
to relieve commercial traffic congestion and 
carry on actual*war operations will protect pro¬ 
duction at all times. 

“The satisfactory elimination of these ques¬ 
tions in addition to the fact that the normal 
requirement of 22,500,000 tires for the 4,500,000 
cars in the country will be further supple¬ 
mented by a large volume of 1918 cars and 


thousands of war and commercial trucks whose 
rate of consumption will be greatly increased 
will call for a tire production of 50 to 75 per 
cent in excess of 1917. 

“While the conduct of the war must event¬ 
ually affect some lines of business unfavorably', 
in the aggregate business will be enormously 
increased. All pessimistic features of the whole 
commercial and industrial situation have been 
overestimated and now that they have been 
fully discounted, confidence in the future is 
increasing daily.” 

Vice-president and Treasurer John Morgan, 
who spoke on Business Organization, gave a 
strongly patriotic address in which he pointed 
out that business in 1918 can have but one ob¬ 
jective—the winning of the war and that all 
business organizations and individuals must 
keep this constantly in mind. 

The convention proper was held at the new 
McGraw Club House and from the time that 
General Sales Manager C. E. Miley gave the 
address of welcome to the different district 
managers and salesmen, who had come from 
all parts of the country, there was no let up in 
activities, until the close of the convention. 
The first thing of note was a trip throughout 
the factory inspecting the various departments, 
which take up 300,000 square feet of floor space. 
Following this policies were defined by General 
Sales Manager Miley, assisted by C. E. Hum¬ 
phrey, sales manager. Advertising and sales 
promotion plans for 1918 were also outlined in 
detail. The dominant feature of the convention 
was the loyalty pledged to the McGraw Tire & 
Rubber Company, combined with a spirit of pa¬ 
triotism. 



HEXALL 

41 Trade Mark Reg. U. S. Pat. Office" 

SOCKET WRENCHES 


BREAK ANT 
SEDGLEY 

mATOKBT WBEVOH HO. 2 . WRENCH 

7-inch handle, steel forging, two screw AND WE 

driver bits of best tool steel. Extension 

bar, six inches. Seven sockets of case REPAIR IT 

hardened steel, for bolts and nuts from 

5-16 to 5-8 of an inch. Weight, 1% lbs. jjq CHARGE 

DEALERS : Atk Your Jobber 

R. F. SEDGLEY, Manufacturer 

2311-13 N. 16th St., Philadelphia, Pa. 


Sedgley Quality 1$ Your Guarantee of Durability 


“HEXALL” SOCKET WB2VOH HO. 5. 

A splendid tool. 10 % -inch hexagon steel 
handle, 7 sockets made from bar steel, 
case hardened. Sockets pack neatly on 
handle when not in use. Friction ball 
in handle prevents them from dropping 
off. Weight 21 oz. 
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Read the Record Right 
For 1918 Equip 
with the 

Speedometer 

It starts in telling the truth and keeps 
on telling it as long as the life of the ear. 

Apart from its undeviating aeeuraey, one 
of the most valuable features of this uni¬ 
versally used instrument is its great dura¬ 
bility. This is due to the nature of its 
meehanieal construction, whieh is simplicity 
in itself. Its parts are few, large and 
strong. They decrease the chanee of break¬ 
age and reduee frietion to a minimum. 
Thus at all times the Corbin-Brown oper¬ 
ates smoothly and dependably. Further¬ 
more, no matter what may be the condition 
of the weather, either extremely hot or 
cold, the accuracy of the Corbin-Brown rec¬ 
ord remains totally unaffected. 

For absolutely satisfactory speedometer 
service, start the 1918 season with a Cor¬ 
bin-Brown Speedometer. At motor and 
accessory stores everywhere. 

* The Maximum Speed Hand is an extra 
feature. This hand registers the highest 
speed attained and stays at that point until 
reset at zero, which can be done at any 
time. Convenient, efficient. 

Write for Catalog 

The Corbin Screw Corporation 

The American Hardware Corporation. Sucoessor 
NEW BRITAIN, CONN. 

Branches: New lork, Chicago, Philadelphia 
Makers of 

Corbin Duolex Coaster Brahes for Bicycles 
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JUST THE SOCKET 
WRENCHES THAT SELL 

JUST THB WAT TO SELL THEM 

No. 300 include* an assortment Quanti¬ 
ties and sixes are determined by exset de¬ 
mand, %"d the Chest is offered FEU with 
the assurance that Bolves Your Wrench 
Problems. Writ*—Ask for Catalog No. 
183-D. 

FRANK MOSSBERO CO. 

ATTLBBOBO. MASS.. 9.11 

BAsnms a amduso* oo. oums*. xn. 
■wnro-Lvwxs oo, su rrucueo 


Your Customers’ 
Confidence 

in you will be measured by their confidence in the 
lubricants that give 100 9b service. 

nlXONV 

gr GRAPHITE W 

Automobile 

LUBRICANTS 

will give your customers 1009 b service and increase 
their confidence in you. 

Write to us (or Dixon's Dealer's Deal No. 230-G 
Made in Jersey City, N. J., by the 

Joseph Dixon Crucible Co. 

Established 1827 
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STAYERS AND QUITTERS 

There is a certain merit in the stolidity that 
makes no brilliant initiations and none of the 
keen-eyed discoveries credited to the sharp of 
wit, but merely stands and holds its ground, 
faithful in a few things, sure to be found in 
the place where it was set — like Little Boy 
Blue's toys—whenever the ruling power that 
so decided shall return to the scene. 

It is a poor idea to sneer at a plodder. The 
life of one who moves steadily and cautiously 
may look ridiculous to erratic, meteoric talent 
which thinks it gets the same result by fits and 
starts, by short-cuts and spurts, by wildfire 
inspiration and the moment's audacious im¬ 
pulse. Yet the sober routine performer often 
arrives when his fellow who laughed and 
sprinted ahead collapsed and was left by the 
way. 

One who stays is worth a regiment of quit¬ 
ters. Any man who is a success has outstripped 
a host who among them had many wonderful 
qualities he did not possess. Somehow he kept 
at it. He held on when the rest were lured or 
pulled away. He knew what he was after, he 
knew what he meant to do, he continued to 
‘"travel hopefully." He did not waste breath 
in gloating over those who fell. Though they 
had sneered at him as long as they were ahead, 
he has no wish to pay them back in their own 
coin now. His great satisfaction is not in doing 


better than they did, but in doing the best that 
it is in him to do. He has formed the habit 
of hard work for worthy objectives, and in the 
effort he finds a satisfaction no easy indolence 
confers. 

Fighting courage, like love, doesn't look for 
a reason. It is present or absent; and if it is 
present it is a driving force until one drops— 
a force that is a constituent part of life. Lots 
of people could be sick in bed if they chose, 
but they are up and about, doing their work 
merely because they gritted their teeth and 
decided to keep going. They learned long ago 
that if you want to get anything done that is 
worth doing, there will be all manner of con¬ 
spiracies of circumstances betwixt heaven and 
hell to oppose you. These “successful" folk, 
you see, it is highly probable, had one long, 
dreadful, ding-dong battle to get what they 
have and to be where they are. You cannot 
tell them much about penury and isolation, and 
early and late hours, and scanty food, and thin 
clothes, and all the concomitants of poverty 
and toil. But they kept at it. They had faith 
as far beyond their day of small things as the 
star is from the pool that reflects it. They 
mixed their oatmeal and their stale bread with 
the nectar and ambrosia of dreams. Now and 
then the angels walked with them, to be the 
best of company, even when men looked askance 
because they were humbly poor.—PublicLedger. 


Lane's “Unique" Ratchet Wrench Sets 

The Original Wrench of This Type 



Ford Set 


No experiment—No imitation. 

No stamped parts—No castings. 
All parts machine-made from high- 
grade steel and case-hardened. 

The Ford Set Contains: 

1 handle 7 in. in length. 

2 Screw-driver bits. 

1 Extension bar 7 in. in length. 

8ix sockets to fit all nuts and bolt heads on Ford car, 
including the cylinder head. 



Standard Set 


Handles drop-forged. 
Manufactured and sold for past 10 
years on merit. 

Handled by jobbers in all parts of 
the world. 

Every part fully warranted. 

Standard Set Contains 

1 Handle 7 in. in length. 

2 Screw-driver bits. 

7 Sockets to fit semi-finished hexagon nuts aa follows: 
U. S. Standard Nuts from % to % in. 

A. L. A. M. Standard from 5-16 in. to 11-16 ia. 

Cap screw heads from 5-16 to % in. 


Manufactured I ■ | ®5| 

... only by W ILL B a 

180 NORTH DEARBORN STREET 


LANE 

CHICAGO, U. S. A. 
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'Memorize that name! 


Many a system-wise executive has lessened his bur¬ 
den of detail by hitting on just the right grade of 


ROYAL COTTON WASTE 


—and always ordering by name. 


WHITE GRADES 


Twelve Grades 

COLORED GRADES 


Baron 

Count 

Czar 

Duke 

Earl 

Emperor 


A Grade 
for Every Need 
of Service or 
Price 


King 

Marquis 

Mikado 

Prince 

Rajah 

Sultan 


The Triple Guarantee 

Quality —uniform 
“Tare” (wrappings)—6% 

Weight —even — as ordered 


Ask your jobber or write for Royal Sampling Catalogue; task for templet of Royal Wool Watte 


ROYAL MANUFACTURING 08 

GENERAL SALES OFP1CBS AND PLANT 

New York Ofiee— 2 Reetor Street RAHWAY, N. J. Pitttburgh Office—Oliver Bldg. 

St. Looia Offiee—Pontiac Bldg. Chioago Office—People's Gat Bldg. San Franciaco Office—Wells Fargo Bldg. 

LOOK FOR THB BRAND ON BACH STBBL BAND 
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The Day of Discipline 

(By Harry Gale Nyc) 


T HE U n i t e d States 
this past winter has 
been pulling off the 
most expensive Fourth 
of July celebration it 
ever held. We used to 
think it was plenty 
enough t o knock off 
work one day a year, 
hang up flags,' listen to 
painfully prepared ora¬ 
tory, drink red lem¬ 
onade, and shoot off 
gunpowder. 

Now every day is Fourth of July, and 
we have a chance every minute to make good 
on some of that hip-hurrahing we used to do. 

In place of a few balloon ascensions and 
parachute drops we are going to have 25,000 
aeroplanes playfully dropping firecrackers in 
the German hair. In place of a parade by the 
home guard, a million or more of men wading 
over and wading in. In place of pointing 
proudly to the glorious achievements of our 
forefathers, we are expected to do some glori¬ 
ous achieving of our own. 

It is going to take more of our money than 
a street carnival and more of our time than one 
day. But it is going to be worth it. Not only 
in democracy, but in discipline. The war may 
be expensive, but in that respect it is going 
to pay 100 per cent profit from the jump. 

To tell the truth, this was a funny country. 
We had so much liberty we took liberties with 
it. There wasn’t any boss, because everybody 
was boss. The Government to us was* a good 
deal like it was to that colored girl down south 
that Ralph Bingham tells about. It was during 
the Taft administration and another girl asked 
her who this man Taft was. “Oh,” she said, 
“he’s president of somethin’ up nawth!” The 
Government was something up north or down 
east to most of us, and Washington a place to 
go when we wanted to get something. 

We thought of a congressman as a friend 
of ours to get things from when we wanted 
something for ourselves, not for the country. 

Now we feel a good deal like a man does 
about a month after the wedding. We suddenly 
find that we have somebody in the house to 
boss us around. There is somebody to tell us 
where to hang our hat and when to come home. 
There is Government to tell us what to eat, 
what to say, and what to do. 

We have been making as much money as 
we could, paying as little taxes as possible, and 
thinking about the Government as a job for 
some political friend. Now this political friend 
blossoms into a Government, and the Govern¬ 
ment tells us to dig down and come across. 


We find that you can’t have security without 
Government and you can’t have Government 
without discipline. 

The fellow from the shop or the office is 
learning in the training camp and the canton¬ 
ment that a colonel is bigger than a private 
and that when he says do this it doesn’t mean 
.to do as you dam please. The chap in the 
office or factory or store used to obey an order 
when he felt like it; now they put him in the 
guardhouse until he does feel like it. But most 
of them feel like it. They see that the cogs 
of an army have to mesh, that a machine can *t 
do business with each little wheel revolving 
its own little arc of air. We are being bossed, 
and we like it. because we see it gets results. 

Self Discipline Is Best. 

But the best discipline isn’t being learned 
by the kid in khaki. It is being learned by the 
old cuss at home. We are learning to mind 
ourselves. We are learning to say to ourselves, 
“You’ll have to get along without this,” or “do 
without that.” We are learning to say “Aye. 
aye, sir” to the man inside. We didn’t even 
use to obey ourselves. Now when we tell our¬ 
selves to do something we touch our caps to 
ourselves and do it. We have learned self- 
discipline, the best discipline in the whole sys¬ 
tem. 

It is taking the conceit out of us, as men, 
and as a nation. We find that we can’t ha^e 
a thing now just because we want it. It is 
going to take a long time to chase the dachs¬ 
hund out of the front yard. It may be a long 
way to Tipperary, but it is no sleeper jump 
or trolley excursion to the Rhine. We are buck¬ 
ing up against the finest bunch of discipline 
the world ever saw. Now we’ve got to fight 
discipline with discipline. Russia said, “To 
hades with discipline!” But Russia got there 
long before discipline did. 

But, after the war is over, the crop of dis¬ 
cipline we are going to reap is going to be worth 
a whole lot of what the whole thing cost. As 
we sit clipping the coupons that self-discipline 
made us save, as we exercise the legs and the 
lungs that army discipline made us develop, 
as we do the thing that has to be done instead 
of trying to invent some way to let George do 
it, we are going to reap our reward in better 
products, better returns, and better self-respect. 

We are learning that freedom is freedom to 
do the right thing—not to do nothing. We are 
learning that giving is sharing a lot, not be¬ 
grudging a little. We are learning that we are 
the Government, not just saying we are. The 
man who says that he is his own boss is finding 
out that you can’t be a boss without bossing 
something, and that, if you are going to boss 
yourself, you have got to obey yourself—or you 
are no boss of yourself at all. 
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MOUND TOOLS 

FOR THE AUTOMOBILE 

- _ STANDARD FOR 20 YEARS 

Bearing Scrapers Pry Bars 

Carbon Scrapers Cotter Pin Extractors 

Chisel Sets Mound Tool Rolls 

Offset Screw Drivers 

Send for Catalog 

THE MOUND TOOL C0. f Dept. D, 7th and Hickory Sts., St. Louis, Mo., U. S. A. 


Romort Automatic Air Valves 

THE SERVICE STATION’S FRIEND 


atari* A 



Style B 




List Price 
$3.00 

This Valvo is a guaranteed devloe and has no 
equal for free air stations. Will withstand any 
rough or hard usage and abuse. Recommended 
for any free air station or air storage plant, 
repair shop or any station that is subjected to 
hard, rough usage. Air is released only when the 
Valve is pressed on to the tire and when discon¬ 
nected is thrown down absolutely air-tight; the 
operator cannot waste your air. Will fit any 
else tubing, and comes equipped with the famous 
Romort Pump Connection Rubber. 


List Price 

$1.00 


The Style B Automatic Air Valve is reoom- 
mended to free-air stations requiring a small 
and inexpensive air device Stem Is made to 
fit any else tubing, and is automatic In opening 
and dosing, and guaranteed to be positively air¬ 
tight. We strongly recommend this Valve for 
use of private or public garages, vulcanlsers, tire 
repair shops, etc. Every Vaive leaves the fac¬ 
tory equipped with the Romort Pump Connection 
Rubber. 


Romort Tire Tester Attachment 


A OARAGE NECESSITY 


Itjh A 


Tor Stylo a 



List Price, $1.50 


iRortoRT 


& x®; 


The Romort Tire Tester Attachment is a device for attaching your gauge to either Style A or 
Style B Air Valves, and gives the service station a permanent holder for its gauge, ready for instant 
use by the public. Simply screw your gauge into tne holder and you have a tire tester and tire inflator 
combined in one, and the old trouble or losing gauge is forever over. We sell only the holder attach¬ 
ment. Every garage with free air should be equipped with the Romort Tire Tester Attachment. 

Caution —When ordering, state whether for Style A or Style B Valve 


Manufacturers, 

ROMORT MANUFACTURING CO. 

OAEFIELD, WTS. 


FOR SALE BT ALB JOBBERS 

8a1es Dept. 

DRING CO. THE ZINKE COMPANY 

1323 Michigan Ave. 
CHICAGO, U. S. A. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. 
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NEW TWO-PIECE UNIT LENS 

A well established lighting principle treated 
in a new and very pleasing manner is embodied 
in the new Jefferson two-piece unit, which re¬ 
cently made its premiere before architects. 

In this unit, the popular and effective trans¬ 
mission-reflection system is seen at its best, as 
it is reproduced in the well known moonstone 
glass. 

The high light transmission and diffusion 
qualities of the glass and a practically perfect 
scientific design permit increased lighting effi¬ 
ciency and at the same time eliminate the pres¬ 
ence of shadows or dark spots on the ceiling, 
walls or floor, which hitherto has been practic¬ 
ally the only disadvantage of the transmission- 
reflection system. 

Another feature which will hold particular 
appeal to the architect is the wide variety of 
treatment. The unit can be secured in adap¬ 
tions from all the period styles as well as other 
popular motif designs. 

An interesting booklet describing the unit 
and listing the styles in which it is furnished 
is now being prepared. Copies can be reserved 
by writing the manufacturers, The Jefferson 
Glass Company, at Follansbee,*W. Va. 


“Every time I meet Jones I have to listen to 
all his complaints—his heart is bad, his liver 
out of order, stomach upset, and so on.” 

“A regular organ recital, eh?” 

I-1 

I NO BETTER WAY TO KEEP POSTED 

| Editor Hardware World: 

I This is just a line of appreciation to 
I tell you how I enjoy your publication. 

I In this day of high, and yet ascending 
I higher prices it is up to all of us to be 
j prepared, and I know of no better way to 
keep posted than to be a close student of 
I your valuable publication, 
i Indiana C. M. Studebaker. 


ALL DEALERS CAN SELL FIRE 
EXTINGUISHERS 

Attention is directed to the announcement of the 
Johns-Manville fire extinguisher, as illustrated on our 
last cover. 

The point is well taken in calling attention to the 
fact that while a customer’s truck is probably insured, 
what about the cargo, the load that every truek is 
carrying? 

A Johns-Manville fire extinguisher aboard is one of 
the cheapest and best insurance policies that can be 
had. It is the only one quart extinguisher with a two- 
way method of operation, discharged either by pump¬ 
ing, or in tight corners by air pressure previously 
pumped up. 

It entitles car owners to 15 per cent reduction in 
automobile fire insurance premiums. 

Trade details will be sent upon request. 

The Johns-Manville Co., New York, or any of their 
sixty-one branches will be glad to give full informa¬ 
tion to any of our readers upon request. 


The Beacham-Mignardot Hardware Company, Santa 
Fe, N. M., which was established in 1913, reports that 
their growth has been steady and consistent, and one 
of the things which they insist upon is to have the 
goods on hand when called for. 

They pay particular attention to the general ap 
pearance of their store, making it a point to have it 
just as attractive as possible. 

They offer cash customers a discount of 5 per cent 
on all goods purchased, their goods being marked 
in plain figures, and this they find has increased their 
sales during the past year to a considerable extent. 


The Bratton Hardware & Furniture Company, 
Banks, Ark., have succeeded J. W. Crossley. They are 
handling hardware and implements. 


The Wooster Hardware Co., Wooster, Ohio, pay par¬ 
ticular attention to the implement part of their busi¬ 
ness, which is a vital factor in holding trade among 
the farmers of their section. 


H. Earl Clack Co., Big Sandy, Mont., are factors 
in the implement business of their section, and report 
a very excellent business during the past year. They 
expect an even better year during 1918. 


The Fulton Implement & Hardware Co., Fulton, In¬ 
diana, has been purchased by A. T. Durbin, & farmer 
of Fulton County. He has been in the general mer 
chandise business in days past, and is anxious to be 
back on the job again in mercantile lines. 



Made by 


Everlasting Air Hose 

This air hose is made for use on air compressors and air stations, where 
hard service and long life is required. It is constructed with treated 
heavy double cotton jacket, woven on high-grade rubber air hose. It is 
not injured by being run over, will not kink, or buckle—will stand any 
pressure. Can be furnished complete if desired. Furnished in 25 and 
30-foot lengths.'Fully guaranteed. 

Sizes: % inch, % inch, 7/16 inch, % inch. 

Conserve freight. We are 1000 miles nearer you. 


The Chicago Tubing & Braiding Company, Chicago, Illinois 

Pacific Coast Representative, BAKER-SMITH COMPANY, Rialto Building, San Francisco, California 
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NEW TYPE OIL GAUGE 


FORDS 

What every Ford owner has been waiting 
for—it cannot break—it will not leak—it 
is absolutely accurate and dependable and 
can be easily read, even at night. 

It consists of a metal chamber containing 
a float with a rod extending out of the top 
with a white ball on 
o the end of the rod. 

The height of the 
— ft ball tells the amount 

®*50c " ,oil 


IS Mr. Dealer: 

These gauges cost 
« you $4.00 per dozen 

f. o. b. 126 largest 
cities. 

APCO MFG. COMPANY 

DUDLEY ST.. PROVIDENCE. RHODE ISLAND 




‘OIL RUINS TIRES” 

realise what a great menace oil 
is to inn* tabes and, therefore, look for 
the place where they can fill their tiroa with 

CURTIS AIR-FREE 
FROM OIL 

Fire different sisoa of eom- 
presaor. 125 different com¬ 
binations of outfits. In 
atock at moat jobbers. Price 
ia right. A result of 25 
years T experience in com* 

? ressor manufacturing. Send 
or Bulletin 0*5. 

Cartis Paw. Mcby. Ca. 

1512 Xlenlen Av., St Louis 
6S0-L Hudson Term., H. Y. 


It Will Pay You to Get 
Our Literature and 
Price 

Three types of barrel 
pumps. Special five • barrel 
curb-pump outfit. Visible 
measure glass dome attach¬ 
ment, which can be at¬ 
tached to curb pumps now 
in use. 

THE GBOETKEN PUMP 
COMPANY 
Aurora, Illinois 



HAULADAY BUMPERS 

THE PROGRESSIVE, PROFITABLE LINE 


The New 

Bumper HARDWARE AND 

-- ACCESSORY DEALERS ATTENTION, 

Our line of Bumpers is complete with fittings for front and rear of all 
cars of standard or special construction. Write today for our new catalog 
of bumpers and automobile accessories. 

L. P. HALLADAY CO., Streator, Ill. 

DISTRIBUTORS 

Ash k Oo., 16-24 W. 6 1st St., New York City Sanford Brothers, Chattanooga, Tenn. Norman Cowuu Co. 

E.L. Thompson Co., 817 Boylaton St., Boston Southern Distributors Pacific Coast Representative 

Gray-Heath Co., 1440 Michigan Are., Chicago 133-35 Rialt0 B ldg. SHn Francisco, Cal. 
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YOUR TRADE WANTS 


The Highest Grade Coil A 
File Made 


LTA 



QUAUTTtf IT) 


IT’S A TOOL f! 



Will Please Your Customers 

Needs Only to be 
Displayed to Make 
Sale 

REMEDY Your IGNITION TROUBLES with a 

DELTA COIL FILE 




Remedy your Ignition Troubles with a “Delia” Coil File 

CLEANS ALL CONTACT POINTS. - SPARK PLUGS - COILS - MAGNETOS I « 1 
SHOULD BE IN THE TOOL KIT ON EVERY AUTOMOBILE OR MOTOR BOAT W> UAUT>r J 


h 


3 


A 


Cleans All Contact Points, Spark 
Plugs, Coils, Magnetos 


Should be in theTool 
Kit on Every Auto¬ 
mobile or Motor Boat 

High Grade Files for Every Purpose 

Jk DELTA FILE WORKS 

PHILADELPHIA, PA., U. S. A. 

DELTA _ 



MANUFACTURERS SECURE DESIRABLE 
WESTERN REPRESENTATIVES 

Messrs. McDonald and Linforth of San 
Francisco have been appointed Pacific Coast 
representatives by the following manufactur¬ 
ers: 

R. F. Sedgley, Philadelphia, Pa. 

Oscar Barnett Foundry Co., Irvington, N. J. 

Laporte Mat & Manufacturing Co., Laporte, 
Ind. 

Tucker Duck & Rubber Co., Fort Smith, 
Ark. 

Super-Vulcanizer Manufacturing Co., Salt 
Lake City, Utah. 

Foster Bros. Manufacturing Co., Utica, N. Y. 

Reference was made in our last issue to the 
fact that Messrs. McDonald & Linforth were 
in position to represent a few manufacturers, 
who desired first-class representation in selling 
the jobbing trade throughout the Pacific Coast. 

Both of these men have been identified with 
the hardware, sporting goods and auto acces¬ 
sory trade for many years, and their experience 
is such as to peculiarly fit them to offer manu¬ 
facturers splendid representation in the far 
West. 


OREGON DEALERS ACTIVE 

The Coos and Curry County Hardware Dealers’ 
Association recently held their annual meeting at 
Myrtle Point, Ore. Officers for the ensuing year being 
elected are: C. E. Huling, of Myrtle Point, president; 
F. E. Hague, Marshfield, vice-president; R. B. Hazer, 
North Bend, secretary and treasurer. 

It was the unanimous opinion of all present that 
the good work of the association was accountable for 
the present pleasant and friendly relations between 
dealers and jobbers. 

The past year’s business has been very satisfactory, 
and this year promises to prove a great deal better. 
The only trouble experienced at present is getting 
goods. 

Mr. Hazer adds a complimentary word with refer¬ 
ence to the Hardware World, which he says is care¬ 
fully studied by every hardware merchant throughout 
the West. 


Rubber men who are qualified to hazard a 
prediction as to the value of the automobile 
tire output of the United States for 1918 esti¬ 
mate that it will exceed $500,000,000. The 
argument is advanced that even if the normal 
increase in new cars is only half as great as 
that of last year, and one of every five cars 
now in use withdrawn, the number of tires 
needed will still be in excess of 1917. 


Some time ago the Teton Commercial Company, Cut 
Bank, Mont., sold their hardware stock to the Cut Bank 
Commercial Company of the same place. R. C. Ras¬ 
mussen, the proprietor, has purchased the Torrens 
hardware stock at Coeur d ’Alene, Idaho, formerly 
known as the Lake City Hardware Company, and 
expects to continue it. 
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A LINE OF 


Automobile Sundries 
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Carried with a 
hardware stock, 
sells readily and 
opens up a new 
and fast-grow¬ 
ing field for the 
hardware mer¬ 
chant. 

We are in po¬ 
sition to supply 
a long line of 
strictly standard, 
first class Auto¬ 
mobile Supplies 
and Sundries. 
Include them 
with your hard¬ 
ware shipments. 



Dunham, Carrigan & Hayden Co. 


SAN FRANCISCO 
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THE CHAINGRIP PIPE VISE 

The Chaingrip Pipe Vise is a simple, portable vise, 
which can be moved from one location and mounted 
at another in a moment’s time. It eliminates long 
walks to the distant bench vise by always being right 
at hand. It fastens to any kind of a horizontal or 
vertical support, whether round, square or flat, with¬ 
out the use of bolts. It locks any size pipe or conduit 
within its limits by the slight push of a lever. No 
previous adjustment is necessary. Hence it saves 
labor and effort, both by its portability and instan¬ 
taneous operation. 

The base support of the Chaingrip is squared out 
in the form of an inverted V, at the sides of which 
are bolt lug feet, to be used only in case the vise is 
to be permanently bolted in one position. Hence it 
will conform to a round, square or flat surface. A 
clamp support on the opposite side of the column is 
a part of the Chaingrip equipment. It is a bell section 
shape having a boss at the top, through which a 
threaded supporting eye bolt passes free. A heavy nut 
resting on the top of the boss, and engaging the 
threaded eye bolt, adjusts the tension of the chain 
passing through the eye of the eye bolt. The base of 
the clamp support is squared out in a manner similar 
to the vise base, in such a way that it fits the same 
shaped surfaces. 

A heavy wrought iron chain is riveted on one side 
of the vise base. It passes around the supporting col¬ 
umn, through the eye of the eye bolt in the clamp 
support, and thence to the other side of the vise base, a 
link being held securely in position in a socket. Tight¬ 
ening of the eye bolt nut tightens the supporting chain 
and bolds the vise rigidly in position. 

The Chaingrip Vise locks a pipe or conduit firmly 
between a double set of steel pipe jaws on one side and 
a heavy close linked steel chain on the other. The 
locking motion is accomplished by the movement of 
the handle toward the vise. This handle fulcrums on 
a steel pin, which projects through two bosses, one on 
either side of the frame of the vise. Directly beneath 
this fulcrum point the handle takes the shape of a 
cam, which in turn operates against a movable hori¬ 
zontal bar. To one end of this bar is riveted the steel 
gripping chain which passes around the pipe or conduit, 
and locks in a steel socket. The other end, or fulcrum 
point, of the bar is supported by a threaded bolt, the 
enlarged, knurled head of which rests upon a boss on 
the base of the vise. Rotation of the head of the 
bolt raises or lowers the fulcrum point of the bar, and 
forms an adjustment of pressure exerted by the other 
end of the bar on the gripping chain when the handle 
of the vise is in a locked position—i. e., when it is at 
the end of its travel toward the vise, and the largest 
radius of the cam is directly beneath the fulcrum point 
of the handle support. 


Every part of the Chaingrip is carefully designed 
for maximum stress. Heavy malleable iron castings 
form the base and clamp support. Open hearth steel 
is used in the jaws, grip chain socket and grip ehain. 

Each Chaingrip Vise is packed separately in a neat, 
strong box. An attractive label immediately identifies 
the size of the vise. 

The Gerolo Manufacturing Company, Old Colony 
Building, Chicago, are the manufacturers. 


EVER LASTING AIR HOSE 

The Chicago Tubing & Braiding Co. manu¬ 
facture an air hose for use on air compressors 
and air. 

This is said to be the best and most eco¬ 
nomical hose ever used for such purposes. 

Owing to the nature of the service this hose 
is put to hardest kind of usage and test in 
making. It is constructed with treated heavy 
double cotton jacket wound on high grade air 
hose, which will not kink or buckle. This Ever 
Lasting Air Hose is not injured by being run 
over, and can be furnished complete with fit¬ 
tings, if desired, in both 25 and 50-foot lengths. 

They will be glad to give full information 
to any of our readers upon request. 


Two Irish recruits were given rifles and 
places in the trenches and told by their captain 
they would be given five shillings for every 
German they killed. Pat slept while Mike kept 
watch. Suddenly Mike yelled at Pat that the 
Germans were coming. 

“How many of them are there ?” Pat asked. 

“About fifty thousand,” said Mike. 

“Give me my gun,” said Pat. “Here’s 
where I make a fortune.” 


‘ * Now, see here! ’’ said the lawyer. ‘ 1 Before 
I take your case I want to know if you’re 
guilty.” 

“Am I guilty?” replied the prisoner. “Wot 
d’yer s’pose? D’yer think I’d hire the most 
expensive lawyer in town if I was innocent?” 
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AN IDAHO HUNTING DISPLAY 


A1 Herboth, of the John Hoehne Hardware Co., Cottonwood, Idaho, knows how to give a personal touch to 
the window displays which they make. 

Here is a recent display that was very effective. The cloth in the background was green, which gave it an 
outdoor appearance, and the sales that resulted from this window display justified them a hundred times over 
for the trouble they went to in installing it. 

While Cottonwood is not a large town, the people in their vicinity for twenty miles around make it a point 
to see what John Hoene Hardware Co. has displayed in their windows, and when they come to see the display 
there is a compelling influence that never lets them leave until they buy. 


SCSMETOrS No. 15* “HOME” CHERRY STONER 



Removes the stone without crashing 
the cherry, works fast, is self feed 
ing. Operated by natural move¬ 
ment of the hand, has removable 
hopper, noth¬ 
ing t o wear, 
easily cleaned. 

It is indispen¬ 
sable for 
in the 
restaurant, 
tels, bakeries, 
c a n dy kitch¬ 
ens and can¬ 
neries. Height 
10% in ches. 
length 9% in., 
width 3 in. 

Fin ished in 
baked blue 
enamel. One each in cardboard box. Weight per doz. in 
shipping case, 30 lbs. Retail Price, Each 75c. 



Retail 

91.50 


Schroeter’s No. 10 Rotary Grater 

Will prate Horseradish, Cocoanuts, Po¬ 
tato*s. Cheese, Bread, Crackers, Tur¬ 
nips and Vegetables of all kinds. This 
grater is being sold to hotels, meat 
markets, lunch stands, restaurants, 
bakeries, confectioneries and private 
families. Size—13 inches over all. 

Finish—Turquoise, blue, enamel. 

Weight, boxed. 3 Vi lbs. 

If interested write for 
dealers’ prices and catalog 
showing 6 larger size Orat¬ 
ing Machines, The “Home” 
Nnt Cracker, “Koast - De¬ 
fender” Target Cannon. 

Furniture 

* 97/ii:/WRra<« Polish 


Catalog also contains 45 good recipes for the housewife 

SCRIOETER BROS. HARBWARE CR., ttfg. Dopt., Massfactsrsrt an* PatsnUss 
717 and 719 Washington Awe., St. Louis, Mo., U. 8. A. 



If you are Building a New Store or 
Remodeling your Old One 

It will pay you to investigate the line of 
“Duluth’’ Sectional Hardware Store Fixtures. 
Any arrangement of Sectional Cabinets or Bams 
can be made to fit every purse and every 
stock of merchandise. Whether your store is 
large or small, we can equip it at a small 
investment. 

Wrlto for our Catalog No. 10E 
The largest, finest and most com¬ 
plete catalog of hardware shelving 

DULUTH SHOW CASE COMPANY 

DULUTH, MINNESOTA 
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HOW ADVERTISING LOWERS COST 

(By John Sullivan) 

The old idea that the cost of advertising 
raises prices die hard. 

But the modern, intelligent, business man 
knows better. He knows that selling goods 
is costly business — no matter what the goods 
or what the selling methods. He knows 
that anything which creates demand on a large 
scale, and thus makes selling easier, is bound 
to reduce selling costs and thus helps to reduce 
prices. 

But an ounce of evidence is worth sixteen 
pounds of theory. We have taken great pains 
to collect the following facts. 

Examples of Price Reduction. 

We have'obtained an immense amount of 
data. This data absolutely demonstrates, be¬ 
yond the shadow of a doubt, that National Adr 
vertising does reduce selling costs and thus 
tends to reduce the selling price of advertised 
goods. Let me quote a few examples. 

The makers of a famous photographic 
camera, when they began advertising twenty- 
eight years ago, made one camera which took 
a 2%-inch picture and which sold at $25. 

Today they make a far better better camera 
which sells for $10. 

Another which took a 4x5 picture sold for 
$60. Today they sell a far better one for $20. 
And so on through the line. 


A prominent hat manufacturer has, by 
means of Advertising, reduced his selling cost 
seven cents per hat. Result—the buyer gets 
a hat of better quality at no increase in price; 
this despite increased cost of raw material and 
workmanship. 

Breakfast Foods Cost I*mb. 

When the manufacturer of a famous break¬ 
fast food specialty began advertising his goods 
sold at 15 cents a package. 

Today the package is 50 per cent larger and 
the price has been reduced to 10 cents. Again 
Advertising did it, the same causes producing 
the same results. 

The producer of another well-known food 
specialty is selling his goods at 25 per cent less 
to the wholesale grocery trade than four years 
ago. 

Twenty years ago a Nationally advertised 
shaving stick was sold in a cheap metal leath¬ 
erette covered box. Today a stick containing 20 
per cent more soap is sold in a handsome nickel 
box at the same price. 

Evidence in Auto Business. 

Then take the most conspicuous example of 
them all—the Automobile business and compare 
the $5,000 or $10,000 cars of ten years ago with 
the equally good cars of today selling for a 
fraction of the money. 

And so on through a long list. In every 
case, the manufacturer either has been able 


Polish Your Car 


WITH 


Crystal - 




Crystal-lac is a quick cleaner 
and polisher, which removes 
all grease, dirt and previ¬ 
ous polish, leaving a 
mirror-like surface 
with an aristocratic 
luster. 


SHAKE THOROUGHLY 

For Automobiles- 


PIANOS-FURNITURE 
INSIDE FINISH- 
VARNISHED OR ENAMELED 
SURFACES-HARDWOOD 
FLOORS ETC” 



Look for this label 


Crystal-lac is a mechanical cleaner 
and polisher, therefore harmless; 
contains no acid, alcohol, alkali or 
any substance harmful to the finest 
luster. Send for free sample. 
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to lower the price or improve the quality at no 
increase in price. 

How has he done itf By means of adver¬ 
tising which has created demand on a larger 
scale and thus permitted production on a larger 
scale. 

Result, improved manufacturing efficiency 
and reduced selling costs. And all of this in 
the face of a steady increase in the cost of 
labor and raw materials which, with Adver¬ 
tising eliminated, might in many cases have 
doubled the price of the goods. 

“A triumph of economical marketing” is 
the only possible verdict for advertising in the 
face of these PACTS. 


McGRAW ORGANIZATION ITEMS. 

The McGraw Tire & Rubber Company organ¬ 
ization changes recently effected are as fol¬ 
lows: 

R. G. Nelson has been appointed Pacific 
Coast District Manager. W. E. Palmer has been 
promoted to Manager Service Department, suc¬ 
ceeding J. E. O’Hara, resigned. 

The McGraw Tire & Rubber Company’s 
Board of Directors ratified the following ap¬ 
pointments : 

R. E. Hayslett to be Assistant Treasurer, with 
H. B. Callahan as Assistant. Robert Chaplow 
will be Production Superintendent. Former 
Traffic Manager A. C. Redman is appointed In¬ 
dustrial Manager. 


E. T. Smith k Son, Ponea, Okla., have succeeded 
J. T. Myatt. 


Olaf Lee has sold his business at Watford City, 
N. D., to Boe Bros. 


Morris Leonard has succeeded Duncan k Leonard 
at Anadarke, Okla. 


Dean Hardware Co., Lovington, N. M., is erecting 
a new building for their stock. 


The Hillery Hardware Co., Ryan, Okla., are suc¬ 
cessors to the Owaltney Underwood Co. 


Denson k 8on, Davenport, Wash., have purchased 
the interest in the business of R. P. Cassells. 


Eckel White k Co., 8helby, Mont., is the new firm 
name of the business formerly conducted by Eckel k 
Swanson. 


E. P. Bogfgess is having erected for him at Pomona 
a new building which will be occupied by him as soon 
as completed. 


The W. A. Talliaferro Hardware Co., Elmore, Okla., 
has taken over the implement and hardware stock of 
J. A Bristol. 


The Ashmoor Mercantile Co., Ashmoor, Mont., has 
been incorporated with a capital stock of $25,000, and 
they will handle hardware and implements. 


“SOUND” DEALERS MEET 

A number of the retail hardware dealers from the 
“Sound” were present at a meeting of the Retail 
Hardware Dealers f Club at Auburn, Wash., February 
1st. 

The Cavanaugh Hardware Company were hosts to 
the other members at a banquet, following which a 
regular business meeting was held. 

Interesting reports were received from members 
who had been present at the hardware convention in 
Spokane, and one of the most important matters dis¬ 
cussed was the opening and closing hours for hard¬ 
ware stores, the conclusion being that the best inter¬ 
ests of the country would be served by the early open¬ 
ing and late closing of the stores which serve the farm¬ 
ing community. 


WHEN IT DOES PAY 

Much of the fault that is found with local 
advertising can be traced back to the fact that 
at one time the fault finder placed a two-inch 
single-column advertisement in the local news¬ 
paper and then expected the people to come in 
and take the goods away from him. 

That is like trying to pull off a Fourth of 
July celebration with one skyrocket. It is fine 
while it lasts, but it don’t last long. 

Advertising in local newspapers is profitable 
to local business men when it is done correctly 
and run continuously. 



Write for Booklet W. 

AUTOMOBELB A0CB88 


Have You a Motor? 

LOOK! See that groove oon- 
trolinc the oil! The froove 
foil of oil forms a dam. Gas 
cannot get down, surplus 
cannot get up. That's why 
motor baa more power, no 
carbon. ISN'T THAT A 
REASONf 

Ford siie and under 50 eta. 
SB 00.. Baltimore, BCd. 



IT'S TOUGH 

DURABLE AND DEPENDABLE 
Special Sots for FORDS 
Get Our Prices 

STAYBKSTOS MFQ. CO. 

5516 Lena Street, Germantown, Phils. 



Cleans 

and 

Polishes 


Furniture, Hardwood Floors 
Interior Woodwork 



made clean and bright with one operation. Evary 

household needs It. 


There’s a good profit for every merchant. 

For special Introductory offer to dealers write 

THE CEDAR WAX CO. 

J123 Story Building Los Angeles, Calif. 
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New Goods and Specialities 




I 


COMBINATION GARDEN TOOL 

The New York Stamping Co., Brooklyn, N. Y., is 
calling attention to their combination trowel, hoe, 
weeder and turf trimmer, which is attachable to one 
common handle by a simple twist of the wrist. 

This is a new idea in garden tools, combining com¬ 
pactness and efficiency. The tools are made of the 
finest steel, and in view of the movement for better 
and more efficient tools these goods are sure to be in 
increased demand throughout the season. 

The New York Stamping Co. or any of their jobbing 
connections will be glad to give full information to 
any of our readers upon request. 

Pacific Coast inquiries may be addressed to W. P. 
Horn Co., Rialto Building, San Francisco, Cal. 


ARMSTRONG LINOLEUM PATTERN BOOK 
FOR 1918. 

The Linoleum Department of the Armstrong 
Cork Company, Lancaster* Pa., cite many in¬ 
stances of hardware merchants handling lino¬ 
leum with profit and satisfaction. 

As the Webster-Case Hardware Company 
say, “they are selling linoleum because there is 
a profit in it,” just as the hardware dealers sell 
stoves and other household equipment, so there 
is always a demand for similar lines to go with 
whatever they are already selling. 


H. ROTH & SONS 

1030-1032 Mission Street 

Jobbers of 

Hardware 

and 

Household Specialties 
Machinery 

and 

Miscellaneous 

Merchandise 

Will be Located io Our New Building in Course 
of Construction cl 

942-944-946 Mission Street 
San Francisco, Cal. 

May 1st 

We Invite Correspondence end Visits from the Trede 


The Armstrong Cork Company will be glad 
to give full information to any of our readers, 
and their methods of cooperation makes the line 
a desirable one to handle. 


TRINER LIBERTY PARCEL POST SCALE 

The Triner Seale 
M f g . Co., Chicago, 
has placed on the 
market a new Liberty 
Parcel Post Scale 
with an indicator 
showing the amount 
of postage in regular 
stamps and addi¬ 
tional amount re¬ 
quired in war stamps. 

This is a valuable 
feature in conneetion 
with this scale, as it 
saves work and pre¬ 
vents inaccuracy in 
computing postage required by the new revenue bill. 
There is sure to be a demand for this parcel post 
scale. 

They are made only in twenty-pound capacity, but 
are furnished in black enamel finish, glass front, steel 
top. List price $3.50 each. Tile top can be had for 
25 cents additional. 

Blue enamel finish, glass front, tile top, list at $4.00 
each. 

The leading jobbers throughout the country stock 
the Triner Scale, and for the convenience of their 
trade in the West any one wishing may obtain infor¬ 
mation from their Pacific Coast representative, W. P. 
Horn Co., San Francisco, Portland or Los Angeles. 
Jobbers in the West carry their complete line and can 
fill all orders promptly. 


The Crescent Tool Company is preparing 
plans for a power station and concrete coal 
storage bins, and will shortly be in the market 
for one one-thousand K. W. Steam Turbine Gen¬ 
erator and set of boilers. Also 1500 HP. gas 
producer for supplying gas engines, forges and 
furnaces. 


* 'HARDWARE WORLD” UNIVERSALLY READ. 

While the hardware business might be im¬ 
proved somewhat, I tell you I certainly don’t 
see how the 44 Hardware World” could be. 

I read the 44 Hardware World” from cover to 
cover, and then I give it to my son to road, so 
that vou are doing splendid work. 

It is certainly a publication that is alive 
and up to the situation, and I am glad to know 
it is so universally read. 

JOHN WINDI8HAR. 
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CHICAGO FLEXIBLE SHAFT CO.’S NEW 
FACTORY 

The Chicago Flexible Shaft Co. is taking much 
pride in now being installed in their new factory, 
which is located at the intersection of Twelfth street 
and Central avenue, Chicago, on the B. k O. Terminal 
Railway. 

This building is of the saw-tooth type and is built 
throughout of concrete, brick and steel, the factory be¬ 
ing approximately 600 feet long by 300 feet wide. 

It is equipped with every modern facility in the 
way of machinery, experimental department, etc., for 
maintaining their long standing reputation for the high 
quality of their products. 

There is a 400-foot shipping and receiving platform 
alongside of their factory with a railroad siding the 
full length, where a large number of cars can be han¬ 
dled at one time. Electric power is’ used throughout. 

There is not a civilized country in the world where 
the products of the Chicago Flexible Shaft Co. are not 
known and valued, maintaining as they do branches 
and sales offices in New York, London, Sydney, their 
products being sold by various jobbing institutions 
throughout the country. 

Their office occupies a space on the Twelfth street 
frontage and iB 300 feet long by 32 feet wide. 

They extend an invitation to our readers to visit 
them when in Chicago. 


The Marine Hardware Co. haB purchased a building 
at San Pedro, Cal. 


The McIntosh Hardware Co., Kalispell, Mont., will 
handle a line of motor trucks and automobiles. 


BARTLETT PRUNING TOOLS AND HOSE 
CLAMP 

The Bartlett Mfg. Co., Detroit, Mich., is calling 
attention to their well known line of mechanics* snips 
and pruning tools, and will be glad to send catalog 
with descriptive matter to any of our readers upon re¬ 
quest. 

The Bartlett Pruners and Tree Trimmers are 
adapted for every purpose, being made in a variety of 
sizes and styles. 

They have had the benefit of the suggestions and 
ideas of the most expert horticulturists and fruit grow¬ 
ers in featuring their line of pruning tools and tree 
trimmers, hence offer them to the trade knowing they 
will prove highly satisfactory. 

In addition to their line of pruning tools they make 
the Bartlett hose clamp. This being a one-piece hose 
clamp with features about it that appeal to every one 
having use for such an article. 

One of its superiority claims is that it is perfectly 
round and will retain that shape. It has an equal 
bearing surface all aaound the hose, draws equally 
from both sides of the bolt, and can be opened and 
closed without injury. 

Buckling is prevented by wide bearing under bolt, 
no tongue to catch when assembling, and the hose 
clamps will not cut the hose. 

They will be glad to give full information to any 
of our readers who write them. 


F. C. LeDerer, Wellington, Texas, reports an excel¬ 
lent trade during the past year and expects to do even 
a better business in 1918. 


The Buckley Hardware, Buckley, Wash., was re¬ 
cently burglarized of a quantity of firearms and am¬ 
munition. 


Reynolds Bros., Buhl, Idaho, have purchased the 
Hansen Implement Co. at Burley, Idaho, and will con¬ 
tinue it as a branch house. 


Schad & Pulty, Gainsville, Texas, who have been 
engaged in the business for many years, report a splen¬ 
did prospect. 


Petty & Gardner, Hollis, Okla., report a very sat¬ 
isfactory year’s business, and expect 1918 will prove 
one of the best years they have had. 


Clarence Wootten of the Kerman Hardware Store 
has recently purchased a stock in Dinuba, Cal., and 
will continue the Dinuba Hardware Co. 


Plans for the erection of a new brick store building 
for the Bend Hardware Co. are being prepared, and it 
is expected that Mr. Dement will begin the erection 
soon. 


Clarksville Hardware Co., Clarksville, Texas, who 
do a considerable business in implements as well as 
hardware, expects a banner year during 1918. 


Weatherby & Bryan, Hubbard, Texas, who have 
been established for many years, report a splendid 
outlook and report an increase in trade during 1918. 


John D. Reavis, of Brawley, Cal., is opening a 
branch store at Calipatria, where they will handle a 
full line of farming implements. The location will be 
in the garage of Chas. Carrol. 


J. C. Holbrook, of Springfield, Ore., has sold his 
hardware stock to D. L. Webster, of Alpine. The 
stock has been moved to Alpine where Mr. Webster 
also operates a general merchandise store. 
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REVISING SPORTING POWDER SELLING 
PLANS 

Practically every known staple commodity has had 
to undergo readjustments in sales or manufacturing 
methods, or both, due to the abnormal conditions 
brought about by the war, and shotgun powders for 
sporting purposes are no exception. 

In colonial days, black sporting powder was as 
“staple as salt,” and sold almost as universally. On 
the frontiers, powder and ball were found on the 
shelves of every dealer in hardware and general mer¬ 
chandise. The demand was general and to suit vary¬ 
ing individual requirements powder manufacturers 
supplied their goods in a range of packages that was 
calculated to suit every need, taste and purse. 

Packages containing a quarter-pound, half-pound, 
pound, six and a quarter pounds, twelve and a half 
pounds and twenty-five pounds of black sporting pow¬ 
der eventually became standardized and have been 
sold by all manufacturers ever since. When smokeless 
shotgun powders made their appearance they were sold 
in packages containing one pound, six and one-quarter 
pounds, twelve and one-half pounds, twenty-five 
pounds and fifty pounds. Smokeless powders are sold 
by the “bulk * 9 pound, which, while weighing less 
than an avoirdupois pound, will load as many shells 
with a similar charge as will sixteen ounces of black 
sporting powder. 

Powder manufacturers have had many occasions to 
worry since the war began over the increasing cost of 
labor, machinery and materials. But no one phase of 
their business has given them more food for thought 
than the packages in which their goods are sold. The 
concerns who supplied the packages found tin, coloring 
material, labor, etc., all increasing many fold in price, 
and the powder interests had to stand the raises, in 
many cases making the purchases of sporting powder 
containers almost prohibitive. 

The Du Pont Company, in order to standardize the 
^general trade sporting powder packages insofar as it 
is concerned, announces that after a thorough investi¬ 
gation, and in order to effect economies for its cus¬ 
tomers in carrying on their business, several changes 
will be made in its line of sporting? powder packages. 

For convenience and comparison, the old as well 
as the new list of sporting powder packages are listed: 


Black Sporting Powder Packages 


New List 

Kegs .25 lbs. 

% kegs. 6% lbs. 

1-lb. cans.16 ozs. 


Old List 

Kegs .25 lbs. 

Vj kegs.12% lbs. 

V\ kegs. 6% lbs. 

1-lb. cans.16 oz. 

%-lb. cans. 8 oz. 

^4-lb. cans. 4 oz. 


Bulk Smokeless Shotgun Powder Packages 
New List Old List 


Kegs . 

...25 lbs. 

Drums . 

50 lbs. 

% hegs. 

... 6% lbs. 

Kegs . 

25 lbs. 

1-lb. cans- 

... 1 lb. 

% kegs. 

12% lbs. 



Yl kegs. 

6% lbs. 



1-lb. cans. 

1 lb. 

Dense Smokeless Shotgun Powder Packages 

New 

List 

Old List 

10 can drums 

.10 lbs. 

Drums . 

50 lbs. 

1 lb. cans... 

. 1 lb. 

Kegs . 

25 lbs. 



V> kegs. 

12% lbs. 



V\ kegs. 

6% lbs. 



10 can drums.. 

10 lbs. 



1 lb. cans. 

1 lb. 


In elimianting from its list certain packages in 
which sporting powders are sold, the Du Pont Com¬ 
pany is retaining those which are still the most popu¬ 
lar and discarding the ones for which there was the 
least call. The increased efficiency arrived at in 
manufacturing, handling and storing will effect econ¬ 


omies beneficial to every dealer and consumer of sport¬ 
ing powders which will become more pronounced as 
time goes on. This announcement of the Du Pont Com¬ 
pany of its intention to place its general trade sporting 
powder business on a “war footing ’ y is the first of 
its kind from any powder manufacturer, but will doubt¬ 
less be generally approved, as it makes for standard¬ 
ization on a more efficient and economical basis. 



A.-P. DRAWTITE DOOR BOLT 

Allith-Prouty Company, Danville, Ill., are placing 
on the market their No. 396 Improved Drawtite Door 
Bolt, which they claim is the only one of the kind on 
the market. Its popularity is attested, as it has only 
been recently that they have been able to supply the 
demand. 

It is made of malleable iron and arranged for 
attaching to end of single, double or parallel doors. 

It draws the doors tight together or against the 
building, making them waterproof. 

When desired an ordinary padlock may be locked 
through hole shown in the draw-plate, thus preventing 
operation of bolt and insuring protection against theft 
and trespassing. Bolt cannot be removed when locked, 
as it is securely held by invisible screw, as shown by 
phantom in illustration. 

Packed one bolt in box with catch and screws 
ready to apply. 

Allith-Prouty Company will be glad to give full 
information to any of our readers upon request. 


The Edna Implement Co. are successors to Lombe & 
Son at Edna, Kan. 


H. M. Peterson and Frederick Bolke are successors 
to the Taylor Hardware Co. at Taylor, N. D. 


J. R. Weldon has succeeded C. T. Williams Supply 
Co. in the hardware and implement business at Wakita, 
Okla. 


William Snyder has purchased the hardware and 
implement business of Theodore Guthrie at Syracuse, 
Neb. 
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Honeyman Hardware Cempany 

mmmmm 

HARDWARE 


General Cetelogue No. 8 



Portland, Oregon. U. S. A. 


A CATALOG AND PRICE LIST THAT IS 
DIFFERENT 

The Honeyman Hardware Co. has recently issued 
their new catalog No. 8, which is complete in every 
particular, embracing their line of general hardware, 
mechanics’ tools, builders’ hardware, house furnish* 
ings, tinners’ tools, cutlery, sporting goods, athletic 
goods, fishing tackle. 

Prices Guaranteed 

. Supplemental to this catalog is their confidential 
price list No. 1, for dealers’ use only. This price list 
is somewhat out of the ordinary in that they protect 
their customers who send in mail orders against any 
changes in prices until later information or change in 
price is sent them. 

As far as we know they are the only house that 
gnaarntees to protect merchants against market 
changes in prices to this extent. 

While they say that the plan has caused them a 
considerable loss of profit, as markets are changing 
frequently, and it doubtless involves a lot of work and 
expense for upkeep, they believe that the benefit de¬ 
rived by the customer, and the support which they are 
obtaining, justifies them in their efforts. 

The “Cash With Order” Prices 

Which are a feature of this new price list is like¬ 
wise a principle which they believe is becoming more 
and more recognized as a sound principle on which to 
base prices to compete with mail order houses. That 
their coustomers are using this to a continually increas- 
lng extent justifies them to still further increase their 
efforts along this line. 

As any jobbing institution knows, to issue a catalog 
during these strenuous days is a serious matter, but the 
catalog is somewhat unique in that they use smaller 
electros and condense the description matter thereby 
making it possible to reproduce a more convenient sized 
book than the usual jobber’s catalog. 

Know the Goods That SelL 

The experience gained in their retail business en¬ 
ables them to keep in touch with the consumer, thus 


giving them the opportunity of determining which 
goods move and which do not, as well as which are the 
mo lP ro . fitable for the retail merchant to handle. 

This is a feature that is often overlooked. Testing 
out the new goods with their retail salesmen is of 
course a valuable factor in helping them determine just 
what goods should appear in their trade catalog and 
what should not. 

They will be glad to send a copy of this catalog to 
any of our readers upon request. 


INCREASING DEMAND FOR DRAG SAWS. 

. 31. Wade & Co., of Portland, Ore., are hav¬ 

ing much success with their Wade Drag Saw, 
and offering a special dealer proposition for 
this Drag Saw, which has proven a big seller 
in every part of the United States. 

So great has been the demand for this Drag 
Saw wherever introduced that the factory is 
working overtime. 

They will be glad to give full information to 
our readers upon request. 


NEW MAJESTIC DESIGN 



Russell k Erwin Mfg. Co. 
are taking much pride in 
their new Majestic design 
of builders’ hardware, 
which is furnished only in 
wrought brass and steel, 
and cannot be furnished in 
any bronze finishes. 

This is a very unusual 
and attractive design, the 
ornamentation in high relief 
being fully brought out in 
the finishes. 

This is an especially at¬ 
tractive, moderate priced 
design of Russwin quality, 
and they or their jobbing 
houses, or branch sales 
houses, in New York, San 
Francisco and Chicago, will 
be glad to give full information to any of our read¬ 
ers upon request. 


J. O. Hotchkiss has succeeded J. S. Hill in the im¬ 
plement business at Shelby, Neb. 


The Tyner Hardware Co., Kirkland, Texas, has 
been increasing their stock in anticipation of a busy 
season. 


The Lancaster Hardware Co., Lancaster, Texas, 
has had a very satisfactory year during 1917, and 
is preparing for even a better one in 1918. 


T. J. Taylor & Co., Bartrum, Texas, report an in¬ 
creasing demand for goods in all lines, and expect to 
keep busy during 1918. 


E. J. Teller & Son, Henderson, Texas, report a 
splendid year in 1917. They have materialy increased 
their stock and are expecting a large trade during 1918. 


Smith-Moore*Williams Co., Bonheim, Texas, say it 
pays them to handle goods they can guarantee to their 
customers. They report a continued increase in trade. 
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, MAKE HOME CANNING EASY 

This is the title of an interesting folder issued by 
the Handy Mfg. Co., Chicago and Seattle, featuring 
their Handy Fruit Jar Holders, which enables the 
housewife or cook to cook the fruit in the jars. 

The demand for these 
handy fruit jar holders 
has increased to such 
an extent that an addi¬ 
tional factory has been 
constructed at Chicago 
in order to take care 
of their trade through¬ 
out the Mississippi Val¬ 
ley and the East, their 
8eattle y Wash., factory 
taking care of their 
trade in the Far West 
and on the Pacific 
Coast. There is noth¬ 
ing similar to these handy fruit jar holders at anything 
like the price, selling at 10c each or a set of six for 60c. 

Their uses are so varied there is a demand in every 
family for them. They can not only be used to cook 
all kinds of vegetables, but also may be used for cook¬ 
ing meat, stew, soups, fish, etc. 

The handy fruit jar holders are made in one size 
only, but will fit pint, quart and half gallon jars of any 
make. 

There will be an increasing demand for these handy 
fruit jar holders and merchants will find them ready 
sellers. 

They carry a good profit for the retail dealers, and 
need only to be displayed to make sales. 

Full information and descriptive matter, prices and 
discounts may be obtained by addressing the Handy 
Mfg. Co., Chicago, 208 Wabash Ave., or 504 Maritime 
Building, Seattle, Wash. 



A WHOLESALE SALE. 

The Heyman-Weil Co. are calling attention of 
the dealers on the Pacific Coast to their whole¬ 
sale sale, which begins on the first of March. 

They have purchased the stocks of a number 
of wholesale houses and are discontinuing a 
number of lines carried, hence are in position 
to offer exceptional prices to merchants m clos¬ 
ing out these lines. 

They invite correspondence or visits from the 
trade. 


W. F. Wendt, president of the Buffalo Forge 
Co., has been spending the winter in Los 
Angeles, and is at present making his head¬ 
quarters at the Jonathan Club, Los Angeles. 


The Temple Hardware Co., Temple, Okla., is antici¬ 
pating a banner year. 


The Manley Hardware Co., Harvard, 111., who also 
handles implements, reports a most excellent outlook. 


Parker Austin Hardware Co., Bryan, Texas, who are 
important factors in the trade in their vicinity, had an 
excellent year's business and expect 1918 to be even 
better. 


The Napier Implement Co., Vernon, Texas, who 
have been in business only a short time, report the 
business even better than they expected and the out¬ 
look quite excellent. 



STERLING GRAY ENAMELED SEAMLESS 
FOOD COOKERS 

We are showing an illustration of the Sterling Gray 
Enamel Seamless Food Cooker, manufactured by the 
Central Stamping Co., New York, which is sold qnite 
extensively throughout the country by jobbers. 

The illustration shown is with the two side handles 
instead of bail. There have been calls for this article 
repeatedly from customers desiring it made in this way, 
and following their request the Central Stamping Co. 
has gotten out an article which has met with instant 
success. 

When the Central Stamping Co. place their name 
and trade mark on any product it is evidence of its 
quality. Any of their jobbing or sales connections 
will be glad to give full information to any of our 
readers upon request. 


NEW AUTO AND FURNITURE POLISH. 

A new polish for furniture, hardwood floors, auto¬ 
mobiles, woodwork and all finished surfaces is being 
put on the market by the Se-Lo Chemical Company of 
Toledo, Ohio. It is known as Se-Lo. W. B. Hankins, 
of Toledo, is developing the selling plans which should 
indicate a sound selling policy. 

Se-Lo, containing no water, turpentine or other 
harmful ingredients, is said to be much different from 
other polishes. The claim made for it is its absolute 
purity which eliminates all danger of injury to the 
most delicate finishes. 

It is made according to the formula of a specialist 
in finished surfaces who has used it for years in his 
work with great success before placing it on the 
market. 

Se-Lo gives a long lasting life to finishes. It adds 
no false lustre but restores the original finish—a feat 
which makes it adaptable for use on all surfaces. 

A very strong claim is made for Se-Lo in cleaning 
and polishing automobiles. 

Se-Lo is put up in 4 and 12-ounce bottles, also 
quarts and gallons. 


The Russell-Whitener Implement Co. are successors 
to the Sikeston Mercantile & Implement Co. and 
Farmers Supply Co., at Sikeston, Mo., and the J. P. 
Heggie Implement Co., of Charleston, and the Essex 
Implement Co., of Essex. 


FINEST TRADE JOURNAL EVER READ. 

Allow us to congratulate you on the “Hard¬ 
ware World . 99 Without hesitation I can say it 
is the finest trade journal that I have ever had 
the pleasure of reading. 

It is with pleasure we enclose remittance 
covering our subscription, and we will be 
pleased to receive same monthly. 

WILLIAM P. KELLAND, 
Manufacturers' Agent and Hardware Factor, 
London, England. 
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UNIVERSAL BUTTER MERGER. 

Landers, Frary & Clark are calling attention 
to their Universal Butter Merger and Family 
Churn, which as might be expected represents 
the latest word in such an article, and a butter 
merger that merchants can recommend to their 
customers with every confidence that it will do 
everything claimed for it. 

This Butter Merger is not to be confused 
with cheaply constructed articles, passing un¬ 
der the same name, and which are cheap both 
in construction and price, in fact, too cheap to 
be of lasting value. 

This Butter Merger operates much more con¬ 
veniently by turning the handle. 

When Landers, Frary & Clark place their 
name and trademark upon an article it is evi¬ 
dence of its merits. 

They or any of their jobbing connections will 
be glad to give full information to any of our 
readers. 


DICK SMITH NAIL STRIPPER. 

is an article that has found 
much favor not only with me¬ 
chanics, but with canners, pack¬ 
ers, fruit growers, and in fact 
everywhere nails are used to 
any extent. 

Sash and door companies are 
using them extensively and in 
the packing department of man¬ 
ufacturers, jobbers and dealers they are in daily 
use. 

This little machine is self-feeding as well as 
adjustable, and heads any size nail from 2d to 
lOd. It is constructed of the best material, and 
when closed they resemble a small suitcase mea¬ 
suring 5x10x19 inches. 

Dick Smith of 1738 West Fifty-first Place, 
Los Angeles, or any Western jobber will be 
glad to give full information to any of our 
readers upon request. 



CLASSIFIED 

“I see Hiram is sparkin’ up to that purty 
young postmistress, but she don’t seem ter think 
much of him. ’ ’ 

“No, she looks upon him as second-class 
male matter, I reckon.” 



Bussell k Erwin are 
placing on the mar¬ 
ket a Combined Bose 
and Auxiliary Spring, 
which is designed for 
use with lever han¬ 
dles, the heavy spring 
concealed within the 
rose supplementing 
the hub spring in the 
lock, holding the 
lever firmly in posi¬ 
tion and giving snappy 
action. 

The heavy lever 
handles now in use 
require this additional spring power which is now fur¬ 
nished in this compact and unobtainable style. Auxil¬ 
iary springs are also furnished for use with combined 
escutcheons and roses. 

Bussell & Erwin Manufacturing Company, or their 
branches in New York, Chicago or San Francisco, or 
their jobbing connections will be glad to give full 
information to any of our readers upon request. 


MORE GOOD OUT OF “HARDWARE 
WORLD** THAN ALL THE REST. 

We take this opportunity of expressing our 
appreciation of your magazine. We have been 
taking System and the Hardware Dealers Maga¬ 
zine, one $2.00 per year and the other $1.50 per 
year, and we have cut out all but the “Hard¬ 
ware World** as we get more good out of it 
than we did of the other two. 

_Very truly yours, 

SMITH k HAMILTON, Washington. 


PARKER SASH CHAIN. 

Parker Sash Chain put up in spools of 500 
ft. has gained favor amongst many users, the 
method of manufacture being such as to give 
the greatest tensile strength, links being 
punched lengthwise with the grain. 

The Parker Supply Co. of 784 East 135th St., 
New York, will be glad to send sample cards 
and give full information to our readers upon 
request. 



At the Indianapolis Hardware Convention the 
Frantz Mfg. Co. had an interesting display. 

Their representatives were always on the job 
and if there was anyone who left Indianapolis 
without knowing the merits of their line, it was 
not the fault of their representatives. 

The “Hardware World” representative en¬ 
joyed the selling talk of their representative as 
well as everyone else. 
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LADD ALL-STEEL BEATERS. 


. The United Royalties Corporation is having much 
success with their Ladd All-Steel Beaters, in which 
no wood or cast iron is used. 

Of course they outlast a half dozen inferior ones 
of cheaper material. 

The profits are liberal, and their goods are sold 
by the leading jobbers throughout the country. 

They or their sales representatives will be glad to 
give full information on this article, which has proven 
such a good trade bringer. 



Packed in Dust-Proof Counter Display Box 

LABOR SAVING SPECIALTIES 

The Home Krafts Shops of 2473 Warren street, 
Toledo, Ohio, are placing on the market a number of 
lines, which have been tested and endorsed by economic 
and housekeeping institutes, and are profitable sellers 
wherever introduced. 


One of these is a sanitary bake pan and griddle 
oiler, which they claim to be the only efficient method 
of greasing or oiling bread pans, cake pans, etc. The 
special wicks can be easily removed and washed, or 
quickly replaced by using any white fabric and without 
soiling one’s fingers. 

The Kut-Easy, only perfect can opener, has a safety 
blade guide, removable blade and highly tempered 
steel fulcrum, which forces the blade through the can 
tops without sliding back. The double blade can be 
quickly removed with a screw driver and used on either 
edge or easily sharpened. This can opener will last a 
lifetime. 

The handles are of solid brass, heavily nickeled, and 
the blades are of high grade saw steel. Fulcrums are 
of highly tempered steel. 

The Safety Door Key Locks is another ready seller, 
retailing for 15 cents. It is adapted for use on kitchen, 
basement and side doors, and prevents the removal of 
the key and the use of skeleton keys. Front doors are 
usually provided with double locks, but the back and 
side doors are the ones generally used by thieves and 
are not so protected. This safety door key is easy to 
adjust and easy to remove. 

The safety door key locks will appeal instantly to 
every house owner. 

Full description and trade prices will be sent on 
request. 



SIMPLEX AUTOMATIC CLOTHESWASHER 

The Grabe Automatic Washer Co., 15 West Forty- 
fourth St., New York, has placed on the market the 
Simplex Automatic Clothes Washer, which they claim 
will simplify the housework, especially in these days 
of shortage of labor, and will be much in demand. 

They sell this washer on the guarantee that if 
customers are not satisfied with it the purchase ( price 
will be refunded without any question. They* offer 
the testimonials of a large number of users, these wash¬ 
ers having been tested and endorsed by various eco¬ 
nomic and housekeeping institutes. 

The claim is made that the Simplex will wash a 
whole boiler of clothes in fifteen minutes without a bit 
of rubbing. It thoroughly sterilizes the clothes and 
kills disease germs. After fifteen or twenty minutes 
the clothes in the boiler will be thoroughly cleansed 
without any wear or tear and without any rubbing. 

They will be glad to give full information to any of 
our readers upon request. 


NEW STOVE REPAIR HOUSE IN SPOKANE 

Myer S. Rubens, recently engaged in business in 
Spokane, being formerly connected with the Spokane 
Stove Repairs Works for many years, severed his con¬ 
nection with that concern about a year ago and went 
into business on his own account, the name of the firm 
being Myer S. Rubens Stove & Repair Works. 

Mr. Rubens has had extensive experience in the 
stove repair business. He is conveniently located at 
1009 West First Ave., Spokane, Wash., and states that 
he is carrying a complete stock of parts for over 500,- 
000 stoves, ranges and furnaces. He also carries a full 
line of nickel trimmings, which enables him to fill or¬ 
ders promptly. 
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He guarantees prompt, efficient service and court¬ 
esy, and says he is in excellent position to take care of 
any business. 

They recently installed an acetylene welding outfit, 
which is a wonderful help in enabling them to weld 
broken machinery, pumps, castings of every descrip¬ 
tion, thus saving a great deal of time and labor. 

He will be glad to forward a handy duplicating 
order book, which is most convenient in ordering stove 
repairs, and gives full information for ordering. 

Our readers in the territory tributary to Spokane 
will do well to bear this in mind. 



SAM-E-KAR 

Baker-Smith Company, Rialto building, San Fran¬ 
cisco, are the selling agents for the Sam-EkKar, which 
is entirely new and has recently been patented and 
perfected. 

This is one of the most durable toys on the market, 
which is equipped with a driving and propelling mech¬ 
anism that allows easy driving with a slight or full 
stroke, there being no dead center. 

The 3am-E-Kar is reinforced at points where there 
might be a strain, which makes it durable and strong, 
and it will carry a man weighing up to two hundred 
pounds. At the same time it works so easily that a 
child can operate it. 

It is adjustable, and can be UBed by children of 
different ages. The driving gear is made of steel of 
ample size, and is well hardened so it will not give anjr 
trouble. The kar is made of what is known as Cali¬ 
fornia white cedar, and is finished in enamel paint. 

The wheels are of hard maple and are crowned on 
the face and dished on the sides, which insures long 
wearing quality and the balancing of the wheels. The 
wheels are also roller bearing. 

They will be glad to give full information to any 
of our readers upon request. 


The Sasakwa Hardware Co. has been incorporated at 
Sasakwa, Okla. 


J. L. Beloat has Bold his hardware business at 
Davis, Cal., to R. £. Chiles. 


V. D. Bumgardner, Oasis, Iowa, reports a very 
satisfactory opening of the implement season. 


Reed & Lennon, of Decorah, Iowa, reports a good 
season’s outlook and expectB to keep busy throughout 
the year. 


SEASONABLE SELLING SPECIALTIES. 



Schroeter Bros. Hardware Co., St. Louis, Mo., is 
calling attention to their home cherry stoner, which 
removes the stone without crushing the cherry. 

It works fast 
and is self-feed¬ 
ing, is operated 
by a natural 
movement of the 
hand, has a re¬ 
movable hopper, 
nothing to wear 
out, is easily 
cleaned and is in¬ 
dispensable for 
use in homes, res¬ 
taurants, hotels, 
bakeries and can¬ 
neries. 

Another article which is proving highly satisfactory 
and a splendid seller is their No. 10 rotary potato, 
almond and horseradish grater. 

This is adapted for horseradish, cocoanuts, potatoes, 
cheese, bread, crackers, turnips and vegetables of all 
kinds. This grater is likewise being sold quite ex¬ 
tensively to hotels, meat markets, lunch stands, res¬ 
taurants, bakeries, confectioneries and private fam¬ 
ilies. 

They will be glad to send their 36-page catalog, 
showing these rapid selling specialties, as well as 
their complete line of household and hardware special¬ 
ties to any of our readers upon request. 


Wesley Harrison, of Bomarton, Texas, and the 
Webb Mercantile Co., El Campo, Texas, report a 
very excellent outlook in all lines. 


Thomas Bliss has purchased an interest in the 
Bliss Mercantile Co., Lock Springs, Mo. 


The Suring Hardware Co., Suring, Wis., has incor¬ 
porated with a capital stock of $20,000, and has pur¬ 
chased the hardware and implement business of John 
Dieck. 


George E. Wright and H. E. Zimmerman have en¬ 
gaged in the hardware and implement business at 
Orland, Cal., under the name of the Orland Implement 
& Hardware Co. 


The Grants Pass Hardware Co. recently held their 
annual election, F. S. Bramwell being elected presi¬ 
dent and general manager, James Smith vice-president 
and sales manager and Elmer Balsiger secretary and 
treasurer. They are materially adding to their stock 
and are planning for an active year’s business. 


Sedgwick SI” 

Manufactured by Specialists and Guaranteed 
Send for Catalog and Discounts 

SEDGWICK MACHINE WORKS 

136 LIBERTY STREET .... NEW YORK 



THE PACKHAM 

Stove Pipe Crimper and Btader 

MADE BY 

THE PACKHAM CRIMPER CO. 

MFCHWHC1B1IW, OHM 

If Your Jobber Does Not 
Carry It, Write Us 
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DISSTON’S NEW HANDSAW 

It is generally conceded that the most important 
of the tools in a carpenter’s kit are his handsaws— 
one for crosscutting, the other for ripping. These are 
absolute essentials for general work, practice having 
determined that each must be individually constructed, 
so far as the teeth are concerned, for the particular 
class of work it is to perform. 

While this applies to general carpentry work, in 
these days of general work, concrete building opera¬ 
tions, factories, bridges, etc., there is so much lumber 
used for forms and uprights, etc., that notwithstand¬ 
ing the employment of a portable circular sawing out¬ 
fit, considerable handsaw work is entailed. 

The work required of a handsaw on these opera¬ 
tions is not so much for a smooth cut as for quick 
cutting, and may oe styled *‘roughing out.” It in¬ 
volves crosscutting, ripping and mitering, or cutting 
at an angle, which latter partakes of both crosscutting 
and ripping, the lumber mostly used being North Caro¬ 
lina pine boards one inch thick, studding, planks and 
joists. 

Considering these facts, it will readily be seen that 
in the use of two saws for the work, a rip and a cross¬ 
cut, considerable time is lost during the day in picking 
up one, then the other; again, either the rip or the 
crosscut saw may not be near at hand, and further, 
neither of these two give the highest results in sawing 
at an angle. 

Obviously, therefore, if a single style of saw were 
made, with teeth specially adapted for this combina¬ 
tion of work, one giving quick action with minimum 
labor, having a form of tooth easily kept in order by 
the average carpenter, its advantages would be readily 
and quickly appreciated. 



This fully explains the object and purpose of the 
new saw now being made and marketed by Henry 
Disston & Sons. It is called the Disston Double Duty 
saw, and the enlarged illustration of a section of the 
tooth-edge shows the character of the combination of 
teeth in this saw. 

The Disston Double Duty saw far excels any other 
pattern of saw ever put on the market for use in 
general construction work of all kinds, studding up 
houses, shoring for sewers, making forms for concrete 
building, railroad work, millwright, farm use, and in 
fact for all general purposes. 

To be perfectly sure of its adaptability for the 
particular work in question, sample saws were made 
and distributed among carpenters on concrete con¬ 
struction work. These practical trials and tests dem¬ 
onstrated beyond doubt the practical utility of this 
style of saw and its advantages on the classes of work 
mentioned over the regular patterns, each of the car¬ 
penters using the saw highly commending it and ex¬ 
pressing a desire to purchase one. 

It will be noted that the tooth-edge consists of a 
special combination of rip and crosscut teeth, each 
section separated by a deep gullet. 

When the saw is used for crosscutting the rip teeth 
act as ”cleaners,” that is, clearing out the kerf. In 
ripping there is double action; the crosscut teeth make 
a scoring cut on each side of the kerf, which enables 
the rip teeth to cut clean, with greater ease and rapid¬ 
ity not only in ripping, but in cutting on an angle 
or diagonally across the grain, which is its specialty. 

The Disston Double Duty handsaw made in skew- 
back pattern, the blade of Disston high quality cru¬ 
cible steel, warranted, handle of hardwood, full pol¬ 


ished, fastened with brass screws. Made in 26-inch 
length. 

Those who have used this saw pronounce it the 
best and most practical saw they ever used for the 
purpose. 



CORBIN'S No. 55 CASEMENT ADJUSTER 

P. & F. Corbin have just placed upon the market 
a new casement adjuster, which is locked by friction. 
It consists of a %-inch bronze bar telescoping in a 
%-inch bronze tube and clasped by a fiber bushing, the 
clearance of the contact being governed by an envoi* 
oping knurled sleeve or ring. It is made in 10, 12 and 
15-inch lengths, and can be applied to either the top 
or bottom of sash opening in or out and right or left 
hand. Its simplicity, unusual application and moder¬ 
ate price make this a desirable addition to any dealer’s 
stock. 



ONE-MINUTE SWIVEL REPAIR LINK 

A combined swivel and chain repair link 
(patented) is the unique invention recently 
placed on the market by the Cleveland Galvan¬ 
izing Works Co., of Cleveland, Ohio. 



Although it has been on the market but a 
short time, the One-Minute Swivel Repair Link, 
as it is called, has found considerable favor 
among chain users because of its versatility, 
strength and simplicity, being constructed of 
but three parts which can be put in place in 
the chain with a hammer, pair of pliers or a 
vise. It may be used with welded, weldless, 
or flat link chain and is furnished in three sizes 
for use with the different sizes of chain. 

An interesting folder has been issued, de¬ 
scribing and illustrating the repair link, copy 
of which can be had by writing the manufac¬ 
turers. 


Fox Bros., Newsome, Texas, have purchased the 
hardware and implement business of Wright Bros, and 
will combine it with their present stock. 


B. H. Garden has purchased the entire stock of the 
E. M. Clark Hardware Co. at Corcoran, Cal., and will 
handle a general line of hardware, automobile sup¬ 
plies, etc. 
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Business Opportunities 


POSITION WANTED. 

In hardware store, where ability counts, with an 
opportunity to advance. Am 38 years old, married; 
have no bad habits. Have had five years experience 
in hardware and implement business. Can give best 
of references. Address O. H., care Hardware World. 


FOB SALE. 

Owing to continued ill health of owner, will sell 
onr well established general hardware business, doing 
about $30,000 a year. This business is located in a 
thriving little city of Southern California. Delight¬ 
ful climate. Pine schools, churches. Business can be 
largely increased by younger man. Address “Howe,” 
care Hardware world. 


FOB SALE. 

A good paying hardware business, will sell at in¬ 
voice price which will be about $12,000. Beason for 
selling, want to retire from business. Seasonable rent, 
or will sell building. S. F. W., care Hardware World. 


FOB EXCHANGE 

Three story modern brick hotel building in State 
of Washington; value $65,000, incumbrance $25,000* 
equity of $40,000 paying 6 per cent; leased to good 
tenants who have occupied building since completed. 
Will trade equity for good hardware stock of equal 

Hardware propo8ition * “Washington,” care 


WANTED 

Distributor for highest grade mechanics’ tool chest. 
Advise lines handled, territory covered, class of dealers 
reached and commission wanted. Prefer established 
manufacturer’s representative traveling several men. 
Address Union Tool Chest Works, Bochester, N. Y. 


SITUATION WANTED. 

Experienced traveler in the hardware and electrical 
jobbing line desires a new connection by December 
fifteenth. Long familiarity with the dealers in the 
Pacific Northwest assures results as to service, al¬ 
though prefers to engage in house work in a man¬ 
agerial capacity. In any case must be position that 
presents possibilities for advancement and co-operation 
in high class service. Best references from the trade 
or present position. Address M. B., care Hardware 
World. 


HARDWARE OPENING 

In new railroad town, surrounded by large fruit and 
farming district. Nine miles to nearest hardware store. 
Should carry Hardware Implements, Engines, Motors 
and Pumps. Good mechanic in these lines can be kept 
busy on the outside. Good store and location just va- 
*? nt *° reliable party. If interested write, 
Secretary, Chamber of Commerce, Navelencia, Calif. 

AN A1 OPPOBTUNITY 

. oM established hardware business located in one 
of the best towns in the Sacramento Valley, California. 
Stock will invoice about $10,000.00. Owing to death 
of senior member of firm, outside interests require 
personal attention of other member. This is an* un¬ 
usual opportunity to step into a splendid paving busi¬ 
ness, good central location. Will either Sell of lease 
building. Will bear fullest investigation. Address 
H. Mitchell k Son, Colusa, California. 


D. M. KAGAY, WITH AMERICAN 
RADIATOR COMPANY. 

D. M. Hagay for the past year manager of 
the publication department of S. P. Bowser Co., 
Fort Wayne, Indiana, and previous to that 
time connected with the Richards Wilcox Man¬ 
ufacturing Co., and the Appleton Manufactur¬ 
ing Co. for a number of years, as advertiseng 
manager, has resigned his position to become 
connected with the sales promotion work of 
the American Radiator Co. 

He has had an extended experience in ad¬ 
vertising and publicity work—an experience 
which will stand him well in hand in his new 
connection. He has the best wishes of many 
friends connected with the trade. 


The capture and occupation of German East 
Africa by the British forces revealed the fact 
that the Germans had planted in this colony 
extensive tracts of rubber trees of the m&nihot 
species. The manihot rubber tree cannot be 
expected to increase its yield year after year, 
for the bark thickens after tapping and the 
tree ceases to yield after five years. But it 
thrives in hot, dry climates where other kinds 
cannot live. At the end of its productivity it 
is rooted out and replaced with young plants 
which begin to yield in about two years. The 


species of rubber tree from which the great 
bulk of the world’s rubber products are manu¬ 
factured is the hevea. 


TWO WIVES 

My wife is like George Washington; I 
don t believe she could tell a lie to save her 

80Ul. ” 

“You’re lucky! Mine can tell a lie the min- 
ute I get it out of my mouth .* 9 


Wood & Sponecr, Sandborn, Ind., are erecting an 
addition to their store. * 


B. Aldredge and H. Pierce are successors to 8. L 
Hanks at La Fayette, HL 


F. A. Yost Co., Hopkinsville, 
their capital stock to $100,000. 


Ky., has increased 


__ E * Witherell, Carthage, Mo., is successor to the 
Witherell Zane Implement Co. 


L. F. Blann, Monroe City, Indiana, is the successor 
to the Blann*Junkin Hardware Co. 


Brockman & Hughes is a new firm name of Brock¬ 
man, Hughes k Hughes, Mt. Sterling, Ill. 


William and F. B. Valentine, Casey, Iowa, have 
purchased the hardware and implement stock of Beed 
Bros. 
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Loving One’s Work 


T HERE are many so-called roads to success, 
but the starting point in every case must 
be a natural love for one’s work, whatever 
that work may be. Wherever you can put your 
finger on a man who has made a success in life 
I can show you a man who loved his work. A 
man cannot expect to succeed in business with¬ 
out loving his work any more than he can ex¬ 
pect to be happy in his home without loving his 
family. 

When a man reaches the shady side of life, 
and is classed as a failure, he attributes his lack 
of success to many causes—to “combination of 
circumstances/’ to bad luck, to lack of opportu¬ 
nity, etc., but in ninety-nine cases out of a hun¬ 
dred, the “combination of circumstances” could 
have been turned into opportunities of success 
if the individual had only learned to love his 
work. 

Love is conceded to be the most potent influ¬ 
ence in the universe, and love for one’s work is 
the strongest influence that makes for success; 
in other words, one’s success in the business 
world is just in proportion to one *s love for his 
work. You often hear a man say “If I had So- 
and-so’s job I could love that work, but no one 
could ever love my job.” Such people unthink¬ 
ingly deceive themselves and pave the way to 
their own failure. 

Love is universal in its application and is not 
limited by the kind of work one has to do. A 
street sweeper can love his children just as 
much as a railroad president can love his chil¬ 
dren, and by the same token, a hod carrier can 
love his work just as much as a bank official 
can love his work. It rests entirely with the in¬ 
dividual. If you and I are not satisfied with 
our present work, the thing to do is to look for¬ 
ward and aspire to something better, something 
that means progress, but the very minute that 
we develop a thought of dislike or hate toward 
our present work we put an unsurmountable 
obstacle in the way of the better job ahead. 

But just what does it mean to love one’s 
work! First, let us get a clear conception of 
what love means and then we can begin to learn 
how to love our work. Professor Drummond 


has said that love is the greatest thing in the 
world. Then is it not high time for you and I 
to begin to know something about this greatest 
thing in the world, and learn how to apply 
it to our work and our daily living? To love 
a thing means really to see it in its true light, to 
know the truth about it, to possess a full, com¬ 
plete and perfect knowledge of its reality. If 
you had a perfect knowledge of everything in 
the universe, would not that be to you the 
greatest thing in the world ? Therefore, we 
want to view our work in its true light and have 
a perfect understanding of what is the object 
of our work and the motive behind it. 

First of all, a man’s work, no matter whether 
he be running an elevator or a bank, is the re¬ 
flection of his own thought. To prove this, 
take away the man’s thinking capacity and see 
what becomes of his work. Now, if your work 
is the reflection or product of your thought, 
then what you have to deal with in order to 
make your work progressive and successful in 
your own thinking and not the work itself. 
This brings us to the point of seeing clearly that 
the difference between failure and success in 
one’s work is just the difference between wrong 
thinking and right thinking. 

To love your work, to see it in its true light, 
means to hold a correct mental concept of the 
object you have in view and the motive back of 
it. If your object is a purely selfish one and 
you work only because you have to, or simply 
for personal gain, if you are jealous of some 
fellow worker or competitor and envious of 
someone else’s success, if you are inconsiderate 
of the just rights of others in your business 
dealings, if you constantly magnify other peo¬ 
ple’s faults and ignore their virtues, if you are 
resentful because of seemingly adverse condi¬ 
tions, and last but not least, if you are making 
discouragement your bosom companion, then 
you are far from loving your work. 

But reverse this process of thinking, and try 
to see how much good can come to all around 
you by doing your work well, endeavor to give 
your fellow workers and competitors a helping 
hand whenever you have the opportunity, con- 
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The 

Demands 

of the most 
exacting 
architects 
and builders 
are admirably 
met in our 


TheTRIO Idea 


FAULTLESS 

PLUMBING and 
HEATING 
SUPPLIES 


M. L. Kline 

30 Years Wholesaling Reliable Pl umbing and 
Heating Supplies in Portland 

84-86-87-89 FRONT ST., PORTLAND, ORE* 


SMOOTH-ON 


VNOOTH'IV 


IRON 
CEMENT 
No. 5 


For making hub joints on cast 
iron soil pipes, gas and water 
mains. 

EASY TO APPLY 

Difficult joints quickly and 
easily made 

SMOOTH-ON MFG. CO. 

Jersey City, N. J. 

For Sale by Supply Houses 
Sold in 1, 5, 10 and 25-lb. fins. 
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Sell yourself on the Trio idea and 
you will have no trouble selling these 
tools to your customers. Read this ad¬ 
vertisement for selling points. 

The Trio contains 

THREE CUTTING ftTgrtfl 

of Little Oiant Pipe Dies. These Dies 
are adjustable, can be removed from 
the stock for sharpening and are re¬ 
versible to cut threads on a pipe close 
to a nipple or wall. 

TRIO DIB STOCK 

No dies or bushings to lose, no 
changing of dies. The buyer selects the 
three cutting sizes he most .commonlv 
uses. He can have extra sizes if de¬ 
sired. Then if he carries his Trio in 
his kit he is pretty liable to have the 
right cutting size right in the stock all 
ready to use. 

You can see the advantage. Could 
you sell Trios f 

Ask for further information, prices, 
etc.,. and samples of envelope stuffers 
furnished to dealers free. 



A Trio of Happy Trio U—n 

Greenfield Tap & Die Corporation 

GREENFIELD,MASS. 

New York, 28 Warren Street 
Chicago, 13 South Clinton Street 
Canadian Factory, Wells Brothers Company 
of Canada, Ltd., Galt, Ontario 
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gratulate the other fellow on his success and 
tell him you are on the way, look for the good 
in other people and overlook the bad, and keep 
your mind so filled with thoughts of unselfish¬ 
ness, opportunity and achievement that dis¬ 
couragement can find no place to lodge in your 
consciousness; this is the way that one begins 
to love his work. 

If you do not feel that you have made a suc¬ 
cess in life, and are not satisfied with your 
progress up to date, do not lay it to “circum¬ 
stances” but look into your own thought and 
see if you cannot locate the trouble right there. 
Put yourself through a little mental investi¬ 
gation and see if you really love your work, 
or if you merely drag through it week in and 
week out because it is preferable to starving. 

There is always a better place ahead for 
every man, no matter how low or how high he 
may be in the scale of success today, but the 
only sure way to the job ahead is to fill your 
present job so full that it runs over. The very 
moment that one’s excess efforts are felt out¬ 
side of his own job, he is pretty apt to be given 
work that will consume his surplus energy. 

It is like the twelve-year-old boy outgrowing 
a suit of clothes—he is generally supplied with 
a larger suit at the right time; so when one 
outgrows his present job there is always a 
larger one waiting. 

Success in the business world today is simply 
a matter of outgrowing each job just as 
fast as we can, and the only way to outgrow a 
job is to fall head over heels in love with it. 
’Tis love that makes life worth living and ’tis 
love that makes one’s work a benefit to the 
world and a pleasure to himself. 


WINNERS OF FREE ASSORTMENT OF 
LUCAS AUTOMOBILE FINISH. 

In accordance with their promise John Lucas & Co., 
Inc., gave three free assortments of automobile finish 
to the members of the Pennsylvania and Atlantic Hard¬ 
ware Association who placed orders for this new line 
during the course of the convention in New York, 
February 12th to 15th, inclusive, viz: 

I. Lipschetr, 3882 Third Ave., New York City. 

J. B. Lewis & Co., Wyalusing, Pa. 

Scarborough & Klauss Co., Pittsburgh, Pa. 

The drawing was made by Mr. Roy F. Soule, editor 
of the Hardware Are, and Mr. Ervin H. Belding, 
Eastern representative of the Hardware World. 


“The man who once most wisely said, 
‘Be sure you’re right, then go ahead,’ 
Might well have added this, to wit: 

‘Be sure you’re wrong before you quit’.” 


AW PSHAW! 

Giggle: “My son says he finds his work 
very absorbing. ” 

Snicker: “That so? What does he do?” 
Giggle: ‘ ‘ Makes blotting paper. ’ ’ 


YOU CAN’T AFFORD IT. 

You can’t afford to be discourteous. If a man 
comes into your shop or store, no matter 
whether to buy or to get information, you must 
not let him go away empty handed. 

If he comes to buy, see that he gets as nearly 
as possible, the exact thing he asks for. If you 
haven’t it and know a nearby dealer who has, 
you will make a better friend of him by sending 
him where he can get just what he wants, than 
by selling him a substitute; unless you are good 
and sure the substitute is equal or better than 
the article asked for. 

If he asks for information, take the same 
pains to answer him intelligently as if he came 
to buy. 

For as sure as you live, sincere courtesy will 
bring him back when he is in the market and 
he’ll speak kindly of you to others and they will 
come to buy. 

And don’t be grouchy over the phone. You 
can make or mar a lot of good trade by the 
way you behave at the transmitter. Courtesy 
is one of the biggest and cheapest advertising 
forces you can employ. 


If you have a bit of news, 

Send it in. 

Or a joke that will amuse, 

Send it in. 

A story that is true, 

An incident that’s new, 

Send it in. 

Will your story make us laugh? 
Send it in. 

Send along a photograph, 

Send it in. 

Never mind about your style, 

If it’s only worth the while, 
And you make the reader smile, 
Send it in. 


“That is my hired man asleep up there in 
the crotch of that oak tree,” said honest Far¬ 
mer Hornbeak. “You are entitled to one 
guess as to whether he dumb up there to slum¬ 
ber or went to sleep on the ground on top of an 
acorn which grew up with him.” 


There is no power in the world that can cut 
through another man’s mental opposition, ex¬ 
cept persuasion. And persuasion is reason plus 
enthusiasm, with the emphasis on enthusiasm.— 
J. Ogden Armour. 


Some build up to a standard; others down 
to a price. 


It isn’t the article you sell. It’s the service 
you sell that counts. 
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The Government needs your assistance to help relieve 
freight congestion. 

It ask* that you order materials made on the coast so as to release 
cars that would be otherwise tied up by the transcontinental haul. 

Pacific Plumbing Fixtures are only one of many lines made on the 

coast that cost no more than Eastern products and are of superior quality. 



SNOW WHITE PYRALIN 


White Pyralin Bath Room Fixtures bring uni¬ 
versal satisfaction from customer and plumber. 

The spotless, snow-white appearance of Pyra¬ 
lin products pleases customers, draws trade and 
holds it. Satisfaction in a superior product brings 
the buyer back again and again. 

Jobbers, plumbers and merchants cannot afford 
to handle inferior goods, even if they cost a 
little less. But Pyralin products cost no more 
than the inferior, so insist upon the best—the 


Church quality. It pays you. Whenever genuine 
Pyralin Bath Room Fixtures are installed it 
means repeat orders, more business, greater 
profits. 

Investigate for yourself. Find how universally 
Pyralin goods are desired and sought—the line 
that is durable, sanitary and pleasing to the eye. 
Pyralin Fixtures are non-porous, and guaranteed 
not to chip, flake or crack; they are not affected 
by heat or cold. 


C. F. CHURCH MFG. CO., HOLYOKE, MASS. 

These roods can be obtained from the leading Jobbing booses in the West. Insist on them. If yon cannot get them, 
address for information, W. E. Gilchrist, Pacific Coast Representative, Monadnock Bullying, San Francisco, Cal. These 
goods are sold by Holbrook, Merrill 9t Stetson, Crane Co., A. H. Busch Co., and all the leading Jobbing and supply houses. 
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Address of William S. Marshall Before the Master Plumbers. 


"It U t. notorious foot 'hat the plumber above all business men in the world is adverse to ■pending' time or money for the 
study of his personal business benefit. He makes no mental excursion outside of his hereditary habits, and until such time as 
he is awakened to the faot that the future of the plumbing business depends upon it being plaoed upon a sound business basis 
and upon some o.her foundation than that of ‘price’, he will not make muoh progress." 


Y OU KNOW, in talking to plumbers, I feel per¬ 
fectly at home, as I have spent twenty - five 
years with the plumbers all over the United 
States, from the Atlantic to the Pacific. 
Regarding the troubles of a plumber: When I am 
asked the question, “What’s the matter with the 
plumbing business f” by anybody outside of the busi¬ 
ness, I feel like—well, I will tell you a story to illus¬ 
trate how I would like to answer them. 

A friend of mine was driving through a country 
which was perfectly flat and void of any vegetation. 
In fact, there wasn’t a sage brush big enough for a 
jackrabbit to hide behind, but my friend noticed a 
peculiar thing, which was that on both sides of the 
road there was a barb wire fence. He could not under¬ 
stand what the fence was for, and as he drove along 
his curiosity grew. Finally, however, he came to a 
gate, and upon this gate was a sign which read, “No 
Shooting Here.” And some “wag’’ had written on 
the sign beneath the caption, “Who the hell said 
there wasf” 

Now, that is the manner in which I like to reply 
to the men outside of the plumbing business who 
become inquisitive regarding the troubles of the 
plumber, but here among ourselves, without any re¬ 
porters present, I believe it is well to tell truths. 

Most men have a hobby, and it is through these 
hobbies that most of the great improvements in the 
world have been accomplished. However, most men’s 
hobbies grow and grow and grow until to them the 
visualized potentiality of their hobby becomes so 
great that they are fearful of exploiting or explaining 
their hobby to their fellow men, for the reason that 
they are fearful of being referred to as a “ NUT. ’ ’ 
This morning on our trip around the San Diego 
Bay, you all saw a score of aeroplanes soaring through 
the air. Now, they are simply examples of a hobby 
carried to a logical conclusion. They are the result of 
two men’s hobbies, the Wright brothers. I remember 
hearing that when Miss Wright, the sister of the two 
boys, was once asked, after her brothers had become 
famous, what in their particular success was most 
gratifying to her, she replied that it was when people 
ceased to refer to her as the sister of those ‘ 1 NUTTY ’’ 
Wright boys. 

Now, then. I am willing to admit to you that I am a 
“nut” on certain subjects. My hobby for a great 
many years has been SCIENTIFIC SALES MANAGE¬ 
MENT. When your president asked me to write a 
paper for your convention, I took for my subject 
“BUSINESS MANAGEMENT,” or “PRICE.” 

The most remarkable thing to me is the lack of 
understanding regarding “price,” not only among the 
plumbing fraternity, but by a vast majority of the 
merchants throughout the country. 

There is some excuse for the lack of understanding 
regarding “price” among the plumbers, for the rea¬ 
son that the journeyman who came up through the 
shop probably heard more about “price” around the 
shop than he d*d of anything else. If his boss was 
not fortunate enough in securing a contract, the blame 
was alwavs placed upon “price.” The boss believed 
that “price” was the fundamental principle of his 
business, and it is no more than natural that his men 
would think likewise, and carry this belief with them 
when thev went into business for themselves. 

In analvzing “price” I find this, and please re¬ 
member this, “That ’price’ 1 b all wrong when it is 


considered as the basis of a transaction rather than the 
consideration of the transaction.” 

There is a marked difference between Considera¬ 
tion and a Basis, and I will explain to you what I 
mean by that statement. 

Suppose we take “price” and call him a person, 
and refer to him hereafter as Mr. Price. Now, then, 
a man whom we shall call Mr. Capital comes into town 
and looks the situation over and says: “This is a 
ood place to go into business. I have $200,000 and 
know where I can get $200,000 more, and with $400,- 
000 capital it will be easy for me to get a credit of 
$400,000 more, which will give me $800,000, which 
will be enough to control the situation in my line of 
business in this city.” 

Having heard of Mr. Price by reputation and due 
to ignorance of his true ability, Mr. Capital goes to 
see Mr. Price for advice and the following conversa¬ 
tion takes place: 

“Mr. Price, I am Mr. Capital. I have looked over 
your city and I am impressed with its possibilities. 
I have sufficient capital to go into business on a 
large scale, and I would like to retain you as my 
adviser. ’ ’ 

Mr. Price said: “Good, Mr. Capital, you have 
certainly come to the rijjht place. I will show you 
how to control the situation.” 

Mr. Price then gives Mr. Capital the following 
advice: “You want a BIG place, the BIGGEST IN 
TOWN, on the main street. You want buyers that 
can out-buy anybody in the city; you want sales 
managers that can out-sell anyone in the city; you 
want an advertising manager that can make you 
known to all the people. YOU WANT TO OUT-BUY 
AND OUT SELL YOUR COMPETITOR AND PUT 
HIM OUT OF BUSINESS. If you do as I advise, 
you can control this market.” 

Mr. Capital takes Mr. Price’s advice. He leases 
a large building, sends his buyers broadcast and starts 
his advertising man in preparing the way for the 
grand opening. 

In due time the grand opening day arrives. He 
invites the public and the public comes pouring 
through his doors. To all appearances he has launched 
a successful business and he goes along for a year, 
maybe two or three years, and then “Mr. WELL-TO- 
DO” comes to town. 

He hasn’t as much money as Mr. Capital, but he 
is a wide awake business man. He is looking for a 
place to locate and go into business, and in looking 
the situation over he is impressed by the wonderful 
store and wonderful business that is being done by 
Mr. Canital. so he says to himself, “This man has a 
monopoly in this town, but the town is big enough for 
two of us,” so he begins his investigation, and he 
finds out that Mr. Price was the adviser, and prac¬ 
tically made out the business plan upon which Mr. 
Capital founded his business, and so he says, “That 
is good enough for me. I have $100,000 and I know 
where I can get another $100,000, and with $200,000 
I can get a like amount of credit, and with $400,000 
I can make a very fair showing.” 

Now, then, bear in mind that this is HALF THE 
AMOUNT that Mr. Capital put into his business. I 
want you to remember this point, because it is an 
important item in my argument. 
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YOU GET TH8 SIMPLEST AND BEST 
COCK BVBK MADE «Ua YOU SPECIFY 


B. B. HIGH PRESSURE BALL COCK 


Has Only One 
Packing which 
Is Readily 
Removed 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tail piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and Including 4-inch 
carried in stock. 

No Special Packing Required. Ground 
Joint coupling, which is always tight. 
No hammering. Renewable Seat of Steam 
Metal. No Singing or Whistling. Roller 
Bearing Lever on Cam, Reducing fric¬ 
tion to lowest amount. 


Raoon and Plimpton It, Waltham, Mate. 


'SWAN'S NECK’ 


New York’s new 3 hBl»k J PIB 
Pennsylvania Hotel Mffpl 

equipped with 

Rhode Island 

Unions llSl 

T HE MEN who selected the Bhode Island Union for New York’s new ^ 

Pennsylvania Hotel, did so because they knew that it is made of the 
best grade of malleable iron, has a specially constructed bronze seat 
that makes a tight joint and prevents wasteful, destructive and dangerous 
leaks. It costs less in the long run, because it is guaranteed. 

Made for water, steam, gas and oO. Approved by the Underwriters’ 

Laboratory, and tested to 300 pounds pressure before being passed as perfect. 

The whole story Is told in our booklet. Send for It. 

RHODE ISLAND FITTINGS CO., HiUsgrove, Rhode Island 


PAT Rtf Tiki) 

JUNE 18. 1011 


The Savill Swan Neck Faucet 

The Original Qalck Opening Perfect Sink Panoet 
ONLY fancet with all operating parte within basin. 

If hands are soiled or holding something, faneet can be 
opened or closed jnst aa eaaily with a finger, the wriat or arm. 
Opens to fnll stream and shuts off In fraction of a minute. 
“8AVILL” Faucets are a profitable and moot satisfactory 
line. Investigate now. 

Send for Booklet 

Mad. la 8. O. T. Em A-5 Catalog. 

TNOS. SAVILL’S SONS '»'«•’< »■»"« «• PMIldtlpNl 

HOLBROOK, MERRILL ft STBTSON, 

■an Francisco, OaL. and Loe Angelas. OaL 
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So, Mr. Well-to-do looked up Mr. Price. Mr. Price 
said to him, “Welcome to our city. This is just the 

S lace you want to locate. Why, do you know that 
Ir. Capital here has got a monopoly! Now, all you 
have to do is, do just a little bit better than he has 
done. OUT-BUY HIM AND OUT-SELL HIM.” 

It is the same old story told over again. Mr. Well- 
to-do rents a store across the street from Mr. Capital 
and sends his buyers broadcast to OUT-BUY Mr. Cap¬ 
ital ’s buyers. He employs salesmen to OUT-SELL Mr. 
Capital’s salesmen; he hires an advertising manager 
to OVER-ADVERTISE Mr. Capital’s advertising man, 
and his day of opening arrives with practically the 
same tactics as employed by Mr. Capital. Mr. Well- 
to-do captures the public, the crowds come flocking 
into his store. Where do they come from! I will tell 
you. They come from the store across the street, from 
the store of Mr. Capital. 

What is the result! The VOLUME OF TRADE 
IS SPLIT. Now, then, what these two men did not 
know about Mr. Price was this, that Mr. Price was a 
liar and a thief and the father of them both, while 
they thought he was a good business adviser. 

Here is the point that I want to make clear to you 
at this time. Here are two businesses STARTED 
WITH “ PRICE’» AS THEIR FUNDAMENTAL 
PRINCIPLE. Mr. Capital’s business has been at¬ 
tacked by what—more capital f No, less capital. More 
brainsf Not necessarily. But he has been attacked 
ital’s capital and organization are of no asset to him 
with his own weapon—“Price.” Therefore Mr. Cap- 
because he has been attacked by a smaller organization 
and a lesser amount of capital, in what you might call 
an over-night campaign. 

Now, what is Mr. Capital going to do to protect his 
businessf What do they all ao when they have 
“Price” as their adviser? Why, he is going to cut 
his prices, of course. He is going to spend more money 
advertising, and the man across the street will do like¬ 
wise. Finally in desperation Mr. Capital went to Mr. 
Price and said, “Pnce, what can I do about my com¬ 
petitor across the streetf 

Mr. Price laughs and replies, “Play the game; 
fight it out; THE SURVIVAL OF FITTEST AL¬ 
WAYS WINS.” 

Then these men do one, two, three or four things. 
They consolidate and fix prices, or they take a reduced 
profit and pray that they can hold out longer than the 
other fellow. 

But now, then, another man comes to town. This 
man’s name is MR. CAUTION. He looked the situa¬ 
tion over carefully and said: “This is a good town, 
fine prospects, fine people. This ought to be a good 
city in which to go into business.” 

He starts to investigate. He is particularly im- 
ressed with the mammoth establishment and gigantic 
usiness of Mr. Capital, but the rumor is that Mr. 
Capital has not paid his rent for six months, and that 
the owners of the building, rather than press him for 
payment and force him into bankruptcy, are giving 
him a Chance to pull out of the hole. 

He turns to the business of Mr. Well-to-do. Mr. 
Well-to-do is not doing as much business as he did 
when he started; in fact, rumor says that Mr. Well- 
to-do is considering moving into smaller quarters and 
reducing his expenses, so Mr. Caution carries his inves¬ 
tigation further, and as he walks down the street he 
comes to a big building upon which, under the firm 
name on the sign, appears “ESTABLISHED IN 1869.” 

“FORTY-EIGHT YEARS,” he murmurs. “Surely 
that business must be built upon a different basis than 
the other two businesses I have been investigating.” 
So he goes in and finds a nice establishment, a high 
grade line of merchandise and high grade personnel 
among the force. He inquires for the manager, and 
inquires upon what principles this business has been 
built, and he is told that the man who has been the 
adviser of this business for forty-eight years is named 
Mr. Quality. 


Mr. Caution said: “This is a wonderful business, 
and I will call upon Mr. Quality and investigate the 
possibilities.” He called on Mr. Quality and B&id: 
“I am Mr. Caution. I have looked over your city and 
I believe I will go into business here; in fact, the 
same kind of business as the one down the street, upon 
whose sign they have engraved * Established in 1869 . 9 ” 

“That is a fine idea,” said Mr. Quality. “And 
there is a wonderful opening in this town for just such 
another store; in fact, another store in the same line 
of business will be a help to the store already estab¬ 
lished, and I will be pleased to give you all the assist¬ 
ance within my power, but I hope you have the money 
and the patience to go into business on a QUALITY 
BASIS.” 

“I have enough money,” said Mr. Caution. 

“THEN ALL YOU NEED IS PATIENCE,” re¬ 
plied Mr. Quality. 

“Why patiencef” inquired Mr. Caution. 

“For the reason that you cannot go into the qual¬ 
ity business over night,” smiled Mr. Quality. 

“Why!” inquired Mr. Caution. 

“Because this man across the street has been estab¬ 
lished since 1869, and you can put up a fine building, 
stock it with quality merchandise and properly adver¬ 
tise it, but you will not stampede any business from 
this man. ’ ’ 

“Why not!” persisted Mr. Caution. 

“Why should you! That man’s customers are sat¬ 
isfied and they are going to stay with him.” 

“Then/’ asked Mr. Caution, “where in the world 
shall I get my customers!” 

“My dear man, you will have to make them. By 
that I mean you will have to educate them. In other 
words, you will have to convince them that quality 
buying is economic buying, and the place that you will 
get your customers from is not from the man across 
the street in the quality business, but from the two 
‘ price’ stores down the street. That will take a long 
time and a lot of money and patience, because you 
must be satisfied to get along for a number of years 
without making much money. It is a tough game to 
get into, BUT ONCE YOU ARE ESTABLISHED, it 
is going to be just as hard for the next man to go into 
business on the same plan that you have established 
your business, for the reason that A BUSINESS CAN 
ONLY BE TAKEN AWAY ON THE SAME BASIS 
UPON WHICH IT HAS BEEN BUILT. YOU CAN¬ 
NOT TAKE A QUALITY BUSINESS AWAY FROM 
A MAN ON A PRICE BASIS.” 

Now, you will say that I am talking about big busi¬ 
ness and that big business does not apply to the plumb¬ 
ing business, bnt, gentlemen, I want to tell you that 
it does apply to every business. 

You say, “I know better. I have been in the 
plumbing business for 25 years, and it can’t be done.” 

Very well, I am going to prove to you that it can 
be done. In fact, there are men sitting out there in 
this audience who have been convinced that it can be 
done, and who today are conducting their business 
along entirelv different lines than they did two years 
ago. AND EVERY ONE OF THEM HAVE MADE 
MONEY BY MAKING THE CHANGE. 

The day before I came down here we sold a man 
a bath room that cost $1500. This man originally went 
to the wrecking company to buy his plumbing fixtures, 
for the reason that be was told that by so doing he 
could save money. 

You ask me how it was done. I will tell you. It 
was done by making a demonstration of “quality” 
over “price.” Last month a little plumber in our 
town got a $375 preference over his next competitor. 
How did he get it! Bv making a demonstration of 
“quality” over “price.” He showed the man that if 
he put in the material that was specified he would 
antiquate his building at least ten years. 

Here is a concrete instance of converting a man to 
the fact that it was more economical for him to spend 
$375 more than he originally intended to. It was sim- 
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CouHiita of Four Complete Ratchets in On*. 
Ha* layr and short food for any stylo of 
Mors* Taper, Square Shank or Flat Drill. 

All parts ftatorehaagoabls and It takes hat a 
minute to ehaage to any style required. 

WESTOOTT 

ADJUSTABLE “S” WBENOH 

For Vats 

Handle Malleable Iron, Jaw Forced Steel 


Sises «. 1.10, IS, 14° 

ASZ YOU* JOB11 


The Keystone Mfg. Company 

BtrffALO, warm you 


No. 204 Turner Torch 


A strictly high grade torch sold 
under the maker’s guarantee. If 
you want the best torches on the 
market for your work use the 
Turner. 

No. 204, Quart Size, Each, $7.60 List 
Ask for Catalog No. A 


THE TURNER BRASS WORKS. Sycason, III., U. S. A. 



THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the beet universally 
used. It is the moat satisfactory, moat reliable plate made. 
All we aak is that you try it once—then compare it to any 
other plate you've ueed. We’re sure you'll agree with ua 
that this No 10 is the winner 

THE BEATON & CADWELL MFG. CO. 

NEW BRITAIN, CONN. 


New York Office and Store. 234 Water 8t. Pacific Coast 
Representative. Wm. P. Horn A Company, Rialto Bldg., 
San Francisco: Dekum Bldg., Portland; Hollenbeck Bldg., 
Los Angeles. Middle Western Representative, Harry Verbeck, 


Los Angeles. Middle Western Representative, Harry Verbeck, 
129 No. Clark St., Chicago, Ill. Western Canadian Agents, A. 
E. Hinds k Co., Chamber of Commerce, Winnipeg, Mani¬ 
toba. Southwestern Representative, J. R. Devereuz, 238 
8t James 8treet. Montreal, Quebec. 



.--a. r,- \> 


In writing the 
company address 
Department HW. 


ARMSTRONG 

TOOLS 

Tools bearing the 
name of the Arm¬ 
strong Mfg. Co. 
are superior made 
tools. Perfect in 
construction, accu¬ 
rate and depend¬ 
able. 

The name of Arm¬ 
strong has ever 
stood for the best 
in service, quality 
and workmanship. 

Tools with an En¬ 
viable Guarantee 

Send for oar catalog of Gen- 
tana Armstrong Stocks and 
Dias, Water. Gas ondSioom 
Fjttara Tools and Pfpe 
Threading MmMmm, 

Til ARMSTRONG 
MFG. CO. 

276 Knowlton St. 
Bridgeport, Oonn. 


BUILT FOR WORK 


a This is the reason that C. A L. No. 

32 Torches are used everywhere, on 
practically every job requiring gaso¬ 
line torches. They are made of the 
very best material money can bny. 
The tank is made of extra gauge 
seamless drawn brass re-inforced and 
fitted with patented automatic brass 
pump, with double springs, which 
easily and quickly supply the required 
air pressure. The burner is made of 
Vs. 38 Torch special generator metal, producing a 
List Price steady pure, blue flame of intense 
Each $8.00 heat, using very little gasoline. Job- 
Ask for bers supply at factory price. Send 
Discount for Catalog—it’s free. 

CUVT0S S LAMBERT MFC. CO, Datratt, MIcIl, U. S. A. 
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ply demonstrating the advantage to be derived from 
the economics of quality buying. 

I could stand here for hours and cite you instances 
where the demonstration of quality over price has won. 
It has been often told me that ONE OF THE HARD¬ 
EST THINGS IN THE WORLD TO DO IS TO TELL 
A PLUMBER ANYTHING ABOUT THE CONDUC¬ 
TION OF HIS BUSINESS. 

It is a. notorious fact that the plnmber above all 
business men in the world is adverse to spending time 
or money for the study of his personal business benefit. 
He makes no mental excursion outside of his heredi¬ 
tary habits, and until such time as he is awakened to 
the fact that the future of the plumbing business 
depends upon it being placed upon a sound business 
basis and upon some other foundation than that of 
“Price,” he will not make much progress. 

If I have said anything that will help GET YOU 
OUT OF THE RUT that you have been following, and 
make you stop considering * ‘ Price * 1 as the fundamental 
principle of your business, I will feel satisfied that we 
have gotten somewhere. 

As I said in the beginning, I believe the thing 
least understood in the plumbing fraternity at large 
is this big question of 1 * Price ’ ’ and its relation to their 
business, and I would like every man to go away from 
this convention with this one thing firmly planted upon 
his mind: That “Price” is all wrong when used as a 
basis of a transaction rather than the consideration, 
and if I can be known as the man that took vice out 
of “Price” I will have accomplished at least some 
good in the world. I thank you. 


PLUMBER ARTIST MIRRORS BEAUTIES 
OP NATURE 

From plumber to artist is a long step, accord¬ 
ing to the judgment of expert artists and ex¬ 
pert plumbers, but in Tacoma there is a man, 
a veritable paradox, who serves two masters, 
art and plumbing, and be it said that if he 
can handle a monkey wrench as well as he can 
handle a paint brush, “0 shower baths were 
paradise enough.’’ 

T. C. Harmer, a Tacoma plumbing con¬ 
tractor, has carried away the laurels at the 
annual exhibition of the Tacoma Pine Arts As¬ 
sociation this year and a number of his can¬ 
vases, which are hung in the exhibition room 
in the State Historical Society’s building, have 
already been purchased and will hand in Ta¬ 
coma homes. The two that have attracted the 
most comment are “Autumn,” which has been 
bought by D. den Bleyker, and “Morning”— 
Clover Creek, a tender little thing done in the 
softest blues imaginable, which would surely 
find a nail to hang itself on in salons of much 
greater magnitude than that of the Tacoma 
Pine Arts Association. Mr. Harmer also ex¬ 
hibited several other canvases and a water 
color. 


“What are you, my man; a plain tramp!” 

“You might say so, mum. Or, if you wishes 
to follow the plan so prevalent these days of 
giving everything a special name-” 

“Yes?” 

“You might call me an inefficiency ex¬ 
pert.” 


“HOME CONSERVATION” 

As a nation we are all pretty much willing 
to do the square thing and it seems to be up 
to us all in these pressing times to conserve 
along certain lines. Therefore a few thoughts 
on what can be done in conservation of heating 
and plumbing may be helpful. 

For reasons unnecessary to discuss here, a 
certain government official closed down nearly 
all the manufacturing plants east of the Mis¬ 
sissippi River for five days in January and on 
each Monday for ten weeks, in order that 
enough coal might be accumulated to heat 
homes. Let us see what the house owner can 
do to save fuel. In the first place at least 
fifty per cent of the people who build fires in 
hot air furnaces and house heating steam and 
hot water boilers, do not know how to build 
a fire properly. They slam the fuel into the 
fire pot and when this fuel is burned out, 
slam in another charge. 

Such a method is highly wasteful, and in 
an ordinary home will waste at least two tons 
of fuel per season. Multiply the number of 
homes in your community by two and you will 
have an idea of what such a waste could 
amount to. 

The proper way to build a fire in the afore¬ 
mentioned heating apparatus is to put in a 
full charge of fuel at one time. Put in enough 
to run the job for twelve hours. Allow the 
fuel to get well fired up; then close the damp¬ 
ers after having banked the fire. Fire coal, 
coal dust, or siftings, or even damp ashes will 
answer for the banking purposes. Such a slow, 
deep, well banked fire will produce extensive 
steady heat, lasting many hours and consuming 
several pounds less fuel than a shallow flashy 
fire for the same period of time. 

It has been nearly an universal practice to 
heat all of the rooms in the home whether or 
not they were in daily use. Some fuel can be 
saved by cutting off rooms that are not in 
daily use, provided these rooms do not have 
plumbing fixtures in them. It is also well to 
keep a temperature of about 60 degrees 
throughout the house at night, as it does not 
pay from a fuel standpoint to allow the house 
to get too cold. 

The heating apparatus should be placed in 
good repair. This means that the flues should 
be cleaned at least twice a month, the chimney 
at least once a month and all drafts should be 
properly regulated. The writer firmly believes 
that, in addition to whatever automatic appa¬ 
ratus there may be in any boiler or furnace for 
the purpose of regulating the apparatus, that 
there should be a hand controlled damper in 
the smoke pipe. An extensive experience of 
thirty years in all kinds of heating has con¬ 
vinced me that it is well worth while. 

With a good automatic damper and a hand 
controlled damper in the smoke pipe, one can 
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It’s a Well Known 
Fact— 

that BEATON ft CORBIN Plat* 
mean the newest and best in the 
world of plates. No. 10 is our new¬ 
est model. For floor and ceiling. 
Made in cold rolled steel and brass, 
also nickel plated. Pipe gripping 
spring a new and clever device. 
Sizes % to 4 in. Accept only the 
genuine. 

Plates carried by the leading plumbing and 
supply Jobbers. 

Catalog on Request 

The Beaton & Corbin Mfg. Co. 

Southington, C< nn. 

Pacific Coast Earraaa nta ttTO 
W. B. OILOHBIBT 



It’s Only Too True 



that it is neces¬ 
sary to use good- 
tools in order to 
obtain satisfac¬ 
tory results. You 
should, therefore, 
buy such tools 
which have given 
perfect results for 
years past. 

For the most re¬ 
liable torches and 
f urnaces, you 
should use the 
“ALWAYS RE¬ 
LIABLE.” You 
canLct help but 
receive perfect 
satisfaction inas¬ 
much as each and 
every article is 
I'AIEMED carefully tested 

No. 65 Quart Torch before it leaves 

No. M Pint Torch factory. Ton 

are fully protected 
by our guarantee that these goods are manufac¬ 
tured only from the best materials obtainable. 

Whv not try the “ALWAYS RELIABLE”- 
NOW T Catalog Sent Free on Request 


OTTO BERNZ, Newark, New Jersey 



When you 
overhaul your car 

Save your time and your temper by having 
a Crescent Hamr-Handl Screw Driver in 
your kit! 

Just turn the handle crosswise and it will start the 
meanest, tightest screw with surprising ease. 

Keep one in your OWN kit Recommend 
them to your customers. They bear the 
Crescent Guarantee 

CRESCENT TOOL COMPANY Jamestown, N. Y. 


CRE S CENT 


C U /\ R R N T E E D 

Hamr-Handl screwdriver 
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hold a fire in a house boiler about where one 
desires. 

The building should be in good repair. If 
the doors and windows are not weather 
stripped, the doors can be so fixed quite easily 
and newspapers stuffed in and around the 
windows and also the mop boards next the floor 
—where much cold generally enters the room. 

A door or window that “leaks in” cold air 
will “kill” many pounds of fuel every day. 
All the valves should be well packed on steam 
jobs so as to retain the steam in the pipes. It 
would be well also to see that the air valves are 
well regulated and that there are no leaks in 
the supply or return pipes. 

In factories the flanges and expansion joints 
should be made tight. In one factory the 
writer knows of at present writing they can 
get only 80 pounds pressure where they should 
have 120 pounds, and this is due to extensive 
leaks in the steam line. In regard to plumb¬ 
ing a great saving can be effected in the use 
of hot water. Don ’t flood the tub, use four or 
five inches of water for a bath instead of a 
foot or more. Also mix it as it flows into the 
tub. Such a procedure will save many gallons 
of hot water each week, and in saving hot water 
we save heat. 

See that the faucets are all properly packed. 
If this is done—and the waterworks authori¬ 
ties should require it—thousands of barrels of 
water will be saved. 

All closets can be set to flush with less 
water. The family washing can be done at one 
job instead of pieced out through the week. 
We can get up earlier and go to bed earlier and 
so reduce light consumption—plan to use day¬ 
light instead of lamp light. Cut out every un¬ 
necessary artificial light in the home and place 
of business. This means more fuel saved; and 
while in each individual case the amount may 
be small, the sum total in each community will 
be large, resulting in the saving of thousands 
of tons of fuel and energy each day. 

All the foregoing suggestions represent pre¬ 
cautions that can be effected within one day’s 
time, at little expense other than the use of a 
little muscle, a few old clothes soiled, and a 
bit of horse sense. Do it now. 


LOYALTY 

Over and above all the many qualifications 
we look for in the ideal employe, I must un¬ 
hesitatingly place loyalty. 

Give me a man of average intelligence, who 
has character and loyalty, and even though he 
has nothing else, he can be moulded and made 
an efficient part of our organization. 

But even though he possesses every other 
qualification and is disloyal, he is a constant 
menace to those with whom he is associated. 

So high a premium is placed upon loyalty 
under the military code that the soldier guilty 


of its violation is immediately punished by 
death. 

While disloyalty in business may not be im¬ 
mediately productive of evil results, as it is 
in an army where thousands or perhaps mil¬ 
lions, of lives are at stake, it will in the long 
run absolutely wreck any enterprise that har¬ 
bors or tolerates it. 

In one winter the average New Yorker pays 
about $52.98 in nickels buying his two-dollar 
hat back from checkroom boys. It ain’t the 
original cost of the bonnet, it’s the upkeep. 


COULDN’T PROVE IT ON HIM 

One afternoon a stranger debarked from a 
train at a hustling town in the West, and 
headed up the street. Finally he met some one 
that loqked like a native. 

“Pardon me,” said the stranger, halting 
the likely looking person, “are you a resident 
of this town?” 

“Yes, sir,” was the ready rejoinder of the 
other. “Been here something like fifty years. 
What can I do for you?” 

“I am looking for a criminal lawyer,” re¬ 
sponded the stranger. “Have you one here?” 

“Well,” reflectively answered the native, 
“we think we have, but we can’t prove it on 
him.” 


THE REAL QUESTION 
Did you tackle that trouble that came your way 
With a resolute heart and cheerful; 

Or hide your face from the light of day 
With a craven soul and fearful? 

Oh, a trouble’s a ton or a trouble’s an ounce, 
Or a trouble is what you make it; 

And it isn’t the fact that you’re hurt that 
counts, 

But only how you take it. 

You are beaten to earth? Well, well, what’s 
that? 

Come up with a smiling face! 

It’s nothing against you to fall down flat, 

But to lie there—that’s disgrace. 

The harder you’re thrown, why the higher you 
bounce. 

Be proud of your blackened eye! 

It isn’t the fact that you’re licked that counts; 
It’s how did you fight—and why? 


Otto Mayer has purchased the plumbing business 
of Mr. A. N. Noon, of Arizona. Mr. Noon will con¬ 
tinue in the electrical business. 


Besaw Bros., who have been engaged in the hard¬ 
ware and plumbing business, Reedley, Cal., have dis¬ 
posed of the business and stock to C. F. and J. R. 
Bayless, who were formerly engaged in the hardware 
and plumbing business in Los Angeles. 
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Garden Hose Valves 

- O F- 

Recognized Quality 

Which command repeat orders for you. 



Sizes W to 2%" inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie, Pa. 

W. Erwin GUebrist 
Pacifie Coast Representative 
681 Market Street, San Franeiaeo. 


VALVES ON HOT WATER RADIATORS 
Editor Questions and Answers: — On the 
return end of a hot water radiator would you 
advise putting a valve or, as is usually the 
case, just a union ell? 

ALLEN BICHABDS. 

Circumstances should govern in such cases. 
In a small house job of less than ten radiators 
(unless connected to a public system) we should 
deem the return ell sufficient. In larger jobs 
and also where pressure work obtains, we have 
found it wise to have a good heavy steam valve 
at each end of the radiator so that it could be 
cut out safely and completely whenever the 
occasion demanded or repairs were necessary. 
On these public jobs the pressure sometimes 
runs up to 75 or 100 pounds, and it is well to 
be on the safe side and have valves enough to 
control your system. 


A lady who had run down a man with her 
car was blaming him for his carelessness. He 
insisted it was her fault. 

“My fault!” she shot back, “why, man, it's 
impossible. I’ve been driving a car for seven 
years.” 

“Well, you haven’t anything on me,” he 
replied. “We been walking for thirty-six 
years.” 


It isn’t necessarily the right road because 
it is well beaten. 


Dependable Tanks 



If you desire the best, choose our 


"Copper Brassed” Construction 

Positively hold air without loss of premro. 

Pneumatic and Storage Tanks. 

Range Boilers, Riveted or Welded. 

Special Tanks for Air, Gas or 
Liquids. 

Manufactured by 

WM. B. SCATFE AND SONS CO. 
Pittsburgh, Pa. 

Factory, Oakmont, Pa. 



No. 1 Flro Pot. List Prico Each (13.60. 

Ask for Discount. 

The Greatest Heat at 
the Lowest Cost 

all the year round it obtained by using a C. ft L. Fire 
Pot or Torch. All burners are especially powerful 
generators, consuming but little fuel, but produoing 
intense heat. Easy of adjustment, quick action, satis¬ 
factory work, and a wide range of utility make 0. A L. 
Fire Pots snd Torches, a money making and a money 
saving proposition to you. Will winter find you ready 
with plenty of C. A L. Fire Pots and Torches on hand! 
It will pay you to anticipate your wants. Jobbers 
supply st factory price. Send for Catalog—it*s free. 

CLAYTON & LAMBERT MFG. CO. 

DETROIT, MICH., U. S. A. 
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COVER PIPES—SAVE FUEL. 

Editor Questions and Answers: Can you 
tell me how to get at it so as to show, in 
actual figures, just how much the saving would 
be on any certain job through covering the 
heating mains? Y. M. G. 

It is stated in an excellent heating authority 
that bare pipe will radiate about three B. T. U. 
an hour per square foot of exposed surface for 
every degree Fahrenheit of difference in tem¬ 
perature between the air around the pipe and 
the steam contained in the pipe. 

You can consult tables that are found in 
almost every boiler and radiator catalog and 
ascertain the amount of heating surface there is 
on the different sizes of steam pipes and com¬ 
bining this with our information you will be 
able to figure the amount of heat lost in any 
given job you may care to figure. 


CLEANING CHIMNEY 

Editor Questions and Answers: What is 
the quickest and surest way to clean out a 
chimney that has become quite well crusted up 
from bottom to top? The flue is not entirely 
straight. J. I. C. 

We knew of one party who used to put a 
light charge of powder in the bottom and ex¬ 
plode the powder; but we would not recom¬ 
mend any such course because of its extreme 
danger. 

As the chimney, according to your state¬ 
ment, is not perpendicular, we believe that your 
safest course would be to get a heavy chain 
about three or four feet long and tie chain on 
a strong rope. Then slide the chain down the 
chimney and draw it briskly up and down. 
If you put stones or bricks in a bag the same is 
liable to get stuck in the chimney and cause no 
end of trouble. We did it once and had to cut 
into the chimney in an upstairs bed room. The 
owner’s remarks may be imagined. 


REAMING PIPES 

Editor Questions and Answers: Have fitted 
pipes for several years and I never yet saw 
fit to take the time to ream out the pipes like 
you say to do in some of your articles and 
answers that I have noticed from time to time 
in the World. Should like to read some rea¬ 
sons for such advice. 

Old Fitter. 


An ordinary dull pipe cutter makes such a 
burr inside the pipe that it generally reduces 
the area of the pipe at least one pipe size. 
One-half inch, three-quarters and on one inch 
sizes it often amounts to more than that. As 
thousands of radiators are “hooked up” to 
above mentioned pipe sizes our “old fitter” 
will (or should) realize what it means to con¬ 
nect a radiator to pipe one size too small. Gen¬ 
erally speaking, any obstruction that tends to 
lessen or restrict the flow of steam or hot water 
to a radiator should be removed. Reaming 
pipe does this. Therefore ream all pipes in 
heating and plumbing jobs. 


UNCERTAIN WATER LEVEL 

Editor Questions and Answers: We have a 
low pressure house heating boiler, cast iron, 
without heaters, and on raising a pound or 
two of steam the water nearly or quite dis¬ 
appears from the water glass. Then when wc 
let in enough to make it show in the glass there 
is too much in the boiler and it hammers and 
pounds in the mains and radiators. Can you 
state the cause and care for this state of affairs? 

A. G. Gilroy. 

The water, it is true, disappears from the 
glass, but not from the boiler. There is a 
higher pressure on the front section due to the 
larger heating section; or if it is a vertical sec¬ 
tional, the fire is hotter at the front. Possibly 
you have too small a steam main. The remedy 
would be to either increase the size of the steam 
main or to use an equalizer. We believe that 
the latter course would be wiser and cheaper. 
An equalizer has been explained many times in 
these columns and if you are not acquainted 
with this device write us and we will send you 
a drawing. 


EXPLOSION OF CAST IRON BOILERS 

Editor Questions and Answers: Will you 
kindly give me some of the actual reasons why 
cast iron home heating boilers crack or ex¬ 
plode? J. M. Collins. 

We will state some of our own experiences 
and any who read can “chip in” if they wish. 
The first cast iron boiler we remember crack¬ 
ing did so because the caretaker left the ash 
pit door open, went away and on returning saw 
no water in the water glass. He turned in the 
city water—result, a cracked fire pot. We 
have known of hot water boilers cracking and, 
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occasionally exploding because the pipe to the 
expansion tube got plugged either from ice or 
dirt and the consequent pressure developing 
when a new fire was started simply burst the 
boiler. When the water is drawn from a hot 
water heating job, before leaving, it is a good 
plan to open the air valves on the radiators. 
This will release any water that may be hung 
up in the pipes. 


GAS SUPPLY LOW IN COLD WEATHER 

Editor Questions and Answers: During the 
cold weather I notice that our gas supply gets 
quite low. Can you give the reason and also 
suggest a remedy? 

Look over your line of pipe and you’ll prob¬ 
ably find some places where it is exposed to 
the weather or some cold air currents. Cover 
the places or perhaps the whole line with hair 
felt. Gas contains a certain per cent of moist¬ 
ure and when gas pipe is exposed to coll 
weather this moisture condenses in the insitle 
of the pipe and freezes and the freezing deposit 
increases until it chokes up the pipe. If no 
hair felt is to be obtained, wind the pipe with 
any old cloth and over this wind newspapers. 
This will give sufficient covering to prevent 
the interior deposit of ice mentioned. 


Half an hour's planning at the start of the 
day's work makes it two hours better for you. 


THAW OUT CLOSET BOWL 
Editor Questions and Answers: Will you 
tell me the best way to thraw out a closet bowl 
when it has become frozen? Helper. 

We have tried various schemes and where 
the bowls are not too solidly frozen we believe 
that the use of hot cloths is best. Begin with 
the cloths warm and gradually increase the 
amount of heat. We have never cracked a 
closet bowl yet in thawing them in this man¬ 
ner and we have thawed out many of them. 


FEEDING A VAPOR RADIATOR 

Editor Questions and Answers:—Should ra¬ 
diators for vapor heating be supplied at the 
top or at the bottom? 

8. 8. T. 

The general practice is to order the radia¬ 
tors tapped at the top and bottom and to sup¬ 
ply the radiator at the top and bend it at the 
opposite botAm end. However, we know of 
several jobs of vapor heating where ordinary 
steam radiators were used and tapped only at 
the bottom. These jobs work all right but the 
radiators do not heat quite so quickly nor quite 
so hot as do the radiators supplied with, or 
from, the top. 

OH! MAN! 

“Did Fussleigh take his misfortune like a 
man?" 

4 ‘Precisely. He blamed it all on his wife." 



Did You Ever See a Bull Pup 
Take Hold on a Root and Shut 
His Eyes to Everything Else in 
the World and Just Hold on? 

Did you ever have some chap return a five-dollar 
loan long after you had given up hopes and were as 
flat broke as a tramp? 

A NYE CHAIN VISE has in its jaws the tenacity 
of the bull pup—it also has in its absolute ability to fill 
a long felt want, the perfection of that five-dollar note. 

It takes all sizes of pipe from Yg to 2-inch coupling. 
The steel chain attachment is guaranteed to stand a 
strain of 2000 pounds. It will hold like a mortgage 
and the chain will not even mar a painted pole. 

You Can’t Beat That Without You Cheat 

NYE THE DIE MAN 

The Nye Tool & Machine Works 

116 N. Jefferson St, Chicago, Illinois 
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PLUMBER HAS PATENT SHIP PLAN. 

George F. Radcliffe, a plumber of 1336 Union 
street, San Diego, has obtained • patents on a 
new method of ship construction that is ex¬ 
pected to foil the deadly U-boat. 

Mr. Radcliffe has had several personal letters 
from Thomas A. Edison and others prominent 
in making plans to beat the under-water ter¬ 
rors, and all speak highly of his design. 

The boat is constructed so that it draws but 
little water, so most torpedoes will pass com¬ 
pletely under it. The propeller and rudder are 
set in the hull so as to protect them, and on the 
outside of the hull are vacuum compartments, 
so laid out as to make it almost impossible for 
a torpedo to penetrate. In peace times these 
compartments may be used for carrying fuel 
oil, thus utilizing every bit of space they oc¬ 
cupy. 

Mr. Radcliffe is sure that his §ew plan will 
bring gratifying results for Uncle Sam. 


A MATTER OF NOMENCLATURE 

A negro, according to “Everybody's Maga¬ 
zine," was recently brought into police court 
in a little town in Georgia, charged with as¬ 
sault and battery. The negro, who was well 
known to the judge, was charged with having 
struck another “unbleached American" with a 
brick. After the usual preliminaries the judge 
inquired, “Why did you hit this man?" 

“ Jedge, he called me a damn black rascal." 

“Well, you are one, aren't you?" 

“Yessah, I is one. But, Jedge, s'pose some¬ 
body'd call you a damn black rascal, wouldn't 
you hit ’em?" 

“But I'm not one, am I?" 

“Naw, sah, naw, sah, you ain’t one; but 
s'pose somebody'd call you de kind o' rascal 
you is, what'd you do?" 


MORE LIKELY 

“Any rags? Any old iron?" chanted the 
dealer as he knocked at the suburban villa. The 
man of the house himself opened the door. 

“No, go away," he snapped, irritably. 
“There's nothing for you. My wife is away." 

The itinerant merchant hesitated a moment, 
and then inquired: “Any old bottles?" 


Spencer R. Stevens, Long Beach, Cal., has 
been elected city plumbing inspector of Long 
Beach to succeed S. M. Rand, resigned. Mr. 
Stevens was associated with his father in the 
plumbing and hardware business for fifteen 
years, and for five years was engaged in plumb¬ 
ing contracting. 


F. C. Gross has opened a plumbing shop at Dem- 
ing, New Mexico. 


Cass-Smurr-Damerel Company, Los Angeles, 
has been awarded a contract for the installation 
of a heating system in the detention ward of the 
Ventura County Hospital. 


The S. C. Brown Company, 115 West Seven¬ 
teenth St., Los Angeles, has secured the con¬ 
tract at $6000 for the plumbing and heating 
work to be installed in the theater building to 
be erected on Main street near Eighth street, 
for Col. J. B. Lankershim. 


W. P. McArthur, 4647 Kingwell Avenue, Lios 
Angeles, has been awarded the contract at $19,- 
000 for the installation of the plumbing and 
steam heating for the four-story and basement 
Class A store and hotel building to be erected 
on Spring street south of Sixth street, for Wil¬ 
liam and Richard Lacy. The contract contains 
a provision that if it is decided to construct 
three additional stories, the additional cost will 
be about $15,000. 


Children regard parents as an unnecessary 
evil and dispose of them as soon as the law 
allows. 


Taking things as they come does not wear 
one out so fast as dodging them. 
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Retail Selling Prices 

The following retail selling prices are used by merchants in some of the large cities and are offered as a 
suggestion to retail merchants in smaller towns and cities where they do not have the opportunity of checking 
up their prices often. In communities removed from the larger cities, transportation charges should be added. 
We do not believe these prices will be found high. Many merchants use them as the MINIMUM price at which 
goods are sold. We will be glad to receive suggestions and corrections as to any prices quoted herein and of 
any items not mentioned. Our service department will be glad to give any assistance. 


AMMUNITION— 


Blank Rim Fire— 

Black 

Smkla. 

22 8hort . 

.$ .15 

$ ... 

32 Short . 

. .85 


32 8. A W. 

. .55 


88 6. A W . 

. .70 


88 Long Colt. 

44 W. C. F. 

. 1.20 


. 1.50 


8hot Rim Fire— 

22 Long . 

. .68 

.60 

32 Long . 

. 1.05 

... 

8hot Center Fire— 

32 8. A W. 

. .95 


32 W. C. F. 

. 1.80 


88 8. A W. 

. 1.15 


38 W. 0. F. 

. 1.50 


44 W. C. F. 

. 1.50 

1.75 

44 X. L. 

. 1.60 

1.80 

44 Game Getter. 

. 1.50 

1.60 

Rim Fire. Ball— 

BB Capa. 

. .35 

.85 

CB Capa. 

. .45 

.45 

22 8hort. 

. .25 

.80 

22 8hort H. P. 

. .85 

.85 

22 Long . 

. .85 

.40 

22 Long H.P. 

. .40 

.45 

22 Long Rifle. 

. .40 

.45 

22 Long Rifle H. P.... 

. .45 

.45 

22 W. R. F.. ........ . 

. .50 

.55 

22 W. R. F», H. P. 

. .55 

.60 

22 Win. Anto. 


.55 

22 Win. Anto, H. P.. .. 


.60 

25 8hort Steven*. 

. .60 


25 8tevena . 

. .80 


32 Short . 

. .60 


82 Long . 

. .70 


88 8hort . 

. 1.00 


38 Long .. 

. 1.00 


41 Short. 

. 1.05 

,,. 


Center Fire Pistol— 


22 Win. SS. 

1.80 

1.50 

25 Colts Anto. 


1.85 

25-20 Single 8hot. 

1.55 

1.75 

25-20 Win. 

1.35 

1.60 

25-20 Win HV. 


1.75 

7.63 MM-Manaer . 


2.15 

7.65 MM-Msuaer . 


2.15 

9 MM-Luger. 


2.80 

32 Colts Auto. 


1.85 

32 Colts Short. 

1.00 

1.10 

32 Colts Long. 

1.15 

1.25 

32 Colts Police Positive. 

1.15 

1.25 

32 8. A W. 

1.00 

1.10 

32 S. A W. Long. 

1.15 

1.25 

32 20 Marlin. 

1.40 

1.80 

82 Winchester . 

1.40 

1.80 

32 20 Win HV. 


1.80 

35 S. A W. Anto. 


1.55 

38 Colts Auto. 

m 

2.20 

38 Colts Short. 

1.25 

1.85 


38 Colts Long. 

1.30 

1.50 

38 Colts Police Positive. 

1.25 

1.35 

38 8. A W. 

1.20 

1.80 

38 8. A W. Special. 

1.45 

1.65 

38 Winchester . 

1.65 

2.05 

41 Colta Short DA. 

1.30 

-1.50 

41 Colta Long DA. 

1.60 

1.75 

44 Bull Dog. 

1.35 

•. . 

44 8. A W. Amer. 

1.75 

1.95 

44 8. A W. Rua. 

1.75 

1.95 

44 S. A W. Special. 

1.90 

2.10 

44 Webley . 

1.50 

.. . 

44 Winchester . 

1.65 

2.05 

45 Colta . 

1.95 

2.10 

45 Colta Anto. 

.. . 

1.60 

Center Fire Military 
and Sporting— 

22 Savage . 


1.40 

250-3000 Savage. 


1.95 

25-21 Stevens. 

1.90 

2.55 

25-25 8tevena. 

1.90 

2.65 

25-35 Winchester. 


1.20 

25-35 8hort Range. 


1.20 

25 36 Marlin . 


1.20 

25 Remington Rimless. . 
6 MM U. 8. N. 


1.20 


1.85 

7 MM 8pecial Manser. . 
7.65 MM Bel Mauser.. 


1.8.i 


1.85 

8 MM Mauser . 


1.85 

9 MM Mauser. 


2.05 

30-30 Winchester. 


1.85 

80 Remington Rimless.. 


1.35 

30 Government Rimless. 


2.05 

308 Ssvsge. 


1.35 

82 Remington Rimless.. 


1.35 

82-40 Winchester. 

1.05 

1.20 

32-40 Winchester HV... 


1.35 

32 Winchester 81f. Ldg.. 
82 Winchester Special. . 


2.45 


1.35 

83 Winchester . 


1.80 

35 Remington Rimless.. 


1.55 

35 Winchester . 


1 95 

35 Winchester 81f. Ldg.. 


2.55 

351 Winchester Slf. Ldg. 


2.85 

38-55 Winchester Lead. . 

L80 

1.55 

38-55 Winchester HV. . . 


1.65 

38-56 Winchester. 

L30 

1.55 

40-60 Marlin . 

1.35 


40-60 Winchester. 

1.35 

1.55 

40-65 Winchester . 

1.85 

1.65 

40-70 Winchester. 

1.40 

1.65 

40-72 Winchester. 

1.40 

1.65 

40-82 Winchester. 

1.40 

1.65 

401 Winchester Auto... 

• • • 

1.55 

405 Winchester . 


2.20 

45-60 Winchester. 

1.40 

• . » 

45-70-405 Government.. 

1.40 

1.60 

45-75 Winchester. 

1.40 

• • • 

45-90 Winchester. 

1.50 

1.65 


SHELLS', LOADED— 

Winchester Repeater or Remington 
U. M. O. Nitro Club- 
12 3 drs. x 1 oz., 24 grs. x 1 

os., drop shot .(1.15 

8 drs. x 1*4 os., 24 grs. 1% 

os., drop shot . 1.16 

3*4 drs. x 1 Vi os., 26 grs. x 

1*4 os., drop shot. 1.16 

8 *4 drs. x 1 *4 os., BB shot, 

drop shot. 1.20 

8 *4 drs. x Bnclc shot, drop shot 1.20 

16 2)4 drs. x % os., 22 grs. x 

*4 oz., drop shot. 1.05 

2% drs. x % os., BB Shot 

drop shot. 1.10 

20 2% drs; x % os., 18 grs. x 

*4 os., drop shot. 1.06 

Winchester Leader or Remington U. 
M. 0. Arrow— 

12 3 Vi drs. x 1H os., 26 grs. x 

1*4 os., chilled shot.(1.26 

3*4 drs. x 1H os., 28 grs. x 

1*4 os., chilled shot . 1.80 

16 2% drs. x % os., 22 grs. x 

% os., chilled shot. 1.16 

20 2*4 drs. x *4 os., chilled shot 1.16 
2ft drs. x % os., chilled shot 1.20 
Trap Loads— 

12 3 drs. x 1*4 os., 7*4 Chilled.(1.26 
3 *4 drs. x 1% os., 7*4 Chilled 1.26 
Black Powder Loads— 

12 3Vi drs. x 1*4 os., drop shot 06c 
Caps and Primers— 

Percussion .20 

Musket Caps. .26 

Primers, 100 in box.86 

Primers, 250 in box.80 

Empty Paper Shells—Black Pow.— 
12, 16, 20 Oa. per 100 ... 1.60 

10 Oa. per 100. 1.66 

For Smokeless Powder, Repeater or 
Nitro Club— 


12, 16, 20, 28 Ga. par 

100 . 

1.80 

10 Ga. per 100. 

2.10 

Leader or Arrow— 


12, 16, 20, 28 Ga. 

2.80 

10 Ga. per 100. 

2.40 

Empty Brass Shelia— 


Best Qual. 12, 16, 20, 


28, Box 25 . 

2.75 

2nd Qnal. 12, 16, 20, 


28, box 25 . 

2.10 

Wads— 


Cardboard, box 250.. 

.20 

Black Edge, Reg., box 


250 . 

.50 

Black Edge, *4 in., 125 


in box . 

.40 

Black Edge, *4 in.. 250 


in box . 

.80 


ADZES (UNHANDLED)—Carpenters, No. 80, 4 White, |8.26 
each; No. 80, 4*4 White, $8.25 each; No. 281, 8*4 Sierra, 
$2.75 ea.; No. 231, 4 Sierra, $2.75 ea.; No. 281, 4*4 Sierra, 
$2.75 each. Railroad, No. 80 B, 5 White, $8.50 each* No. 
30 B. 5*4 White, $3.50 each; No. 238, 5 Sierra, $8.00 
each; No. 233, 5*4 Sierra, $3.00 each. Ship, No. 44, 4 
White, $3.85 each; No. 44, 4*4 White, $8.85 each; No. 44; 
4*4 White, $4.00 each: No. 45, 4*4 White, $4.50 each; No. 
45, 5 White, $4.50 each; No. 285, 4 Sierra, $8.50 each; No. 
235, 4*4 Sierra, $8.50 each. 

ANCHORS—Screws per 100, 316, $4.15; *4. $6.25. 
ANVILS—Vulcan—No. 2, 20-lb., $6.50; No. 8. 80-lb.. $7.50; 
No. 4, 40-lb., $8.75; No. 5, 50-lb., $10; No. 6, 60-lb., $11; 
No. 7. 70 lb.. $12; No. 8, 80-lb., $13. Trenton—80 to 425 
lb., 22*4c lb.: 70 to 79 lb., 23e lb.; 60 to 69 lb., 28*4c 
lb.; 50 to 59 lb., 24*4c lb. With Clip Horn, 2c per lb. 
extra. Columbia, All Steel—80 lbs. and over, 20*4c lb. 
ANTIMONY—Slab, 45c lb. 

APRONS—Carpenters—California Leg, $1.50; No. 12 Long 
Brown. $1.25; No. 2 Short Brown, 60c. 

ASBESTOS— 

Mill Board, 35c lb.; Cut. 40c lb, 

Paper, 35c lb.; Cut, 40c lb. 

Wicking, *4 -lb. balls, 80c each. 

Wicking, 1-lb. lots, $1.50. 

Cement, per sack . 6.00 


AUGERS—Greenlee Carpenters Nut, No. 57. 


Size . *4 % % % 1 1*4 

Each .$1.00 $1.00 $1.15 $1.25 $1.85 $1.65 

Size . 1*4 1*4 2 2*4 8 

Each .$2.00 $2.85 $2.65 $4.00 $8.00 

Greenlee Ship. 

16ths .8-10 11-12 13 14 15 16 

60 each .$1.60 $1.75 $1.75 $1.85 $1.95 $2.00 

62 each . 1.95 2.00 2.00 2.15 2.20 2.25 

16ths . 17 18 19 20 21 22 

60 each .$2.15 $2.25 $2.30 $2.40 $2.50 $2.50 

62 each . 2.50 2.65 2.60 2.80 3.15 3.15 

16ths . 23 24 25 26 27 28 

60 each .$2.85 $3.00 $3.30 $8.45 $3.75 $4.10 

62 each . 3.50 3.60 3.65 3.75 4.10 4.40 

16ths . 29 30 81 32 

60 each .$4.40 $4.70 $5.00 $5.35 

62 each . 4.70 5.35 5.95 6.25 


AXES —Boys’ Handled. Blue Wing, $1.90 each: Pacemaker, 
$1.80. Hunters. 670. $1.50 eaeh ; 671, $1 50 each : 673. $1.65 
each. Boy Scout, 655 S. $1.85 each; 655, $1.50 each; 50 8 
(Sheaths), 50c each. Double Bit Unhandled, Dreadnaught, 
3-4, $2.75 each: Dreadnaught. 3*4-4*4. $2 75 each : Dread- 
naught. 4-5, $2.75 each. Double Bit Handled, Tuff Temper. 
3-4. $3.00 each; Tuff Temper, 3*4*4*4, $3.00 each; Tuff 
Temper, 4-5, $3.25 each. Single Bit Handled, Blue Wing, 
T i ^ _ J-J Ail (Continued on Page 161) 
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HARDWARE WORLD—PLUMBING AND HEATING . 


RETAIL SELLING PRICE—Continued. 


L. A O. ENAMELED WAivE— 


Oral Fool Baths. 

0 . $1.15 

160 . 50 

Drinking (tape. 

08 ..$ .15 

220 . 2.00 

Oorered Bake Pans, 
l . $ .ss 

250 . 66 

222 . 2.60 

i . "l.40 

850 . 65 

09 . .15 

2121 . 1.20 

Bound Bake Pans. 
20 . $ .40 

2 . 1.65 

460 . SO 

010 . 20 

2141 . 1.45 

2 . T . 2.00 

AAO . t 1 OO 

ft.. 15 

2161 . 1.75 

4 . 2 SO 

ftAn 1 2 A 

0 _ _ . 20 

2181 . . T .._ 2.00 

30 . 45 

Coffee Biggins. 

0 . $ .80 

lOAO 1 AO 

10 ... T .. T .. 20 

2201 . 2.25 

40 . 50 

12 AO . 1 7A 

11 _ T . .25 

2221 . 9.75 

50 . .55 

1601 . 60 

Pieced Oupe. 

20 . $ .15 

25 . 20 

Milk Kettles. 

70 . $ .40 

71 . 60 

60 . 60 

00 .05 

010 . 1.05 

020 . 1.20 

080 . 1.80 

2501 .70 

8501 . .80 

4501 .95 

Oorered Buckets. 

AKOI ftt OK 

Bed or Douche Pans. 
2 .$ 2.00 

Bed Pans. 

1 .$8.0C 

40 .80 

Straight Cups. 

0 .$ .20 

72 .65 

7A 75 

040 . 1.45 

74 . . tT t ._ Qn 

Bread Pans. 

050 . 1.60 

8501 . 1.40 

76 . 1.05 

Ooffoo Boilors. 

AO , T $110 

10501 . 1.76 

120 .40 

81 .50 

66 

11 . *85 

70 . 1.25 

Rd. Dinner Buckets. 

Miners' Cups. 

Bo . $ .40 

88 .75 

12 . 45 

18 . .65 

80 . 1.50 

84 .70 

00 . 1.80 

100 . 2.50 

040 . 1.25 

Measuring Cups. 

10 .$ .20 

86 . 1.06 

51 _ . T AA 

Oblong Pans. 

08 . $ .85 

AOl . l 25 

501 . 1.15 

A2 .. 86 

04 . .40 

701 . T 1.40 

502 . 1.85 

After Dinner Cups A 
Saucers. 

10 . $ .16 

Aft - T T 1 06 

01 . 80 

201 .. r T 1 AS 

508 . 1.50 

A4 1 26 

02 .85 

001 . 2.10 

Miners* Dinner 
Buckets. 

10 . $1.60 

66 . 1.65 

8 ponge Cake Pans. 
200 .. | g 5 

1001 .2.75 

Cups dr Saucers. 

100 . $ .85 

Lipped Referring 
Kettles. 

is. ft en 

Fish Boilers. 

218 . $4.00 

Oblong Store Pans. 
100 77. • 45 

Acme Dinner Buckets 

20 . 86 

220 . 4.50 

400 .40 

1 A 86 

200 ___ - T . . 50 

222 . 5.00 

140 $1 76 

24(> f 00 

Cuspidors. 

10 $ 46 

is An 

800 . T .AS 

2181 . 4.25 

A40 1 An 

20 AO 

826 . 75 

2201 . 4.75 

Dim i AA 

20 55 

22 . AA 

850 . 85 

2221 . 5.50 

Oral Dinner Buckets. 

80 66 

24 AO 

400 _ .. _ . T _ oa 

Ham Boilers. 

170 . $2.75 


26 . 65 

425 . LOO 

14 ... .gl.SO 

Flaring Co 00 a Shaped 
Dippers. 

28 . 80 

450 . 1.06 

175 . 8.00 

81 . 1.60 

80 . 90 

476 . 1.15 

Milk or Bios Boilers 

14 . $ .05 

16 . 1.00 

18 . 1.15 

20 . 1.85 

22 . 1.50 

24 . 1.75 

26 . 2.00 

28 . 2.50 

80 . 8.00 

141 . 1.00 

161 . 1.10 

181 . 1.26 

Oblong Dinner 
Buckets. 

110 . $1.65 

111 . 1.75 

112 . 1.85 

118 . 2.10 

Aurora Dinner 
Buckets. 

775 . $1.65 

776 . 1.90 

876 . 1.90 

876 . 2.15 

Chambers. 

1 . $ .50 


82 . 1.06 

500 . 1.25 

Genuine Cocoa 
Shaped Dippers. 

55 . $ .50 

84 . 1.1 A 

560 . 1.4$ 

86 . 1.85 

40 . 2.00 

50 . 8.00 

Squir. 8 tor* Fau 

no . $ .66 

111 9A 

Cup Dippers. 

9 .$ .25 

10 . 80 

11 . 85 

Flaring Dippers. 

010 . $ .25 

Oil . 80 

012 . 85 

Tea Kettles. 

20 .$ .75 

80 .80 

40 .90 

50 . 1.00 

60 . 1.15 

70 . 1.25 

112 .76 

118 .85 

114 . 1.00 

115 . 1.15 

118 . 1.25 

118 . 1.40 

Squart Jelly Cake 
Pans. 

99 .$ .80 

201 . 1.40 

Windsor Dippers, 
inn e on 

on 1 9 R 

221 . 1.65 

n?n ft nn 

100 . 86 

241 . 1.00 

i % .as 

11 n on 

nun ft ox 

90 .85 

261 .2.15 

2 .75 

lift OR 

non o Rn 

Jelly Cake Pens. 

A ft ft R 

281 .2.75 

8 . 86 

114 40 

1 An 1 26 

861 . 8.50 

Chamber Oorere. 

1 .$ .25 

1 % .80 

2 . 86 

Oblong Soap Dishes. 

50 .$ .80 

Wall Soap Dlshee. 

60 .$ .80 

060 . 20 

Sink Drainers. 

7 .$ .50 

170 ... T . 1 46 

0 . ^26 

52 . 1.05 

52 1.16 

58 . 1.20 

180 . 1.65 

190 .2.00 

10 .80 

68 .25 

Deep Ladles. 

90 . $ .20 

100 . 25 

AO ftft 

68 K . 1.86 

64 . 1.60 

56 2 00 

8 .40 

70 - - - r - T go 

Colanders. 

1 .$ .50 

Mountain Oaka Pans. 

Aft e aa 

110 .25 

78 .9 .80 

ifi « « « 

2 .60 

120 . 80 

79 . bo 

Mi u, 1 QK 

8 .75 

40 .40 

91 . T . .26 

80 _ T _ .. r 25 

Aftl i os 

104 . 50 

Coffee Flasks. 

10 . $ .50 

101 . 25 

Oral Dish Pans. 

1ft ftt Rn 

A81 14 1 An 

205 . 60 

111 . 80 

841 | A 6 

806 . 70 

Round Coffee Flasks, 
nn e Ait 

121 . 85 

1ft 1 9K 

561 . 2.15 

407 . 85 

Soup Ladles. 

ftO ft ftft 

22 f t 2 00 

581 . 2.75 

Child's Commodes. 

1 .$ .45 

Oorered Commodes. 

6 . $1.60 

210 . 75 

Dish Pans. 

80 . 9 .95 

8 mls. Bowls. 

0-10 . $ .20 

Pieoed Funnels. 

01 . $ so 

80 . 25 

88 . 20 

100 . 1.00 

12-14 . 26 

02 . go 

Graduated Measures. 

11 .$ 80 

140 __ - t r 115 

16 . 80 

Odorless Commodes. 

A g) Aft 

08 . 86 

170 . 1.86 

18 . 85 

04 . 40 

(No Lip.) 

Oil . $ .45 

Standard Measures. 

01 . $ .25 

02 . 80 

210 . 1.55 

2C . 40 

Comblnets. 

40 . $2.85 

05 . 65 

800 . 2.85 

22 . 45 

OA . AA 

400 . . 8 50 

24 . t Art 

Fruit Jar Fillers. 

20 . $ .25 

mi or 

26 . 60 

2 fi T . 70 

Pot Corers. 

4 ft ift 

141 . 1.05 

171 1 ft a 

80 . 85 

4U 15 

Berlin Kettles. 

02 . $ .55 

08 . 40 

Rinsing Pans. 

08 . $ .85 

010 . 96 

Soup Bowls. 

125 . $ .26 

5** 15 

04 . 50 

SH .15 

6 .15 

6 % . 20 

7 ft) 

08 .65 

05 .65 

04 .75 

05 .85 

06 .90 

06 .95 

Jelly Moulds. 

nan ft «r 

Wash Bowls. 

26 .$ .86 

012 . 1.00 

014 . 1.05 

017 . 1.25 

Lipped Fry Pans. 

so .;....$ .80 

28 .40 

80 .46 

7% .25 

ft OK 

08 . 1.15 

010 . 1.85 

Children's Mugs. 

8 .$ .20 

82 .50 

O i# m tt 

012 .1 AA 

84 .60 

8 Vs .25 

021 .AS 

5 .25 

81 .85 

86 .70 

A 1/ «A 

081 .75 

Chamber Pails. 

1 .$1.40 

32 .40 

Oorered Buckets. 

10 ft Aft 

.80 

in Aft 

041 .90 

88 .45 

i n^4 Aft 

051 . 1.00 

2 . 1.50 

84 .50 

it in 

11 Aft 

061 .1.15 

8 . 1.75 

85 .60 

11 u AK 

11 14 Aft 

081 . 1.40 

4 . 2.00 

86 . 65 

22 AO 

12 4f) 

0101 . 1.65 

25 . 2.15 

National Fry Pens. 

40 ft 80 

28. AO 

12^4 IK 

0121 . 1.85 

80 . 2.85 

24 . 70 

18 . 50 

Oonrex Kettles. 

212 . $1.05 

Water Pails. 

110 . $1.15 

50 .85 

26 . 85 

18 H . 60 

51 .45 

28 . 1.00 

14 .. 75 

214 . 1.25 

112 . 1.85 

52 . 50 

80 . 1.25 

14ft . 85 

216 . 1.50 

114 . 1.60 

58 .65 

82 . 1.50 

15 .. 1.00 

218 . 1.75 

116 . 1.85 

54 . 65 
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XBTAQi nZiLDTO PRICE—OontinusdL 


Muffin Put. 
406 .$ .46 

408 .66 

409 .66 

419 .76 

Cora Oak* Pans. 
706 .8 .66 

708 .66 

709 .76 

719 .86 


Pudding Past. 

50 .$ .95 

100 .96 

160 . .80 

200 .80 

800 . .85 

400 .40 

500 .60 

600 .65 

800 .66 

1000 .70 

Put Pans. 

1 .9 .60 

2 .66 

8 .66 

80 .76 

Berlin Sauss Pans. 

09 .9 .66 

09 .65 

04 .75 

06 .86 

06 .96 

08 . 1.15 

010 . 1.95 

019 .. 1.65 

091 .65 

081 .76 

041 .90 

051 1.00 

061 . 1.15 

081 . 1.40 

0101 . 1.65 

0191 . 1.65 

Ooab. Dbl Sauss 
Pans. 

1 .91.60 

11 . 1.75 

Oomb. Trlpls Sauss 
Pans. 

10 .99.96 

101 .9.50 

8aues Pans. 

169 .9 .65 

168 .60 

164 ..70 


Lippsd Sauss Pans. 

9 .9 96 

10 . .80 

19 .90 

14 .96 

16 . .96 

18 .40 

90 .45 

99 .66 

94 .60 

96 .66 

98 .80 

90 .96 

Straight Sauss Pans. 

950 .9 .66 

850 .66 

460 .80 

660 . 1.00 

8hallow 8tsw Pans. 
8 .9 60 

4 .96 

5 .40 

6 .60 

Dssp 8tsw Pans. 

14 .9 .95 

16 .95 

18 .40 

90 .45 

99 .60 

Molassss Pltshsrs. 

601 .9 .55 

Osbtsx Watsr 
Pltshsrs. 

401 .9 .60 

409 .65 

408 .75 

404 .85 

405 .90 

406 . 1.00 

. Watsr Pltshsrs. 

5 .9100 

10 . 1.15 

90 . 1.95 

0 .70 

1 .80 

9 .90 

8 1.05 

4 . 1 90 

6 . 9.00 

Pltshsrs h Bowls. 

100 .9155 

900 . 1.75 

Dinner Plates. 

19 .9 .25 

20 .80 

21 .95 

Pie Plates. 

97 .9 20 

28 .20 

29 ..25 

80 . .80 

81 85 

89 . .26 

40 .80 

41 .86 

Lebanon Pis Plates. 

47 .9 .25 

48 .25 

49 .80 

50 .80 


Ssup Plates. 

68 .9 95 

69 . .90 

60 .96 

Coffee Pots. 

8% .9 .66 

9 .60 

6 .66 

16 .66 

25 .76 

86 .86 

46 .90 

66 .1.06 

91 % .66 

91 .60 

61 .66 

161 .76 

251 .86 

851 .90 

461 . 1.00 

551 . 1.16 

06 .90 

016 . 1.00 

025 . 1.16 

086 . 1.20 

045 . 1.96 

056 . 1.60 

061 . 1.00 

0161 . 1.06 

0251 . 1.15 

0861 . 1.90 

0461 . 1.40 

0561 . 1.65 


Berlin Sauss Pots. 


0101 . 1.66 

0121 . 1.86 

Convex Sauss Pots. 

212 .91.06 

214 . 1.26 

216 . 1.60 

218 . 1.75 

220 . 2.00 

222 . 2.60 

2121 . 1.20 

2141 1.40 

2161 . 1.76 

2181 .2.00 

2201 2.25 

2221 . 2.75 

Oral Sauss Pots. 

2 . 92.00 

8 .9.25 

4 . 2.60 

20 .2.26 

80 .2.60 

40 .2.75 

Straight Sauss Pot*. 
014 .9 .60 


218 .6.00 

224 . 7.60 

286 . 9.00 

812 . 9.00 

818 .12.00 

824 .15.00 

886 .18.00 

Bread Raisers. 

10 .91.76 


Nssso Psrfeet 
Roasters. 

150 .....92.50 

180 .9.25 

200 . 4.20 


Groeers' 8 


■* Soosjs.^ 


Tireless Cooker Pots 

420 .9 .85 

620 . 1.15 

820 . 1.40 

1420 . 1.25 

1620 . 1.60 

1820 . 1.90 

460 . 1.15 

650 . 1.55 

850 .... 1.85 


(Continued from Page 159) 

8*4, 82.75 each; Blue Wing. 8)6-4)6, 92.75 each; Blue Wing, 
4*5, 92.75 each; Dreadnaught, 8*4; 92.50 sach; Dreadnaught, 
8 46-4)6, 92.50 each; Dreadnaught, 4*5, 92.50 each; Blue¬ 
bird, 3-4, 92.50 each; Bluebird, 3 46-4)6. $2 50 each; Blue¬ 
bird, 4-5, 92.50 each; Paceamker, 8-4; $2.65 each; Pace¬ 
maker, 8 44-4)6, 92.65 each; Pacemaker, 4-5, $2.65 each; Tuff 
Temper, 8-4, 92.50 each; Tuff Temper, 8)6*4 44, 22.50 each; 
Tuff Temper, 4-5, 82.50 each; Quaker City, 8-4, $2.50 each; 
Quaker Crtty, 8)6-4)4, 82.50 each; Quaker City, 4-5, $2.50 
each; Old Forge, 3-4, $2.25 each; Old Forge, 3 44-4)6, $2.25 
each; Old Forge, 4-5, $2.25 each; Freighters, 3-F, $2.25 each. 
BABBITT—Frictionless, 35c lb.; Magnolia, 40c lb.; No. 4, 20s 
lb.; No. 1, 30c lb.; No. A, $1.10 lb.; Challenge, $85c lb.; 
Special Motor, 85c lb.; Excelsior, 30c lb.; Acme, 65c lb.; 
XXXX Nickeled, 91-00 lb. ... 

BARS—Crow, Pinch Point No. 10, 15c lb.: Wedge No. 15, 
15c lb.; Lininr No. 30, 15c lb.; Digeing No. 530. 25c lb.; 
Tamping No. 25, 15c lb.; Claw No. 20, 18c lb. Ripping or 
Wrecking, Goose Neck No. 3657 —% x 18, 50c each; Goose 
Neck No. 3659 —% x 24, 75c each; Goose Neck No. 3662— 
% x 24, 90c each. 

BATTERIES DRY CELL—Columbia, No. 6, 45c each; No. 6-fe‘, 
45c each; No. 16, 91-40 each. Red Devil or Red Label, No. 
6-D, 45c each. Hot Shot Multiple, No. 1562, 92.85 each; 
No. 1662, 98.15 each. Ever Ready same price as Columbia. 


.... 1.55 ** 01 . 2.25 Flat Skimmers. 

* ’ 2221 . 2.75 9 .9 .20 

* oU - ^ Oval Sauss Pots. }® .*® 

•...*•59 2 . 92-00 25 

.S® 4 . 2.60 Spittoons. 

.70 20 . 2.26 200 .9 95 

.80 80 . 2.50 800 . 1.10 

. 25 40 . 2.75 Club Bpjttoons. 

•••* io6 Straight Sauss Pots. 100 .$1.25 

.!!! loo ®} 4 .• ®j> Hotel Spittoons. 

*3o 020 !!!11!!1! Iso spmm. 

:::: : !i III ill » :I§ 

106 026 1.60 .22 

}•?! 028 . 2.00 .20 

111! lloo °®2 .2.50 Steamers. 

:::: ill? ?®. 7 . 91 . 1 ® 

.... M® 122 .H5 9 .*-®° 

•••• inn . 2?5 Tea Steepen. 

120 1001 . 1-75 8 . 55 

“** 1201 . 2.00 Handy Strainers. 

:::: 1 ” i«®i. 2.50 140 . $ .1$ 

.... 1.66 2®® 1 .8-00 Gravy Strainen. 

Aker Pots Covered 8tov* Pots. 9 . 9 * 85 

oxer Pots 706 .8i.25 Jelly Strainers. 

-9 .85 707 . 1.50 20 .9 .80 

:::: i:«* ?o» *:«o „ o** Tnn “7- 

.... l.as 7081 . 1.60 }J . *-15 

.... 1,60 7071 . 1.75 , 0 

.... 1.90 7081 . 2.25 female Urinals. 

.... 1.15 7091 . 2.76 * .92.00 

•••• J®5 8°«P Stosk Pot*. Male Urinals. 

- 1.86 212 .94.50 2 .91 .85_ 

BIBBS—Compression— Bug. Ret 

Plain 1112—44 inch Rough, 85c each; % inch, 91.15 sash 
% inch, $1.55 each; 1 inch, $2.90 each. 112—)6 inch 
finished, $1.00 each; % inch, $1.25 sash; % inch, 
$1.55 each; 1 inch, $3.00 each. 0112—44 insh Nickel- 
plated, $1.15 each; % inch, $1.40 each; % inch, $1.85 
each; 1 inch, $3.25 each. 

Hose 1113—)4 inch Rough, $1.00 each; % inch, $1.25 each; 
% inch, $1.75 each; 1 inch, $8.25 each; 1)4 inch, $6.00 
each; 146 inch, $8.00 each. 113—46 inch Finished. 
$1.15 each; % inch, $1.40 each; \ inch, 91.80 cash; 
1 inch, $3.30 each. 0113—)4 inch Nickel-plated, 91.25 
each; % inch, $1.50 each; % inch, 92.00 each. 


Soup Stosk Pots. 
212 .94.60 


BITS—Auger 
Size 16ths. 

3 

4-8 

9-10 

10-12 

13-14 

14-16 

18 

20 

31—List. 
Dos.. .. 

6.00 

5.00 

6.00 

7.00 

8.25 

9.50 

12.00 

14.00 

31—Sell. 
Each... 

.45 

.40 

.45 

.50 

.75 

.90 

1.10 

1.20 

100—List. 
Dos.. . . 

6.00 

5.00 

*6.00 

7.00 

8.25 

9.50 

12.00 

14.00 

100—8ell. 
Each... 

.45 

.40 

.45 

.50 

.75 

.90 

1.10 

1.20 

101—List. 
Dos.. . . 


5.00 

6.00 

7.00 

8.25 



101—Sell. 
Each... 


.40 

.45 

.50 

.75 
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HARDWARE WORLD—PLUMBING AND HEATING . 

RETAIL SELLING PRICE—Continued. 


Size 16ths. 3 4 6 7 8 9 10 11 12 13 14 

35—List. 

Doz_ 4.50 4.00 4.50 5.00 5.50 6.00 7.00 8.00 

35—Sell. 

Each... .30 .25 .30 .35 .40 .45 .50 .60 

Size 16ths.15-16 17-18 20 22 24 

35—List. 

Doz. 9.00 10.50 12.00 13.50 15.00 

35—Sell. 

Each.75 .70 .85 .95 1.00 

Size 16tha. 4-6 7 8 9 10 11 12 13 

47—List. 

Doz_ 9.00 10.00 11.25 12.50 13.75 15.00 16.25 17.50 

47—Sell. 

Each... .45 .65 .75 .90 .95 1.00 1.10 1.15 

Size 16ths. 14 15 16 

47—List. 

Doz.19.00 20.50 22.00 

47—Sell. 

Each . 1.20 1.30 1.40 


Size 16tha. 5-8 9 10 11 12 13 14 15 

53—List. 

Doz. ...11.25 12.50 18.75 15.60 16.25 17.50 19.00 20.50 
58—Sell. 

Each... 1.85 1.50 1.65 1.80 1.90 1.95 2.85 2.45 

Solid Center, in Seta—111%, $1.60 set; 15, $3.55 set; 26, 
$5.40 set; 85, $7.90 set; 85 C. $5.00 set. 

Irwin, in Sets—53, $4.00 set; 55, $4.75 set; 55 C, $5.00 set. 
Russell Jennings, in Sets—4520 %, $4.90 set; 4532 %, 
4532% C, $8.25 set; 4720%, $5.10 set. 

BELLS—Kentucky Cow—No. 0, $1.00 each; No. 1, 85c each; 
No. 2, 75c each; No. 8, 55c each; No. 4, 45c each; No. 5, 
85c each; No. 6, 80c each; No. 7, 25c each. 

BEVEL8—Sliding T—No. 18: 6-ln., 75c 8-in., 90c; 10ln., 
$1.00. No. 25: 6-in. 60c; 8-in., 55c; 10-in., 60o; 12-ln., 
66c; 14-in., 75c. 


BLOCKS—Wood Tackle. 

Com. Com. Com. Pat. Pat. Pat. 

Sngl. Dbl. Triple 8ngl. Dbl. TrpL 

3- inch .$ .80 $1.45 $1.90 $1.20 $2.20 $8.20 

4- inch.95 1.75 2.85 1.80 2.60 8.60 

5- inch . 1.00 1.90 2.50 1.40 2.80 8.85 

6- inch . 1.20 2.20 8.20 1.65 3.15 4.85 

7- inch . 1.45 2.65 8.85 1.66 8.65 6.60 

8- inch . 1.80 8.10 4.65 2.50 4.50 6.60 

10-inch . 3.00 4.90 6.85 8.85 6.60 9.85 

12-inch . 4.85 8.25 11.70 5.80 10.00 14.60 

BLOCK8—Steel Tackle 

Size 81ngle Double 

3- inch .$ .90 $1.60 

4- inch . 1.00 1.85 

5- inch . 1.10 2.00 

6- inch . 1.25 2.26 

8-inch . 1.85 8.25 

10-inch . 3.00 5.00 

BLOCKS—Wood Snatch. 

6-inch .$8.00 

8-inch . 4.85 

10-inch . 6.85 

12-inch . 7.60 

BLOWER8—No. 400 Champion, $86.00; No. 40 Lancaster, 


$20.00; Royal. $30.00. 

BOARDS, IRONING— 

With Table—No. 2, Plain, $2.00 each; No. 14, Holdfast, 

J 2 00 each; No. 10, Springer, 60x15 in. sleeTC board. 

3.00 each; No. 20, Springer, 54x13 in. sleeTe board, 
$2.75 each; No. 30, Springer, 54x13 in., no sleeTe board, 

J 2.25 each; No. 40, Springer, 50x12 in., no sleeTe board, 
2.00 each. 

Without Table (Skirt Boards)—4 foot, 75c each; 5 foot, 
$1.00 each; 5% foot, $1.25 each; 6 foot, $1.50 each. 
BOARDS, STOVE— 

Paper Lined—No. 45—18x18, 80c each; 2-*x24, 90c each; 
26x26, $1.00 each; 28x28, $1.15 each; 80x80, $1.85 each; 
82x32, $1.75 each; 36x36, $2.00 each. No. 125—24x86, 
$1.50 each; 26x30, $1.60 each; 28x34, $1.75 each; 80x36, 
$2.00 each; 32x42. $2.50 each. No. 200—18x18, 85c 
each; 24x24, $1.00 each; 26x26, $1.15 each; 28x28, 
$1.25 each; 30x30, $1.50 each; 32x32, $1.75 each; 

36x36, $2.25 each. 

Wood Lined—No. 80—24x24, $1.50 each; 26x26, $1.75 
each; 28x28. $2.00 each; 30x30, $2.40 each; 33x33, $3.00 
each; 36x36, $3.50 each. No. 90—24x36, $2.00 each; 
26x32, $2.00 each; 28x34, $2.50 each; 30x38, $3.00 
each; 32x42, $3.50 each. 

For future deliTery, D%% from aboTe prices. 

BOARDS. WASH—Toy No 815, 20c each; Single Zinc No. 820, 
40c each; 980, 50c each; 983, 45c each; Double Zinc No. 
934. 80c each; Brass No. 801, 90c each; uiue Enamel No. 
964. 75c each; Glass No. 963, 6Qc each. 

BOLTS— 

Machine Square Head and Nut— 

%-in. 5-16-in. %*in. 7-16-in. 

Doz. 100 Doz. 100 Doz. 100 Doz. 100 

1-1 % . . .25 1.70 .30 2.00 .35 2.40 .40 2.86 

%-in. %-in. %-in. 

.60 3.68 .80 5.30 1.20 7.85 



% *in. 

5-16-in. 

% 

-in. 

7-16-in. 

2. 

. .25 1.78 

.30 2.12 

.85 

2.56 

.45 8.06 



%-in. 

% 

•in. 

84-in- 



.65 3.73 

.85 

5.69 

1.30 8.42 


% -in. 

5-16-in. 

% 

-in. 

7-16-in. 

2%. . 

. .30 1.86 

.35 2.24 

.40 

2.72 

.50 3.27 


%-in 

% 

-in. 

%-in. 



.70 4.10 

.90 

5.89 

1.40 8.99 


% -in. 

5-16-in. 

%• 

-in. 

7-16-in. 

3. 

. .30 1.94 

.35 2.36 

.40 

2.88 

.55 8.47 



%-in. 


i-in. 

%-in. 



.70 4.47 

.95 

6.08 

1.45 9.55 


% -in. 

5-16-in. 


-in. 

7-16-in. 

3%.. . 

. .30 2.02 

.40 2.48 

.45 

3.04 

.55 8.67 


%-in. 

% 

-in. 

%-in- 



.75 4,73 

1.05 

6.66 

1.55 10.10 


%-in. 

5-16-in. 

%• 

-in. 

7-16-in. 

4. 

. .30 2.10 

.40 2.60 

.45 

3.20 

.60 3.88 



%-in. 

% 

•in. 

%-in. 



.80 5.00 

1.10 

7.24 

1.60 10.66 


%-in. 

5-16-in. 

%• 

in. 

7-16-in. 

4%... 

. .35 2.20 

.45 2.75 

.50 

3.40 

.65 4.08 


%-in. 

% 

■in. 

%-in. 



.85 5.26 

1.15 

7.62 

1.70 11.22 


%-in. 

5-16-in. 

%• 

in. 

7-16-in. 

5. 

. .35 2.80 

.45 2.90 

.50 

8.59 

.70 .428 



%-in. 

%- 

in. 

%-in. 



.85 5.53 

1.20 

8.01 

1.80 11.78 


%-in. 

5-16-in. 

%■ 

in. 

7-16-in. 

5%... 

. .40 2.89 

.50 8.02 

.55 

8.75 

.70 4.49 


%-in. 

%• 

in. 

%-in. 



.90 5.80 

1.25 

8.40 

1.90 12.34 


%-in. 

5-16-in. 

%• 

in. 

7-16-in. 

6. 

. .40 2.47 

.50 3.14 

.60 

3.91 

.75 4.70 



%-in. 

%■ 

in. 

%-in. 



.95 6.06 

1.80 

8.79 

1.95 12.90 


%-in. 

5-16-in. 

%• 

in. 

7-16-in. 

6%... 


.55 3.27 

.65 

4.07 

.80 4.90 


%-in. 

%• 

-in. 

%-in. 



1.00 6.33 

1.40 

9.17 

2.10 13.46 


%-in. 

5-16-in. 

%• 

in. 

7-16-in. 

7. 

.55 8.89 

.65 

4.24 

.85 5.10 



%-in. 

%- 

in. 

%-in. 



1.00 6.59 

1.45 

9.56 

2.20 14.03 


%-in. 

5-16-in. 

%- 

in. 

7-16-in. 

8. . . . 

.60 3.68 

.70 

4.59 

.90 5.51 



%-in. 

%- 

in. 

%-in. 



1.10 7.12 

1.60 

10.84 

2.85 15.15 


%-in. 

5-16-in. 

%• 

in. 

7-16-in. 

9. 



.75 

4.90 

... ...» 



* * '% -in-' 

%■ 

in. 

%-in. 



1.15 7.65 

1.75 

11.12 

2.50 16.27 


%-in. 

5-16-in. 

%- 

in. 

7-16-in. 

10. 


.80 

5.22 

... .... 



"'%-in.'" 

%• 

in. 

%-in. 



1.20 8.18 

1.85 

11.89 

2.65 17.40 


%-in. 

5-16-in. 

%• 

in. 

7-16-in. 

11. . . . 


.85 

5.55 




%-in. 

%- 

in. 

"%-in:" 



1.30 8.71 

1.95 

12.67 

2.80 18.51 


%-in. 

5-16-in. 

%- 

in. 

7-16-in. 

12. 


.90 

5.87 

• • • • • • • 



%-in. 

%• 

in. 

%-in. 



1.40 9.24 

2.05 

18.44 

8.00 19.63 

13 . . . 


.1.50 9.77 

2.20 

14.22 

8.20 20.75 

14 . . . 


.1.60 10.30 

2.80 

15.00 

8.40 21.88 

15 . .. 


.1.70 10.88 

2.40 

15.77 

8.60 23.00 

16 . . . 


,1.75 11.36 

2.50 

16.54 

8.80 24.12 


BOLTS— 

Oarriage— Contractors. Retail, by doz. 

Small .Plus 10% Plus 50% 

Large .Plua 25% Plus 50% 

Machine— 

Small .Plus 10% Plus 50% 

Large .Plus 25% Plus 50% 

8toT6 Bolts, 80% off List. 

Stud .Plus 80% Plus 50% 


BRACES— 811 911 928 945 956 

6 . $2.85 $2.25 . 

8 .$8.85 2.85 2.25 . 

10 . 8.50 3.00 2.50 $1.75 $ .85 

12 . 8.75 8.25 8.00 2.00 1.00 

14 . 4.25 8.75 8.25 . 

16 . 4.50 . 

998 921 955 

8 . 8.00 8.00 . 

10 . 4.15 8.25 1.50 . 

12 . 8.50 1.65 . 

8008 8010 8012 8014 

PS&W.$3.00 $8.25 $8.50 $2.75 


BRACKETS—8helf— 


Japanned— 

Pair 

3x 4 . 

...$ .20 

4x 5 . 

... .25 

5x 7 . 

• •. .80 

6x 8 .... 

... .40 

7x 9 . 

... .45 

8x10 . 

.. . .50 

10x12 . 

... .65 

12x14 . 

... 1.00 

16x18 . 

.. . 2.25 


B. P.— Pair 

8x 4.$ .35 

4x 5.40 

5x 7.50 

6x 8.65 

7x 9.75 

8x10.80 

10x12 . 1.00 

12x14.1.25 


N.P. A O.C. same as B.P. 
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BELLS—2 %-inch. Nonpareil, 60c each; 3-inch, Nonpareil, 70c 
each. 

BOLTS— 


Common Carriage—3-16 A Vi-in. 5-16-in. 

%-in. 

H-in. 


Dos. 

100 

$>ox. 

100 

Do*. 100 

Dos. 

100 

1-1V4 . 

.20 

1.00 

.25 

1.40 

.30 1.90 

.55 

3.72 

2 . 

.20 

1.10 

.25 

1.52 

.30 2.06 

..75 

3.72 

2V4 . 

.20 

1.20 

.30 

1.64 

.35 2.22 

.60 

3.87 

3 . 

.20 

1.30 

.30 

1 76 

.35 2.38 

.60 

4.02 

3V6 . 

.25 

1.40 

.30 

1.88 

.40 2.54 

.65 

4.35 

4 . 

.25 

1.50 

.30 

2.00 

.40 2.70 

.70 

4.67 

4V4 . 

.25 

1.60 

.35 

2.12 

.45 2.86 

.75 

5.00 

5 . 

.25 

1.70 

.35 

2.24 

.45 3.02 

.80 

5.30 

5V4 . 

.30 

1.80 

.40 

2.36 

.50 3.18 

.85 

5.62 

6 . 

.30 

1.90 

.40 

2.48 

.50 3.34 

.85 

5.94 

6* . 

.35 

2.15 

.45 

2.60 

.55 3.72 

.90 

6.26 

7 . 

.35 

2.40 

.45 

3.11 

.60 4.10 

.95 

6.59 

7V4 . 

.40 

2.75 

.50 

3 24 

.65 4.32 

1.00 

6.90 

8 . 

.40 

3.05 

.50 

3.37 

.65 4.54 

l.o5 

7.20 

«V4 . 



.55 

3.51 

.70 4.72 

1.10 

7.37 

9 . 



.55 

3.65 

.75 4.90 

1.15 

7.54 

9V4 . 



.60 

3.79 

.80 5.08 

1.20 

8.02 

10 . 



.60 

3.92 

.80 5.27 

1.25 

8.50 

OTTLBS—Vacuum. 




Thermos. 

Universal. 

10. 


e e ♦ • 



.$1.76 

61 $1.75 

lOq . 


• • • e 



. 2.75 

62 

2.75 

11 . 





. 2.00 

21 

2.00 

liq . 


• • • • 



. 8.25 

22 

8.25 

14. 





. 2 25 

71 

2.25 

14u . 





. 8.50 

72 

8.50 

l sli . 





. 2.75 

91 

8.00 

15 . 





. 3.00 

92 

4.50 

15a . 





. 4.50 

81 

8.25 

6 .. 





. 8.25 

82 

5.00 

6a . 


• • • • 



. 6.00 



Fillers — Thermos and 

Universal. 





% Pint . 

. 

. 




- $1.25 








1.50 

1 Quart . 



.... 




2.50 

Lunch Kits — 




Thermos. 

Universal. 

891 A 395 . 


.... 

* e e ♦ • 

_ $3.00 810 

$8.25 

392 A 896 . 


* e e - 


... - 

8.25 410 

8.50 

398 A 897 . 


.... 


.... 

8.50 510 

8.76 

394 A 898 . 


.... 


.... 

4.25 




BOXES—Mitrs— 

Goodell— 

26x4.$15.00 

28x5 . 16.50 

50x5. 17.00 

30x6.10.00 

New Lmngdon Imp.— 

82. 14.50 

58. 16.00 

84. 17.00 

35. 17.50 

8 taenia— 

1 . t.76 

Perfection— 

2 . 8.25 

Parte: Add to list, 26%. 

BRADS—-Wire. Balk per lb. %4b. pkgs. M-lb.pkg*. 

tt A % inch.$ .80 $ .15 $ .10 

% to 1H .20 .15 .10 

1H to 2 inch.15 .15 .10 

BRA88—Sheet—8oft, per lb., OOe; Half Hard, 85c; Sign, 80c; 
8pring, $1.10. 

BREAD MAKERS—Universal—No. 2. eack. 22.25: Ho. 4. 
$2.50; No. 8. $2.50. 

BRIGHT WIRE GOODS— 


Langdon— 

16. 19.50 

16 . 20.00 

Ail 

72 . 17.00 

78 . 18.00 

74. 19.00 

Stanley— 

246 . 14.26 

50fc . 7.50 

244 . 14.00 

858 . 16.25 

460 . 19.00 

846 . 14.26 


Gate ■ Hooks and 

Eyes— 




1% 2 

2V4 3 

4 6 

40. . . . Dos. 

.20 .25 

.30 .35 .40 

.50 .80 

1040 . . Do*. 

.80 1.00 

1.15 1.50 1.85 

2.00 3.5C 

BROOMS— 

Household 


No. or Brand 

Each 

No. or Brand 

Each 

0 Toy . 

. . .$ .20 

Pima . 

.$1.35 

00 Toy . 

... .30 

Navajo. 


Astec . 

. . . 1.00 

Warehouse . 

. 1.25 

Oortes . 

... 1.10 

10 . 

. 1.20 

Verde . 

... 1.25 

229 . 

. 1.40 


. . . 1.15 

230 . 

.90 

Apache . 

... 1.25 




Push or 

8treet 


114 B .. 

. . . 1.00 

252 . 


116 B . 

... 1.10 

253 . 

. 1.45 

120 . 

.75 

254 . 

. 1.65 

121 

80 

256 . 

.85 

122 . 

... .90 

258 . 

. 1.80 

123 . 

... 1.40 

260 . 

. 1.40 

BRUSHES— 

Castinr 


No. or Brand 

Each 

No. or Brand 

Each 

.2 . 

-$ .45 

7 . 

.$ .55 

N 3. 

.50 

10 . 

.80 

516 . 

.. . .50 

15 . 

.55 


Counter or 

Dusting 


15 .... . . . . 

.60 

20 . 

.90 

17 . 

.80 

7 . . •. 



Floor or Garage 


12 . 

. . . .80 

220'. 

. 2.15 

14 .. . . . 

... 1.00 

224 . 

. *2 70 

16 . 

. . . 1.20 

312 . 


112 . 

. . . 1.30 

314 . 

. 1.40 

114 . 

... 1.50 

316 . 

. 1.65 

116 . 

. . . 1.75 

614 . 

. 8.50 

214 .. 

... 1.20 

616 . 

. 4.15 

216 . 

. . . 1.65 

618 . 

. 4.75 

218 . 

. . . 1.90 




Hand or 

Nail 


Daisy. 

.05 

Windsor . 



Horse 


Collie . 

... .85 

Shoo Fly . 

.40 

Hound . 

... .50 

Wolf . 

.60 

Mastiff . 

.60 

72 . 

.30 

Pointer .. 

... .40 

73 . 

.50 

Spaniel . 

... .35 

73 P . 


St. Bernard. 

. . . 1.00 

800 . 

.60 


Kalsomine 


240 . 

_ 4.75 

310 . 

. 1.50 


Marking 


1 . 

.10 

4 . 

.15 

2 . 

.10 

5 . 

.15 

3 . 

.10 

6 . 

.15 


Paint 


151, 2* . 

... .25 

159, 3V6 . 

.80 

151, 3 . 

. . . .35 

159, 4 . 

.1.00 

151, 3V6 . 

... .45 

165, 3 . 

.90 

151, 4 . 

.60 

165, 3 V6 . 

. 1.25 

155, 3 . 

.40 

165, 4 . 

. 1.50 

155, 3* . 

... .60 

165; 4 Vz . 

. 1.75 

155, 4 . 

... .80 

228, 3V4 . 

. 1.35 

155, 4* . 

... .90 

228, 4 " . 

. 1.75 

159, 2V6 . 

... .50 

228, 4V4 . 

.2.25 

159, 3 . 

... .60 




Roofing 


401 . 

_ 1.25 

404 . 

. 1.50 


Sash 


20, 2 . 

.15 

20, 6 . 


20, 4 . 

.15 

20, 8 . 

.25 


Scrub 


Alligator . 

.35 

Monitor . 


Bird. 

.10 

Mouse . 


Boston . 

.25 

Rat . 

.20 

Cat . 

.25 

601 . 

. 20 

Cruiser . 

.25 

510 . 

. J2S 

Duck . 

. 20 

512 . 

. 20 

Gem . 

.15 

601 . 

.25 

Goose . 

.25 

604 . 

. 50 

Hub . 

.30 




00 

2 

14 

21 


Magic 

Owl 


124 

125 

126 
221 
222 
250 
252 
260 
275 
310 


408, 4 . 

408, 6 . 

00 . 

3 . 

7 . 

1510, Squeegee 


Shoe 


.20 

22 


.15 

38 


.30 

214 


.20 

608 


Sink 


.15 

1 Pot 

(C 

.15 



Shaving 


.60 

349 


.75 

350 


.85 

357 


1.00 

371 


1.45 

491 


.40 

492 


3.00 

493 


2.00 

500 


.25 

2731 


.35 

6870 


Stencil 


.20 

408, 

8 

.25 

408, 

10 


Window 

.75 1512, Squeegee 

.60 1514, Squeegee 

.85 1516, Squeegee 

.30 


85 

.85 

.75 

.50 

.05 


.85 

.85 

.90 

1.00 

.75 

.85 

1.15 

.45 

.85 

.75 


.40 

.50 


.85 

.40 

.75 


BUCKETS— 


Common Galv. 

Each 

8 . 

. ..$ .40 

10 . 

.. . .50 

12 . 

. .. .60 

14 . 

... .65 

16 . 

... .75 

Gnrbags Galv. 

Each 

00 . 

...$1.60 

02 . 

... 1.85 

08 . 

... 2.25 


Stock- 

14 .. 

16 . 

18. 

Each 

. 1.15 

20 . 

. 1.25 

Well Galv. 

Eaoh 

10 Qt. 


12 Qt. 

.1.00 

Wood— 

Each 

Short ear. 


Strap car. 



CANS—Garbage—15, $3.50; 16, $4.00; 18. $4.50; 20, $5.00. 
Oil. Galr., cite 1 Gal., each, 50c; else 2 Gal., 85c; 6 Gal. 
with faucet, $1.50; 5 Gal. with epout, $1.25. 


CANTHOOKS—Maple Handle 2%x4VA. each. $2.85. 


CAP8—Roofing. Per lb., 20c. 
CARBORUNDUM—Grain, per lb., bulk, 50c. 
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CATCHES— 

No. or Brand 

024 . 

329, R, EA, E. 

4002, R. EA, HA.... 
4002, SR, SHA, KF, E 
4112, R* EA, HA. 


Cupboard 

Each No. or Brand 

$ .10 4112, 8R» SHA, KF, E 

.05 8002, EA, SHA, E... 

.10 9400, R> EA. 

.10 9400, SHA, E. 

.10 


Elbow 


10 .05 15 

12 .10 18 


Each 

.10 

.25 

.05 

.05 


.15 

.05 


85 F 
11 F 


Forgs 

.05 12 F 

.10 


.20 


French Window 


2103 .10 4102, SR» SHA, KF, E .15 

4102, R, EA, HA.15 


Friction Cabinet 


01820%, EA 

21 . 

J 25 . 


1 . 

3278% . 

4433, R EA, KF. 

4438, SHA, E. 

4488%, R, EA, KF. . . 

4438%. SHA, E. 

4433%, R, EA. 

4488%, SHA, KF.... 

4442, k EA. 

4442, SHA, KF, E_ 

4442%, R» EA. 


.15 01820%, SHA, E.20 

Screen 

.20 • R 25 .20 

.20 E 25 .25 

Show Case 

.25 24 .45 

Transom 

.85 4442%, SH, KF,.E. . . .25 

.25 4633, R, EA.50 

.25 4633, SHA, KF, E.60 

.25 8433, EA .75 

.25 8433, E.75 

.25 8433%, EA.75 

.80 8433%, SHA, E.75 

.25 8442%, EA.65 

.25 8442%, SHA, E.65 

.25 


CHAINS— Tire—Weeds* 


Size 

Pair 

2%x28 . 


2%x30 . 

. 3.75 

8 

x28 . 


3 

x30 . 


3 

x82 . 

. 5.00 

3 

x84 . 


8 

x86 . 

. 6.00 

8%x28 . 


8 %x80 ..... 


8 %x82 . 


3 %x34 . 


8%x86 . 

. 6.50 


x30 . 

. 5.50 


xSl . 



x82 . 

. 6.00 


x33 . 



x34 . 

. 7.00 


x35 . 

. 7.50 


x86 . 

. 7.50 


x37 . 

. 8.00 


x40 . 

.10.00 


Size 

Pair 

4%x30 . 


4 % x32 . 

.:. 7.00 

4 %x33 . 

. 7.50 

4 % x34 . 


4%x35 . 

. 8.00 

4%x86 . 

. 8.50 

4 %x37 . 

. 8.75 

4 % x38 . 


. 


5 x34 . 


5 x35 . 


5 x36 . 


5 x37 . 

. 9.75 

5 x38 . 

.10.50 

5 x39 . 


5 x40 . 


5 %x36 . 

.12.00 

5 % x37 . 

.13.00 

5 %x38 . 

.14.00 

6 x38 . 

.14.00 

6 x40 . 



CHAIN—Germain Straight Link (coil)— 

6-0, 15c ft.; 5-0, 12%c ft.; 4-0, 10c ft.; 3-0, 8c ft.; 2-0, 
7%c ft.; 0, 7c ft.; 1, 6c ft.; 2, 5c ft. 

Norway Straight Link (coil)—%, 20c lb.; %, 20c lb.; %, 
18c lb. 

Passing Link (coil)—4-0. 12c ft., 3-0, 11c lb.; 2-0, 10c lb. 

Proof Straight Link (coil)—3-16 black, 25c lb.; %, 22c 
lb.; 5-16. 20c lb.; %, 20c lb.; 7-16, 18c lb.; %, 16c 
lb.; %, 15c lb.; %, 15c lb. 

Proof Twisted Link (coil)—3-16 black, 25c lb.; %, 22c 
lb.; 5-16, 20c lb.; %, 20c lb.; 7-16, 18c lb. 

B.B. Proof Straight Link (coil)—5-16, 25c lb.; %, 22c 
lb.; %. 20c lb.; %, 18c lb.; %, 18c lb. 

Twisted Machine Coppered (coil)—4-0, 16c ft.; 3-0, 15c 
ft.; 2-0, 15c ft.; 0, 14c ft. 

Jack—20 Iron, 10c yd.; 18 Iron, 10c yd.; 16 Iron, 10c 
yd.; 14 Iron, 10c vd.; 12 Iron, 10c yd.; 10 Iron, 12*c 
yd.; 8 Iron, 15c yd.; 120 brass, 10c yd.; 118 brass, 15c 
yd.; 116 brass, 15c yd.; 114 brass, 20c yd.; 113 brass, 
25c yd.; 112 brass, 30c yd.; 110 brass, 45c yd. 

Safety Brass and Nickel Plated—00 ft N00, 20c yd.; 0-N0, 
25c yd.; 1-N1, 30c yd.; 2-N2, 35c yd; 3, 40c yd. 

Sash—01 Copper Plated, 3c ft.; 02 Copper Plated. 4c ft.; 
XXXX Copper Plated, 20c ft.; 02P Steel Plain, 2%c ft.; 
10 Cable, 25c ft.; 56 Universal, 5c ft. 

Sash Chain Fasteners—12, Set U,, 15c set; 100, Set CB, 
25c set. 


CHALK—Carpenters, per piece, 2%c. School Crayon, per 
gross 50c; 6 for 5c. 

CHALK LINE—Yellow, per 100* ft. hank, 15e. Braided 
White, 20-ft. hanks, sise 120, each 5e; sise 220, 5c* size 
820, 5c. 50-ft. bar-, size 150, each lOe; aize 250, each 

10c; size 850, each 10c. 

CHECKS—Door—All Makes. Liquid Checks—All, $4.25; 
B-12, $5.50; C-13. $6.30; D-14, $7.85; E-15, $10.50. For 
hold open arm. ndd 75c each. 

CHISELS (CARPENTERS)—Buck Bros.. Socket Firmer, No. 
33, %-lnch plain, 55c each; %-inch, 60c each; %-inch, 65c 
each; %-inch, 70c each; %-inch. 75c each; %-inch, 80c 
each; %-inch, 85c each; 1-inch. 90c each; 1 %-inch, $1.00 
each; 1 %-inch, $1.15 each; 1 %-inch, $1.25 each; 2-inch, 


$1.35 each. No. 36, %-inch beveled, 75c each; %-inch, 75c 
each; %-inch, 80c each; %-inch, 85c each; %-inch, 90c 
each; %-inch, 95c each; %-inch. $1.00 each; 1-inch. $1.10 
each; 1%-incn. $1.20 each; 1%-mch, $1.35 each; l%*ineh. 
$1.50 each; 2-inch, $1.75 fach. 

Buck Bros., Socket Framing, No. 56, %-inch, 80c each; %• 
inch, 85c each; %-inch, 90c each; %-inch, 95c each; %• 
inch, $1.00 each; %-inch, $1.05 each; 1-inch. $1.10 each; 
1 %-inch, $1.25 each; 1 %-inch, $1.40 each; 1 %-inch, $1.50 
each; 2-mch, $1.65 each. 

Buck Bros., Tanged Butt, No. 4, 1 %-inch, $1.25 each; 1%- 
inch, $1.30 each; 1%-incn, $1.75 each; 2-inch, $1.90 each. 
Buck Bros., Tanged Turning, No. 21, %-inch, 45c each; %- 
inch, 50c each; %-inch, 55c each: %-inch, 60c each; %- 
inch, 70c each; %-inch, 75c each; %-inch, 80c each; 1-inch, 
90c each; 1 %-inch, $1.00 each; 1 %-inch, $1.80 each; 1%- 
inch, $1.60 each; 2-inch, $1.80 each. 

Everlasting, Pocket, No. 40E, %-inch, 80c each; %-inch, 85c 
each; %-inch, 90c each; %-inch, 95c each; %-inch, 95c 
each; %-inch, $1.00 each; %-inch, $1.10 each; 1-inch, $1.15 
each; 1 %-inch. $1.20 each; 1 %-inch, $1.80 each; 1 %-inch, 
$1.40 each; 2-inch, $1.60 each. 

Cape, No. 150 (50), %-inch. 25c each: 8-16 inch, 25c each; 
%-inch, 35c each; 5-16 inch, 85c each; %-inch, 35c each; 
%-inch, 40c each; %-inch, 40c each; %-inch, 50c each. 
Diamond Point, No. 55 (15$), %-inch, 35e each; 5-16 inch, 
35c each; %-inch, 40c each; %-inch, 50c each. 

Regular or Common Taper, No. 40, %-inch, 10c each; 5-16 
inch, 10c each; %-inch, 15c each; %-inch, 15c each; %-inch, 
20c each; %-inch, 30c each; %-inch, 40c each; 1-incn, 50c 
each. 

Chrome Nickel Black, No. 46 H (145), %-inch, 15c each; 

5-16 inch, 20c each; %-inch, 20c each; %-inch, 25c each; 

%-inch, 30c each; %-inch, 40c each; %-inch, 55c each; 1- 
inch, 70c each. 

Chrome Nickel Polished, No. 56 H (607), %-inch, 20c each; 

5-16 inch, 20c each; %-inch, 25c each; %-inch, 30c each; 


%-inch, 40c each; 
inch, 85c each. 

%-inch, 

50c each; %-inch, 65c 

each; 1- 

CHOPPERS—Meat and Food- 
Universal— 

0 .$1.50 

1 .. 1 Aft 

Enterprise— 

10 . 

...$2.50 
... 4.25 

2 . 

... 2.25 

501 . 

•.. 1.25 

8 . 

... 8.00 

602 . 

... 1.50 


CHURNS—Barrel, No. 0, $5.40 each; 1, $6.10 each; 2, $6.85 
each; 3, $7.65 each; 4, $9.80 each; 5, $11.50 each. 

Glass, Dazey (Churns), No. 10, $1.50; 20, $2.00; 30, $2.35; 
40, $3.20. Glass, Dazey (Jars), No. 10, 45c; 20, 80c; 80, 
$1.05; 40 r $1.30. 

Tin, without Dasher, 1%-gallon, $1.50 each; 2-gallon, $1.56 
each; 3-gallon, $1.60 each; 4-gallon, $1.75 each; 5-gallon, 
$1.85 each. 

Dashers Only, No. 40, 15c each. 


CLAMPS—Carriage Makers, No. 12 (plain), 45c each; 13. 50c 
each; 14, 50c each; 15, 75c each; 16, 95c each; 17, $1.30 
each; 18, $1.55 each; 20, $2.10 each; 22, $2.45 each; 60 
(Adj.), 75c each; 61, $1.00 each; 62, $1.65 each; 63, $2.00 
each; 64, $2.65 each; 65, $3.50 each. 

Quilt Frame, No. 1, 10c each; 3, 15c each; 32, 10c each; 
33, 15c each. 


CLEANERS—Window- 

Rubber— Wood Floor— 

10-inch ...$ .25 16-inch ...$ .40 14-inch .. .$ .40 
12-inch ... .80 18-inch ... .45 16-inch ... .50 
14-inch ... .35 


CLEVISES—Malleable, 15c lb. 


CLIPS—Wire Rope 
%, 15c; %, 20c; 
CLIPPERS—Bolt- 
New Easy— 

No. 0 . 

No. 1 . 

No. 2 . 

No. 8 . 

O. K.— 

10-inch . 

14-inch . 


“Bulldog**—8-16 to % inc., each 16c; 
%, 80c; %. 85c; 1-in^ 45c. 


$3.50 

4.50 

6.25 

8.00 


Extra Cutters 


No. 0.:. .$2.00 

No. 1. 9.85 

No. 2. h.Oo 

No. 8. 8.75 


1.50 

1.75 


CLOCKS (ALARM)—Ace. $2.50 each; America, $1.25; Auto¬ 
matic, $3.95; Bingo, $2.50; Brownie, $2.45; Circle, $2.25; 
Columbia, $3.00; Ideal, $2.25; Indian, $1.35; Iron Clad. 
$2.25; Lookout, $1.60; Prompter, $2.75; Simplex, $3.95: 
Sleepmeter 2, $1.85: Sleepmeter 3, $2.50; Startle, $1.65; 
Tattoo, Jr., $2.25; Tattoo Int., $2.50. 

CLOTH—Emery, Nos. 00 to 2%, 10c straight; No. 8, 15c, 
2 for 25c. Carborundum or Aloxite—Nos. FF-90, 10c 
straight. 


CLOTH, WIRE—Screen, 12 M, black, 3%c sq. ft.- 16 M, 
black, 5c sq. ft.; 14 M, bronze, 15c sq. ft.; 14 M, galvanised, 
4%c sq. ft.; 16 M, galvanized, 5c sq. ft.; 14 M, Opal, 5c 


sq. iv., 10 in, uc sq. n. 

COAL—Blacksmith— 

Catch weight sacks, per 100 lbs.$1.85 

Per 125-lb. sack . 2.$5 


COAL CHUTES—Hercules— 


No. 1, 16x18.$18.00 

No. 2, 18x20 . 15.00 

No. 8, 20x24 . 20.00 

No. 4, 16x18 -.'. 11.00 


No. 5, 20x24 .$17.50 

No. 6, 16x18 . 14.50 

No. 7, 20x24 . 17.50 

No. 8, 18x24 . 28.00 
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COLORS—Dry— Lb. 


Lb. 

Lamp Black.$ .25 

Van Dyke . 

.18 

Irory Drop Black ... 
Prussian Blue. 

.25 

Chrome Green. 

$ .25 

.66 

Chrome Yellow .... 

.25 

Ultra Blue. 

.50 

Ochre Golden. 

.10 

Umber Raw. 

.15 

Ochre Yellow . 

.04 

Umber Burnt. 

.15 

Venetian . 

.04 

Sienna Raw - - - - T - r T 

.16 

Indian Red. 

.15 

Sienna Burnt . 

COLORS—In Oil— 

.15 

Red—Amer Verm, lb 

.60 

Black—Eng Coach lb.$ 

.50 

Eng. Verm. %-lb... 

1.40 

Irory Drop, lb. 

.40 

Eng. Verm. 1-lb.... 

2.80 

Lamp, lb. 

.45 

Tuscan . 

.45 

Rtoe--Prussian % lb. 

.40 

Indian . 

.80 

% lb... 

.65 

Venetian .. 

.26 

1 lb. 

1.25 

Rose Pink. 

.60 

Ultrum % lb. 

.20 

Rose Lake . 

1.05 

% lb. 

.85 

Dutch Pink... 

.75 

1 lb. 

.60 

Carmine . 

1.40 

Cobalt 1 lb. 

.80 

Turkey . 

1*70 

Brown—RAB 8ienna 1 

.40 

Para . 

1.80 

Umber 1 lb. 

.40 

Yellow—Chrome lb. 

.50 

Van Dyke 1 lb. 

.50 

Ochre—Golden lb.. 

.85 

Green—Chroma 1 lb.. 

.40 

Yellow. 1 lb. 

J 5 

COPPERr—Sheet. 75c lb. 





CORD (SASH)—Samson Spot (hanks). No. 6 8, $1.45 hank; 
7 8, $1.95 hank; 8 S, 8 6C, $2.45 hank; 10 S. 10 SC, $3.85 
hank; 12 8, 12 SC, $5.35 hank; WP 12 SC * coils), $1.00 lb. 
Phoenix (eoils only), 8 0, 7 0, 8 C, 10 C, 12 C, 14C, 16 C, 
WP 8 C. 75c lb. 

Union (hanks). No. 6, $1.10 hank; 7, $1.35 hank; 8, $1.80 
hank; 10, $2.95 hank; 12, $3.95 hank. 

COTTERS—Hammer Lock or Regular Spring. 

1*16, 5-64, 8-32 in. % in. 5 32 in. 


Length— 100 1000 100 1000 100 1000 

%-inch.$ .20 $1.25 $ .30 $2.00 $ .35 $2.40 

\ -inch.25 1.40 .30 2.00 .40 3.00 

1 -inch.25 1.65 .35 2.25 .45 3.25 

1 >4-inch.25 1.80 .40 2.55 .50 8.50 

1 % *inch.30 2.05 .45 2.85 .60 4.00 

2 -inch.35 2.50 .50 3.40 .70 4.75 

3-16 in. % in. 5-16 in. 

%-inch. $ .50 $3.75 . 

1 -inch.60 4.25 $1.00 $6.75 $1.75 $11.00 

1 % -inch.70 5.00 1.10 8.00 2.00 14.50 

1%-inch.80 5.50 1.25 9.00 2.00 14.50 

1 \ -inch.90 6.00 1.50 10.00 2.25 16.00 

2 -inch. 1.00 6.75 1.75 11.50 2.50 17.50 

2 % -inch. 1.10 7.75 2.00 14.00 3.00 20.00 



Blacksmiths' 

Round Shank 


C 116 .... 


0 120 . 

Open 

M 110 ... . 


M 112 . 

Open 

M 418 .... 


M 412. 

Open 

S 110 . . . . 


8 111 . 

Open 


Square Ratchet Shank 


cm .... 


M 400 . 

Open 

M 109 E... 


S 104 A. 

Open 


Straight Shank 


C 108 . .. 


0 109 . 

Open 

M 105 ... , 


M 106. 

Open 

M 330 ... 


M 332 . 

Open 

8 105 . . . 


6’ 106 . 


C 108 A. . 


C 110 . 

Open 

M 107 ... 


M 104. 

Open 

M 340 ... 


M 314. 

Open 

8 107 . . . 


8 104 B. 

Open 


Taper Shank 


C 106 . . .. 


M 302 . 

Open 

M 102 ... . 


8 104 . 

Open 


Bits, Wood (Syracuse Pattern) 


C 114 A. S 109 A— 

C 114 A. 8 109 A— 


2 .... 

.25 

12 . 

.50 

3 .... 

.25 

13 . 

.50 

4 .... 

.25 

14 . 

.55 

5 .... 

.25 

15 . 

.55 

6 .... 

.30 

16 . 

.65 

7 .... 

.30 

17 . 

.70 

8 .... 

.35 

18 . 

.75 

9 .... 

.45 

19 . 

.80 

10 .... 

.45 

20 . 

.85 

11 .... 

.50 

24 . 

1.15 


Bit 

Stock 


C 114, M 

109 or M 

C 114, M 109 or M 


390, and 

S 108— 

390, and 8 108— 


1-16 

.20 

15-82 . 

.80 

8-32 .. . 

.20 

% ... 

.90 

% ... 

.25 

17-82 . 

1.10 

5-32 .. . 

.30 

9-16 . 

1.20 

8-16 

.35 

19-32 . 

1.25 

7-32 

.35 

% . 

1.85 

% 

.40 

11-16 . 

1.40 

9-32 .. . 

.60 

13-16 . 

1.80 

5-16 . 

.60 

% . 

1.85 

1 1-32 

.60 

% . 

1.85 

% 

.70 

• 15-16 . 

2.25 

13-32 .. 

.80 

1 . 

2.45 

7-16 ... 

.75 




CRAYON — Lumber, 10c; Soapstone, 5c. 

CUTTERS—Pipe—Barnes. No. 1, $2.95 each; No. 2, $3.90; 
No. 8. $6.50; No. 4, $18.00; No. 5, $19.50; No. 6, $26.00. 
8annders—No. 1. $2.25; No. 2, $8.25; No. 8, $8.00; No. 4. 
$12.60. 

DAMPER8 —Store Pipe— 8, 15c; 4, 20c; 5, 20c; 6, 25c; 7, 
80c; 8, 40c; 9, 50c; 10, 60e. 

DIVIDERS—Wing, No. 35, 6-inch, 35c pair; 8-inch, 35c pair; 
10-inch. 50c pair; 12-inch, 75c pair. 

Wing Extension, No. 9, 6-inch, 90c pair; 8-inch, $1.00 pair; 
10-inch, $1.10 pair. 


DOLLIES—Timber- 


No. 649, 

6-inch .$7.50 

No. 650, 8-ineh ... 

.$10.50 

DOORS—Screen. 

Common, %-inch, 2-6x6-6 . . 
Common, % -inch, 2 8x6-8 .. 
Common, 1%-incn, 2-6x6-6 . 
Common, 1%-inch, 2-8x6-8 . 
Common, 1%-inch, 2-10x6-10 


. .$2.15 
. . 2.85 
.. 2.50 
.. 2.65 
.. 2.85 
. . 8.25 

DOORS—Ash Pit. 

8x8, each.$1.40 

8x10.1.50 

10x12 1.80 

12x15 . 

Ash Traps— 

7x9 . 

.. 8.50 

.. .55 

DRILLS— 

Millers Falls (Breast) 


No. 

10 .... 
11 ... 

Each. 

.$ 6.25 

. 5.75 

No. 

029 . 

87 . 

Each. 

$ 5.00 
9.75 

12 

. 5.25 

97 . 

10.50 

13 .... 

. fi 75 

118 . 

6.00 


Yankee 


555 . .. 

7 50 

1555 . 

7.50 


Millers Falls (Hand) 


1 

2 85 

5 . 

3.00 

2 

. 4.00 

981 . 

5.15 

4 . 

. 1.00 




Yankee 


1530 

a 75 

1545 . 

7.25 


Yankee Automatic 


41 .... 

. 2.00 

44 . 

2.35 

42 

. 1.65 

50 . 

3.35 

C 114 E, 

Bell Hangers’ 

6* 109 B. . . Open 

or Electricians 

C 114 F (Fish Wire) 

Open 


Bit Stock 

C 114 . M 390 

M 109 . S 108 


Straight Shank Jobbers 


C 108, M 105 or M C 108, M 105 or M 


330, 8 105— 

1-32 . 

.15 

330, S 105— 

7-32 . 

.25 

3-64 . 

.15 

15-64 . 

.25 

1-16 . 

.15 

% . 

.25 

5-64 . 

.15 

9-32 . 

.30 

3-32 . 

.15 

5-16 . 

.35 

7-64 . 

.15 

11-82 . 

.40 

U . 

.15 

% . 

.45 

9-64 . 

.15 

13-32 . 

.60 

5-32 . 

.15 

7-16 . 

.65 

11-64 . 

.20 

15-32 . 

.75 

a-ifl . 

.20 

. 

.85 

3-64 .20 

Straight Shank, Wire Gauge 


C 108 A, M 107 or 

M 340, 8 107— 

1 to 5. 

.25 

C 108 A, M 107 or 
M 340, S 107— 

36 to 40. 

.15 

6 to 10. 

.25 

41 to 45. 

.15 

11 to 15. 

.20 

46 to 50. 

.15 

16 to 20. 

.20 

51 to 55. 

.15 

21 to 25. 

.15 

56 to 60. 

.15 

26 to 30. 

.15 

61 to 80. 

.15 

31 to 35. 

ELBOW 8—Conductor— 

PI. Rd. 

.15 

2$ 

Cor. Rd. 

Adj. 

2-inch.$ .85 

xl% 1%-inch... 

.$ .25 

3-inch.50 

8%x2% finch . 

. .20 

4-inch.60 


8-inch . 

. .25 

Corrugated—Conductor 
2-inch.$ 

.25 

Shoes 

2-inch . 

.$ .25 

8*inch. 

.80 

8-inch . 

. .80 

4-inch. 

.45 

4-inch. 

. .45 

5-inch. 

.90 

5-inch. 

. .90 


ELBOWS—No. 3 Corg., 20c each; 4, 25c; 5, 25c; 6, 80c; 7, 
40c. No. 3 Adj. 4 Pc., 25c each; 4, 30c; 5, 30c; 6, 85c. 
3-inch Adj. Galrd., 35c each; 4-inch Galvd., 45c each. No. 
3 Corg. Jap., 35c each; 4, Corg. Jap., 45c. 

EMERY.—Grain- 

No. 60, per lb.$ .25 Flour Emery— 

No. 70, per lb.25 Per lb.25 

No. 80, per lb.25 8tones—(See Stones) 

No. 90, per lb.25 Cloth—(See Cloth) 

No. 100, per lb.25 Wheels—(See Wheels) 

No. 120, per lb.25 

FASTENERS (SASH)—Bronze, 582 EA, SHA, SHB, E, 85c 
each; 815 EA, 30c; 815 SHA, E. 35c; 1831% EA. SHA, E, 
95c. Cast Iron and Steel, 324, 10c each; 324 R, EA, E, 15c ; 
500 R, EA, KF, E, 15c; 542 R, EA, SR, SHA, KF, E, SHB, 
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RETAIL 8BLX3NO PRICE—Continued. 


FASTENERS—Continued. 

10c; 800 R, EA, SHA, KF, E, 10c; 1831% F, 95c; 33131 R, 
EA, 15c; 33131 KF, SHA, E, 20c. 

FAUCETS— Cork Lined— 8-inch each.$ .20 

7-inch each.....$’ .15 9-inch each.25 

FELT—Deadening, Size Roll, %-lb., $8.00; 1-lb., $4.00; 1%* 
lb., $6.00. Tarred, 250-ft. roll, $1.85 each; 500-ft. roll, 
$2.60 each. 

FIGURES AND LETTERS (8TEEL) — 

Figures Letters 




Set 

Each 



Set 

Each 

% 

inch. . 

. .$ .65 

$ .15 

% 

inch. . 

. .$1.90 

$ .15 

3-16 

inch. . 

. . .85 

.15 

3-16 

inch. . 

. . 2.60 

.15 

% 

inch. . 

. . 1.00 

.15 

% 

inch. . 

. . 3.25 

.15 

5-16 

inch. . 

. . 1.75 

.35 

5-16 

inch. . 

. . 4.90 

.35 

% 

inch. . 

. . 2 50 

.45 

% 

inch. . 

. . 7.00 

.45 

% 

inch. . 

. . 4.25 

.75 

% 

inch. . 

. .12.75 

.65 

% 

inch. . 

. .14.00 

1.65 





% 

inch. . 

. .20.00 

2.60 






FILE8—Band saw, 4 inches long, 15c each; 6, 20c; 8, 35c; 
10. 45c. Knife, 3^-4%, 30c; 4. 30c; 5, 35c; 6. 40c; 8, 
50c; 10, 60c. Regular taper, 3%-4%, 15c; 4, 15c; 4*4, 
15c 5, 15c; 5%, 20c; 6, 20c; 8, 30c; 10, 50c. Slim taper, 
3%-4%, 15c; 4, 15c; 4%, 15c; 5, 15c; 5*4, 20c; 6, 20c; 
8, 30c; 10, 40c. Warding, 3%-4%, 25c; 4, 25c; 5, 25c; 
6, 30c; 8, 40c. Flat bastard, 3-4, 20c; 5, 20c; 6, 25c; 8, 
30c; 10, 40c; 12, 40c; 14, 75c; 16, $1.20. Half 

round bastard, 3-4, 25c; 5, 25c; 6, 30c; 8, 85c; 10, 50c; 

12, 75c; 14. 85c; 16, $1.15. Mill bastard, 3-4, 15c; 5, 15c; 

6, 20c; 8, 25c; 10, 30c; 12, 35c; 14, 60c; 16, 80c. Round 
bastard, 3-4, 15c; 5, 15c; 6, 20c; 8, 25c; 10, 35c; 12, 40c; 
14, 60c; 16, 80c. Square bastard, 3-4, 20c; 5, 25c; 6, 25c; 
8, 30c; 10, 45c; 12, 60c; 14, 80c; 16, $1.00. 

FIXTURES—Grindstone—Auto: 01, $1.50; 02, $2.50. Com¬ 
mon: 15, 75c; 17, 85c; 19, $1.00; 21, $1.25. Am. 

Heavy: 17, $1.00. Extra Shafts, 15-inch, 25e; 17-inch 

85c. Extra Cranks, 25c. 

FLASHLIGHTS— Ever-ready—Complete 

No. 6961 each.$ .75 No. 2619 each.1.70 

No. 6962 each. 1.00 No. 2616 each. 1.50 

No. 1991 each. 1.26 No. 2680 each. 1.25 

No. 2604 each. 1.20 No. 2688 each.2.40 

No. 2681 each. 1.60 No. 2684 each.. 2.00 

No. 2682 each.1.76 No. 2659 each. 8.00 


Kwik-lite Flashlights, Complete with Battery— 


Fibre Tubulars 6241 Reg. 2-cell.... 1.50 

No. Bach 6843 Reg. 8-cell. 1.75 

5220 Baby 2-cell_$1.00 6249 Miners’ 2-cell.. 2.00 

5221 Reg. 2-cell. 1.20 6351 Miners' 8-cell..2.40 

5823 Reg. 8*cell.1.40 Metal Vest Pocket 

5229 Miners' 2-cell.. 1.60 8475 2-cell (Vest)... 1.00 

5881 Miners' 8-cell.. 1.70 8577 8-cell (Vest)... 1.20 

Metal Tnbnlars 8579 8-cell (Coat)... 1.70 

6240 Baby 2-cell.... 1.25 

Kwik-lite Seamless Cell Flashlight Batteries— 

No. 1203 2-cell Baby Tubular.$ .30 

No. 1202 2-cell Reg. Tubular. 80 

No. 1301 8-cell Reg. Tubular. .40 

No. 1204 2*cell Penlite.25 

No. 1206 2-cell Vest Pocket.30 

No. 1207 2-cell Vest Pocket.80 

No. 1808 3-cell Vest Pocket.85 

No. 1309 8-cell Coat Pocket.35 

FLATTERS—Blacksmith—2-in., $1.25; 2 ft-in., $1.65; 8-in., 
$2.00; 8%-in., $3.00. 

FORGES—Ko. 150 Chicago. $11.25; No. 151 Chicago, $12.75. 
FREEZERS— Arctic 


1 . 

2 ..._ 

. 2.75 

o . 

8 . 

. 6.50 

3 . 

. 3.35 

30 (Toy) .... 

. 1.95 

4 . 

. 4.00 




White Mountain 



. . . . 2.85 

18 . 

. 7.30 

12 . 

.. 3.50 

20 . 

.10.25 

13 .. 

. 4.20 

22 . 

.13.00 

14 

.5.00 

24 . 

.15.00 

16 . 

. 6.40 

26 . 

.20.00 


FROES—Special—Each. 12-in., $1.65: 14-ln., $1.75; 16-ln^ 
$2.00. Common—Each, 12-in., $1.25; 14-in., $1.85; 16-in., 
$1.50. 

FURNACES—(See Pots) 

GALVANIZED WARE—Tubs, Wash—No. 0. $1.10 each; 1, 
$1.25; 2, $1.50; 3, $1.75; 10, $2.00; 20, $2.40; 30, $2.60; 
410b', $2.00; 420S, $2.40; 4308, $2.60. 

GARBAGE CANS—(See Cans) 

GATES—Molasses— Stebbina Perf. 

2 .$ .45 % $ .90 


GAUGES—Butt- 

No. 98.$1.15 

No. 94. 1.85 


Stebbina 
.45 % 

.50 1 

.60 1 # 

.65 1 % 

.75 2 


Perf. 

$ .90 
1.00 
1.25 
1.40 
1.85 


No. 95. 1.25 

No. 95%. 1.00 


Marking 


No. 90. 

.. . .50 

No. 61. 

. .15 

No. 91.•.... 

.. - .90 

No. 64. 

. .85 

No. 92. 

1 . . 1.50 

No. 65. 

. .75 

No. 97. 

.75 

No. 77. 

. 1.00 

No. 98. 

. . . 1.00 

No 71. 

. .55 



GLASSES— 




Ground Level— 


Proved Level— 


1%. 

.$ .50 

1%. 

. . *. 10 

2. 

. .60 

2. 

.10 

2%. 

. .65 

2%. 

.15 

3. 

. .70 

3. 

. . .15 

3%. 

. .76 

3%. 

.20 

Gauge Glasses 40% 

off list. 




GLOBES, LANTERN—Cold Blast—No. Gem, 20c each; Pony, 
30c; 2 Plain, 20c; 2 Bullseye, 35c; 2 Ruby, 40c. 

Railroad—No. 39 Clear, 15 each; 39 Green or Red, 30c. 
Tubular—Cadet, 10c each; Fig. Plain, 20c; 3-0 Ruby, 40c; 
4-0 Bullseye, 35c; 5-0 Wizard, 20c; 6-0, 20c each 


GLUE—Dry—AAA, 

60c 

lb.; 

B, 55c 

lb.; 

CX, 

45c lb 

D, 

35c lb.; GX, 50c 

lb.; 

LXX, 

45c lb. 






Liquid 





Imperial— 1 oz. 

% pt. 

% pt. % pt. 

1 pt. 

1 qt. % sal. 

List.Doz. 

1.06 

1.80 

2.80 

4.50 

7.00 

11.25 

21.00 

Sug. Ret.. Each 

.10 

.20 

.25 

.40 

.65 

1.00 

1.75 

Le Pages— 

1 oz. 

2 oz. 

% pt. % pt. 

% pt. 

1 pt. 

1 qt. 

List.Doz. 

1.60 

1.65 

1.80 

2.80 

4.50 

7.00 

11.25 

Sug. Ret..Each 

.15 

.15 

.20 

.25 

.40 

.65 

1.00 


GRAPHITE—Flake, per lb., 75c. 

GRINDERS—Carborundum, No. A, $2.85 each; B, $3.50; C, 
$5.25; D, $5.75; 1, $3.75; 2. $5.00; 3, $7.00; 4, $9.50; 10, 
$7.25; 12, $11.25; 018, $14.50; 62, $12.50; 63, $14.75. 
GRINDSTONES—Family, No. 020, 7-inch, $2.00 each; 8-inch. 
$2.50; 10-^nch, $2.85; 12-inch, $3.25. Loose, 15 to 40 lbs., 
$5.00 cwt.; 40 to 200, $4.75; over 200, $5.00. Mounted, 
No. 710, 1-inch $7.00 each, 2 $7.50, 3 $8.00; 04, $8.50; 
05, $7.00; 015, $12.50; 025, $9.00. Fixtures, 15-inch, $1.00 
Set; 17, $1.25; 19, $1.50. 

HACKSAWS—Hand, Star—Length 8-in., 10c each; 75c do*.; 
9-in., 10c each, 85c doz.; 10-in., 10c each, $1.00 doz.; 
11-in., 15c each; $1.15 doz.; 12-in., 15c each, $1.20 doz. 
Hand, Victor. All regular hand (including rail) blades—8-in., 
10c each, 85 doz.; 9-in., 10c each, $1.00 doz.; 10-in., 10c 
each, $1.15 doz.; 12-in., 15c each; $1.35 doz. 

HAMMERS—Maydole Carpenters Nail, No. 1, $1.20 each; 
1%, $1.20; 2, $1.00; 3, $1.00; 11, $1.20; 11%, $1.15; 12. 
$1.00, 12%, $1.00; 13, 90c: 14, 85c; 200, $1.50; 611%, 
$1.60; 710, $1.40; 711, $1.20; 711%, $1.15; 712, $1.00; 
811%, $1.25. Maydole Chipping, No. 100, $1.75 each; 
101, $1.60; 102, $1.40; 103, $1.25. Maydole Machinist 
Ball Pein, No. 375, $1.75 each; 376, $1.65; 377, $1.60; 
378, $1.50; 379, $1.40; 770, $1.75; 770%, $1.40; 771. 
$1.30; 772. $1.20: 773, $1.10; 774, $1.00; 775, 90c; 776, 
85c; 777, 80c; 778, 75c. 

HANDLES—Axe, Single Bit, No. 101, 60c each; 102, 60c; 
103, 50c; 201, 40c; 302, 45c; 401, 30c; 502, 35c; 602. 
30c; 505, Freighters, 45c; 506, Boys, 25c; 507, Boy 8cout, 
20c; 00, Hunters, 15c; 1, Hunters, 20c. 

Hammer, Adze Eye No. 11, 15c each; 13, 15c; 15, 15c; 19, 
15c each; 111L, 15c; 115L, 10c; 124L, 10c; Farriers No. 
23, 15c each; Machinist No. 25, 14, 16. 18, 20-inch, 15c 
each; Machinist No. 29, 16, 18-inch, 15c; Machinist No. 125, 


14, 16, 18-inch, 10c; 

Riveting 

No. 21, 12 and 13-inch, 

15c.’ 

HANDLES—Axe— 
Chisel— 

Leather Tip. 

.10 

Peavy— 

Hickory, 2%x4, each 

.75 

Peavey— 


Hickory 4%. 

.80 

Maple, 2%x4. 

.50 

Hickory 2%x4%_ 

.85 

Maple, 4%. 

.60 

Hickory, 5. T 

.90 

Maple, 2%x4%. 

.65 

Hickory 2%x4%_ 

1.00 

Maple, 5. 

.70 

Hickory, 5. 

1.05 

Maple,' 2 % x4 %. 

.70 

Hickory 8x5. 

L15 

Maple, 5. 

.75 

Plain Bent Hay— 

Maple, 8x5. 

.80 

4% foot. 

.55 

Pick—Drift 


5 foot. 

.60 

No. 1, each. 

.86 

Plain Manure— 

No. 2. each. 

.25 

4 foot. 

.50 

Hand Saw Handles— 

4% . 

.55 

Disston No. 7, each.. 

.85 

X Strap Header— 


Disston No. 8. 

.50 

4 foot . 

.75 

Disston No. 12. 

.65 

4% foot. 

.80 

Sledge— 


5 foot. 

.90 

Shaved, 80-inch, each. 

.85 

5% foot. 

1.00 

Oral, 80-inch. 

.25 

X Strap Manure— 

Saw—Cross Cut— 


4 foot. 

.80 

No. 112 Disston. 

$ .65 

4^foot. 

.85 

No. 113 Disston. 

.70 

No. 114 Disston. 

1.85 

Tvanhoe, 4% foot.... 

.50 

No. 120 Disston. 

1.50 

Mortar. 

.85 

Reversible Guard, 


X German, 4% ft.... 

.70 

Simonds . 

1.25 

Planter, 4% ft. 

.60 

No. 6 Simonds. 

1.00 

Rake— 


No. 24 Atkins. 

1.00 

X, 6 foot. 

.75 

Machine 


Long Shore! XX. 

.70 

Sizes 12-13-14. 

.15 

Long Spade XX. 

Long Maynard XX.. 

.65 

Hatchet— 


.70 

Sizes 18-14-15-16..., 

.16 

D Handles. 

.75 


Digitized by 


Google 
































































































































HARDWARE WORLD—PLUMBING AND HEATING. 


167 


BBTAIL BBLTJWO PBICE—Continued. 


HATCHETS—Box, No. USD 2, Underhill'., *2.15 «ch; 3010, 
Plumb’s. $2.15; 3011, Plumb’s. $2.50. 

Broad. No. TB 1, Plumb’s. $2 00 each; TB 2. Plumb’s, 
$2.10; TB 3. Plumb’s, $2.25; TB 4, Plumb’s. $2 35; TB 5. 
Plumb’s, $2.65; PTB 1, Philadelphia, $1.45; PTB 2, Phila¬ 
delphia, $1.50; PTB 3, Philadelphia, $1.60; PTB 4. Phila¬ 
delphia, $1.90; PTB 5, Philadelphia, $2.00; 640, Plumb’s, 
$1.75; 641, Plumb's, $2.00; 642, Plumb’s, $2.15; 643, 

Plumb s, $2.35; 644, Plumb's. $2.75; 2991, Plumb's, $1.65; 
2992, Plumb's, $1.75; 2993, Plumb's, $2 00; 2994, Plumb’s, 
$2.25; 2995, Plumb's, $2.50; 2996, Plumb’s, $2.85. 

Claw, No. TC 1, Plumb’s, $1.75 each; TO 2, Plumb’s, $2.00; 



Derrick—No. 582, Plumb's, $2.00 each. 

Flooring (Plumb s), No. 2985, $2.15 each; 2986, $2 25; 
2987, $2.50. ' 

Half (Plumb’s), No. TH 1, $1.75 each; TH 2. $2.00; TH 3 
$2.00; 600, $1.50; 601, $1.50; 602, $1.65; 2961 $150* 

2962, $1.50; 2963, $1.50. ’ 



2981, Plumb’s, $1.50; 2982, 


$2.25; 2980, Plumb’s, $1.50; 

Plumb's, $1.50. 

Shingling. No. PST 1, Philadelphia, $1.10 each* PTS 2 
Philadelphia, $1.15; PTS 3, Philadelphia, $1.25; TS l! 
Plumb’s, $1.75; TS 2, Plumb’s. $1.85; TS 3, Plumb’s, 
$1.85; 90, All Steel, 50c; 565, Plumb's, $2.40; 591 

Plumb’s, $1.50; 592, Plumb’s, $1.50; 593, Plumb s $150 : 
$1 5 50 Plamb *’ * 1 * 23: 2t, S 2 , Plumb's, $1.50; 2953, Plumb’s] 

Warehouse. No. 650 W, Plumb's, $2.00 each. 
***18^85^^^^—Cotton, No. 9, 45c each; 12, 60c; 15, 75c; 

Linen, No. 012, 55c each; 015, 65c; 018, 85c; 020 $1 00 

HINGES * BUTTS (8enwi Included)— 

No. 788. 


No. 900 

Lt. 

Strap 

Pr. 

Hinges. 

Daipr. 

8-inch 


$ .20 

9 1.76 

4-ineh 


.25 

2.10 

5-inch . 


, .80 

2.15 

6-inch . 

. •.. 

, .86 

2.90 

No. 985 

Oor. Strap Hcs. 
Pr. DaTPr. 

4-inch . 


$ 25 

$ 2.40 

5-inch . 


.86 

8.76 

6-inch . 


.40 

4.00 

8-inch . 


.60 

6.60 

10-inch . 


.90 

9.50 

12-inch . 


1.85 

18.00 

No. 904 

Lt. 

Too Hinges. 



Pr. 

Da. Pr. 

8-inch . 

„ # . . 

9 .15 

9 1.75 

4-inch . 

.... 

.20 

1.90 

5-inch . 

e • • « 

.20 

2.10 

6-inch . 

eels 

. .26 

2.40 


No. 987 Oor. Too Hinf 
Pr. 

4- inch .$ .85 

5- inch.40 

8-inch.60 

8-inch.75 

10-inch .1.90 

12-ineh . 1.75 

No. 888 ButU. 

„ , t Pr. Di. Pr. 

Ji-iaeh.$ .10 

}-iaeh.10 

-inch.10 

ltt-inch.10 

J*-inch.15 

Jinch.15 

JJ4*inch.15 

2%-inch.20 

J* inch.90 

Jineh.20 

8 H-inch.25 

No. 840. 

,,, Pr. Di. Pr. 

1%-mch ....$ .15 $1.45 

IVlneh.15 1.60 

J-Jnch.15 1.65 

JHneh.20 1.80 

JHnch.20 2.00 

3 tt -inch ... .20 2.10 

3 *»nch.25 2.20 

No. 781H. 

• */ .. Oont. Bot. 

JHxlH-in. ..$ .40 $ .45 

!??*in. .40 .45 

JH*8H-in. .. .40 .45 

in.50 .65 

*tt*4tt-in. .. .75 .85 

. .95 1.05 

5 Hx5H-in. .. 1.25 1.85 


Hinges. 

Ds. Pr. 
$ 8.00 
8.40 
6.00 
8.00 
12.75 
17.00 


$ .76 
.86 
.96 
1.05 
1.20 
1.80 
1.45 
1.60 
1.85 
2.15 
2.50 


2%x2K-lm. ..$ .40 
8x8-in..40 

3fex8tt*in. .. <40 

4x4-ln..60 

4%x4K-ln. .. .75 

5x5-in.1.00 

5ftx5tt-in. .. i.95 
6x6 in. . 1.40 

No. 241 FAD2. 
2ttx2%-in. ..9.40 

3x8-in..40 

3%x8K-in. .. .40 

4x4-ln.56 

4ttx4tt-in. .. .go 

5x5-ln.1.00 

6%x5tt-ln. .. 1.90 
6x6-in. . 1.60 

No. 241 SF 2. 

. Oont. Bet. 

2ttx2tt-in. ..$ .45 9 -50 

8x3-in.45 

8V4x8H-in. .. .50 

4x4-in.60 

4*x4tt-in. .. .85 

5x5-in.1.05 

5ttx5%-in. .. 1.85 
No. 241 HAN, 

Oont. 

2ttx2U-in. ..9 .50 

8x8-in.60 

3Hx3H-in. .. .50 

4x4-in..65 

4*x 4*.in. .. .90 

5x5-in.1.10 

5Hx5H*«n. .. 1.85 

6x6-in.1.60 1.75 

1475 FAD2 .20 2.20 

1475 8F2AN .25 2.80 

1474 FAD2, 1*6 .25 2.40 

No. 160 FAD2. 

Oont. Bot. 

2%-In.9 .40 $ .50 

8-in. .45 .56 

3*4 in..65 .65 

4-in.70 .80 

4H-in.95 1.06 

No. 160 N. 

Oont. Bot 

2*4-in.$ .46 $ .50 

8-in.50 .60 

8V4-in.60 .70 

4-in..65 .75 

4%-in.1.00 1.15 

No. 160 S F2. 

Oont. Bot. 

2*4-in. .9 45 $ .55 

8-in..55 .65 


$ .45 

.45 

.45 

.66 

.85 

1.10 

1.85 

1.60 

> .45 
.45 
.46 
.65 
.96 
1.20 
1.50 
1.65 


50 

.65 

.65 

.95 

1.15 

1.60 

Bot. 

.55 

.65 

.55 

.75 

1.00 

1.80 

1.50 


8 36-in..60 .70 

4-In..70 % .80 

4%-in..90 1.00 

No. 165 FAD2. 

Oont. Bot. 

ltt-in. .$ .85 $ .40 

2-in..40 .45 

2 *6-in.45 .60 

8-in..55 .65 

8 *6-in.66 .76 

4-in..80 .96 

4 *4-in. .1.20 1.86 

No. 166NASF2. 

Oont. Bot. 
ltt-in. .9 40 $ .46 

2- in..46 .60 

2 *4-in. .. . .60 .66 

3- in.60 .70 

Stt-in. ..... .70 .80 

4- in.80 .90 

4 *6-in.1.20 1.80 

No. 295 FAD2. 

Pr. Da. Pr. 

ltt-in.9 .26 92.90 

2-in.80 2.90 

2 *6 in..80 8.86 

8-in.40 4.00 

No. 296 8F2. 

Pr. Da. Pr. 

ltt-in.9 .80 $8.20 

2-in.86 8.70 

2 tt*in.85 4.00 

8-in..40 4.60 


No. 296 H. 

Pr. Da. Pr. 

ltt-in.$ .80 98 85 

2-in.96 8.65 

2tt-in.40 4.00 

8-in.45 4.65 

No. 289 FAD2. 

Pr. Da. Pr. 

2x2 .9 -80 98.20 

2ttx2 .80 8.35 

2 ttx2 tt.85 8.55 

8x8 .45 4.80 

No. 289 8FD. 

Pr. Da. Pr. 

2x2 .$ .80 98.35 

2*4x2 .85 8.65 

2ttx2tt.85 8.66 

8x8 .46 4.90 

No. 289 N. 

Pr. Da. Pr. 

2x2 .9 .40 94.60 

2ttx2 .45 4.75 

2ttx2tt.46 4.90 

8x8 .56 6.00 

No. 289 H. 

Pr. Da. Pr. 

2x2 .$ .80 93.35 

2 tt z 2.40 

2ttx2tt.40 

8x8.50 

1430 FAD2 Hft .35 



1480 N 
1431 FAD2 

1481 8F2AN 
1478 FAD2 
1478 SF2AN 
1480 FAD2 
1480 SF2AN 
1474 FAD2, 2 
1474 8F2, ltt 
1474 SF2, 2 


.40 

.25 

.25 

.25 

25 

.25 

.25 

.80 

.25 

.85 


15 

16 

17 

18 
20 


Open Galvanised 


4.26 

4.40 

6.60 

4.00 

4.85 

2.50 

2.80 

2.50 

2.80 

2.20 

2.80 

8.80 

2.80 

8.60 


$ .75 
.95 
1.10 
1.85 
1.50 


w 

\\ 

2, i 


1 . 2 


Dos. No. Doa. 

.9 .85 104.9 .45 

.75 105. .86 

.65 106.25 

.55 107.20 

.45 108.15 

.85 109.15 

.25 110.16 

.20 111.15 

.15 122.10 

.15 113.10 

.15 114.10 

.10 . 

.10 . 

_ . _ _ .10 

-60% Discount from List. 

No. 1412— Doa. 

.$ .20 

_. .20 

2 for 6c.20 

2 for 5e.25 

1, 2 for 5c.80 

Brass Cup No. 181- 

Dob. 

% .9 .20 

tt ..20 

% .20 

tt, 2 for 5c. .20 

%. 2 for 5c.25 2, 2 

HOSE COUPLINGS—Com. Size tt. each 20c; 

ICE TOOL8— 

No. 315 Plow, 8-in.940.00 

No. 316 Plow, 10-in. 47.50 

No. 317 Plow, 12-in. 54.00 

No. 320 Plow, 8-in. 42.50 

No. 321 Plow, 10-in. 50.00 

No. 322 Plow, 12-in. 57.00 

No. 456 Splitting Chisel. 4.75 

No. 495 . 5.85 

No. 520 Ice Hooks, 4-ft. 1.35 

4 *4-ft. 1.40 

5- ft. 1.50 

6- ft. 1.65 

No. 1 Ice Tongs V A B. 1.75 

No. 2 . 2.00 

No. 3 . 2.25 

No. 540, 13-inch . 2.00 

14 tt inch . 2.15 

16 tt inch . 2.25 

Pond Ice Saws—Tiller Handle. 

4 *4-foot . .. 5.75 

5-foot . 6.25 

5*4 foot . 6.75 


Dos. 

2 for 6c.9 .86 

.40 

.60 

2 for 16e.75 

for 15c.86 

Dos. 

for 6e.9 *80 

./0 

.50 

2 for 16o.76 

for 15c.85 

tt, 20c; tt, 20c. 
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HARDWARE WORLD—PLUMBING AND HEATING . 


RETAIL SELLING} PRICE—Continued. 


IRON—Ban Small Lots. 

(Cuttine Ext**) 


Common Bar .$ *06 lb. Bate 

Angle Iron, *4-inch ..10 

Angle Iron, 8-16*inch.08 

Angle Iron, *4 -inch and heavier.07% 

Rd„ aq. and sq. twisted— 

% -inch and smaller . 7.50 Base 

6*16*inch . 7.00 

% to 2%-inch . 6.50 

8-inch and larger . 7.50 

Flats, all sizes . 6.50 


IRONS—Sad. Common, 9c lb.; Mn. Potts No. 50, 91.76 set; 

Dover No. 70, $2.75 set. 

JACKS—Bell Bottom, Net List. 

Wagon—Lanes—OL, each $1.75; 1L, $2.50; 2L, $8.50; 
3L, $6.75. 

KNIVES * FORKS—Iron Handled, $1.25. 

KNIVE8—Hay—Lightning $1.85; I wan Sickle, $2.00; Iwan 
Serrated, $2.00; Heath*s Upright, $1.85. Corn—Corn 

King, 40c; No. 12 Hooka, 50c. 


KNOBS—Maple, Base, 5c each; 85c doz. 


LACING—Belt— 
Leather 

8ixe *4, per ft.... 
Bias 5-16 per ft..., 

Size *4, per ft.. 

Size %. per ft..., 

Size *4, per ft. 

81zo 5, par ft. 

LADDERS—Extension. 
20c; beat, per ft., 60 


Bristol 


$ 

.08 

111, per inch.... 

.$ 01*4 


.08 

112, per inch... 

. .02 


.04 

113, per inch... 

.$ .02% 

$ 

.05 

114. per inch... 

. .08 


.0$ 

Wire- 



.0$ 

No. 1, box 50 ft.. 

- .60 


No. 2.65 


par ft., 80c; Step, common, per ft., 
c. 


LANTERNS—Boys’——No. 589, 45c each; 1590, Cadet, 25c. 
Dash—No. 821, Prisco, $1.85 each; 331, Prisco, $2.15. 

Cold Blast Tubular—No. 820, Prisco (Little Wizard), $1.40 
each; 400, Prisco (Nustyle), $1.65; 477, Prisco, $1.50. 
Hot Blast Tubular—No. 165, Prisco, $1.00 each; 165R, 
Prisco (Ruby), $1.30; 176, Prisco (Bullseye), $1.50; 217, 
Prisco, $1.00. 


LEAD—White—12 *4-lb. Keg. $1.85; 25-lb. Keg, $8.65; 50-lb. 
Ke*. *7.15; lOO-tb. Keg, *14.00. 

LIFTS—Sub—Large Bar, *1.16 do,.; Small Bar, *1.10 doi.; 
Hook, 40e doz. 

LOCKS—Rim—Steel, 75c aet; Caat, 60c aet. 

LINES, CLOTHES—Cotton, Braided—No. 350, 65c each; No. 
450, 40c each. 

Cotton, Twisted—No. 140, 35c each; 150, 40c. 

Wire, Twisted—50 foot, 20 gauge, 35c each; 75 foot, 20 
gauge, 40c; 100 foot, 20 gauge, 50c; 50 foot, 18 gauge, 50c; 
76 foot, 18 gauge, 60c; 100 foot, 18 gauge, 70c. 

Wire, Solid—100 foot, 9 gauge, 75c each. 

MATS, DOOR—Cocoa—No. 1, $1.25 each; 2, $1.50; 3, $1.75; 
02,$2.25; 03, $2.65; 04. $3.00; 05, $3.75. 

Steel—No. 20, $1.25 each; 40, $1.75; 60, $2.50; 80, $4.00; 
100 rolls, 50c square foot. 

MATTOCKS—Handles Extra- 

Pick .$1.50 6-lb. long or abort etr 1.50 

5-lb. long or short etr 1.40 Grub Hoes, No. 2... 1.26 

MAULS—Handles Extra—Poet, cast, 7o lb.; R. R. Track, 
920, 25c; Woodchoppers, 960, 25e; Woodehoppers, 960A, 
25c. Dble Face (see Hammers). 


MILL8—Older- 

Junior . 

Medium. 

..$25.00 
,80.00 

Senior. 

Force Feed 

... 

..$40.00 
.. 18.00 

MOPS— 
15 oz., 
18 oz., 
21 oz., 

Slasher 

each. 

each..... 
each...., 

,...$ .75 

.85 

_ 1.00 

Cotton 

15 oz., each.. 
18 oz., each.. 
21 oz.. each.. 

... 

...$ .75 
... .85 

... 1.00 


MOP 8TICK8—No. 7, 25c each; No. 18, 25e each; No. 70 
or Janitor’s. 65c each. 

MOWERS—Great American—15-in., $16; 17-in., $18; 19-in., 
$20; 21-in., $22. Common—12-in., $6; 14-in., $6.25; 16- 
in., $6.50. 


AIL8 — Base per Keg, $5.80. 

60 to 99 lbs., add 60e 

per 

100 lbs. to Keg price. 

1 to 

50 lb- 


Fine Blue 2A8.$ 

.08 

Barb Box 8 to 20d.. 

.08 

Fine Bright. 

.08 

Barb Roof % to % .. 

.10 

Common 2 A 3d. 

.08 

Barb Roof 1 to 1*4 .. 

.10 

Common 4A5d. 

.08 

Plaster Board. 

.10 

Common 6A7d. 

.07 

C. C. Box. 

.10 

Common 8 to 60d.... 

.07 

Out Casing 6A8. 

.08 

Casing 2&8d . 

.08 

Galv. Felt . 

.15 

Casing 4A5d . 

.08 

(taIt. Boat. 

.12 

Casing 6 to 20d. ... 

.08 

Clout — 


Finishing 2A8d . 

.10 

Bulk, lb . 

.80 

Finishing 4&5d . 

.08 

*4 lb. Papers, ea... 

.20 

Finishing 6 to 20d.. 

.08 

Cigar Box — 


Smooth Box 4 to 6d. 

.08 

Bulk, lb . 

.30 

Smooth Box 8 to 20d 

.08 

1 lb. Papers, ea. ... 

.35 

Barb Box 4 to 5d., 

.08 

*4 lb. 

.20 

Barb Box 6. 

.08 

*4 lb. 

.15 


Trunk— 

Bulk, lb. 

1 lb. Papers, 

*4 lb. 

% lb. 


Horseshoe— 


.80 Oapewell, lb.80 

.86 Northwestern.80 

.20 Union.85 

.15 


NETTING, POULTRY—Hexagon, Galvanized After Weaving— 
2 inch, 20 gauge—List roll, 12in., $2.14; 18»n., $3.08; 24tn., 
3.92; 30in., $4.68; 36in., $5.35; 48in., $7.13; 60in., $8.91; 
72in., $10.69. 

Sell Full Roll— 12in., $1.95; 18in., $2.80; 24in., $3.50; 
30in., $4.25; 36in., $4.80; 48in., $6.40; 60in., $8.00; 

72in., $9.65. 

Sell Cut (lin. ft.)—12in., l%c.; 18in., 2He; 24in., 3*4c; 
30in., 3%c; 36in., 4*4c; 48in., 5%c; 60in., 7%c; 72in„ 
8Hc. 

1*4 inch, 20 gauge—List roll, 12in., $3.15; 18in., $4.53; 
24in., $5.78; 30in., $6.90; 36in., $7.88; 48in., $10.50; 

60in., $13.13; 72in., $15.75. 

Sell Full Roll—12in., $2.85; 18in., $4.10; 24in., $5.20; 
30in., $6.20; 36in., $7.10; 48in., $9.45; 60iu., $11.80; 

72in., $14.20. 

Sell Cut (lin. ft.)—12in., 2*4c; 18in., 3%c; 24in., 4*4c; 
30in., 5Hc; 36in., 6*£c; 48in., 8V4c; 60in., 10*4c; 72in., 
12Hc. 

1 inch, 20 gauge—List Roll—12in., $4.95; 18in., $7.12; 

2 tin ., $9.08; 30in., $10.83; 36in., $12.38; 48in., $16.50; 
60in., $20.63; 72in., $24.75. 

Sell Full Roll—12in., $4.45; 18in., $6.40; 24in., F8.20; 
30in., $9.75; 36in., $11.15; 48in., $14.85; 60in., $18.60; 
72in., $22.30. 

Sell Cut (lin. ft.)—12in., 4c; 18in., 5%c; 24in., 7%c; 
30in„ 8%c; 36in., 10c; 48in., 13%c; 60in., 16*4c; 72in^ 
19 %c. 

% inch, 20 gauge—List Roll—12in., $8.55; 18in., $12.30; 
24in„ $15.68; 30in., $18.71; 36in., $21.38; 48in., $28.50; 
60in., $35.63; 72in., $42.75. 

Sell Full Roll—12in., $7.70; 18in., $11.05; 24in., $14.10; 
30in., $16.85; 86in., $19.25; 48in., $25.65; 60in., $32.05; 
72in., $38.48. 

Sell Cut (lin. ft.)—12in., 6%c; 18in., 9%c; 24in., 12%c; 
30in., 15c; 36in., 17 He; 48in., 22%c; 60in , 28*4c; 70in„ 
34 *4 c. 

NIPPERS—Nettleton—8-in., $1.75 eaeh; 10-in., $9.15; 12-iiu 
$2.25: 14-in., $2.75. 

NIPPLES—Right Hand. 


Size 

2 

2*4 

8 

8*4 

4 

5 

6 

7 

8 

*4, black 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

ty, galv. 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

*4, black 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

% galv. 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

%, black 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

*4, galv. 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

*4, black 

.05 

.07 

.07 

.07 

.08 

.10 

.12 

.14 

.16 

*4. falx. 

.06 

.11 

.11 

.11 

.18 

.16 

.18 

.22 

.26 

*4, black 

06 

.09 

.09 

.09 

.09 

.11 

.18 

.17 

.18 

%. galv. 

.08 

.14 

.14 

.14 

.14 

.18 

.21 

.25 

.82 

1, ilack 

.08 

.18 

.18 

.18 

.18 

.15 

.18 

.28 

.25 

1, galv. 

.11 

.19 

.19 

.19 

.19 

.24 

.28 

.84 

.88 

1 *4, black 

.11 

.11 

.17 

.17 

.17 

.20 

.24 

.29 

.88 

1%, galv. 

.17 

.17 

.29 

.29 

.29 

.82 

.88 

.45 

.52 

1*4. black 

.18 

.18 

.20 

.20 

.20 

.25 

.29 

.86 

.40 

1galv. 

.21 

.21 

.85 

.35 

.85 

.89 

.46 

.54 

.60 

2, black 

.18 

.18 

.27 

.27 

.27 

.82 

.88 

.50 

.64 

2, galv. 

.27 

.27 

.47 

.47 

.47 

.52 

.61 

.68 

.75 


NUTS —Cold Punched U.S.S. Hexagon, Tapped—Size *4. 65c 
lb.; 5-15, 60c; %, 45c; 7-16, 40c; ft, 35c; 9-16, 30c; %, 
30c; %, 25c; %, 25c; 1, 25c. 

Hot Pressed U.S.S. Square, Tapped—Size *4, 35c lb.; 5-16, 
30c; %, 25c; 7-16 25c; *4, 20c; % 18c; *4, 16c; *4, 15c; 
1, 15c. 


OAKUM—Plumbers, 16c lb.; Navy, 25c lb.; Best Unspun, 
35c lb. 


OAR LOCK8—2-in., per pair 
2 *4-in.. per pair, 70c. 

OIL—Boiled Linseed, $1.60 *al 
OILERS—Chase's Zino— 


00 . 

0 . 

..$ .10 
. . .10 

1 . 

. . .15 

1% . 

. . .15 

2 ". 

.. .20 

a . 

.. .26 

A . 

. . .30 

Cannon Pump— 

Brass 

No. 11. 

.$1.65 

No. 12. 

. 1.75 

No. 13. 

. 2.00 

Felloe— 

No. 8 . 

..$1.75 

No. 4 . 

.. 1.86 

OPENER8 (CAN)— 

No. 

Each. 

4 . 

. . .$ .10 

16 . 

. . . .10 


100 .25 

OUTFITS—Cobblers—Eclipse, 
Home, No. 1, $2.00; No. 2, 
15, cast, 90c; No. 15, extri 
able, $2.25. 


40c; 2%-in., par pair 60c; 


Oopperlzed Steel— 

13 .:.$.80 

u .35 

14R .. 

.40 

15A .. 

.45 

1« . 

.50 

Tin 

No. 1. 

.$1.00 

No. 2. 


No. 3. 

. 1.35 

No. 5 . 


No. 6 . 


No. 

Each. 

140 . 

.$ .10 

340 . 

.25 


$1.00 each; Family, $1.85; 
$1.50. Lasts and Stands, No. 
, heavy, $1.85; No. 24, malle- 
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RETAIL SKLLDTQ 

PACKING—ShMt BakWr—BU>4trd, JOc lb.; Baftmbew, 90«; 
Italian Heap, Ooanoa, 40e; Square Plu. bnldid, SOe; 
Piston Spiral Steam, Hick Tr ea su re, $2.85; aimm sr Wttas, 
Low Prsmit, $1.15. 

PADS—Swaat—No. 6S HIS. Rod Edge, 75o; Ho. lid AIS, 
Blao and Whito striped, $1.10. 


No. 00, onek.$ .15 

No. 0, oaeh.56 

No. 1, ooek.80 

No. 5, oaeh.85 

No. 8. oaeh.85 

PAPER—Building— 

PAR 

No. 1—500.$1.00 

No. 1—1000. 8.00 

No. 1—600. 1.96 

No. 1—1000. 5.75 

No. 8—500. 4.00 

No 8—1000. 7.70 

Rad Resin- 

17 lb.$1.16 

*0 lb. 1.40 


We. 4. aeeh. 

..$ .40 

No. 5, each.. 

.. .45 

No. 6, each.. 

.. .50 

No. 7, each.. 

.. .60 

Imitation P A B 

No. 1—500. 

.$1.80 

No. 1—1000. 

. $.40 

No. 2—500. 

. 2.56 

No. 2—1000. 

. 4.96 

No. 8—500. 

. $.60 

No. 8—1000. 

. 6.75 

25 lb. 

.$1.66 

80 lb. 

. 1.90 


PAPER—Roofing. Smooth or Sanded—Ply *4, $185 lb.; ply 1, 
$2.25; ply 2, $2.75; ply 8, $3.25. 

PAPER, SAND AND EMERY—Axtec Sand Paper, in Sheets— 
No. 00*4, 40c qr.; 1, 45c qr.; 1*4, 50c qr.; 2, 55c qr.; 2*4, 
60c qr.; 3, 65c qr. 


PBAVTB8— —8oeket— —Bangor— 

Maple Hickory Maple Hickory 

1*4x4 .$2 50 $2.76 $2.50 $8.00 

4*4 . 1.75 2.85 2.85 8.10 

2 *4x4*4 . 2.75 2.85 8.00 8.25 

5 . 2.75 3.00 8.10 8.85 

2%x4*4 . 8.00 8.26 8.25 8.50 

5 . 8.00 8.25 8.85 8.00 

8x5 . 8.15 3.50 3.76 8.85 


PICKS—Railroad—No. 1710, $1.25 each; 1711, $1.25; 1712, 
$1.35; 1713, $1.40: 1714, $1.50; 1715, $1.75. 

Drifting—No. 1. $1.00 each; 1*4. $110; 2, $1.20; 3^ 

$1.30; 4, $1.40. 

PIN8—Escutcheon—Small lota, 15c os.; large lota, 40% over 
List. 


PIPE FITTINGS—Price, each. 

t1 1/ at 



*4. *4, 

*4-in 

. *4 

in. 

*4- 

in. 

1-in. 


Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Bushings . 

\ .05 $ 

.10 

$ .05 

$ .10 

$ .10 

$ .15 

$ .10 

Caps . 

.05 

.10 

.10 

.12*4 .10 

.15 

.15 

Couplings . 

.10 

.10 

.15 

.10 

.15 

.15 

.20 

Crosses . 

.15 

.20 

.20 

.30 

.25 

.50 

.40 

Elbows, 90 Deg. 

.10 

.15 

.10 

.15 

.15 

.15 

.20 

Elbows, 45 Deg. 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

Elbows, Red.. . . 

.15 

.15 

.20 

.20 

.25 

.30 

.25 

Elbows, Street . 

.10 

.10 

.12 1 

& .20 

.20 

.35 

.25 

Floor Flanges . . 

.20 

.40 

.20 

.40 

.25 

.45 

.30 

Lock Nuts. 

.05 

.05 

.10 

.10 

.15 

.20 

.15 

Plugs . 

Reducers . 

.05 

.05 

.05 

.05 

.05 

.10 

.10 

.10 

.15 

.15 

.20 

.20 

.25 

.25 

Return Bends 

.20 

.35 

.25 

.45 

.30 

.45 

.50 

Tees . 

.10 

.15 

.15 

.20 

.15 

.20 

.20 

Unions . 

.20 

.25 

.20 

.30 

.25 

.35 

.30 

Waste Nuts . . . 

.10 

.10 

.10 

.10 

.10 

.15 

.10 


1-in. 

1 *( 

-in. 

1 *4 -in. 

2- 

n. 


Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Bushings . 

.15 

.10 

.25 

.15 

.30 

.20 

.35 

Caps . 

.20 

.20 

.40 

.25 

.45 

.40 

.65 

Couplings . 

.20 

.20 

.25 

.25 

.30 

.35 

.40 

Crosses . 

.75 

.45 

.90 

.50 

1.10 

.90 

1.75 

Elbows, 90 Deg. 

.25 

.25 

.40 

.35 

.50 

.45 

.80 

Elbows, 45 Deg. 

.30 

.40 

.65 

.45 

.70 

.65 

1.20 

Elbows, Red.. . . 

.35 

.35 

.60 

.40 

.65 

.65 

1.10 

Elbows, Street . 

.40 

.30 

.55 

.35 

.60 

.75 

1.25 

Floor Flanges .. 

.50 

.35 

.65 

.45 

.80 

.65 

1.05 

Lock Nuts. 

.25 

.25 

.35 

.25 

.40 

.35 

.55 

Plugs . 

.10 

.10 

.15 

.15 

.20 

.15 

.25 

Reducers . 

.35 

.25 

.45 

.35 

.55 

.50 

.90 

Return Bends 

.80 

.65 

1.30 

.85 

1.50 

1.25 

2.40 

Tees . 

.30 

.30 

.50 

.40 

.75 

.70 

1.20 

Unions .*. 

.45 

.45 

.65 

.60 

.85 

.80 

1.00 

Waste Nuts . .. 

.15 

.20 

.30 

.40 

.65 

.60 

.90 


*4, *4, 


in. 

*4- 

in. 

1-in. 


Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Close . 

.05 

.05 

.05 

.07*4 .05 

.071 

£ .10 

Long . 

.05 

.10 

.05 

.10 

.10 

.15 

.10 

4-in. Long. 

.05 

.10 

.08 

.10 

.08 

.15 

.10 

5-in. Long. 

.08 

.10 

.10 

.15 

.10 

.15 

.10 

6-in. Long. 

.08 

.10 

.10 

.15 

.10 

.15 

.15 

1-in. 

1 Vi 

•in. 

1 *4 -in. 

2-in. 


Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Close . 

.10 

.10 

.15 

.15 

.20 

.15 

.25 

Long . 

.20 

.15 

.25 

.20 

.30 

.25 

.40 

4-in. Long. 

.20 

.25 

.15 

.20 

.30 

.25 

.40 

5-in. Long. 

.20 

.15 

.25 

.20 

.30 

.25 

.40 

6-in. Long. 

.25 

.20 

.30 

.25 

.35 

.30 

.45 

PIPE, GAS AND WATER—Black—*4 in., 7c foot 

: *4 in 

, 7c; 

%in., 7c; *4»n.. 

9c; *4 in., 

11c; 

lin.. 

16c; i 

*4 in., 

20c; 

1*4 in., 28c; 2in 

., 37c. 







Galvanized—*4 in 

, 9c foot; 

*4 in. 

9c: 

% in.. 

9c; 

*4 in., 

11c; *4in., 14c; lin., 20c; 

1 *4 

n., 26c; 1*4 

in., 35c; 2in. 

45c. 


PBI0B8—OoRttRiMd 

PIPE, STOVE—29 Gauge, Nested. Full Joints—Size 8 inch, 
20c joint; 4-inch, 25c; 5-inch, 25c; 6-inch, 30c; 7-inch, 40c; 
3-inch Japan, 30c; 4-inch Japan, 35c; 5-ineh Japan, 45c; 8- 
inch Galvanized, 40c; 4-inch Galvanized, 45c. 

PITCH—Asphaltum—5-lb. ean, 35c; 10-lb. can, 70c; 25-lb. 

can, $1.50; 5C-lb. can, $2.75; *4 Bbl., $4.50; Bbla., $8.00. 
PLANE8—Wood Smooth, $1.25 each; Wood Jack, $1.50. 
PLANES—Block-Bailey—No. 9*4. $1-85 each; 9*4, $2.25; 15, 
$2.10; 16, $2.10; 17, $2.25 18, $2.25; 19, $2.40. 

Block. 8tanley—No. 60, $2.10 each; 60*4, $1.95; 61, $1.85; 
65, $2.45; 100, 45c; 101, 40c; 102, 65c; 108, 90c; 110, 85c; 
120, $1.35; 130, $1.40; 131, $2.25; 203, $1.20; 220, $1.85. 
Iron, Bailey—No. 2, 2C, $3.45 each; 8, 3C, $8.60; 4, 40, 
$4.00; 4*4, 4*4C, $4.50; 5, 5C, $4.50; 5*4, 5*4C, $5.25; 6, 
6C, $6.00; 7, 7C, $6.75; 8, 8C, $8.00. 

Iron, Stanley—No. 602, 6020, $3.75 each; 603, 60SC, $4.15; 
604, 604C, $4.50; 604*4, 604*4C, $5.15; 605, 605C, $5.15; 
605*4, 605 *4 C, $5.60; 606, 606C, $6.50; 607, 607C, $7.50; 
608, 608C, $9.00. 

All Wood—All numbers, Plain (21W) $2.25, (27W) $2.50, 
(029W) $2.65; Razee (23W) $2.65, (27W) $3.00. 

Wood Bottom, Bailey—No. 22, $2.50 each; 23, $2.50; 24, 
$2.50; 26, $2.75; 27, $3.05; 28, $8.40; 29, $8.40; 30, $8.75; 
81, $3.75; 32, $4.05; 35, $3.00; 36, $3.45. 

Rabbet—No. 10, $5.10 each; 10*4, $4.20; 75, 60c; 90, 
$3 15; 92, $3.15; 93, $3.15; 190, 191, 192, $2.10. 


PLIERS—Bernard’s—No. 100, 4*4-in., 70c each; 5*4-in., 90c; 
6*4-in. r $1.15. No. 101, 5*4*in., 90c each; 6*4*in., $1.15; 
No. 102. 4 *4 -in., $1.35; 5*4-in., $1.60; 6*4-in., $1.95; 8- 
in., $2.85; No. 103, 4*4 in., 70c; 5-in., 85c; No. 104, 
4 *4-in., 70c; 5-in., 85c; No. 105, 5-in., $1.40; No. 106, 
4*4 in., 85c; 5-in., 95c; No. 108, 6-in., $1.05; No. 109, 7-in., 
$1.40; No. Ill, 5*4-in., $1.25. 

Klein's—No. 201, 6-in., $1.95 each; 7-in., $2.25; 8-in., 
$2.75; 9 in., $3.25. 

PLUG8—Spark—$1.00 each. 

PLUMB8 AND LEVELS—Wood, Stanley or Disston—No. 00, 
$1.00 each; 0, $1.15; 2, $1.50; 3, $1.75; 13, $2.10; 25, 
$2.85; 30, $2.15; 35, $2.85; 45*4, $3.00; 90, $2.75; 93. 
$3.75; 95, $5.50; 98, $2.75; 101, $2.75; 102, 60c; 104, 75c; 
6012, $2.00; 6018, $2.75; 6024, $3.15; 6521, $2.00; 6518, 
$2.50; 6524, $3.00. 


POINTS h CHUCKS— 

For 30 and 81.$ .75 

For 35.60 

Nos. 11 and 15, 2-in.. .55 

8-inch.60 

4-inch...65 

6-inch.75 

6-inch.85 

POTS— 

Gasoline Fire— 

21 .$ 8.60 

71 12.20 

72 .9.85 

5 . 9.80 

Watering Galvanized 
4 Quart.$ .85 

6 Quart. 1.00 


8-inch.95 

10-inch. 1.10 

No. 75. 8.25 

No. 60. 1.00 

No. 80.85 

No. 81.96 


8 Quart. 1.10 

10 Quart. 1.40 

12 Quart. 1.60 

16 Quart. 1.75 

Tin— 

4 Quart .$ .55 

6 Quart.65 

8 Quart.85 

10 Quart. 1.00 

PULLERS—Nail—Rex, $1.45 each; Rex. Jr., $1.25; Red 
Devil, $2.00; Morrills, $2.00; Little Giant, $1.60. 
PULLEYS—Frame—No. 4 Ottumwa per doz., 65c; No. 6, 
70c; No. 9, 70c; No. 105, 65c; No. 109, 65c. 


PUMPS—P. S.—1. $3.00; 
PUTTY—Per lb.. 10c. 
RAIL (HOUSE DOOR)— 

No. 5 . 


2, $8.40; 


Prouty 


$8.85; 4, $4.25. 


Foot, $ .15 


Richards-Wilcox 

No. Foot No. Foot 

9 .$ .12 16.019 .$ .50 

132, 0132 .50 150 .10 

RASPS—Flat wood, 8 inches long, 50c each; 10, 75c; 12, 
90c; 14, $1.30; 16, $1.75. Half round wood, 10, 75c; 12, 
95c; 14, $1.35; 16, $1.80. Half round cabinet, 8, 75c; 
10, 90c; 12, $1.25; 14, $1.60; 16, $2.00. 

RAZORS (SAFETY)— Eveready 
No. No. 

700, each .$1.00 706 B, Blades, Pkg...$ .30 

2, each . 3.00 

Gem 

No. No. 

800, each . 1.00 800 B, Blades, Pkg... .35 


Enders 


No. 


No. 


900, each . 

. 1.00 

900 B, Blades, Pkg... 

.25 


Durham 

Domino 


No. 


No. 


1000, each . . . . 

. 1.00 

1000 B, Blades, Pkg.. 

.50 


Gillette 


No. 


No. 


00, each . 


480, each . 

5.00 

460, each . 

. 5.00 

500, each . 

5.00 

460 B, each.... 

. 5.00 

500 B, each. .. 

6.00 

470, each . 

. 5.00 

501, each . 

5.00 
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HARDWARE WORLD—PLUMBING AND HEATING. 

RETAIL 8BZJJHO PRICES—Continued 


RAZORS—Continued. 


Simonda, 


501 

B, each. 

6.00 

6 X B 

Blades, 

Pkg.. 

.50 

Disston or 

No. 

51 

12 

X B Blades, Pkg.. 

1.00 





Atkina. 


No. 

Auto Strop 




20-inch. 

22-inch. 


..$2.50 
.. 2.75 



No. 




24-inch. 


.. 2.85 

1, 

set.. .. 

5.00 

2541, set 



5.00 

26-inch. 


.. 8.00 

15, 

set. 

6.00 

600 B 

Blades, 

Pkg.. 

1.00 

28-inch. 


.. 3.50 

25, 

set. 

6.50 

600% B 

Blades, 

Pkg.. 

.50 

80-inch . 


.. 8.75 

251, 

set. 

5.00 





No. DIOO or 

No/ 

D20 


REGISTERS— 

Jap 6x8.$1.55 White 6x8.$1.85 

Jap 8x10. 1.65 White 8x10.2.00 

Jap 10x12.2.40 White 10x12.2.00 

Jap 10x14. 8.15 White 10x14. 8.80 

Jap 12x14.4.85 White 12x14. 5.25 

REGISTER FACES— 

Jap 6x8.$1.00 White 6x8.$1.80 

Jap 8x10. 1.10 White 8x10. 1.45 

Jap 10x12.1.70 White 10x12.2.20 

Jap 10x14.2.20 White 10x14. 2.85 

Jap 12x14.2.80 White 12x14.8.65 

RIVETS—Slotted Clinch, Coppered Steel—No. 9, 10c box; 9S, 
10c box. 

Tinners’, in Papers—Black: Plus 10% ;tinned, plus 10%. 
Tinners’, in Kegs—Black, all sixes, 30c lb.; tinned, 3, 35c; 
3%, 85c; 4, 35c; 5, 35c; 6, 35c; 7, 35c; 8, 35c; 10, 35c. 
ROPE—Cotton, Thread—Sixe 3-16, 65c lb.; V4 to 3-16, 65c; 
% to %, 65c; % to 1. 65c. 

Manila—Base, 45c lb.. Sisal, Base, 35c lb. 

RULES. BOXWOOD—Lufkin Stanley—No. 171, (36) 35c each; 
No. 372 (36Vfc) 55c; No. 378 (3) 95c; No. 386 (32) 55c; 

No. 388 (32 Vi) 80c; No. 465 (69) 15c; No. 488 (57) 50c; 

No. 651, (68) 15c; No. 702 (18) 30c; No. 751, (61) 20c; 
No. 752, (70) 30c; 761, (63). 30c; No. 762B, (7) 90c: 

No. 771, (84) 50c; No. 780, (62 Vi) 65c; No. 781, (62) 

65c; No. 861 A, (53Vi) 65c; No. 862C, (83VS) 95c; No. 
871, (52) 60c; No. 881, (54) 70c; No. 981, (60) 85c; No. 
3851 (66Vi) 50c; No. 3851Y, (66) 50c; No. 3861 (66V4) 
55c; No. 3881, (66%). 90c. 

RULES, ZIG ZAG—Lufkin Stanley—No. 804 F, 40c each; 
No. 806 F, 60c; No. 8513 (03), 35c; No. 8514 (04), 50c; 
No. 8515 (05). 60c; No. 8516 (06), 70c; No. 8518 (08), 
95c; No. 8523 (403 F), 35c; No. 8524 (404 F), 40c; No. 
8525 (405 F), 50c; No. 8526 (406 F), 60c; No. 8613 (103). 
45c; No. 8614 (104), 50c; No. 8615 (105), 65c; No. 8616 
(106), 80c; No. 8624 (854 F), 45c; No. 8626 (856 F), 65c. 
SAWS, DISSTON— 28-in. 


No. 

18-in. 

20-in. 

22-in. 

24-in. 

26-in. 

Rip 

7 . 

..$1.90 

$2.00 

$2.15 

$2.25 

$2.85 

$2.60 

D-8 A 1874 . 

.. 2.85 

2.50 

2.60 

2.70 

2.85 

8.10 

16 ......... 

.. 2.85 

2.50 

2.60 

2.70 

2.85 

8.10 

12 . 

.. 2.70 

2.85 

8.05 

8.25 

8.45 

3.70 

112 . 

.. 2.80 

2.95 

8.20 

8.85 

3.60 

8.85 

D-21 A 22... 

.. 2.50 

2.65 

2.86 

8.05 

8.25 

8.50 

D-80 A 28... 

. 

.... 

2.85 

8.05 

8.25 

8.50 

D-100 . 

.. 2.50 

2.65 

2.85 

8.05 

8.25 

8.50 

120 . 

.. 3.15 

8.25 

8.40 

3.60 

8.75 

4.00 

D-115 A 15.. 

.. 8.80 

8.90 

4.05 

4.20 

4.40 

4.65 


Diaston. 

26-inch.$8.25 

28-inch . 8.50 

Back 12 in.2.25 

Back 14 in.2.50 

Back 18 in.2.75 

Back 20 in. 8.00 

Back 22 in. 8.25 

Compass No. 2 , 10 in. .60 

12 in..65 

14 in.70 

16 in.75 

No. 10 Simonda or No. 7 

Diaston. 

16-inch .$1.80 

18-inch. 1.90 


20-ineh.9.25 

22-inch.2.50 

24-inch.2.05 

26-inch.2.75 

28-inch. 8.25 

No. 4 Simonda or No. 120 
Disaton. 

26-inch.$4.00 

28-inch. 4.25 

No. 112 Diaaton. 

26-inch.$3.25 

28-inch.8.50 

Batcher No. 10, 16 in. 1.25 

18 in. 1.23 

20 in. 1.50 

22 in. 1.05 

Kitchen No. 2 V 12 in. .45 

14 in..53 

16 in.55 

Mitre 24 in.8.50 

26 in. 8.73 

28 in. 4.25 

80 in. 5.00 

Neat Complete No. 8. 1.50 


Buck— 

Com Sgl Brace V tooth ... 1.00 

Com Dbl Brace Tuttle tooth . 1.76 

Com Dbl Brace V tooth ... 1.50 

8AW CLAMPS—Stearna. 3. $1.75; 0. $1.00: 105, $2.50; 

200, $1.50; Went, 2, $2.50: Perfection. $1.00; No. 10. 
$1.50; N83, $2.00; No. 11 with guide. 88.25. 

8AW SETS— 

201 G. A P.$1.00 Colonial . 1.25 

Spec. Morrill. 1.10 7 Taintor. 1.10 

105 Morrill.60 28 Triumph. 1J5 

1 Morrill. 1.00 Hammer.85 

10 . 1.00 Lover.25 

77 .60 

X Out— 

Morrill No. 8.$1.P5 Morin No. 2.2.25 

Baker No. 8.2.25 Morin No. 2%.2.75 

a w tooi R Morin No. 3 .1.00 

Clipper Outfit.$ .75 S^ Ui ?J5n To01 Dintom — 

Morin Raker Gauge- . „ £»• l™!;.; 1 1' M 


No. 6 . 1.85 

No. 9 . 1.50 

Atkins Raker Swage. .40 

5-M Tooth Gauge.15 

Jolntera Pikea Perf.. .60 

Jointera No. 7 Sterna .65 


Morin No. 2.2.25 

Morin No. 2%.2.75 

Morin No. 3 .1.00 

Setting Tool Diaaton— 

No. 100.65 

No. 4 Setting Blocks— 

No. 4 Blocks, Morin. 1.00 
Swages No. 0 Disst.. 4.50 
Swages, Whitings.... 1.00 

Atkina Rex.1.00 

Atkina Excelsior.76 


SCOOPS—Long Handle—No. A4L, $: 
$2.35; 746L, $2.50. 

D Handle—No. 1AF, $1.75 each 
$1.90; 5. $2.00; 6, $2.15; 7, $: 


No. A4L, $2 each ; A6L, $2.15; 744L. 


D Handle—No. 1AF, $1.75 each; 2. $1.75; 3, $1.75; 4, 
$1.90; 5, $2.00; 6, $2.15; 7, $2.25; 8. $2.35; 9. $2.40; 
10. $2.50; 742. $2.25; 743, $2.25; 744, $2.35; 745, $2.35; 
746, $2.40; 747, $2.40; 748, $2.50; 749, $2.60; 750, $2.65. 


SCREWS— Iron Bench— 


8AW8—One Man— 
Simonda 
8% ft. 8.85 

4 ft. 8.85 


Simonda 

Disston 

Chinook C.O. 

Chinook 0.0 

Wood 

8.85 

$8.50 

6 ft. 

$9.60 

6% 

$5.75 

6 inch. 

8.85 

4.00 

6% 

10.80 

6 

6.60 

8 inch. 

4.80 

4.50 

7 

12.00 

6% 

7.80 

10 inch 

4.80 

5.00 

7% 

18.25 

7 

7% 

8.15 

9.50 

12 inch 
J orgen 


14 inch. 1.10 

16 inch. 1.85 

18 inch. 1.60 

20 inch. 1.70 


Slmonds Felling same price aa Royal Chinook C. 0. 
Atkina No. 400 and 401— 


28 

in... 



...$6.85 

22 

in. 

.4.86 

26 

in... 

... 

... 

... 5.50 

20 

in. 

.4.40 

24 

in... 

... 

... 

... 5.20 

18 

in. 

.4.15 

Atkins 

No. 

68 

and 69- 




28 

in... 


. .. 

.. .$8.60 

22 

in. 


26 

in... 

... 

... 

... 8.15 

20 

in. 


24 

in... 

... 

... 

... 2.90 

18 

in. 


Atkins 

No. 

53- 

51 and 

65— 



28 

in... 

.. . 

... 

.. .$3.80 

22 

in. 


26 

in... 


.. , 

... 2.90 

20 

in. 


24 

in... 

... 

.., 

... 2.75 

18 

in. 


Atkins 

No. 

64- 

_ 




28 

in... 

... 


...$4.00 

22 

in. 


26 

in... 

... 

. . 

... 3.50 

20 

in. 


24 

in... 



... 8.30 

18 

in. 


Atkins 

No. 

66 

and 67— 




28 

in.. . 

• • • 

. ., 

...$3.60 

22 

in . 

. 2.65 

26 

in. . . 

• • • 

• ♦ ■ 

... 8.15 

20 

in . 

. 2.50 

24 

in. .. 

. e . 

• . 

... 2.90 

18 

in . 

. 2.20 

Atkins 

No. 

70- 

_ 




28 

in... 

•. ■ 

. • 

...$2.85 

..3 

in . 

. 2.10 

26 

in. .. 

•. • 


... 2.40 

20 

in . 


24 

in. .. 

... 

. . 

... 2.20 

18 

in. 

. 1.7} 

Hand— 







No 

. 5 Simondi 

No 

>. 12 Disa 

24 

inch . 

. 8.50 

ton or 

No. 

69 

Atkina. 

26 

-inch . 


20 

inch . 


# 9 

_ $2.65 

28- 

inch . 

. 4.25 

22 

inch . 

.... 

. e • 

_ 8.00 

30- 

inch . 



No. 0.. 


. .$1.15 

No. 

8. 

. 1.65 

No. 1.. 


.. 1.25 

No. 

4. 


No. 2.. 


.. 1.60 

No. 

5. 


8 CREW 8—Wood— 

Contr. 

Broken 

Flat Hd. Brt.—Small Quant. 


Full Pkg. Pkg. 

5c 

Dosen 

to $1.00 List 

FH Brt 

....60% 

50% 

10c 

Dozen 

to 2.00 List 

FH Bl. , 

.60% 

50% 

15c 

Dozen 

to 8.00 List 

RH Bl. 

....60% 

50% 

20c 

Dozen 

to 4 00 List 

RH Nic. 

....50% 

40% 

25c 

Dozen 

to 5.00 List 

FH Gal. 

....40% 

80% 

80c 

Dozen 

to 6.00 List 

FH Brs. 

....20% 

20% 

85c 

Dozen 

to 7.00 List 

RH Bra. 

Lag . .. 

-20% 

20% 


Retail 

Oontr's. by doz. 

Cao V. 

thread .. . 




.list Plus 25% 

Can SAE . 




.list Plus 25% 

Set .... 





.list Plus 25% 

Machine 

Machine 

Iron 30% 
Brass ... 

off list. 



.list Plus 20% 


Nuts for Machine Screws—Iron, add 20% to List Price; 
Brass, 40% to Liet Price. 

Bench—Iron—1-inch, $1.00; 1%-inch, $1.25; 1%-in, 

$1.50; lV4*inch, $2.25. Wood—2-indh, $1.25. 

SCREW DRIVERS—Yankee—80, $2.00; 81, $2.75; 85. 

$1.50; 130, $2.25; 131. 82.90. 

SCREW DRIVERS—G. A P.—867—1%, 85e; 8, 40c; 4, 45c. 
SCYTHES—Buah—No. 400, $1.90 each; 450, $1.90. 

Weed—No. 300, $1.90 each; 350, $1.90 each. 

Grass—No. 200, $1.90 each; 250, $1.90; 100, $1.90; 150, 
$1.90. 
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BBT AIL SELLER* FBI0E8—Continued 

8TEEL GOODS— 


Potato 
POG4 . .. 
POGI> . . . 
Sloiet 

aos - 

210 . 

212 _ 


Forks. 

.1.70 

.1.85| 

forks. 
....82.35 
.... 2.50 
-2.75 


Ooks Forks. 

.82.50 

.2.75 

.8.00 

SksTisga Forks. 
3Q6L. 3.151 


710 

712 

714 


( Fish Forks. 

,IF .$ .75 

Riveted. 

RA.40 

Snathes. 

sn i an 

Mortar. 

• . 

j Stoao. 

HH4 . T 1 6« 

Socket. 

G078 _, 96 

ioo 1 50 

810. 

Smith’s Hots. 

M210. 

99R . t.*5 

G078X.90 

M29. 

Warroa. 

Hoes. 

W7 . 1.10 

W7% . 1.15 

W8. 1.20 

Ladies’. 

LY5 .65 

Beebe. 

BB6.90 

BB6*h.96 j 

Acme. 

A . 1.15 

Mattock. 

CE8.75 

50A ..1.00 

Nursery. 

No. 7 . 1.00 

German. 

GE2-0 .90 

Planter’s Eys. 

AES.65 

AE5 .*".75 

Invincible. 

19C5 .1 

Asphalt. 

914 .. 

Turf. 

Edger .i 

Dandelion. 

Spuds . 

Dock Cutter...! 


STEEL.-Mild—See Iron. Tool, 20e; Drill, Com., 20c. 

8T | 2 E 0 L 0^ DS - F ° rk -* AUalfa “' Aol34 tt. 82.00 esch; Aol35, 

,2. r o k o“; ,ao ° e,ch: B0505 - * 27S: Bol8D - 

Forks,’ Barn or Ensilage—No. 508, 82.50 esch; 510. $2.75. 
f^Ji!*** H Qi y iTr2o ® 8160 esch; o 3155B, 81.65 

o 3165V4 315 82^00’ ^ 175; ° 3164 8180; o 3165, $1.85; 

Forks, Header—Rol54*4, $2.25 esch; Rol55 $2 

* 2 2 ? : Rol56 » $2.35; Rol64^, $2.40*; Roiti5’ 
S*1 5 55H R $2 6 35 % ’ ^ 2 ‘ 50; Eo166 ‘ $2 60; 8ol55, $2.25, : 

J i^P“ re “ No - o4D » $*50 each; o5DX, $1.60; o5D 
06DX, $1.75; o6D, $2.25; 44Z, $1.00; 44X 21 25* 
$l-36; 54*4X, $1.50; 64*4X, $1 75* o44*4XZ 81 T5’ 
o44X. $1.40; o44**X, $1.50; o44 %\ $150• o54*4X 81 75- 
o54H. 92.15; o64*X. 92J5; o64V4 *2.« * X> * 175, 

Pork ?» ? 4D - $11 ° each ; LDX, $1.50, oLDX, 

JoW°’$2 5o’ * 1 ’ 35 ’ oL4X * 3150; o5H4, $2.50; Jo4, $2.00; 

A » l 1 25 each 5 lp » 50c each; 2P, 
t iSS* 4P * 31.00; 4PM, 50c; 6P. $1.25; 6PM 
BB «. 90c; W7, $1.10; W7*4, $1.10; 34W, 75c. 

Hooks, Potato—No. 4BHD, $1.25 each- 4BHFM 

60NR,* 21.50.’ UHW4 ’ $175;4GNR *$1.15; 5Gxk 
Hooks. Manure—No. M40, $1.35 each. 

5L 8,t —No. 10, 85c each; 12, 90c; 14, $100- 

lo, 21.15. ’ 

Rakes, Hay, Wood—No. 01, 50c each. 

Mc: e *204fi W $7l N 5° 38LR * * 115 e,ch: 12081 6Sc: 124R - 

®»ke*. Mjjleable—-No. 10BM. 50c each: 10SM, 50c; 12BM, 
65c; 12SM, 60c; 14BM, 60c; 14SM, 65c 

ilrrL B ^~ Xo B11 - 31.10 each- SB12, 90c; B13, 
$1.25; SB14, 90c; B15, $1.35; 8B16, $1.00. 

SHEETS—Galvanized, Foil Sheets—10 to 16 12 Ue lb • lft 
& SSS 23 27. 13c; 28. 14c; 80, 15c . Black 

Sheets—Full Sheets, 12 to 16, 11c lb.; 18 to 28, 12c 

a« l "n? ltt an* 7 . h6 S ,, i 18 % i° Oorrn*al*d—Ptd. 

D 9*S. ,6 ' 7 *i, G,lT - 28 . 910.50; Galr. 28 Ga.. $#.50; 

Rock Face Siding, $10.50. ’ 

SHIELDS— 

Diamond—Expansion 

8-16, sack.$ .05 

a. esch.06 

5-16, each.07 

••«?».08 

H, each. 12 

%. each. ilS 

SHINGLE8—Tin, 5x7, $3.00. 


Floral Sets. 

.$1.151.50 

1.85 3 .65 

1.85 8PF .1.85 

1.25 4PSF.2.50 

Floral Shovels. 

.$1.10 F8D.80 

Floral Hoes. 


3.50 tT4.65 

.$ 1.00 


.80 

.$1.35 


Floral Rakes. 

|GR6.45 

Glam Rakes. 
1120.$.25 


%, each.20 

Di amond—Lead 

ttx%, sack.$ .04 

8*16x% each.04 

3*16x1 esch.04 

%x% each.06 

Hxl .06 

5*16x1 each.07 

8 S?J5 B “H°rae—Light, extra light or snow. All sizes, lOelb. 

oL«rSi^K 00 s? * 0 ’ « 12 V h ' 11%c: A larger. 11c. 

vast Sleigh—Flat. 9c lb.; Concave or Convex, 10c lb. 

8I 2nT"rK Air M Rifl ^ e No /* 2 w (bulk) * 20c H>.; No * 125 (1-lb. bags), 
b = No : 525 < t “ b «*) i !0c pk*. Balts. Nos. 0, 00, 000 
ik 1? Buck No,. 1 - 2 - 9. 20c lb. Drop, Nos. 
lb.; B. BB, BBB, 20c lb. 


1, to 12, 20c 


8I ?P T_ 7 Air Rifle * 20c lb., 10c pkg.; Balls, 20c 
lb.; Drop, 20c lb. 


lb.; Buck. 20c 


Handle, Round Point—No. 102, $2 35 
401, $1.75; 1003, $2.00; 1004, $2.00; 


each; 
1005, 


SHOVEL5 

201 , $ 2 . 00 ; 

$2.25. 

D S*?ft* #, 4S n Vf ?s ln i7:2 o *J!. 0 l« a2 ' 85 each: 203 ’ 32.00; 307, 

tin! - 82 06 ; , u 7 i 2 : JSoo. $ : 1009 - ,225: 101 °- $225: 

i?no I 5!?n dle i, ?2 un ^/. oint ““ No - 20 °* 32.00 each: 300, 
Sn'f? 0 .« 4 oP’ ?i; 75 i 400A * $2.00: 700, $2.00; 701. $2.25; 
$2°25 $2 ' 25; 801 ’ * 225; 10 ° 0, * 2 00; 1001 ’ 32 00; 1002, 

H o a ft n i d,e ;o5 q e uare Point—No. 103, $2.35 each; 202, 

ico?! ’ *2°00; *100 5 8^ J°2 2 25 $1 ' 75; ^ ,2 25 = 1006 ' * 2 00 = 

A88E8' SKIN—35. 45c; 50e, 65c: 75. 85e; 100, $1.00. 


SLEDS—Hand and Coaster. 
Flexible Flyei 


No. 

No. 

No. 

No. 

No. 

No. 


1 
2 
8 

4 

5 

6 .15.00 


.$3.00 
. 3.50 
. 4.50 

5.50 

7.50 


Jr. Racer . 4.25 

Racer . 5.00 

Tux. Racer . 7.50 

Fire Fly— 

No. 9 $1.75 

No. 10 2.25 

No. 11 2.75 

No. 12 . 8.25 


.; Wiping, 
ire, 40*60, 


W6H, $3.75 
WlO, $2.00; 


pair; 

Wll, 


60 

65c; 


$1.25; 

$1.35; 


SMOOTH-ON—75c lb. 

SOLDER—*4 and *4, 55c lb.; 

40-60, 50c lb.; Wire, 50*50, 60c lb.; Electrical Wire, 

50c lb. 

SNIPS, TINNERS’—Wisa, Regular—No. 

W7, $3.15; W8, $2.50; W9, $2.20; 

$1.50; W12, $1.25. 

Wisa, Curved Blade—W6*4CB, $5.40 pair; W7CB, $4.40; 
W8CB $3.75; W9CB, $3.45; W10CB, $3.15; W11CB $2.50; 
W12CB, $2.20. 

SQUARES—Steel—No. 3, $1.75 each; 8B, 3G, $2.35; 10, 
$1.25; 14, $1.50; 14B, 14G, $2.25; 22, $1.15; 24, $1.25; 
27, $1.35; 100, 1.25; 100A, $3.00; 100B, 100G, $1.85; 

100CR, $3.00; 100GVR, $1.85; 100R, $3.50; 100RBTD. 

100RGTD, $3.75; 101, $2.00; 1016, 1018, $3.50. 

Try and Mitre—No. 2 (6). 75c each; No. 2 (7*4), 85c; 
No. 2 (9), $1.00; No. 12 (4), 45c; No. 12 (6), 60c; No. 12 

(8) , 65c; No. 12 (10), 85c; No. 15 (7*4), $1.15; No. 20 
(4*4), 45c; No. 20 (6), 55c; No. 20 (7*4), 65c; No. 20, 

(9) , 75c; No. 20 (10), 85c; No. 20 (12), $1.00. 

STONES, SHARPENING—Aloxite or Carborundum—No. 107, 

$1.25 each; 108, $1.50; 109, $1.00; 110, $1.25; 111, 75c; 
112, 65c; 115 to 117, $1.25; 118 to 120, $1.00; 121 to 123, 
75c; 124 to 126, 75c; 133 to 135, $1.00; 136 to 138, 
65c; 142 to 144, 50c; 145 to 147, 35c. 

Pike’s Oil and Water — No. 13, 60c each; 14, 60c; 16, 
10c; 20, 40c; 22, $1.00; 25, 15c; 37, 25c; 40, 25c; 42, 
35c; 48, 50c; 51, $1.00; 52, $1.25; 53, $1.50; 54, $1.00; 
55, $1.25; 56, $1.50; 59, 15c; 60, $1.75; 62, $2.25; 66, 
$2.75; 68, $3.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92. 
50c; 94, 60c. 

Pike’s Scythe — No. 39, 15c esch; 40, 15c; 41, $15c; 42, 20c. 
8PRAT PCJBiPS—Faultless, Tin, each, 60c; Barnes No. 964, 
$4.50; Barnes No. 276. $7.00. 

STAPLES—Netting, Gslv., 16c lb.; Barbed Wire,, Polished, 
7*4c. 

8TARRETT8’ TOOLS—"8hop*' or 
Micrometers, 40% above list. 

Caliper Rules, 40% above list. 

Thickness Gauges. 40% above list. 

Steel Tables, 40% above list. 

All other items, 25% above list. 

G. A P. GOODS—Hack Saw Frames— 

69..$1.75 69B. .$1.50 247. .$2.00 

8TOCKS A DIE8— 

Green River List plus 26% 

Little Giant, List plus 26% 

Armstrong No. 1 pipe $5.86 

No. 2. .... 7.80 

No. 2*4. 8.50 

No. 8, 1*4 to 2.18.00 

No. 8, 1 to 2.15.60 

STOP AND WASTE— 

Rough Brass, Iron Pipe Threads No. 10 T*Hsndle or 
No. 20 Lever Handle— 

% inch.$1.25 *4 inch.2.00 

% inch. 1.75 1 inch.8.00 

No. 30 High Grade “Cap" Pattern T or Lever Handli 
. >n PijM 


•Retail"— 


5..$ .50 14..$2.00 


Common No. 1 pips..$7.75 

No. 2. 9.90 

8tocks Onlv— 

Common No. 1 Pipe $2.75 
Common No. 2 Pipe 4.75 
Armstrong No. 2.... 8.60 
No. 8.6.85 


Rough Brass, Iron Pips Threads 


% inch.$1.50 *4 

% inch.2.10 1 

8TOVES—Common Air-Tights— 

No. 16 Unlined.$2.25 No. 

No. 18 Unlined.8.00 No. 

No. 20 Lined. 4.00 No. 

8TRIP—Weather—Rubber, *4 -in. 8e 
SUPPORTS—Wagon 
No. in. Price 

1 % $1.50 


inch. 

inch. 


2.50 

8.75 


Tongue 

No. 

2 


22 

24 

26 

per 


Lined.$4.50 

Lined. 6.00 

Lined.6.00 

ft; *4 in. 4c ft. 


in. Price No. in. Price 

% $2.00 8 % $2.75 

SWEEPERS, CARPET—Eisners—American Queen (N), $4.75 
each; Club (N), $8.50; Grand Rapids (N), $4.25; Grand 
Rapids (J), $3.75; Parlor Queen (N), $5.50; Princess (N), 
$4.50; Superba (N), $6.50; Universal (N), $4.00; Universal 
(J), $3.50. 

TACKS—Bill Posters’, No. 545 Wire, or 555 Cut—3, 35c 
lb.; No. 4, 35c lb.; 6, 35c: 8, 35c; 10. 35c. 

Carpet, No. 434 Cut, or 484 Wire *4 lb. papers—3, 10c 
box; 4, 10c; 6, 10c; 8, 10c; 10, 10c; 12, 10c. 438 Cnt, 

or 488 Wire *4 lb. papers—3, 7*£c box; 4, 7*4c; 6, 
7*4c; 8, 7 *4 c; 10, 7*4c. No. 495 Wire in bulk— 
3, 35c lb.; 4, 35c; 6, 35c; 8, 35c; 10, 35c; 12, 35c. 
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RETAIL SELLING PRICES—Continuad. 


TAOKS—Continued. 

Gimp—No. 324, 2%, 15c box; 3, 15c; 4, 15c; 6, 15c; 8, 15c. 
Upholsterers’—No. 804 Cut, *4 lb. papers—1% 15c box; 
2, 15c; 214, 15c; 3, 15c; 4, 10c; 6, 10c 8, 10c; 10, 10c; 
12 to 16, 10c. No. 305, Cut, or 355 Wire in bulk—3, 35c 
lb.; 4, 35c; 6, 35c; 8. 35c; 10, 35c; 12, 35c. 

Double Pointed—Blued, *4 lb. papers*—9, 5c box; 10, 5c; 
11, 5c; 12, 5c; 14, 5c. Blued in bulk—209, 80c lb.; 210, 
30c; 211, 30c; 212, 30c 

TAPS—Machine Hand— Disc. 

116 to 15*64.80% 1 116 to 8.80% 

*1*16 to*i::::::::::ao% Bolt— 

1% to 12.85% Pip*— 

14 to 24.85% *4 to 2.40% 

Machine Nut— 2% to 8.80% 

8-16 to 1.80% 3*4 to 4.20% 

TAPES - * 

Starrett Lufkin Starrett Lufkin 

No. 610, 85-fi. 260 68.86 550 8.00 

No. 510, 50-ft 268 4.85 558 8.75 

No. 510, 75-ft. 265 6.15 555 4.75 

No. 510, 100-ft. 266 7.75 556 6.00 

No. 505, 26-ft. 240 8.25 100 4.00 

No. 505, 50-ft. 248 4.00 108 5.00 

No. 605, 75-ft. 245 5.25 105 6.26 

No. 606, 100-ft. 246 6.75 1260 8.60 

1268 4.50 

1265 5.75 

TEES—Store Pipe—Cylinder— 

Asbestos 6 inch— Adjustable 6 inch— 

6x4, each.$ .90 4 to 8.65 

6x6, each. 1.25 6 to 12.. .75 

6x8, each. 1.65 Adjustable 7 inch— 

8x6, each. 1.75 6 to 12.85 

TENTS— Poles A 

Stakes 

Size 8-oz. 10-oz. Per Set 

7x7.$10.40 $12.15 $2.35 

7x9 12.35 14.35 2.35 

9x9 14.25 16.65 2.35 

9*4x12 . 16.75 19.55 8.25 

12x14 . 22.50 26.25 3.90 

12x18 . 27.75 32.45 5.20 

14x16 . 29.50 84.65 5.20 

14x20 . 36.65 42.55 6.20 

16x18 . 40.25 47.85 6.20 

16x20 . 44.35 51.75 6.50 

16x24 50.50 58.75 7.80 

16x30 ... 61.10 71.25 8.45 

A or Wedge— 

5x7 . 6.50 7.55 1.95 

7x7 . 8.20 9.55 2.25 

7x9 .. 9.80 11.50 2.60 

Flys—*4 nrice of tent. Pins, 3c each. 

THIMBLES—Asbestos—Each, 6x4, 90c: 6x6, $1.25; 6x8, 
$1.65; 8x6, $1.75. Adj. Store Pipe—4 to 8, 50c; 6 to IS, 
75c. 

THIMBLES—Flue—6-in., 10c; 7 in., 10c. 

THICKNESS GUAGE8—40% shore list price. 

TIN—Common Roofing—40c per sheet. 

TONGS—Vulcan Chain-81, $8.50; 82, $5.00; 88, $7.00; 
83*4. $9.00; 84. $11.00. 

TORCHES, CLAYTON Sc LAMBERT—Alcohol—No. 28, $2.00 
each 

Gasoline—No. 14, $3.75 each; 37, $6.00; 38, $6.50; 81, 
$6.85; 32. $7.00; 48, $8.00; 61, $6.50; 62, $9.00; 112, 
$5.75; 114 $5.50. 

Kerosene—No. 95, $6.50 each; 96, $7.50 each. 

TRAPS—Fly—Paragon, 35c each; Balloon, 25c; Edgewood 

(1) , $2.00; Edgewood (2), $2.00; Avis (1), $1.85; Avis 

(2) , $1.75; Avis (3), $1.65; Perfect, $1.45. 

Game—0 Newhouse. 40c each; 1 Newhouse, 50c; 1*4 New- 
house, 70c; 2 Newhouse, 90c; 3 Newhouse, $1.35; 4 New¬ 
house, $1.60; 5 Newhouse, $9.25; 1 Oneida Jump, 80c; 
1*4 Oneida Jump, 40c; 2 Oneida Jump. 55c; 0 Victor, 
20c; 1 Victor 25c; 1*4 Victor, 35c; 2 Victor, 45c; 3 
Victor, 60c; 4 Victor, 75c. 

Gopher—Western. 25c each; Noxall. 25c; Maccabee, 25c; 
EaBy Set, 25c; Newhouse, 25c; California Pocket, 25c. 
Mole—Reddick, $1.00 each; Out-O-Sight, $1.00. 

Mouse-—Sure Catch, 5 each; Security. 10c; Choker-Wood, 
15c; Choker-Tim, 15c; Delusion, 25c; Holdem, 50c; 
Caee. 25c. 

Rat—Sure Catch, 10c each; Security, 25c; Holdem, small, 
75c; Holden, large, $1.00. 

TROUGH— 

Earas— 5 inch, per doz.85 

4 in.$ .18*4 6 inch, per doz.40 

5 in.15 End Caps— 

6 in.18 4 in.$ .15 

* Mitres— 5 in.20 

4 in.$ .45 6 in.25 

5 ineh.50 End Pc. Comp.— 

6 in.60 4 in.$ .25 

Hangers — Wire— 5 in.80 

4 inch, per doz.$ .80 6 in.85 

TROWELS', BRICK—Disston—No. 10: 10*4, $1.25 each; 11, 
$1.50; 11*4, $1.50; 12. $1.50; 13. $1.75; 14. $1.75. 
Marshal town—No. 19W: 10*4, $1.50 each; 11, $1.50; 11*4, 
$1.50. No. 17L: 11, $1.75 each; 11*4, $1.75. 


TURNS—Cupboard—Brass Plated—Small, 20c; large, 25c. 
TWINE—Sacking— *4 -lb. hank, 20e. 

TWINE—Cotton—Wrapping, 75c lb.; Budding; 75c. 

Flax—No. 18BB, 40c lb.; 24BB, 40c; 18BO, 1018BC, 50c 
lb.; 24BC, 1024BC, 50c; 36BC, 1086BC, 50c; 30, Sacking, 
40c; 40, Sacking, 40c; 33, Sacking, 70c; 44 Backing; 75c. 
Hemp—No. 4*4, 30c cwt.; 6, 30c; 07, 80c. 

UNIVERSAL PLATES—Mild Steel Bare. 

*4 -inch and thicker and wider than 6-inch_9.25 ewt 

VALLEY—Tin—i-in., 6c ft.; 10-in., 10c; 14-in., 14c; 50- 
in., 20c. Tin Valley—Painted 2 side#—14-lni, ICa, 
VALVES— 


Standard Globe and 
Angle Valree— 

*4 . 

% ::::::::::::::: 

*4 . 

% . 

1 


1 * 


VISES—Solid Box— 


$ .85 
.90 
1.00 

1.25 
1.50 

2.25 

8.00 

4.25 

6.25 


Standard 

Gala Valves— 

*4 .$1-45 

*4 . 1-45 

% . 1.45 

*4 . 1.45 

% .*.05 

1 .2.80 

1*4 . 8.70 

1*4 . 5.00 

2 . 7.*0 


85 

lb... 

. .$12.50 

65 

lb... 

.. 17.50 

90 

lb. 

40 

lb... 

,.. 18.15 

70 

lb... 

.. 18.75 

95 

lb, 

45 

lb... 

,.. 18.75 

75 

lb... 

.. 20.00 

100 

lb 

50 

lb... 

. . 14.40 

80 

lb... 

.. 21.90 

125 

lb 

55 

lb... 

.. 15.00 

85 

lb... 

.. 28.15 

160 

lb 

60 

lb... 

.. 16.25 







26.35 


WAGON 8—Express. 
Steel— 


No. 04 . 

. .$1.50 

No. 08 . 

.. 1.66 

No. 02 . 

.. 1.85 

No. 0 . 

.. 2.25 

No. 1 . 

.. 2.75 

No. 2 . 

.. 8.00 

No. 8 . 

.. 8.50 

Coaster—Star. 


No. 10 . 

..$5.75 

No. 20 . 

.. 6.50 


No. 80 .... 
No. 40 _ 

Wagner*— 

No. 18 . 

No. 20 ..... 

No. 24 . 

Mare- 
No. 10 
No. 11 
No. 12 
*4. 22c; 


7.00 

7.50 


6.50 

7.50 

8.50 


■Welle— 

.. 5.75 

. 6.50 

. 7.00 

... . 5-16, 20c; Malle- 

*4, 14c; %. 14c; %, 14c 
No. 2, 22c; No. 2 Colored, 


Junior.2.75 

Midget .2.75 

Radiolite .2.50 


WASHERS—Out—8-16, 25c lb.; 

able, 18c; Cast, 6c; 8-8, 17c; 

WASTE—No. 1 White, 25c lb.; 

18c. 

WATCHES— 

Yankee .$1.85 

Triumph. 1.60 

Eclipse .2.00 

WAX—Floor, 60c., 

WEANERS—Calf—Shews No. 1, 50c; No. 2, 65e. Hoosier 
No. 11, 75c; No. 12, 85c. Kanteuk — Calf, 40c; Cow, 50c. 
WEDGES—Truekee-Alki, lb., 15c: Oregon-Atha, 25c; Oedar- 
Atha. 25c: Cedar*Alki, 15c; Falling, 27c; Saw, 19c. 
WEIGHTS—Sash—8 lbs. and over, 4c lb. Evenera or Bal¬ 
ances— *4. 7c lb. 

WHEELBARROWS—Brick— No. 10B, $10.00 each; 20, $10.00; 
Garden—No. 2V, $8.75; 3V, $10.50; 21, $6.25. 

Railroad—No. 15, $5.25; 17, $6.25; 19, $6.50. 

Steel Tray, Wood Frame—No. 2A, $11.50 each; 23, $8.25; 
27, $12.00; K29, $16.00. 

Steel Tray and Frame— No. AX, $10.75 each; 4, $12.00; 5, 
$13.50; 10, $18.00. 

WIRE—Plain Fence— 

Black—Nos. 6 to 16. 6 to 24-lb., lots.9 .08 

Galvanized—Nos 6 to 16, 5 to 24-lb. t lots. .10 

Black, 1 to 5-lb.$ .10 Galv., 1 to 5-lb.12 

Barbed Fence— 

Glidden Ptd, $6.80; Glidden Galv., $7.00; Baker Ptd, $6 55: 
Baker Galv.. $7.25; Wankeganlto Galv., $8.00; Am. Spcl 
Galv., 80 ra spls, ea„ $4.45; Glidden 80 rd sple, $5,§0; 
Baling Wire—14 Ga., Full Coils, $6.55 100 lbs.; 15 Ga., 
$6.65; 16 Ga., $6.75. 

Broken Coils— 1 to 24-lb. add 8c lb,; 25 to 50-lb. add 2c 
lb.: 50 to 100-lb. add 1 c lb. 

Bale Ties— 9*4 ft.. 15 Ga., per bundle of 250, 

WIRE, FENCE—Barbed—2-ot. Glidden (galvanized), 

2-pt. Waukegan (galvanizod), open; 4-pt. Lyman 
vanized), open; American Special (galvanized), open. 
Smooth-Twisted—Two Strand, open. 

WOOL, STEEL—2-oz. Package (all numbers), 15c each 
package—0, $1.00 each; 1, 75c; 2, 70c; 3. 60c. 

WOOL—8teel—1-lb. rolls—0, 85c; 1, 75c. Wheels—Grinding 
Discount 40%. 

WROUGHT BRASS BUTTS—Narrow, Middle A Broad Add 
85% to List. 

WRENCHES—Agricultural—No. 6, 60c each; 8. 75c; 10, 

85c; 12, $1.00; 15, $1.45. 

Alligator—0, 20c each; 1, 25c; 2, 50c; 3, $1.25; 12, 30c; 
13, 40c. 

Bemis & CaM—No 12. $2.00 each; 15, $2.50; 18. $4.25. 
Coes’—Key (28). $1.35 each; Key (36). $3.00; Knife (6), 
$1.15; Knife (8), $1.35; Knife (10), $1.50; Knife (12), 
$2.00; Knife (15). $2.75; Knife (18), $3.25; Knife (21). 
$4.50; Steel (4), $1.00; 8teel (6), $1.15; Steel (8), $1.35; 
Steel (10), $1.50; Steel (12), $2.00; Steel (15), $2.75; 
Steel (18), $3.25; Steel (21). $4.50. 

Crescent—No. 68-8, $1.50 each. No. 188, 4, 70c: 6, 75c; 
8, $1.00: 10, $1.25; 12, $1.50; 15, $2.00; 18, $2.75. No. 
810-10, $2.00. 

ZINC— Full Sheets. 40o lb.: less than Sheets, 50e lb. 


98.25 

open; 

(gal¬ 


l-lb. 
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Buy Goods 
That 

are Advertised 

Why? 

Not Alertly Because they are Advertised, but Because 

Advertised Goods are Better or Cheaper, 
or Better and Cheaper 

Than Those Which are Not Advertised 

Why Better? 

Simply because it is now known among manufacturers that only AN 
ARTICLE OF REAL MERIT CAN BE ADVERTISED LIBERALLY 
AND CONTINUOUSLY WITH PROFIT. 

Because an advertised article must be superior in some respect to 
others of its kind in order to furnish an advertising argument that is 
strong enough to sell it. 

Because continuous advertising is, in itself, proof of the advertiser’s 
belief that his goods are worthy and will meet the buyer’s requirements. 

Why Cheaper? 

Because the manufacturer who advertises distributes his product by 
the most economical method. 

Because only an advertised article will find a market so large and 
steady as to warrant heavy investments in the labor-saving machines and 
modern methods which make for a better product and a lower price. 
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HARDWARE WORLD—PLUMBING AND HEATING. 


WHERE TO BUY 

Classified list of the products of progressive manufacturers — Goods that can he 
depended upon. Note carefully our advertising pages for particulars, or address our 

information department. 


AIR PUMPS 

Curtis Pneu. Machinery Oo., St. Louis, 
Missouri. 

AIR HOSE 

Chicago Tubing Sc Braiding Co., Chi¬ 
cago, Ill. 

AIR VALVES 

Beaton A Cad we 11 Mfg. Co., New Brit¬ 
ain. Conn. 

Romont Mfg. Co., Oakfield, Wis. 

ALUMINUM GOODS 

Aluminum Goods Mfg. Co., Manito¬ 
woc, Wis. 

AMMUN?TION ,inUm ° D - W ° 0,t « r ' ° 
Giant Powder Co., San Francisco, Oal. 
Peters Cartridge Co., Cincinnati, O.; 
San Francisco, Cal. 

ASBESTOS FURNACE CEMENT 
Win. Conners Paint Mfg. Co., Troy. 
New York. 

AUGER BITS 

James Swan Co.. 8eymour, Conn. 
Peck. Stow & Wilcox Mfg. Co., South- 
ington, Conn, and Cleveland, Ohio. 

. Mfg. Co.. Torrington. Ot. 

AT supplPes E ACCKSSOR1BS and 

Apco Mfg. Co., Providence, R. I. 
American Chain Oo., Bridgeport, Conn. 
Automobile Accessories Co., Baltimore. 
Maryland. 

Baker, Hamilton Sb Pacific Co., San 
Francisco, Calif. 

Boston Woven Hose A Rubber Oo., 
Boston Mass. 

Buffum Tool Co.. Louisiana, Mo. 
Century Plainfield Tire Oo.. Plainfield, 

Chicago Flexible 8haft Co., Chicago. 
Chicago Tubing Sc Braiding Co., Chi¬ 
cago, Ill. 

Crystal-lac Distributing Co., San Fran¬ 
cisco. Los Angeles, Seattle. 

Curtis Pnen. Machinery Co., 8t. Louis, 
M lSBon ri. 

Diamond Rubber Co., Akron, Ohio. 

B. F. Goodrich Co., Akron, Ohio. 

Dunham. Carrigan A Hayden, San 

Francisco, Cal. 

r* X' Oo., Streator, III. 

r v H * *J ane ? * Oo., Hastings, Neb. 
Johns-Manville Co., New York, N. Y. 
Hartford Rubber Works, New York. 
Honeyman Hardware Co., Portland. Or. 

J °City N X j n Cruclble °°- Jersey 

j*ros. Co., Poughkeepsie, N. Y. 
Will B. Lane, Chicago, Ill. 

Lee Broom A Duster Co.. Lincoln. Neb. 
In”** ^£ pliance Corporation, Brook- 

McSraw Tire A Rubber Co., East Pal¬ 
estine, Ohio. 

Monamobile Oil Co., San Francisco and 
Los Angeles. 

Frank Mossber* Co., Attleboro. Mass. 
Motor Car Supply Co.. Chicago. I1L 
Mound Tool Co.. St. Louis, Mo. 
Osgood Lens & Supply Co., Chicago. 
Platt A Washburn, New York and San 
Francisco. 

Revere Rubber Co., New York. N. Y 
Romort Mfg. Co., Oakfield, Wis., and 
Seattle. ’ 

Royal Mfg. Co., Rahway, N. J. 

R. F. Sedgley, Philadelphia, Pa. 
Stanley Works. New Britain. Conn. 

St ay beat os Mfg. Co., Germantown. Pa. 
Strevell-Paterson Hardware Oo., Salt 
„ I-ake City, Utah. 

Salt Lake Hardware Co., 8a1t Lake 
City, Utah. 

Simmons Hdwe. Co., 8t. Louis. Mo. 
Swan Sc Finch Co., New York and 
San Francisco. 

Thermoid Rubber Co., Trenton, N. J., 
New York, Chicago, San Francisco 
and Los Angeles. 


Union Hdwe. A Metal Co., Los An¬ 
geles, Cal. 

U. 8. Tire Co., New York, N. Y. 
Tritch Hardware Oo., Denver. Oolo. 
Weed Chain Tire Grip Co., New York. 
AUTOMOBILE OILS 

Monamobile Oil Co., San Francisco. 
Platt A Washburn Refining Co.. New 
Swan A Finch, New York City and 
San Francisco. 

York and San Francisco. 

Union Hdwe. A Metal Co., Los Ange¬ 
les, Cal. 

AXES 

Simmons Hdw. Co., St. Louis. Mo. 
BABBITT METAL 

Wheeling Corrugating Co., Wheeling, 
W. Va. 

Whitaker-Glessner Oo., Wheeling,W.Va. 
BAKING PANS 

Wheeling Corrugating Oo., Wheeling. 
W. Va. 

Whitaker-Glessner Oo., Wheeling,W.Va. 
BALANCES—Spring- 

John Chatillon A Sons, New York. 
BALL COCKS 

Bost on B rass Co., Waltham, Mass. 
BARB WIRE 

American Steel A Wire Co., Chicago, 
Ill.; San Francisco and Los Angeles, 
Cal.; Portland. Ore., and Seattle. 
Pittsburgh Steel Co., Pittsburgh and 
San Francisco. 

United States Steel Products Co., San 
Francisco, Cal.; Los Angeles. Oal.: 
Portland. Ore.; Seattle, Wash. 
BARN DOOR HANGERS 

Hunt, Helm, Ferris A Oo., Harvard, 
Illinois. 

Lane Bros. Co., Poughkeepsie. N. Y. 
McKinney Mfg. Co., Pittsburgh, Pa. 
Richards-Wilcox Mfg. Co., Aurora. Ill. 
Safety Door Hanger Co.. Ashland, O. 
Stanley Works, New Britain, Conn. 
Wagner Mfg. Co.. Cedar Falls, Iowa. 
BARN DOOR LATCHES 

P- A F. Corbin, New Britain. Conn. 
Lane Bros. Co., Poughkeepsie, N. Y. 
Stanley Works, New Britain, Conn. 
BEAMS—Cotton 

John Chatillon Sc Sons. New York. 
BIRD CAGES AND SUNDRIES 
O. Lindemann A Oo.. New York, N. Y. 
BITS 

Buffum Tool Co., Louisiana. Mo. 
Peck, 8tow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland. Ohio. 
Progressive Mfg. Co . Torrington, Ot. 
BLACKSMITHS’ SUPPLI. S 

Buffum Tool Co., Louisiana, Mo. 
Buffalo Forg e Oo .. Buffalo, N. Y. 
BLASTING POWDER 

Giant Powder Co., San Francisco, Cal. 
BOILl- GRAPHITE 

Joseph Dixon Crucible Co., Jersey 


City, N. J 

BOILER HANDLES 


Berger Bros. Co., Philadelphia, Pa. 
BOLT CASES 

American Bolt A Screw Case Co., Day- 
ton. O. 

BOLT CLIPPERS 

H. K. Porter Co., Everett, Mass. 
BOLTS—Door 

Bommer Bros.. Brooklyn, N. Y. 
Chicago Spring Butt Co.. Chicago. HI. 
P. St F. Corbin. New Britain, Conn. 
Shelby Spring Hinge Oo., Shelby, O. 
The Stanlev Works, New Britain, Ct. 
BOX OPENERS 

Bridgeport Hdwe. Mfg. Co., Bridge¬ 
port. Conn. 

BRACES 

Peck, Stow St Wilcox Mfg. Co., South¬ 
ington. Conn, and Cleveland, Ohio, 
BRACKETS—Shelf 

Atlas Mfg. Co., New Haven, Conn. 

P. A F. Corbin. New Britain. Conn. 
The Stanley Works, New Britain, Ot. 


BRAKE LINING 

Johns-Manville Co., New York, N. Y. 
Stuybestos Mfg. Co., Germantown, Pa. 
Thermoid Rubber Co., Trenton, N. J.. 
New York, Chicago, San Francisco 
and Los Angeles. 

BRAZIERS 

Clayton A Lambert Mfg. Co., Detroit, 

Michigan. 

Turner Braas Works, 8yeamore, HI. 
BRIDLE IRONS 

Lane Bros. Oo., Poughkeepsie, N. Y. 
BROOMS 

Lee Broom A Duster Oo.,-Lincoln, Neb. 
BUILDERS’ HARDWARE 

P. St F. Corbin, New Britain, Conn. 
Corbin Cabinet Look Go., New Brit¬ 
ain, Conn. 

Peck, Stow A Wilcox Mfg. Co., Sonth- 
ington. Conn, and Cleveland, Ohio. 
Russell A Erwin Mfg. Oo., New Brit¬ 
ain. Conn. 

Sargent Sc Company, New Haven, New 
York, Boston, Chicago, San Francisco. 
BUTTS 

The Chicago Spring Butt Co., Chicago. 
Shelby Spring Hinge Co., Shelby, O. 
Stanley Worka, New Britain. Conn. 
CANS AND SPECIALTIES 
Stuber A Kuck, Peoria, Ill. 

CAN OPENERS 

United Royalties Corp., New York, 
N. Y. 

CANNING OUTFITS 

The Handy Mfg. Co., Chicago, 8eattle. 
CAPS, BLASTING 

Giant Powder Co., San Francisco, OaL 
CASH REGISTERS 

National Cash Register Co., Dayton, O. 
CASTERS 

Bassick Co., Bridgeport, Conn. 
Faultiest Caster Oo., Evansville, Ind. 
CATCHES—Transom 

P. A F. Corbin. New Britain, Conn. 
Shelby Spring Hinge Co., Shelby, O. 
CEILING PLATE8 

Beaton A Corbin Mfg. Co., Southing¬ 
ton. Conn. 

CELLAR WINDOW SETS 

Shelby Spring Hinge Oo., Shelby, O. 
Stanley Works, New Britain, Oonn. 
CHAIN 

American Chain Co.. Bridgeport. Oonn. 
The Cleveland Galvanized Works, 
Cleveland, Ohio. 

CHAIR TIPS 

Elastic Tip Co., Boston. Mass. 

Henry Peabody A Co., New York, 
CHEMICAL ENGINES 

O. J Childs Oo.. Utica, N. Y. 
CHERRY SEEDERS 

Enterprise Mfg. Oo.. Philadelphia. Pa 
Schroeter Bros. Hardware Co., St. 
Louis, Mo. 

CHISELS 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
CHURNS 

United Royalties Corp., New York, 
N. Y. 

CLEAVERS—Butcher’s 

John Chatillon Sc Sons, New York. 
CLIPPERS 

H. K. Porter, Everett. Mass. 
CLOCKS 

New Haven Clock Co., New Haven, 
Conn. 

CLOTHES LINE REELS 

United Royalties Corp., New York, 
N. Y. 

COAT AND HAT HOOKS 

Atlas Mfg. Co., New Haven, Oonn. 
Shelby Spring Hinge Co., Shelby, O. 
COBBLER OUTFITS 

Star Heel Plate Co., Newark, N. J. 
CONCRETE MIXERS 

Lansing Wheelbarrow Co., San Fran¬ 
cisco, Oal. 
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COPPER GASKETS 

Beaton A Cadwell MIg. Co., Mow Brit 
am. Conn. 

CORDAGE 

Columbian Ropo Co., Auburn, N. T. 
Portland Cordage Co., Portland, Ore 
Samson Cordage Works, Boston. Mass. 
CURltY COMBS 

New York Stamping Co., Brooklyn. 
CUTLEKY 

John Chatillon A Sons, New Tork. 
Honey man Hardware Co., Portland. Or. 
International Silver Co.. Meriden, Ot 
Ontario Knife Co., Franklinville, N. Y 
Simmons Hardware Co., St. l^ouis. Mo. 
Salt l~ake Hardware Oo., Salt Lake 
City Utah. 

BtrevelI-Paterson Hardware Co., Salt 
Lake City, Utah. 

DIES8 

Greenfield Tap and Die Corporation, 
Greenfield. Mass. 

DOOK HANGERS 

Hunt. Helm. Ferris A Oo., Harvard, 111. 
Lam* Bros. Co., Poughkeepsie, N. Y. 
Richards-Wilcox Mfg. Co., Aurora. Ill. 
Safety Door Hauser Co., Ashland, O. 
Stanley Works, New Britain. Conn. 
Wagner Mfg Co.. Cedar Falls. Iowa. 
DOOK LATCHES 

Dane Bros. Co^ Poughkeepsie, N. Y. 
The 8tanley Works. New Britain. Ct. 
DOOK PULLS 

Sommer Brothers, Brooklyn, N. Y. 
DOOR SPRINGS 

Chicago Spring Butt Co., Chicago, Ill. 
DRAG SAWS 

R M. Wade A Oo., Portland, Oro. 
DRINKING FOUNTAINS 

Buffum Tool Co., Louisiana, Mo. 

M I. Kline. Portland. Ore. 

DR ILLS 

Buffalo Forge Oo., Buffalo. N. Y. 
Goode!l Pratt Go., Greenfield, Mass. 
North Bros. Mfg. Oo., Philadelphia, Pa. 
DUMBWAITERS 

Sedgwick Maehinn Works, New York. 
DUSTERS 

Lee Bmom A Duster Go., Llnooln, Nob. 
DYNAMITE 

Dupont Powder Oo., Wilmington, Dot 
Giant Powder Oo.. Ban Francisco. Cal. 
Hercules Powder Co., Wilmington, 
Del., and San Francisco. 

EGG BEATERS—"Ladd" All-Steel 
United Royalties Oorp., New York, 

N. Y. 

ELEVATORS 

8edrwick Machine Works, New York. 
ENAMELED WARE 

Honeyman Hardware Go., Portland. Or. 
Oentral Stamping Co., New York. N.Y. 
New York Stamping <&»., Brooklyn.N.Y. 
balance A Grosjean Mfg. Co., New 
York, Chicago and San Francisco 
8alt Lake Hardware Co., Salt Lake 
City. Utah. 

Simmons Hardware Co., St. Loots, Mo. 
Strevell-Paterson Hardware Co.. Salt 
Lake City Utah 

U. S'. Stamping .Co., Moundsville, W. 
Va., San Francisco, Portland. 
ENGINES 

Lansing Wheelbarrow Oo., San Fran¬ 
cisco. Cal 
ESCUTCHEONS 

P. A F. Corbin, Now Britain, Conn. 
Shelby 8prine Hinge Oo., 8helby, O. 
EXPANSION BOLTS 

Parker Supply Co., New York, N. Y. 
EXPLOSIVES 

Hercules Powder Co.. Wilmington, 
Delaware and San Francisco, Cal. 
FASTENERS—Casement Window 
Shelby Spring Hinge Oo., 8holby, O. 

TTf Tiff TR 

Thos. 8arill's Sons, Philadelphia, Pa. 
T.ane Bros. Co., Poughkeepsie, N. Y. 
FENCE 

United States 8teel Products Oo., San 
Franeisco, Los Angeles. OaL; Port¬ 
land. Ore.: Seattle, Wash. 

FENCE WIRE 

Pittsburgh Steel Co., Pittsburgh and 
San Francisco. 

FILFS 

Delta File Works. Philadelphia. Pa. 
Henry Dias ton A Sous, Philadelphia. 
Nicholson File Co., Providence, R. I. 
McCaffrey Fils Go., Philadelphia. Pa. 
Simonds Mfg. Oo., Fitchburg, Mass. 
FIRE APPARATUS 

O. J. Childs Co.. Utica, N. Y. 


WHERE TO BUY—Continued 

FIREARMS 

Colt’s Patent Firearms Co., Hartford. 

Conn 

FIRE EXTINGUISHERS 

Johns Manville Co., New York, N. Y. 
FIRE POTS 

Clayton A Lambert Mfg. Co., Detroit, 
Michigan. 

FISHING TACKLE 

J v VV»*lsh, Pasadena, Cal. 

FITTINGS 

Central Foundry Co., New York. 

M. L. Kline, Portland, Ore. 

Rhode Island Fittings Co., Hillsgrove, 

FLUOR AND CEILING PLATES 
Beaton A Cadwell Mfg. Co., New Brit¬ 
ain, Conn. 

Beaton A Corbin Mfg. Oo., Southing¬ 
ton. Conn 

FLOOR SLEEVES 

Beaton A Cadwell Mfg. Oo., New Brit¬ 
ain, Conn. 

FLOUR SIFTERS 

Fred J Meyers Mfg. Co., Hamilton.O. 
FOOD CHOPPERS 

Enterprise Mfg. Co. of Pa., Philadel¬ 
phia, Pa, 

Russell A Erwin Mfg. Co., New Brit¬ 
ain, Conn. 

8chlichter Mfg. Oo., Hamilton, Ohio. 
FORGES 

Buffalo Forge Oo.. Buffalo, N. Y. 

FRY PANS 

Central Stamping Co., New York. N.Y. 
New York Stamping Co., Brooklyn. 
Wheeling Corrugating Oo., Wheeling. 
W Va. 

FURNACES 

Gutter A Proctor Stove Oo., Peoria. 
Illinois. 

FURNITURE SLIDES 

Universal Caster A Foundry Oo., New 
srk, N J. 

GALVANIZED GOODS 

Wheeling Corrugating Co., Wheeling, 
W. Vs. 

GARAGE EQUIPMENT 

Lane Bros. Oo.. Poughkeepsie, N. Y. 
Richards*Wilcox Mfg. Co., Aurora, Ill. 
Hunt, Helm, Ferris A Oo., Harvard, III. 
The Stanley Works, New Britain, Ct. 
GARDEN TOOLS 

Bartlett Mfg. Co., Detroit, Mich. 
Buffum Tool Co., Louisiana, Mo. 

J. E. Gilson Oo., Port Washington, 
Wis. 

C. S. Norcrota A 80ns, Bushnell, Ill. 
Union Fork A Hoe Oo., Columbus, O. 
GARDEN HOSE 

Thermoid Rubber Co., Trenton, N. J., 
New York, Chicago, San Francisco 
and Los Angeles. 

GAS RANGES 

James Graham Mfg. Co., San Francisco. 
GASOLINE TORCHES 

Clayton A Lambert Mfg. Co., Detroit, 
Michigan. 

Otto Berne. Newark. N. J. 
GRAPHITE 

Joseph Dixon Crucible Oo.. Jersey City, 
N J : San Francisco, Gal. 
GRAPHITE PAINT 

Joseph Dixon Crucible Co., Jersey City, 
New Jersey. 

GRASS CATCHERS 

Excelsior Bag A Mfr. Co.. Troy, N. Y. 
Philadelphia Lawn Mower Co., Phils 
delphia. Pa. 

Specialty Mfg. Co., 8t. Anthony Park, 
Minnesota. 

HAMMERS 

Vaughan A Bushnell Mfg. Oo., Chi¬ 
cago. Ill. 

HANDLE8 

Bnffnm Tool Co., Louisiana, Mo. 
Tvory Handle Cb.. Hope, Ark. 

HAND FIRE EXTINGUISHERS 
O J. Childs Oo., Utica, N. Y. 

HAND CARTS 

Lansing Wheelbarrow Oo., Ban Fran* 
ciaco. Cal 

HANGING 8CALES 

Pelonte Mfg Oo.. Chicago, Illinois. 
Triner Sesle Oo.. Chicago, Til. 
HARDWARE JOBBER8 

Baker, Hamilton A Pacific Co., San 
Francisco. 

Dunham, Carrigan A Hoyden, Ban 
Francisco. Cal 

A. M. Hotter Hardware Co., Helena, 
Montana 

Hammond Lumber Oo., Los Angeles. 


Honeyman Hardware Co., Portland, Or. 
Jensen, King, Byrd Co.. Spokane, Wn. 
Ii. Roth A Sons, San Francisco, Cal. 
Salt Lake Hardware Co., Salt Lake 
City. Utah. 

Simmons Hardware Oo., St. Louis, Mo. 
Strevell-Paterson Hdwe. Co., Sait Lake 
City, Utah. 

Union Hardware A Metal Oo., Los An¬ 
geles, Cal. 

Thomson-Diggs Go., 8acramento, Osl. 
HARDWARE SPECIALTIES 

Bridgeport Hardware Mfg. Co., Bridge¬ 
port, Conn. 

Buckeye Aluminum Co., Doylestown, O. 
Buffum Tool Co., Louisiana, Mo. 
Crescent Tool Oo., Jamestown, N. Y. 
Delta File Work*. Philadelphia, Pa. 
Enterprise Mfg. Co., Philadelphia, Pa. 
Excelsior Bag A Mf«\ Oo., Troy. N. Y. 
Fred J. Meyers Mfg. Oo.. Hamilton.O. 
Lane Bros. Co., Poughkeepsie, N. Y. 
Lufkin Rule Co., Saginaw, Mich. 
McKinney Mfg. Co.. Pittsburgh. Pa. 
Nea York Stamping Go., Brooklyn.N.Y. 
Reading Saddle A Mfg. Oo., Reading, 
Penn. 

Rlehards-Wilcox Mfg. Co., Aurora, Ill 
Salt Lake Hardware Co., Salt Lake 
City, Utah. 

Schroeter Bros. Hardware Co., St. 
Louis, Mo. 

Shelby Spring Hinge Co., Shelby, O. 
Simmons Hdw. Co., 8t. Louis. Mo. 
Stanley Works, New Britain, Conn. 
Strevell-Paterson Hdwe. Oo., Salt Lake. 
Thomson-Diggs Oo., Sacramento, Oal. 
HARNESS HARDWARE 
Covert Mfg. Oo., Troy, N. Y. 

Salt Lake Hardware Oo., Salt Lake 
City, Utah. 

HEEL PLATES 

Star Heel Piste Oo., Newark. N. J. 
HINGES 

Bom mer Brothers. Brooklyn. N. Y. 

P. A F. Corbin, New Britain, Conn. 

P. A F. Corbin, New Britain, Conn. 
The Chicago Spring Butt Go., Chicago. 
Shelby 8pring Hinge Co., Shelby, O. 
Stanley Works, New Britain, Conn. 
Superior Spring Hinge Oo., Chicago 
and Los Angeles. 

HOLLOW HANDLE TOOL KITS 
Bridgeport Hdwe. Mfg. Co., Bridge¬ 
port. Conn. 

HOOK AkD EXPANSION PLATES 
Beaton A Cadwell Mfg. Oo., New Brit¬ 
ain, Conn. 

HORSE 8HOE8 

Phoenix Horse Shoe Oo.. Chicago, HI. 
United States Steel Products Oo.. Ran 
Francisco, Los Angeles, Portland and 
Seattle. 

HOSE 

Boston Woven Hose A Rubber Co., 
Boston, Mass. 

Goodyear Rubber Co., San Francisco. 
HOSE COUPLING 

8tuber A Kuck, Peoria, Ill. 

HOSE MENDERS 

Stnber A K uck, Peoria, Ill. 

HOSE REELS 

Specialty Mfg. Co., St. Anthony Park. 
Minnesota. 

HOUSEHOLD GOODS 

Aluminum Goods Mfg. Co./ Manito¬ 
woc, Wis. 

Baker, Hamilton A Pacific Co., 8an 
Francisco. 

Central Stamping Co., New York, N. Y. 
Cordley A Hayes, New York, N. Y. 
Corning Glass Works, Corning, N. Y. 
Dunham. Carrigan A Haydenn, San 
Francisco, Cal. 

The Handy Mfg. Cb M Chicago, Seattle. 
Heyman-Weil Co., San Francisco, Cal. 
Jensen, King, Byrd Oo., 8pokane, Wn. 
Lslance A Grosjean Mfg. Co.. New 
York, Chicago and Ban Francisco. 
Landers, Frary A Clark, New Britain, 
Connecticut. 

Fred J. Meyers Mfg. Oo., Hamilton, O. 
National Kitchen Products Go., San 
Francisco, Cal. 

New York Stamping Oo., Brooklyn. N.Y. 
Nn-Sink Go., Loe Angeles and San 
Francisco. Osl. 

Ontario Knife Oo.. Franklinville. N. Y. 
Schlichter Mfg. Co., Hamilton. Ohio. 
Schlneter Mfg. Co., St. Louis, San 
Francisco, Seattle, Denver. 
Strerell-Psterson Hardware Co., Salt 
Lake City, Utah. 
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WHE RE TO BUY—Continued 


United Royalties Corporation, N. T. 
United States Stamping 0o. f Mounds* 
ville, W. Va. f San rrancisoo,Portland. 
Wheeling Oorrugating Co., Wheeling, 
W Va. 

ICE CREAM FREEZERS 

North Bros. Mfg. Co., Philadelphia. 

ICE SCALES 

Pelouse Mfg. Co., Chieago, Ill. 

Triner Seale Co., Chicago, Ill. ______ 

INTERIOR METAL DECORATIONS 
Wheeling Corrugating Ob., Wheeling, 
W. va. 

IRON AND STEEL ^ , 

Salt Lake Hardware Co., Salt Lake 
City. Utah. ^ , 

8trevell • Paterson Hardware Oo., Salt 
Lake City, Utah. 

Thomson-Dtggi Co., Sacramento, Cal. 
United States Steel Products So.. San 
Francisco, Los Angeles, Portland and 
Seattle. 

Wheeling Oorrugating Co., Wheeling, 
W. Va. 

JACKS— Carriage, Truck 

Lane Bros. Co., Poughkeepsie, N. T. 
JAPANNED WARE 

Schlneter Mfg. Co., St. Louis, San 
Francisco, Seattle, Denver. 

JOIST HANGERS 

Lane Bros. Co., Poughkeepsie, N. Y. 
KICK PLATES , „ _ 

ftotnmer Bros. Oo.. Brooklyn, N. T. 
Shelby Spring Hinge Co., Shelby, O. 
KNIVES 

John Chatillon ft Sons, New York. 
Ontario Knife Co., Franklinville, N. Y. 
KNOBS—Door 

P. ft P. Corbin, New Britain, Conn. 
Shelby 8pring Hinge Oo., 8helby, O. 
LAVATORY SPRING HINGES 

Chicago Spring Butt Oo., Chicago, Ill. 
LAWN MOWERS 

Coldwell Lawn Mower Co., Newburgh, 

N. Y., and Chicago, Ill. 

Philadelphia Lawn Mower Oo., Phila¬ 
delphia, Pa. ^ 

Pennsylvania Lawn Mower Oo., Phila¬ 
delphia, Pa. 

8immons Hdw. Go., St. Louis, Mo. 
LAWN SPRINKLERS 

Buffum Tool Co., Louisiana, Mo. 
Enterprise Mfg. Oo. of Pa., Philadel¬ 
phia, Pa. 

Stuber ft Kuck, Peoria, Ill. 

Thompson Mfg. Oo., Los Angeles, Cal. 
Will's 8prinkler Co., Los Angeles, Cal. 
LAWN SWEEPERS 

Philadelphia Lawn Mower Co., Phila¬ 
delphia, Pa. 

LENSES 

Corning Glass Works, New York, N. Y. 
Osgood Lens ft 8upply Co., Chieago. 

^ridieport Hardware Mfg. Oorp., 
Bridgeport, Conn. 

Goodelf-Pratt Co., Greenfield, Maaa. 
Henry Dlsston ft Sons, Philadelphia. 
8tanley Rule ft Level Oo., New Brit¬ 
ain. Conn. 

LINOLEUM 

Armstrong Cork Oo., Lancaster, Pa. 
LOCKS 

P. ft 7. Corbin, New Britain. Oonn. 
Corbin Cabinet Lock Co., New Brit- 
aim Conn. 

Shelby Spring Hinge Co., Shelby, O. 
LUBRICATING OIL _ 

Tide Water Oil Company, New York, 
San Francisco, Boston, Philadelphia 
and Chicago. 

MANUFACTURERS* AGENTS 

Bailey ft Drake Co., San Francisco. 
A. H. Coates Co., 8an Francisco. Cal. 
George E. Dalton, Los Angeles, Cal. 
Norman Cowan, San Francisco, Cal. 

W. D. Caldwell. 8an Francisco. 

E. C. Coffin ft Co.. Salt Lake, Utah. 
Horace Allen, San Francisco. 

S. V. Armstrong, San Francisco. 

Phil Bekeart Co., San Francisco. 

W. F. Boardman ft Oo.. 8an Fran¬ 
cisco. Cal. _ _ 

A. L* Conger Co.. San Francisco. 
Omer Cox. San Francisco. 

A. W. Dow. San Francisco. 

Geo. F. Eberhard Co., San Francisco. 
Ewing-J/ewis Co., San Francisco and 
Los Angeles. Cal. 

Griffith Sales Co., Sheldon Bldg., 8an 
Francisco, Cal. _ . 

Edward Knoble A Son, Tacoma, Wash. 
Chas. L. Lewis, San Francisco. 


French ft Linforth, San Franeisoo. 

C. W. Gause Oo., San Francisco. 

W. H. Gilbert, San Francisco and Los 
Angeles. 

R B. Hanna, Los Angeles. 

Haven ft Haven, San Francisco, CaL 

D. L. Herman, Seattle. 

H. A. Heppner A Co., Portland. 

Wm. P. Horn Oo., San Francisco. 

M. Howard, San Francisco. 

Hughson ft Merton, San Francisco. 

C. N. ft F. W. Jonas, Los Angeles, San 
Francisco. 

E. A. Keithley, San Francisco. 

P. O. A A. E. Lowrey, San Franeisoo. 
O. A Maydwell A Oo.. San Franeisoo. 
Mayrant Conner, ban Francisco. 
McDonald ft Linforth, San Francisco. 
Morgan A Allen, San Francisco. 

J. T. McDevitt, San Francisco. 

T. D. McLean Co., Seattle. 

Osgood A Howell, San Francisco. 

Sanford Plummer, San Francisco. 

A. Rannie, San Francisco. 

O. S. Rhea, Berkeley, Oal. 

Jno. T. Rowntree, San Francisco, Port¬ 
land, Or., Los Angeles, Denver, Colo. 
Rowntree A Wishon, 8an Franeisoo. 

A. C. Rulofson, San Francisco and Los 
Angeles, Portland, Seattle. 

C. P. Rust A Oo., San Francisco, OhL 

U. H. Smith ft Bro., Los Angeles. 

T. H. Speddy, San Franeisoo. 

0. H. Stanyan, Baa Franeisoo. 

Eugene O. Saul, San Francisco. 

J. A. Tuthill, Loe Angeles, CaL 

S. F. Wilbur Co., San Francisco, OaL 

Thomas A Williams, Salt Lake. 

8. G. Wilson, Loe Angeles. 

Fred P. Winchester, San Franeisoo. 
John J. Winner, San Franeisoo. 
Wright ft Lacey, San Franeisoo. 
MECHANICS' TOOLS 

Buffum Tool Co., Louisiana, Mo. 

The Keystone Mfg Co., Buffalo, N. Y. 
The James Swan Co., Ssymonr, Conn. 
METAL CEILINGS 

Wheeling Corrugating Co., Wheeling, 
W. Va. 

METAL LATH 

Wheeling Corrugating Oo., Wheeling, 
W. Va. 

METAL SHINGLES 

Wheeling Corrugating Co., Wheeling, 
W. Va. 

MILK CANS 

Sturves ft Burn Mfg. Co., Chicago, 

MILLS-^—Coffee, Spice, Corn 

Lane Bros. Co., Poughkeepsie, N. Y. 
MITRE BOXES 

H. 0. Marsh Co., Rockford, Ill. 
MITRE MACHINES 

H. 0. Marsh Co., Rockford, Ill. 

NAILS 

Pittsburgh Steel Co., Pittsburgh and 
San Francisco. 

NAIL CLIPS 

H.. 0. Cook Co.. Antonia. Conn. 

NAIL SETS 

James Swan Co.. Seymour, Conn. 
NAILS, STAPLES. SPIKES 

American Steel ft Wire Oo., Chieago, 
Ill.; San Franeisoo and Los Angeles, 
Cal.: Portland. Ore., and Seattle, 
Washington. 

NAIL STRIPPERS 

Dick Smith, Los Angeles, Cal. 

OIL GAUGES 

Apco Mfg. Co., Providence, R. I. 
OIL STOVES 

George M. Clark A Oo., Division Amer¬ 
ican Stove Co., Chicago and San 
Francisco. 

Ringen Stove Co., Si. Louis, Mo. 
PAILS—Fibrotta 

Cordley ft Hayes, New York, N. Y. 
PAINTS 

The Brininstool Oo., Los Angeles, Oal. 
California Paint Co., Oakland, Cal. 
Wm. Conners Peint Mfg. Co., Troy, 
N Y 

Joseph Dixon Crucible Co., Jersey City, 
N. J. 

Montauk, Paint Mfg. Oo.. Brooklyn 
R. N. Nason ft Co., San Francisco, Cal. 
Simmons Hardware Co., St. Louis, Mo. 
Salt Lake Hardware Co., Salt Lake 
City. Utah. 

Strevell-Paterson Hardware Co., Salt 
Lake City, Utah. 


Pkiln- 


PEDAL PADS 

Auto Pedal Pad Oo., New York, N. Y. 
PIPE 

Central Foundry Go.. New York. 
Abendroth Bros., Port Chester, N. Y. 
Alabama Flue ft Foundry Oo., Annis¬ 
ton, Ala. 

American Enameling Mfg. Oorp., lew 
York, N. Y. 

American Foundry ft Pip# Oo., Penan 
gta.. Pa. 

Anniston. Foundry Co., Anniston, Ain. 
Bessemer Soil Pip# Oo., Bessemer, Ain. 
Campbell Mfg. Co., Gadsden, Ala. 

Casey Hedges Oo., Chattanooga, Tons. 
Charlotte Pipe ft Fdy. Oo., Ohariottn, 
North Carolina. _ . 

Ooosa Pij>e ft Foundry Cb., Blrmin*- 

Orown' Pip# ft Fdy. Oo., Jack eon, O. 
Gadsden Pipe Oo., Gadsden, All 
Haines, Jonea ft Cadbury Oo M 
delphia. Pa. _ _ 

J. D. Johnson Oo., New York, N. Y. 
Krupp Foundry Oo., Lansdale, Pa. 
Madina Foundry Oo., Medina, N. Y. 
National Foundry Oo. of N. Y.. Brook¬ 
lyn, N. Y. 

National Pip# ft Foundry Oo., Attalln. 
Ala. 

Roadin^Foundry ft Supply Oo., B oaft- 

Salem Brass ft Iron Mfg. Co„ Batons, 
New Jersey. ...... 

Sanitary Co. of America, Linfleld, Pn. 
Sommerville Iron Work#,. New York. 
Standard Foundry Oo., Anniatoiu Ain. 
Superior Mfg. Ob.. Bessemer. Ala. 
Union Foundry Oo., Anniston, Ala. 

A Weieklttel ft Son Oo., Baltimore. 

H. Wetter Mfg. Oo., Memphis. Toon. 

PIPE BENDERS 

Buffum Tool Co., Louisiana, Mo. 

PIPE FITTINGS _ 

Rhode Island Fittings Oo., Hillsgrovo. 
Rhode Island. 

PIPE HANGERS _ „ 

Beaton ft Cadwell Mfg. Ob., New Brit¬ 
ain, Conn. 

PIPE HOOKS . ., _ 

Berger Bros. Oo., Philadelphia. Pa. 

PIPE WRENCHES „ „ ^ 

Peok, Stow ft Wilcox Mfg. Oo., Booth- 
ington. Conn, and Cleveland, Ohio. 
Trimont Mfg. Co., Roxbnry, Maas. 
PISTON RINGS „ _ 

Automobile Accessories Oo., Baltimore, 
PIVOTS—Ball Bearing „ _ 

Bommer Bros., Brooklyn, N. Y. 
PLANES 

Stanley Rule ft Level Oo., New Britain, 
Conn. 

PLATES—Kick 

Bommer Bros., Brooklyn, N. Y. 
PLIERS 

Peck, Stow ft Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
PLUMBING SPECIALTIES 

Armstrong Mfg. Co., Bridgeport, Ot. 
Buffum Tool Co., Louisiana. Mo. 

C. F. Church Mfg. Co., Holyoke, Mass. 
Otto Bern*, Newark, N. J. 

Boston Brass Co., Waltham, Maas. 
Clayton ft Lambert Mfg. Oo., Detroit, 
Michigan. _ 

Orescent Tool Co., Jamestown, N. Y. 
Excelsior Bag ft Mf«\ Oo., Troy, N. Y. 
Hays Mfg. Oo.. Erie, Penn. 

M. L. Kline, Portland, Ore. 

Nye Tool ft Machine Works, Chieago. 
Rhode Island Fittings Oo., Hillsgrovo, 
Rhode Island. _ . _ f _ 

Thos. Savin'a 8ona, Philadelphia, Pa. 
Trimont Mfg. Co., Roxbury, Mass. 
Turner Braes Works, Syracuse, Ill. 
POLISHES 

The Cedarwax Co., Los Angeles. 
Crystal-lac Distributing Co.. San Fran¬ 
cisco, Los Angeles, Seattle. 
POWDER —Smokeless . , 

Hercules Powder Co., Wilmington, 
Del., and San Francisco. 
PRUNING HOOKS 

Henry Diseton ft Bona, Philadelphia. 
PRUNING SHEARS 

Granucci Hardware Co., San Francisco. 
Peck, Stow ft Wilcox Mfg. Co., South 
ington, Conn, and Cleveland. Ohio. 
PUMP VALVES AND PLUNGERS 
Berger Bros. Co., Philadelphia, Pa. 
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PUMPS _ .. _ _ 

Qoalda Him. Oo., tam PalM K. T. 
Groetken Pump Oo.. Aurora. Ill. 
Uailm Wbaelburrow Co., Boa Fm- 
eiioo. Oil. 

Pacific Hardware A Stool Oo., Saa 
Francisco, GAL 

PU8H PLATES 

Bo miner Bros., Brooklyn, H. T. 

P. A T. Corbin, Now Britain. Conn. 

RADIATOR VALVES-Key and Wood 
Boaton A Cadwell Mfg. Oo.. Now Brit¬ 
ain. Conn. 

RAILWAY CAR MOVERS 

O. D. Rowell A Son, Appleton. Wls. 

RANGES 

Jam. Graham Mfg. Oo., Ban Pranoiooo. 

California. 

Bingen Store Go., St. Louie, Me.. San 
rraneisoo, Cal. 

REAMERS 

Greenfield Tap and Dio Corporation, 
Greenfiold. Mate. 

RBFRIGBRATOR8 

Baldwin Refrigerator Co., Burlington, 
Vermont. _ 

Maine Mfg. Oo„ Nashua, N. H. 
Northern Refrigerator 0o M Grand Rap¬ 
id*, Mieh. 

8immone Hdw. Co., St. Louie, Mo. 

RIVETS 

Edwin B. Stimpoon Co., Brooklyn,N.Y. 

RIVETING MACHINE8 

F. H. Smith Mfg. Co., Chicago, I1L 
Wheeling Corrugating Co., wheeling, 
W. Va. 


WHBBB TO BUT—OoBtiBINd 

SHOTGUN SHELLS 

Peters Cartridge Oo„ Saa Franoisoo 
and Cincinnati. 0. 

SHOW CASES 

Duluth Show Cue Co., Duluth, Minn. 
SKILLETS 

New York Stamping Co., Brooklyn. 
Wheeling Corrugating Oo„ Wheeling, 

W. Va. 

SLIDING CASTERS 

Domes of 8ilenee Co., New York, N. Y 
Onward Mfg. Co., Mena eh a, Wla. 
SLIDING DOOR LATCHES 

Lane Bros. Co., Poughkeepaie, N. Y. 
Richards-Wiloox Mfg. Co., Aurora. Ill. 
SNAPS 

Corert Mfg. Co., Trey, N. Y. 
SOLDER 

Wheeling Corrugating Oo., Wheeling. 
W. Va. 

SPARK PLUGS 

Johns-Manvilie Co., New York, N. Y. 
SPITTOONS—Fibrotta 

Cordley A Hayes, New York City, 
N. Y. 

8PORTING GOODS 

Colt's Patent Firearms Co., Hartford, 
Conn. 

Du Pont Powder Oo., Wilmington, Del. 
Honeyman Hardware Co., Portland, Or. 
Jensen, King, Byrd Ob., Spokane, Wn. 
Peters Cartridge Oo.. Cincinnati, 0. 
Strerell-Paterson Hardware Co M Salt 
Lake City, Utah. 

SPRAYING OUTFITS 

Goulds Mfg. Co., 8enecs Falls, N. Y. 


*• * ■TSSf^JK’Wr Brit 


ROOFING CEMENT 

Wm. Conners Paint Mfg. Co., Troy, 
New York. 

ROPE 

Columbian Rope Oo., Auburn, N. Y. 
Portland Obrdage Co., Portland and 
Seattle. 

RULES 

Lufkin Rule Oo., Saginaw, Mieh. 
Stanley Rule A Level 0o M New Brit¬ 
ain, Conn. 

SASH CORD 

Samson Cordage Works. Boston, Mass. 
8AWS 

Henry Disston A Sons, Philadelphia. 
Goodoll-Pratt Oo» Greenfield. Mass. 
Simmons Hdw. Co., St. Louis, Mo. 
Simonda Mfg. Co., Fitchburg, Mam., 
San Francisco and Portland, Ore. 

L. 8. Starrett 0©„ Athol, Maas. 

SAW SETS 

Peck, Stow A WHcoz Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
8CALES 

John Chatillon A Sons, New York. 
Polouso Mfg. Oo., Chicago, Ill. 

Triner Scale A Mfg. Oo., Chicago. 
SCREW CASES 

American Bolt A Screw Cam Co., Day- 
ton. O. 

8CREW DRIVERS 

Buffum Tool Co.. Louisiana, Mo. 
Bridgeport Hardware Mfg. Corp., 
Bridgeport. Conn. 

Peck, 8tow A Wilcox Mfg. Co.. South¬ 
ington. Conn, and Cleveland, Ohio. 
Henry Disston A Sons, Philadelphia. 
Goodell Prstt Co., Greenfield. Mam. 
North Bros., Philadelphia. Pa. 

The James Swan Co.. Seymour, Conn. 
8tanley Rule A Level Co., New Brit¬ 
ain. Conn. 

SCREEN DOOR SETS 

Boratner Bros.. Brooklyn, N. Y. 
Chicago Spring Butt Co., Chicago. Ill. 
Stanley Works, New Britain, Conn. 
SEEDS 

Aggeler A Musser, Los Angeles, Cal. 
SHARPENING MACHINE 

Hyfield Mfg. Co.. New York. N. Y. 
SHEETS 

Brier Hill Steel Co., Youngstown, 0., 
and San Francisco. 

SHEEP SHEARING MACHINES 
AND TOOLS 

Chicago Flexible Shaft Co., Chicago. 
SHEETS—Black and Galvanized 
Whaling Corrugating Co., Wheeling, 
W. Va. 


sin. Conn.' 

8TAMPED STEEL HARDWARE 
8helby 8pr!ag Hinge Co., Shelby, 0, 
STANDS AND LAST8 

Star Heel Plate Co., Newark, N. J. 
STAPLES—Wire 

McKinney Mfg. Oo., Pittsburgh, Pa. 
STEAK AND FISH PLANKS 


TINWARE 

Central Stamping Co., New York, N. Y. 
Schlueter Mfg. Co., 8t. Louis, San 
Francisco, Seattle, Denver. 

TIRES 

Century Plsinfield Tire Co., Plainfield, 

Diamond Rubber Co., Akron, San 
Francisco snd Sesttle. 

B. F. Goodrich Co., Akron, Ohio. 
Hartford Rubber Works Co.. Now York 
McGraw Tire A Rubber Co., Best Pal¬ 
estine, Ohio. 

Thermoid Rubber Co., Trenton, N. J., 
New York, Chicago, San Francisco 
and Lob Angeles. 

U. 8. Tire Co.. New York. N. Y. 
TIRE PUMPS 

J. H. Haney A Co., Hastings, Nab. 
TOGGLE BOLTS 

Richarda-WUoox Mfg. Co., Aurora, Ill. 
TOOLS 

Mound Tool Co- St. Louis, Mo. 

Peck, 8tow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Clsreland. Ohio. 
Whitman A Barnes, Akron, Ohio, New 
York and San Francisco. 

TOOL HOLDERS 

J. H. Williams A Oo., Brooklyn, N. Y. 
TOOL ROLLS 

Buffum Tool Co., Louisiana, Mo. 
Excelsior Bag A Mfg. Co.. Troy, N. Y. 
TOOTH BRUSH HOLDERS 

E. J. Ohubbuck, 8an Francisco, Cal. 
TORCHES 

Turnar Brass Works. Sycamore, Ill. 

° 1 ^ichtgan L * mb#rt * ff * °° M 
Otto Berns, Newark. N. J. 

TROLLEY 8—Overhead 

TRUCKS 8 ”** - °°" P#0 * hk ** p,U ' N - T - 
Lansing-Company, San Franelsoo, Cal. 
Unirersal Caster A Foundry Oo„ New¬ 
ark. N. J. 

TRUNKS AND BAGS 

Salt Laka Hardware Co., Salt Laka 

City. Utah. 

TUBS—Fibrotta 


8 “ rT,ocUo0 - 0,1 VACUuSl BOTTLks* W TOrk ’ N- Y- 


STEELS—Bu tetter's 

John Chatillon A Sons, New York. 
8TEEL FENCE POSTS 

Americsn Steel A Wire Co., Ohlcsgo, 
III.; San Francisco snd Los Angeles, 
Cal.; Portland, Ore., and 8eattls, 
STOCKS AND DIES 

Armstrong Mfg. Co., Bridgeport, OL 
Greenfield Tsp snd Dis Corporation, 
Greenfiold, Maas. 

STOVES 

George M. Clark A Co., Division Amer¬ 
ican Stove Co., Chicago and San 


Landers, Frary A Clark, New Britain, 
Conn 
VARNISH 

California Paint Co.. Oakland. Cal. 
VISES 

Good ell-Pratt Oo., Greenfield, Maas. 

H. C. Marsh Co., Rockford, Ill. 
WASHING MACHINES 

Eagle Woo den wars Mfg. Co., Hamilton. 

WA8HER8—Wrought Steel 

The 8tanley Works. New Britain. Ct. 

_ Wrought Washer Mfg. Oo., Milwaukee. 

WASTE 


OuU«V* 8 pToetor 8»ot. Oo., P*ori». III. w Rmhw.y, N. J. 

TTma Rn<rri«r Mf* Co M&ulKnn O WEEDERS 

J. E. Gilaon Co., Port Waahlngton, 


Heae Snyder Mfg. Co., Massillon, O. 

J as. Graham Mfg. Oo., Ban Franciaco. 
Jensen, King, Byrd Co., Spokane, Wn. 
Ringen Store Oo., St. Louis, Mo., 8an 
Franciaco. Cal. 

Spokane Stove Repair Works, 8poksne. 
Washington. 

8TOVE PIPE CRIMPER 

Psckhsm Crimper Co., Mechsniceburg. 
Ohio. 

STOVE PUTTY 

Willisra Conners Pslnt Mfg. Oo., Troy, 
New York. 

STOVE REPAIRS 

Myer S. Rubens, Spokane, Wash. 
8pokane Stove Repair Works, Spo¬ 
kane, Waah. 

TACKLE BLOCKS—Automatic 

Lane Bros. Co., Poughkeepaie, N. Y. 
TANKS—Pneumatic Water Supply 
Wm. B. Scaife A Sons, Pittsburgh. Pa. 
TAPS AND DIE8 

Greenfield Tan and Die Corporation, 
Greenfield, Mass. 

TAPES 

Lufkin Rule Co., 8aginaw, Mich. 

L. 8. Starrett Co., Athol, Maas. 
THREADING MACHINES 

Armstrong Mfg. Co., Bridgeport, Ct. 
Greenfield Tsp snd Dis Corporation 
Greenfield. Maas. 

TIMBER HANGERS* 

Lane Bros. Co., Poughkeepsie, N. Y. 


Wis. 

WHEELBARROWS 

Lansing Whsalbarrow Co., 8an Fran¬ 
cisco. Cal. 

WIRE AND WIRE SPECIALTIES 

United States Steel Products Co., 8an 
Francisco, Los Angelas, Portland 
and Seattle. 

Pittebnrgh Steel Co- Pittsburgh, Pa. 

American 8teel A Wire Co., Chicago, 
Ill.; 8an Franciaco and lx>s Angeles. 
Csl.: Portland, Ore., snd 8eattle, 
Washington. 

WRENCHES 

Buffum Tool Co., Louisiana, Mo. 

Bridgeport Hdwe. Mfg. Corp., Bridge¬ 
port, Conn. 

Crescent Tool Co., Jonestown, N. Y. 

The Keystone Mfg. Co., Buffalo, N. Y. 

Will B. Lane, Chicago, Ill. 

Frank Moaaberg Co., Attleboro, Mass. 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland. Ohio. 

R. F. Sedgley, Philadelphia, Pa. 

Trimont Mfg Co.. Roxbury. Mas* 

Whitman & Barnes, Akron, Ohio, New 
York and San Francisco. 

WRTNGERS 

Eagle Woodenwsrs Mfg. Co., Hamilton. 
Ohio 

WROUGHT STEEL WASHERS 

Stanley Works, New Britain. Conn. 

. Wrought Washer Mfg. Co., Milwaukee. 
Wisconsin. 
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Cedarwax Co.133 

Central Foundry Co. 16 

Central Stamping Co. 68 

Century Plainfield Tire Co.Ill 

Charlotte Pipe & Foundry Co. ... 15 

Chicago Flexible Shaft Co. 6 

Chicago Tubing & Braiding Co.... 126 
John Chatlllon Sons. 53 

O. J. Childs Co. 67 

E. J. Chubbuck. 67 

C. F. Church Mfg. Co.147 

George M. Clark A Co. 48 

Clayton & Lambert.151-155 

Cleveland Galvanizing Works Co.. 31 

Coldwell Lawn Mower Co. 55 

Coleman Lamp Co. 50 

Colt's Patent Firearms Co. 65 

Columbian Rope Co. 36 

Connors Wm., Paint Co. 48 

H. C. Cook Co. 59 

Coosa Pipe & Foundry Co. 15 

Corning Glass Works.109 

Cordley & Hayes. 69 

Corbin Screw Corporation .121 

P. & F. Corbin .•_ 10 

Crescent Tool Co.163 

Crown Pipe & Foundry Co.15 

Crystal-lac Distributing Co.132 

Culter & Proctor Stove Co. 49 

Curtis Pneu. Machinery Co.127 


Lalance & Grosjean Mfg. Co.33 

Landers. Frary & Clark. 17 

Lane Bros. Co. 55 

Will B. Lane.122 

Lansing Company. 38 

Lawson Mfg. Co. 4 2 

Lee Broom & Duster Co. 64 

Lindemann, O. & Co. 42 

Lufkin Rule Co. . ... 45 


Machine Appliance Corporation... 67 

Maine Mfg. Co. 32 

H. C. Marsh Co. 4 7 

McCaffrey File Co. 4 3 

McGraw Tire A Rubber Co.in? 

McKinney Mfg. Co. 29 

Medina Foundry Co. 15 

Meriden Brittsnnia Co. 26 

Meyers Mfg. Co. Fred J. 66 

Monamobile Oil Co.119 

Montauk Paint Mfg. Co. 99 

Motor Car Supply Co.119 

Mmpd Tool Co. 125 

Frank Mossberg Co.121 


Safety Door Hanger Co.4 7 

Stilem Brass & Iron Mfg. Co.15 

Salt Lake Hardware Co.54 

Samson Cordage Works . 47 

Sanitary Co. or America. 15 

Wm. B. Scaife & Sons.155 

Schaw-Batcher Co.64 

Schlichter Mfg. Co. 66 

Schlueter Mfg. Co. 51 

Schroeter Bros. Hdw. Co.131 

R. F. Sedgley.120 

Sedgwick Machine Works.141 

Shelby Spring Hinge Co. 30 

Shelton Tack Co. 64 

Simonds Mfg. Co. 36 

S i* mons Hardware Co. 4 

Dick Smith . 99 

Smith Mfg. Co., F. H.40 

Somerville Iron Works. 16 

Smooth-On Mfg. Co.145 

Specialty Mfg. Co. 46 

Spokane Stove & Furnace Repair 

Works . 48 

Standard Foundry Co. 15 

sta^lev Rule & Level Co. 28 

Stanley Works . 70 

Starrett, L. S. & Co. 3 

Star Heel Plate Co. 28 

Stavbestos Mfg. Co.133 

Kdwln B. Stimpson Co. 50 

sue* ell Paterson Hardware Co. .. 57 

°M»her A Kuck.58 

Sturges & Burn Mfg. Co. 65 

Superior Mfg. Co. 15 

Superior Spring Hinge ,Co. 40 

Swan & Finch Co.*.114-116 

Swan Co. 37 


Delta File Works.128 

Diamond Rubber Co.103 

Henry Disston & Sons. 30 

Joseph Dixon Crucible Co.121 

Domes of Silence Co. 59 

Duluth Show Case Co.131 

Dunham, Carriean & Hayden Co..129 
Du Pont Powder Co. 55 


R. N. Nason Co.100 

National Cash Register Co. 21 

National Foundry Co. 15 

National Pipe A Foundry Co.15 

New Haven Clock Co. 64 

New York Stamping Co.24 

Nicholson File Co. 9 

c. S. Norcross & Sons. 41 

North Bros. Mfg. Co. 6? 

Northern Refrigerator Co. 25 

'-•u-S»-k ^o. •. 57 

Nye Tool & Machine Works.157 


Thomas Savill’s Sons.149 

Thomson-Dlggs Oo. . 62 

Thompson Mfg. Co. 38 

Thermoid Rubber Co.105 

Tide Water Oil Company.Cover 

Trlner Scale Mfg. Co. 66 

Tritch Hardware Co. 61 

Turner Brass Works.151 


Union Fork & Hoe Co. 7 

Union Foundry Co. 15 

Union Hardware A Metal Co.60 

United Royalties Co. 33 

T T nh ersal Caster A Foundry Co. .. 52 

U. S. Stamping Co. 46 

U. S Steel Products Co. 14 


Vaughan A Bushnell . 43 


Ontario Knife Co. 82 

Onward Mfv. Co. 59 

Osgood Lens & Supply Co.105 


Eaele Wooden ware Mfg. Co. 46 

Elastic Tip Co. 19 

Enterprise Mfg. Co. 66 

Excelsior Bag A Mfg. Co. 67 


Faultless Caster Co. 


Pacific Sanitary Mfg. Co.147 

Pnckham Crimper Co.141 

Parker Sunply Co. 64 

Peck. Stow A Wilcox Co. 11 

Henry W. Peabody Co. 59 

Pelouze Mfg. Co. 67 

Pernpylvania Lawn Mower Co. ... 29 
Peters Cartridge Co. G9 


R. M. Wade A Oo. 18 

Wagner Mfg. Co. 59 

ed ain Tire Grip Co.117 

Weiskittel A Son Co. 15 

Joe Welsh . 67 

I Wetter Mfg. Co. 16 

Wheeling Corrugating Co.61 

""liman A Barnes. 38 

W’ ittaker-Glessner Co.61 

Williams Co. 41 

; Williams Hardware Co. ... 60 
" nought Washer Mfg. Co.. 43 
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THE CUFFU.M TOOL CO. 


LOUISIANA, MO. 


“High Grade Tools for High Grade Workmen” 

“Swastika” Trade Mark Registered U. S. Patent Office 


Stands out in every line and 
stands out more during 
every month of hard service 

Proper Design 

Good Material Best Finish 

Right Price 

WHAT MORE? 


Fvery Tool Ful ly 
Guaranteed 


Appreciated by the workman (or per* 
formance—by the man who pays for the 
length of good service they give — by 
the dealer for the sure sales opportunity 
they offer. 

No One Ever Gained a Reputation Sel¬ 
ling Poor Tools 

WE CANT YOU CANT 


r • - j C. W. GAUSE COMPANY 

, WESTERN SALES AGENTS 

Room No. 605 Williams Building 

j Li 693 Mission Street - San Francisco, California 
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Johns* 

Uanviue 

n SERVICE 

fli 


Tell your customer to 
protect both car and cargo 


Your customer’s truck is probably insured—but how about 
his cargo? With the country at war a burned cargo is more 
than a commercial loss, it’s an advantage to the enemy. 

Not one cargo, but every load that the truck carries is ade¬ 
quately protected when there’s a Johns-Manville Fire Extin¬ 
guisher aboard. 

It’s the only one-quart extinguisher with a two-way method 
of operation—discharged either by pumping, or in tight corners 
by air pressure previously pumped up. 

Entitles car owners to 15% reduction in automobile fire 
insurance premiums. 

Trade details sent on request. 

Price in United States, East of Colorado, 

$10.00; $10.50 Colorado and West. 

Dominion of Canada: $12.00 East of 
Calgary; $12.50 Calgary and West. 

Brass or nickel finisli. bracket included. 


H. W. JOHNS-MANVILLE CO. 

New York City 

10 Factories—Branches in 61 Large Cities 


Johns-Manville 

Fire Extinguisher 


COVERS 
THE CONTIN1 


J 
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Garage Hardware 


GIFT 


LUMBINGandHEATING 


NJV£KS1I 
v aft* 


APRIL 1918 




Specially Designed for Garages 


Stanle/ 


MANLEY 

GARAGE 

HINGES 

Close 

Doors Snugly 


GARAGE DOOR 

HOLDERS 




Keep 

(he Wind from 
miming ii» Doors 

aqainst 

ijourCar 


BALL BEARINGS 
ELIMINATE WEAR 

Allow door* to twv>q 
Easily and ^uiettlf 


‘H»Jc in' the rrbtlcrs vi 

STANLEY BUTTS 


MAY WE SEND YOU THIS “CUT-OUT?” 

r HE ABOVE “Cut-out/’ beautifully lithographed in nine colors, represents a garage equipped 
with Stanley Garage Hardware. With other automobile accessories grouped about it, this dis¬ 
play will form a most effective window trim that cannot fail to attract the attention of automo- 
ile owners and garage builders. 


It is made of heavy cardboard—can be adjusted in a 
moment. 

The dimensions over all are 50 inches long by 36 inches 
high. 

Because of the unusual value of this display, it will be 
sent only to those dealers who stock 10-inch and 24-inch 


Garage Hinges No. 1457 and the Stanley Garage Door 
Holder No. 1 774. If you are not already selling these 
items, your request for a display should be accompanied 
by an order of reasonable size, in sending such an order 
please give the name of the jobber through whom your 
Stanley Garage Hardware is to be shipped. 


SEND TOR THIS DISPLAY TODAY 

Stanley Garage Hardware is carried in stock by the leading builders’ hardware dealers. 


NEW YORK. 100 Lafayette Street 
CHICAGO. 73 East Lake Street 


rHE STANLEY WORKS, New Britain, Conn., U. S. A. 

tanufacturers of Wrought Bronze and Wrought Steel Hinges and Butts of all kinds, including Stanley Ball Bearing Butts. 
Llso Pulls, Brackets, Chest Handles. Peerless Storm Sash Hangers and Fasteners; Screen Window and j31ind Tr 
iwinrold Box Strapping and Cold Rolled Stripped Steel. Stanley Garage Hardware is adaptable for ft|ctT>ry aiuL 
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UPLE your selling 
energy and reputation 
to the sheathing paper 
for which there is no satisfac¬ 
tory substitute. 

BERMICO 

offers you generous profits and helps to 
build a veritable mountain of nrestige. 

Satisfied customers build for future busi¬ 
ness. Therefore you cannot afford to han¬ 
dle other than the best in each respective 
line. Burn this deep in your memory. 
BERMICO is to sheathing paper what 
“sterling” is to silver. 

Wie shall be glad to 

send you complete information upon request 


BROWN COMPANY 

Founded 1852 

PORTLAND. MAINE 
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HACK SAWS ^ 0 


Just as some tires puncture and some wear out, 
some hack saws break, others dull quickly. 

The utmost in hack saw mileage requires a saw 
that is hard enough to cut keenly, yet not too 
brittle. 


Sfarrcff 

Hack-Saws 


give the utmoat mileage—they are of the highest Qual¬ 
ity just as Starrett Tools are of the highest quality. 
Tungsten steel to start with, milled teeth, the right 
set, and hardened just right for the metal it is intended 
to cut. And this hardening it important—combined 

with the right shape of teeth and the best number per 
inch it insures quickest cutting, thereby saving me* 
cbanics’ time—the greatest possible saving. 

But to get most mileage from a hack saw, even a 

Starrett. the right saw must be used. It’s easy to 

find out what is the right saw to recommend, for the 
metal or shape—from the new Starrett Hack Saw Chart 
No. BF. It’s free, send for it. 

2 The L. S. Starrett Co. 

The World’s Greatest Toolmakers 
Manufacturers of Hack Saws Unexcelled 

ATHOL, MASS. 42-754 

*9* New York London Chicago 
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CUTLERY 


TOOLS 


FULLY 


STANDARD 


GUARANTEED 


AMERICA 


Under the 

KTTNKUfM 


-We manufacture Tools 
and Cutlery for every use and 
are anxious to sell Them to 
Dealers who believe in getting 
a legitimate profit. 

HANDLE A L/NE THAT SHOWS YOU 

A SATISFACTORY PROF/T 

SIMMONS HARDWARE COMPANY 

ST. LOUIS, U.S.A. 

THE RECOLLECTION OF QUALITY REMAINS LONG AFTER THE PRICE IS FORGOTTEN.' 

TRADE MARK DEC. U.3. PAT. OFF c.c sihhohs 


j 
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A Revolution in a Tea Pot 


Here eight great evolutions meet. 
Together they constitute a veritable 
revolution in all Tea Pot construction. 
Of course they are Mirro advantages, 
characteristic of the better-ness of 
every article of Mirro Aluminum. 

From the well-balanced handle to 
the no-burn knob, daintiness and 
utility are apparent everywhere. Here, 
indeed, are a host of wonder features 
to delight a woman’s heart. Mirro 
Aluminum truly reflects good house¬ 
keeping. 



Here is beauty to grace any table, 
coupled with an inwrought durability 
that makes this Mirro Tea Pot a life¬ 
long friend. Note, if you please, that 
three of the superiorities are “star” 
features—exclusively “Mirro." 

And please remember that back of 
the Mirro line is one of the world’s 
largest concerns manufacturing alu¬ 
minum ware, that each piece is the 
sum of twenty-five years’ experience 
in better aluminum making. 


Dealers: If you are not already handling this popular and big 
selling line, write today for dealer catalog and interesting sales plan. 


Aluminum Goods Manufacturing Company, Manitowoc, Wis., U. S. A. 

Makers of Everything in Aluminum 


i 



ALUMINUM 

Reflects 

Good Housekeeping 
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Now is Your Opportunity to Sell 

Sheep Shearing Machines 

With wool at present high prices there is an unprecedented demand for 
Stewart Sheep and Goat Shearing Machines because they get 15 per cent more 
wool than can be obtained with hand shears, to say nothing of the saving in 
time and labor. 

There will be a number of Stewart Machines sold this spring in every 
sheep locality. Get your share of the business—it pays. 

Write Immediately for Catalogue No. 65 


The Big Six-In-One Tool 

is one of the best propositions for quick dealer sales and good profit we have 

ever offered. 


Retail Price Complete 
With All 

Attachments Shown 

$ 16.00 

East of Denver 
$14.00. 

Weights, 90 Pounds 



For the 

Farm, Shop, Gar¬ 
age and Home 

WiU Quickly Pay 
for Itself . 


Six Tools in One Sturdy Device—Drill Press, Powerful Vise, Pipe Vise, Grind¬ 
ing Machine, Anvil and Metal Cutter. Three speeds—direct, 4 to 1, 16 to 1. 

DEALERS—Display the Stewart Handy Worker (Six-in-One Tool) and imme¬ 
diate sales will follow. Good profits for you. If your jobber can’t supply 

you, we will. 


Chicago Flexible Shaft Company 

5608 Twelfth Street, Chicago, U. S. A. 
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*ffl-8pe*d” Outfit “A 


Goulds “Hi-Speed” Pumps 
Make High-Speed Sales 

This new Goulds Pump offers you a real opportunity. 
It opens up an entirely new business — additional 
business—with quick turn-overs on a small stock investment. 

It is designed for water supply systems in suburban and 
small-town homes, hotels, mills and factories; in farm 
{ homes, dairies, creameries and stables; in cottages, camps i 
k and all places inaccessible to public water supply. 

l cove . r a rang* of nearly 400 styles. The complete line has 
re J e,v ed more national advertising than any other line 
pumps. Seventy years ’ success in pump making 
has ? ade Goulds Pum P» the biggest sellers on the 
market. Every pump is guaranteed to do satis- 
l fnctorily the work for which it is recommended. 

111 The Goulds 4 4 Hi-Speed” Pump is an inno- 
Sfte L vation in the manufacture of pumps. It is II mW ttj 

illl the only noiseless, gearless pump on the ilirl Til S 

market. This pump operates at 500 revo- -- 

lutions per minute. It can be driven l -- Waf p r ^ 

by belt from either an electric motor 
tm <<A” 0r gasoliDe en 8' De with only slight 

a reduction. 


/ 


‘Hl-SpMd” Outfit ••N” 



Pumps and Pumping Outfits 

Goulds 44 Hi-Speed 99 pumping outfits an made in 13 different 
styles to meet every possible condition. These 13 outfits include : 


SS -Hi-Speed- Outfit 4 4 0” 

Electelc Motor driven outfits for operation from farm lighting systems 

cxnc Motor driven outfits for operation on 110 or 220 volt D. C. and A. O. lighting circuits 


The component parts of each style are in- 
terchangeable with the corresponding parts 
of each of the other styles. Consequently, 
you need keep on hand only one outfit and 
a stock of extra parts. From these you can 


Write for. complete information and prices today 


build any style your customers want. A 
window display of this new noiseless 
4 ‘Hi-Speed” Pump will attract endless atten¬ 
tion, and will make sales — try it out! Be the 
first in your town to display the 4 * Hi-Speed.'' 


THE GOULDS MANUFACTURING COMPANY 


New York 
16 Murray St. 

Pittsburgh 

636 Henry W. Oliver Bldg. 


Main Office and Works: Seneca Palls, N. 7. 

Boston Chicago 

58 Pearl St. 12-14 S. Clinton St. 

Atlanta 

Third National Bank Bldg. 


Philadelphia 
111 North Third St. 
Houston 

1001 Carter Bldg. 
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You Sell Star Coaster Wagons 

You know that goods attractively displayed are half 
||\^L sold. And the Automatic Wagon Salesman shown 
i ||iK^L above has moved a lot of wagons for dealers 
'!rv\ handling II. II. F. & Co. goods. A 

We will give you this valuable fixture absolutely 
\jW free of cost with a reasonable order for our STAR 
| /M and Overland Coaster Wagons. 1 

I f M And Star and Overland Wagons have wearing qualities as 
Y M well as selling value. They are strong and good looking. Wheels ^ 
r m that can't loosen. A braced, all-steel construction below the box 
M that keeps inevitable collisions with posts and telephone poles from 
W wrecking the wagon. Full roller bearing axles making an easy 
pull for even a three - year - old and quality that’s better this year 
than ever before. 


Look over our cata¬ 
logs. Consider oui j 
proposition. A A 
v letter from M 
^ you will M / 
% bring #/|! 



Star Goods Sold by Best Dealers Everywhere 


HUNT, HELM, FERRIS & COMPANY, 54 Hunt St., Harvard, III- 


New York Branch: Industrial Building, Albany, N. Y. 


Honpymnn Hardware Co.Portland, Oregon 

Sf-nttio Hardware Co.Seattle, Washington 

! \ Mason Hardware Co.Spokane, Washington 


Jensen-King-Bvrd Co.Spokane, Washington 

Morse Hardware Co.Bellingham, Washington 

Baker-Hamilton, Pacific Co.San Francisco, California 
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A New 

Russ win 

Lock Set 


For Inside Doors 

, WROT BRASS 

k COLONIAL 
kPATTERN 


Lock No. 0389 Knob No. W955 Majestic Escutcheon No. 62 
Furnished only in Wrot Brass, Finishes Nos. 9, 10 or 09B 
Knobs are 2 inches in diam. and modeled on graceful lines 

The set is one of the most attractive medium priced sets that we have ever 
offered. Suitable for inside doors, throughout the house 

RUSSELL & ERWIN MFG. CO. 

The American Hardware Corporation, Succeuor 

New Britain, Conn. 

New York San Francisco Chicago London, Eng. 
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Everything in Locks 
and Builders’ hardware 
that you will require to 
equip any structure from 
a cottage to a skyscraper. 

** Hint* to Home Builder* ” test 
on request. 

P. & F. CORBIN 

Tit* *tmfi**» Nj'Jivd't 
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In Union There is Strength 

Teamwork in selling brings results. This husky bunch of silent, 
but active, salesmen will do business for you “by the wholesale.'' 
They're used to doing big things when you get them working 
together. 

One sells Braces, another sells Chisels, a third sells Pruning 
Shears, while the others are selling Pliers, Snips and Screw Drivers. 

They all SELL. 

And while each one is selling its particular specialty, all together 
they are selling PEXTO. Their Pexto goodness helps them sell 
themselves, and this continuous performance is the thing about the 
Pexto proposition that will put the profits in your cash drawer. 

If you have one or two of these Pexto Displays working for 
you, you will more than double up sales by having the others on 
the job. If you have not tried this Pexto plan, write your jobber 
for prices. For business sake, do this today. 

The Peck, Stow & Wilcox Company 

Mfrs. Mechanics' Hand Tools, Tinsmiths’ 
and Sheet Metal Workers' Tools and Ma¬ 
chines, Builders’ and General Hardware 

Southington, Conn. Cleveland, O. 

Address correspondence to 207 W. Center St, Southington, Conn. 

PEXTO 

MECHANICS' HAND TOOLS 
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PHOENIX 

HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 

BEST IN THE WORLD 

PHOENIX SHOES ABE KEPT IN STOCK 
BY THE FOLLOWING HOUSES 

PACIFIC HARDWARE & STEEL COMPANY 

San Francisco, California 

WATERHOUSE & LESTER COMPANY 

San Francisco, California 

PERCIVAL IRON COMPANY 

Los Angeles, California 

NORTHWESTERN HARDWARE & STEEL COMPANY 

Portland, Oregon 

J. E. HASELTINE COMPANY 

Portland, Oregon 

WEST COAST WAGON COMPANY 

Tacoma, Washington 

GRAY BROTHERS 

Seattle, Washington 

HOLLEY-MASON hardware company 

Spokane, Washington 

SCOVEL IRON STORE COMPANY 

San Francisco, California 

TAYLOR-SPOTSWOOD HARDWARE COMPANY 

San Francisco, California 

SPOTSWOOD-HELFER COMPANY 

San Francisco, California 

NORTHROP HARDWARE COMPANY 

Boise, Idaho 

SALT LAKE HARDWARE COMPANY 

Salt Lake City, Utah 
Pocatello, Idaho 

GEO. A. LOWE COMPANY 

Ogden, Utah 

WATERHOUSE & LESTER COMPANY 

Los Angeles, California 

INLAND IRON COMPANY 

Fresno, California 

8GHAW-BATCHER COMPANY 

Sacramento, California 

MANUFACTUBED BY 

PHOENIX HORSE SHOE CO. 

Largest Horse Shoe Manufacturers in the World 

ROLLING MILLS AND FACTORIES JOLIET, ILL., POUGHKEEPSIE, NEW YORK 
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How much were you short in your 
cash last night? 


r much are you usually short? Or he makes mistakes that lead to dis- 

• ■ I putes with customers. Sometimes you lose 

rou always know who is respon- , . , 3 

r the shortages? good customers that way. 

you ever try to figure out how An “P-to-date National Cash Register 

ou lose this way? prevents mistakes in change. 

y time you are short in your cash h protects your profits. It makes each 

of that some one is careless. clerk responsible for every sale he makes. 

ureless clerk is apt to forget to Enforcing accuracy is only one of the 

goods sold on credit. And the many advantages a National Cash Register 
Fours. will give you. 

A National Cash Register and the N. C. R. Credit File will give 
you complete control of your business. 


Sign and mail this coupon today 
To Dept. 13703 

National Cash Register Company, Dayton, Ohio 

Please send me full particulars about the 
N. C R. System for a hardware store. 


Address. 


Digitized by 



14 


HARDWARE WORLD 


Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


AMERICAN STEEL & WIRE COMPANY 
United States Steel Products Company 

SELLING AGENTS 

S&a Francisco Los Angeles Portland Seattle 

Awarded the Grand Prise at the Panama-Pacific Exposition. 
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Tree Roots a Health Menace! 


Choked and disintegrated by twisted masses 
of root growth Cheap Pipe House Sewers and 
Drains discharge sewage into subsoil and 
cellar, and seriously affect the health of those 
living above. The one way to keep tree roots 
from destroying House-Sewers is to use Cast 
Iron Soil Pipe, the pipe that is unaffected by 
tree roots or disintegrating forces and will 
give permanently tight and unfailing sewage 
lines eliminating insanitary conditions for all 
time. It is recommended by its history 


Charlotte Pipe St Foundry Co.. Charlotte, N. C. 
t’oosa Pipe k Foundry Co.. .Birmingham, Ala. 

Crown Pipe Sc Foundry Co.Jackson, Ohio 

Gadsden Pipe Co.Gadsden, Ala. 

llaines, Jones St Cadbury Co.. Philadelphia, Pa. 

Johnson Co., J. D.New York, N. Y. 

Krupp Foundry Co.Landsdale, Pa. 

Medina Foundry Co.Medina, N. Y. 

National Foundry Co. of N. Y., Inc. 

Brooklyn. N. Y. 
National Pipe & Foundry Co.. . . Attalla, Ala. 
Reading Foundry St Supply Co.. .Reading, Pa. 
Salem Brass St Iron Mfg. Co.... Salem, N. J. 
Sanitary Co. of America.Linfield, Pa. 


Somerville Iron Works....New York, N. Y. 

Standard Foundry Go.Anniston, Ala. 

Superior Mfg. Co.Bessemer, Ala. 

Union Foundry Co...Anniston, Ala. 

Weiskittel & Son Co., A.Baltimore, Md. 

Wetter Mfg. Co., H.Memphis, Tenn. 

Abendroth Brothers.Port Chester, N. Y. 

Alabama Pipe & Foundry Co... Anniston, Ala. 
American Foundry Sc Pipe Co.. Penns Sta., Pa. 

Anniston Foundry Co.Anniston, Ala. 

Bessemer Soil Pipe Co.Bessemer, Ala. 

Campbell Mfg. Co.Gadsden, Ala. 

Casey-Hedges Co., The. . .Chattanooga, Tenn. 
Central Foundry Co.New York, N. Y. 


Illustrated literature will be sent on request by any or all of the above 
independent and competing makers if Cast Iron S oil Pipe and Fittings 
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GOODELL- 
PRATT 


1500 GOOD TOOL5 




mr, 




I * 




■ mk ! 


No. 532 -' ^ ~~- 

VISES —THE GOOD KIND 

That our vises are good, is not an accident. 

When we found, from experience, that we could not buy the good, 
strong, rigid vise that would stand the hardest usage, we made it. 

The peculiar shape of the jaws, the 1%-inch steel guide rods and 
the large steel feed screw with a special squared thread, give the vital 
parts of the vise great strength and rigidity; after the work is 
clamped in, it stays. 

The jaw faces are made of very tough steel, scored and case 
hardened. They are fastened in place by taper-headed screws that will 
readily take up any looseness. All iron parts are finished in red and 
black enamel; steel parts are polished. 

We manufacture three other vises, made in smaller sizes but with 
the same care and finish. 

Our new Tool Book No. 13 is a most comprehensive catalog of 
“1500 Good Tools.” Have you a copy? 


MnRmch 


Goodell-Pratt Company 


Greenfield 


Mr Ranch 


Mass., U. S. A. 
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3 MOTOR 


Improved “EAGLE” Flexible Frame 
30-Inch, 35-Inch, 40-Inch Size 


“EAGLE,” Flexible Frame Motor Mower 
30-lnch Walking Type 40-Inch Riding Type 


GENUINE 

“PHILADELPHIA” 

LAWN MOWERS 


Styles 44 A” and “Graham” AU Steel 
Practically Indestructible 


AU blades VANADIUM CRUCIBLE 
STEEL. Only ALL • STEEL mower 
on the market. 


PHILADELPHIA 
Roller Bearings far 
superior and last 
twice as long as 
Ball Bearings. 


“Independence” Roller Bearings 
9-Inch Wheel 

“Overbrook” Roller Bearings 
8-Inch Wheel 


Parks, cemeteries and large estates and institutions all over the country using 
with entire satisfaction the GENUINE Philadelphia Lawn Mowers. The season 
is approaching, and prompt action is urged in view of scarcity of material and 
labor and railroad conditions. 


A GUARANTEED MOWER TO MEET ALL CONDITIONS 
AND REQUIREMENTS 


STYLES 
22 HAND 5 HORSE 


THE PHILADELPHIA LAWN MOWER CO. 

31st and Chestnut Streets, Philadelphia, Pa., U. S. A. 

HWEN a HAVEN, 508 Miaaion Street, Sen Francisco, California, SAN FRANCISCO SELLING AGENTS 
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Retail Price 




Delivered 


Here’s a Real 
Live Seller! 




Wft' 






m 


THE 

Wade Drag Saw 

Cuts Over 20 Cords a Day 


The Wade Saw it the 
liveliest possible ma¬ 
chine you can han¬ 
dle. Farmers and 
mill men every¬ 
where are grabbing 
them up as quick as 
we can make deliv¬ 
eries. If you want to 
make quick profit¬ 
able sales— 

Get Our 
Dealer 
Proposition 




Oldest and largest inde¬ 
pendent wholesalers of < 

Farm Machinery in the i 

Northwest 

« 

^ - V ,.nce 1865 • 

52 Years experience has 
given us the Ability to 
Test and judge the Effi¬ 
ciency of Farm Machines 
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Let us give these books 
to your customers 

Any of your customers who have stumps 
or boulders to blast, trees to plant, hard- 
pan to break or land to drain will be glad 
to have some of these five attractive books. 
All were written by experienced men to 
Cover Pacific Coast conditions. They are 
the only books prepared especially to guide 
Western farmers and fruit growers in their 
work. They have covers in natural colors. 
They are the most instructive and valua¬ 
ble books on blasting ever issued. 

If you are now a distributor of 


a supply of these books will be sent to you 
on request, and your name and address 
will be printed on the cover of each book. 

If you are not selling Giant Farm Powders 
we will furnish the books, imprinted, if you 
will arrange to take orders for Giant Pow¬ 
ders and Giant Blasting Supplies. 

In addition we will send you the names of 
farmers in your territory who write to us 
for these books,as a result of our large ad¬ 
vertisements in all of the Pacific Coast 
farm papers. We will help you, too, in 
many other ways. Let us send you our 
books. 

Get a sample set now—mail this coupon 




The Giant Powder Co., Con., 227 First National Bank Building, San Francisco 5 

CBKX BBSS | 

□ Send as one each of your books on Stump Blasting, Boulder Blasting, Tree Planting. Subsoiling and Ditch Blasting. * 

□ Send us your book. “Helping the Retailer Sell Giant Farm Powders," which tells in detail how you help the merchant to ■ 

increase his sales of explosives. ■ 

□ Send us prices on Giant Farm Powders. ■ 

Firm Name. | 

Address... | 

Buyer's Name. 1 
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Some High Grade Standard 

Rubber Tips and Bumpers 

That ought to be in your stock 



Fender 2 sizes T|pe S sizes Eacn mads In • sizes 



Na SSI Ha SSS Na 233 Na 234 


Slotted 8crtw*Tlps 


TTT 


tf 

No. 141 No. 142 
10 cent* per dozen 


Brass headed nails only used In the manufacture or these rubber nails 


Rubber Tips and 
Bumpers are in big 
demand these days 
people are beginning 
to realize the great ad¬ 
vantages of their use. 

But all tips are not 
good tips—and a bad 
tip prevents further 
sales—further business. 

It is up to you, to 
stock the best and most 
varied line. Inspect 
some of the illustra¬ 
tions—there’s a tip in 
our line for every prac¬ 
tical tip purpose. You 
had better investigate 
—for the sake of good 
business. 

Write today—ask 
for catalog, prices and 
terms. . 



THE ELASTIC 
TIP COMPANY 

370 Atlantic Avenue- 

Boston, Mass., U.S.A* 


Digitized by 


Google 







HARDWARE WORLD 


21 



What “Old Timers’ Shoot” 

Means to Dealers 

It means a “gingering-up” of the gun club—the place where shotguns can be 
kept busy. 

It means a clearing of shelves and realizing a clean, quick profit on shot shells, 
targets, shotguns and other shooters’ supplies. 

It means the “rounding-up” of “old-vets”—trapshooters whose name and fame 
are sure to attract attention and cause a big attendance at “Old Timers’ Shoots.” 

It means to those dealers 

Who are Selling Du Pont Sporting Powdeis 

that the Du Pont Company is “on the job” devising ways and means to enable 
dealers to “cash in” on their stocks of Dupont, Ballistite and Schultze loads. 

It mean* that the dealer stocking Du Pont Sporting 
Powders is sure of that effective co-operation which has 
made the Du Pont Sales Organization such a practical and 
profitable aid in the sale of products made by the Du Pont 
American industries. 

The “Old Timers’ Shoots’* are Nationally Advertised 

Remember the “old timers” made their “rep” with 
Du Pont. Ballistite or Schultze—they’ll insist on shooting 
these “old reliable” powders. Be prepared! 

Mika your stors the trapshooters’ headquarters. Put 
an “Old Timers' ” display in your window. Tie your store 
to the country-wide advertising campaign we are “carrying 
on" to put trapshooting “over the top T ’ and a trade-maker 
for your shop. 

For descriptive folder of “Old Timers’ Shoots,” Sport¬ 
ing Powders, Gun Club Organization, or any information 
relating to trapshooting, mention this paper and address 
inquiry to Sporting Powder Division, 

E. I. du Pont de Nemours & Co. 

Powder Makers Since 1802 
WILMINGTON DELAWARE 
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Uie 184J Girl Steps into the Picture 

^jHe 1847 Girl should step into the picture" whenever a 
purchase of silverplated ware is made or contemplated j 

This little lady of 1847 helps you to remember the 
brand of silverplate —1847 Rogers Bros.— that has had 
the test of seventy years service in American homes. 

It is the quality-mark 
y on silverplate — the choice 

^ of young housekeepers 

\ \ j today as it was of their 

\ 'yVy w parents and grandparents. 

| SoM by IsdJinj dralrrr SmJ for Cjubyw ~B-20“ 

ZrTH^T INTERNATIONAL SILVER CO. 

Mg MERIDEN, CONN. 

^ ^Thr World# Mike* of <t«r1ing 5>N*r jrvl PUto 

i847 ROGERS BROS 

SILVERWARE 
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Sensational test 

A metal pan and a Pyre* dish were filled with cold 
water ana pat into an oven. The water in the Pvrex 
dish boiled in ten minutes. The water in the metal 
dish, though left in the oven for two hours, never 
boiled. This is because metal shuts out 60% of the 
oven heat from the water, while all the oven heat aoes 
right through Pjrex. This test can be duplicated in 
every coal oven and almost every gas oven. It is only 
in exceptional ovens that it is ever possible to get a 
great enough heat to boil water in metal. 

Revolutionizes cooking 


The simple test photographed above shows 
how much more heat Pyrex absorbs than 
ordinary pans. The two loaves of bread 
prove how much better this extra, more 
even heat cooks food. 

Ordinary pans waste fuel, time 
and flavor 

Scientists tell us there are two kinds of heat 
in the oven—hot air and heat which radiates 
from the walls and bottom of 
the oven. Only one-third of 
oven heat is hot air. Two- 
thirds is radiant heat. Only 
the hot air can heat a metal 
pan. Just as an iron shutter 
keeps out the sun’s rays, so 
every metal pan keeps out 
radiant heat. Just as a win- 
dow pane lets in the warmth £vr ex bake8 b ™ 
of sunlight, so all the oven amount of the a 

heat floods through Pyrex. ft, , 

This means that food cooked to mill,on8 
in Pyrex gets all the heat instead of just 
one-third. This is why every food cooked in 


Pyrex will not 
break in the oven. 
Dealers are au¬ 
thorized to replace 
any dish broken 
by oven heat. 


Pyrex bakes bread an inch higher. 
Tnis photograph of the same 
amount of the same dough baked 
in the oven at the same time in 
the same sized pans is proving it 
to millions 


Pyrex is so thoroughly, so evenly cooked, 
why it is so much more delicious. This is 
why bread baked in Pyrex rises an inch 
higher, why pies have crisp undercrusts 
just like the top, why meat is so . tender. 

6,000,000 families will learn these 
facts this year 

Full pages in The Ladies 1 Home Journal, The Sat¬ 
urday Evening Post and Good Housekeeping, some¬ 
times in color, will tell these and 
other amazing facts about Pyrex 
to millions of people in every city 
and town. McCall’s Magazine, 
Christian Herald and Jacobs Re¬ 
ligious List, comprising forty-nine 
magazines, will spread this news 
to smaller towns and villages and 
even the heart of the country this 
year. 6,000,000 families in the 
United States and Canada will 
1 an inch higher. learn the startling improvement 
of the same Pyrex makes in cooking. You will 
me dough baked f e el the demand in your town, 
ms "ii^rovTmr u Your customers will be asking for 
P 8 Pyrex. Write for full information 
the 1918 price list. 

PYREX SALES DIVISION 
301 Tioga Avenue, Corning, N. Y. 

CORNING GLASS WORKS 

Manufactured by the World's Largest 
Makers of Technical Glass 




TRANSPARENT OVEN DISHES 
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GOOD PROFIT-BIG DEMAND 

Unique Garden Tools 

Combination Trowel, Hoe, Weeder and Turf Trimmer 
Attachable to One Common Handle by 
Simple Twist of the Wrist 

Made of Finest Steel 

A BRAND NEW IDEA IN GARDEN TOOLS, COMBINING COMPACT- 



It Will Pay You to Stock These Tools Now. They Satisfy and Build Up Your 
Trade, Bringing a Good Profit to You 

SOLD BY FIRST CLASS JOBBERS EVERYWHERE 


W. P. HORN CO., Pacific Coast Representatives 

Log Angeles Rialto Building, San Francigco, Cal Portland 


NEW YORK STAMPING COMPANY 

BROOKLYN, NEW YORK 
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Universal 
Batter 
Merger 
No. 125 
$3.00 


No. 4 
Universal 
Bread Maker 
Four Sizes 
$2.00 to $3.50 



UNIVERSAL 


Bread Makers 

Makes better bread at less cost than 
bakers’. No waste of materials. Abso¬ 
lutely sanitary because untouched by 
hands. 

Food Choppers 

Turns left-over bits of food into deli¬ 
cious, nutritious dishes. Eliminates 
waste—saves food, time and money. 


Percolators 

Extracts the full flavor and aroma 
from each grain of coffee before water 
boils. Uses one-third less coffee to make 
better coffee. Saves money and pro¬ 
vides a more nutritious and healthful 
beverage. 

Butter Merger 

Makes two pounds of merged butter 
from one pound of butter and one pint 
of milk. It has the freshness and sweet¬ 
ness of newly churned butter and costs 
about one-half as much as store-bought 
butter. 

Our National Food Conservation ad¬ 
vertising campaign is producing results. 

Down to your store the women are 
coming in search of UNIVERSAL Food 
Conservers. 


Universal 
Coffee 
Percolators 
Sizes 4 to 
14 Caps 
$3.25 

and Upward 


universal Are thev on exhibition — the BIG 
FmuTzes FOUR—backed up by our forceful lith- 

si.5o to 83.00 ographed cut-outs and show cards? 

You have a chance to fatten your 
■a pocketbook. Are you doing it? 


LANDERS, FRARY & CLARK 


NEW BRITAIN, CONN. 
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Sell 
Simonds 
Saws 


i 


‘TJie> 


DELTA 


Zs the only Line of 1 
from 3 to 24 inches that 
made absolutely of 



It is not alone for the liberal profits 
which a Dealer may gain when selling 
Simonds Saws that we urge you to 
stock this line, but it is because of the 
satisfaction which your customers will 
receive when they can purchase from 
you a Simonds Hand Saw or a Simonds 
Crescent Ground Cross-Cut Saw. 

This line has such an undisputed repu¬ 
tation for high quality that it will be 
to your advantage to get terms and 
discounts at once if you do not already 
have them. We are now placing our 
Saws with a few additional Dealers 
and if you are interested let us know 
at once. 


Simonds Manufacturing Go. 


San Francisco, Cal. 
Vancouver, B. 0. 


Portland, Ore. 
Seattle, Wash. 


STEEL" 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—there 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—you will increase your out- 
put and greatly reduce your 
cost of filing. 



rp 


DELTA 



This trade mark safeguards the 
Interests of thousands of file 
users everywhere. Always look 

for it 


DELTA FILE WORKS 

PHILADELPHIA, PA. 


Digitized by 


Google 




HARDWARE WORLD 


21 


JStanlrb Tools 




Stanley Handled 
Hammers 

For Carpenters, Machinists 
Bricklayers, Farriers 
Tinners, Blacksmiths 
and Engineers 

The heads are made of special 
steel, carefully forged, hardened 
and tempered. 

The handles of selected second 
growth white hickory. 

The improved method of fas¬ 
tening the heads to the handles 
makes it practically impossible 
for the head to fly off. 

The above features together 
with their specially fine finish 
make them a very attractive lin e 
to carry. 

Stanley Rule & Level Co, 

New Britain, Conn. U.S.A. 


BUFFALO 

Rivet Forges 

ARE 

BUILT TO 
LAST 

EASY RUNNING BLOWER 

POWERFUL UNIFORM 
BLAST 

RIGID STEEL PLATE 
CONSTRUCTION 

Write for Catalog 100-37 

Buffalo Forge Company 

BUFFALO, N. Y. 

Western Representative 
Harrold English 

823 Higgins Bldg-, Los Angeles, OaL 

Some of Onr Western Distributers 
Baker, Hamilton ft Pacific Oo... San Francisco 

Spotswood-Helfer Oo.San Francisco, OaL 

Harr on, Rickard ft McCone. San Francisco, OaL 

Whiten Hardware Oo.Seattle, Wash. 

Geo. Trltch Hdwe. Oo.Denver, Oolo. 

Harper ft Reynolds.Los Angeles, OaL 

Smlth-Booth-TJaher Oo.Los Angeles, OaL 

Marshall-Wells Hdw. Co.. Spokane and Portland 

J ensen-Klng-Byrd.Spokane. Wash. 

Dncommnn Hdwe. Oo.Los Angeles, Cal. 
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I F you have stocked any of the 
“PENNSYLVANIA” Quality 
brands, we want to help you 
sell them and maintain profits. 

We are advertising extensively, for 
our joint benefit, in the magazines of 
large, general circulation. 


®SH£® 

Look for this mark 
on the handle of all 
4 ‘PENNSYLVANIA’' 
Quality Mowers. 

4 'Pennsylvania’ * 

’ Pennsylvania Jr.” 

4 ‘Pennsylvania Golf” 

4 ‘Pennsylvania Putt¬ 
ing Greens Mower’ ’ 
4 ‘Continental’ ’ 

4 ‘Great American 
B B ” 

4 4 Shock Absorber” 

4 ‘Quaker City” 

“Bed Cloud B. B.” 
“Orchid B. B.” 
“Daisy” 

“New Belmont” 

4 ‘Bellevue” 
“Panama” 

“Delta B. B.” 

4 4 Electra’ ’ 

4 ‘Pennsylvania 
Pony” 

4 ‘Pennsylvania 
Horse” 

“Pennsylvania Grand 
Horse” 

“Pennsylvania Trio 
Horse’'—8 6-inch 
cut 


What you need, to 
help secure the most 
good from this cam¬ 
paign, is a large litho¬ 
graphed hanger, coun¬ 
ter literature, book¬ 
lets, window cards, 
etc. 

All retailers are en¬ 
titled to these trade 
helps without charge, 
but in many cases we 
have no means of 
knowing who have 
our brands in stock, 
except as they write 
and tell us. 

Therefore, if you 
have any of the 
"PENN SYLVAN IA” 
Quality brands (not 
necessarily the 
44 PENNSYLVANIA” 
Mower only), you will 
receive, charges pre¬ 
paid, a free package 
of helpful advertising 
matter if you will 
drop us a line, either 
direct or through 
your jobber, stating 
which brands you 
carry. 


Pennsyu 



ROUNDED I 


INCORPORATED 

Braun & Sons 

PHILADELPHIA 


rWorks 


fillllllllllllM 



Trade Building 

Have you a stock of Spring Hinges 
that have distinctive selling features 
which your salesman can offer and 
which would make the prospective 
purchaser buy them and no other ? 



Chicago “Relax" Spring Hinges 

are in great demand. They are sub¬ 
stantial in construction and readily 
applied. The EXCLUSIVE FEAT¬ 
URE of spring action release, allowing 
the door to be placed open at any de¬ 
sired position and automatically re¬ 
engaging when the door is closed, is 
of recognized merit and utility. 

Stud for Catalogue W-32. It fully illustrates 
and describes the most complete Hue of Spring 
Hinges manufactured. 




CHICAGO 



NBW YORK 
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"UNIVERSAL” 

SLIDES 


Are an Absolute Business Getter 


Q 

No. 4— X” Dura. 


No. 3—H* Diun. 



No. 2—13/16* Dura. 



No. 1 —\ m DUm. 


.An ideal article to in¬ 
crease the service, abil¬ 
ity of many pieces of 
furniture where Casters 
are unsuitable. 

They are easy sellers 
and afford a good mar¬ 
gin of profit for the 
merchant. 

“Universal” Slides can 
be attached with per¬ 
fect safety to the most 
fragile piece of furni¬ 
ture—the unique posi¬ 
tion of the prongs obvi¬ 
ate the possibility of 
splitting the furniture 
or causing an ugly pro¬ 
jection. 

They are constructed of 
high grade Bteel, case 
hardened and neatly 
nickel plated. 

Made in four sizes— 
Fifty sets of size one. 
two, and three, and one 
hundred sets of size four 
in a box. At so slight a 
cost you cannot afford 
to pass them up. 


Write lor 
SAMPLE CARD 
No. 25 H. W. 



Manufactured exclusively by the 

Universal Caster & Foundry Works 

Division of The Bassick Co. 
BRIDGEPORT, CONN. 

EUGENE C. SAUL 
Pac. Coast Representative: Monadnock Bldg. 

San Francisco, Cal. 



(natillOn SCAt I ^ 


IDS | | k Mill \<\ 


MR. DEALER— 

These Products Will 
Bring Larger Business 
and Bigger Profits! 

They are of Highest 
Quality and Attractive 
and Pleasing Design 

There is a Chatillon Scale for every 
need — Household, Candy, Grocer, Phy¬ 
sician, Postal Scales, etc. A complete 
line at reasonable retail prices. 

FOSTER BROTHERS CUTLERY is 
made from finest grade steel, carefully 
and correctly tempered and finished by 
highly skilled workmen. Known for 
years to the trade and in large demand 
wherever quality counts. 

Liberal profits from both these lines 
make it worth your while to stock, dis¬ 
play and sell. 

Catalogues and descriptive 
matter together with prices 
and trade discounts sent 
upon request. 


JOHN CHATILLON 6 SONS 


Established 1835 


85 CLIFF STREET 


NEW YORK CITY 
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Each of the three, 
LIGHTNING, 
GEM or BLIZ¬ 
ZARD, has served 
the housewives of 
America for thirty years, 
and like the cream they 
create, are in demand in all 
seasons. 


Order Now 
Be Prepared 

Either Pair a 
Safe Choice 


They are built of the best 
material and workmanship 
possible — their ingenious 
construction makes them 
easy to operate, quick freez¬ 
ing and economical to both 
dealer and user. 

The Blizzard being simpler 
in construction and cheaper 
in price makes it a good run¬ 
ning mate with either the 
Lightning or Gem. They sell 
themselves and 
stay sold! This 
means easy net 
profits for you. 

Any Jobber 
Can Supply You 



NORTH BROS. 

MFC. CO. 

Philadelphia 

Pa. 




There is a Difference 
in Rope 

There may be very little dif¬ 
ference in the appearance of 
a new rope of one brand and 
that of another, but if one 
considers of what a rope is 
made, how it is made, by 
whom it is made, where it is 
made and the reputation of 
the manufacturer, he will 
see that there must be a dif¬ 
ference. If you will consider 
all these questions before 
you place your next rope 
order — you will decide on 


COLUMBIAN 


Columbian Rope Company 

Auburn "The Cordage City" New York 
Branches: New York, Chicago, Boston 
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MADE IN OHIO, U. S. A. 

ALUMINUM 

“Real Solid” 



The "MIL IOLZD" LINE has been for SO 
years, the Strong, well known, dependable 
Aluminum line of Kitchen Utensil a 

Our Policy is aad has been to give the dealer 
foods of such quality that assures him not 
only his rRcFIT, but the housewife's contin¬ 
ued patronage, we hare now added 

A New Line off 

“REAL SOLID WARE" 


This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness and 
Durability. 

We have eliminated unneces¬ 
sary expense of CAST ALUM¬ 
INUM HANDLES, etc., and are 
Putting MORE METAL into 
the BODY of our UTENSILS. 

TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and burn off 
handle. 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers' Shelves. 

We have added 25 New Items, all prac¬ 
tical This makes the “REAL SOLID” 
Line the most complete on the market 

Write Today and get our New 
1918 Catalog Just off the Press. 


The Bucksye Aluminum Company 

WOOSTER, OHIO 


Use the Automatic Way 
Via 

DETROIT 


Automatic 

Hardware 

Scales 



The Automatic Way is 

ACCURATE FAST 
EFFICIENT 

The Merchant of today weighs in the 
Automatic Way because it eliminates 
the risk of loss, both to his customer 
and to himself. 

He gives a square deal and gets all 
the profit from every sale. With the 
high prices of today Hardware Sales, 
Hardware Turnovers, have advanced by 
leaps and bounds, but have your Prof¬ 
its! Every time a weight is approxi¬ 
mated, every time a price is mentally 
calculated the risk of loss is doubled. 

LET US send you one of our Profit 
Percentage Charts—a postal will bring 
it, without obligation on your part. 

Detroit Automatic Scale Co. 

DETROIT, MICH. 
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White Mountain Refrigerators 


“The Chest With the Chill in It’ 

The name “WHITE MOUNTAIN * * for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Ef¬ 
fort, Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow-White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated 1918 w 

catalogues and booklets. H 


Maine Manufacturing Company - Nashua, N. H., U. S. A. 

BRAHCH OFFICES:— 

How York City Boston, M&h. Atlanta. Ga. Dallas, Toxas San Francisco, CaL Denver, Colo. 

Melbourne, Australia 


The Ontario Knife Company, Franklinville, N.Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If yon are a wholesale dealer and have not our catalog and prices, you should write for them at once 




BUTOHEB 

SKINNING 

STICKING 

BONING 

SHEATH 

SLICING 

COEN 

SHOE 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGETABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles. 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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Preserving Cherries is a War-Time Thrift 

Housewives everywhere—even those who 
have never before concerned themselves 
about preserving and storing up cher¬ 
ries for the winter—will this season, 
from both patriotic and economic 
motives, put up large quantities of cher¬ 
ries and other preserves. Help them 
“do their bit.” Show them how the— 

“ENTERPRISE” 
Cherry Stoner 

lightens the work of cherry preserving; how it stones cherries 
without mangling or mashing them; sends the fruit into one 
receptacle, the stones into another; minimizes staining of hands; 
increases the capacity per jar or glass; and how much better-tasting 
cherries are when properly stoned with an ‘ ‘ ENTERPRISE. ’ 1 When 
you show how easily and quickly this stoner operates, and how long- 
lasting its construction, your sale is made. 

Cherry time is short. Get your supply of “ENTERPRISE” 
Stoners in early and begin displaying them in your windows. House¬ 
wives believe in “preparedness.” 

You can make good profit s and meet all competition 
the “ENTERPRISE” line 

THE ENTERPRISE MFG. CO., PHILADELPHIA, U. S. A. 



Lalance & Grosjean Mfg. Co. 


Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel ) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 

New York Chicago Boston San Francisco 
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BALDWIN Dry-Air 

Refrigerator 


150 Handsome Styles 



'Tht But with th* Sttadj C*ld Wav*” 


ASH, OAK, SOFTWOOD CASES 
OPALITE GLASS, VITRIFIED POR¬ 
CELAIN, AND METAL LINED 

“The Cold, Clean Kind” 

Baldwin’s do better work with less ice than 
any other refrigerator made. They keep 
food preserved in the best possible manner, 
because of their positive one way current 
of absolutely pure, cold, dry air, moving 
swiftly around articles stored, and constantly 
cooling and purifying every square inch of 
the refrigerator. 

Many Baldwin Refrigerators in constant use 
for 35 years are still giving the utmost satis¬ 
faction. 

Don’t sell a “cheap” refrigerator— 
it wastes your customer’s money 
and is a source of annoyance every 
day he uses it. 

Baldwin’s are lined with snow-white opalite 
glass 7-16 inch thick; vitrified porcelain, 
seamless porcelain, white enamel or metal. 
There are 150.styles in stock. Don’t experi¬ 
ment with new makes of unknown quality— 
sell the Baldwin—the “kind the old folks 
used.” 


SEND A POSTAL FOR OUR BIG CATALOG 


The Baldwin Refrigerator Co, 

BURLINGTON, VERMONT 


Digitized by 


Google 










HARDWARE WORLD 


35 


QUALITY—SATISFACTION 



MANUFACTURED BY 


You’ll Find Both in Our 
“De Luxe” Line of 

DAIRY PAILS 
CREAM CANS 
WASH BOILERS 
JAPANNED WARE 
WASH TUBS 
WATER PAILS 
WELL BUCKETS , ETC. 

Also a Complete Line of Pieced, Stamped, Japanned 
Galvanized Ware 


SCHLUETER MANUFACTURING CO. 


ST. LOUIS, MO. 


Address: Omer Cox, San Francisco: Jones A Oox, Salt Lake City, Utah; Sands A Cox, Los Angeles, 
Cal.: Turnbull A Cox, Denver, Colo.; Strlmple A Cox, Seattle, Wash. 



JEWEL 

Oil Stoves 

give the most satisfactory results in operation 
and economy. They successfully meet every 
requirement of the most experienced cooks. 
Their High Speed burners save time and save 
oil. Their many splendid features and hand¬ 
some olive green enamel finish at once attract 
the attention of your customers. 

Order Clark Jewel Oil 
Stoves Now 

GEORGE M. CLARK & COMPANY 

Division Ameriean Stove Company 

CHICAGO 

HOLBROOK, MBRRILL St STBTSON 
San Franoisoo and Los Angeles Jobbing Agents for California 
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the 

;helby 


Are made entirely of wrought metal; they are very 
strong, durable and attractive; made in 3, 4, 5, 6, 7, 8 
and 10-inch sizes. 

They have no equal. 


The Shelby Spring Hinge Co., Shelby, Ohio 

Coast Representatives: 

Pond Hardware Specialty Co. D. L. Herman 

Los Angeles, Calif. Seattle, Washington 


DISSTON’S 


NEW SAW FOR 

DOUBLE DUTY WORK 


PATENT APPLIED FOR 


This Disston D17 Double Duty Handsaw 

far excels any other pattern ever made 
for use in heavy construction work of 
all kinds — studding up houses, 
shoring for sewers, making 
forms for concrete building, 
railroad work, millwright, ^ 

farm use. and in fact 
for all general . 


uilding, / The 

hght, 0 combination 

t x of crosscut and 

and rip teeth with 

enables this saw to cross¬ 
cut, rip or cut diagonally 
across the grain with great ease 
and rapidity. The most practical 
I saw of the kind ever made. 

Send for descriptive circular 

HENRY DISSTON & SONS 

IHOO&PO&ATBD 

Keystone Saw, Tool, Steel & File Works, Philadelphia, U. S. A 


The Shelby “CHIEF” Floor Hinge > 

x With Improved Pivot and Socket 

_ [~ji“The hinge without woes, 

r i" $ As the wise buyer knows.” 

1 The attractive features about the Shelby 

V' V # ! it if!'j: • „ ill- • i , 111; § 11 m - I] Chief Double • Acting, Ball-Bearing Surface 
M iw|!|!fjfljl 1 1i|ii{l;|jS fflL ^. l^ oor Hinges are, strong construction, durabil- 

Ml. \W, ’ If ■ -ilr y ity, beauty, simplicity of installation, and low 
price for superior quality. 

J Sell the Shelby Chief and watch your 
— Jra'sESS^’ profits grow. 


A NEW CATALOG READY FOR YOU 

A card will bring you one of our new No. 18 catalogs just off the press, which illustrates Floor Hinges, Spring Butts, Door 
Checks. Push and Pull Plates, Door Holders, Push Bars, Foot and Chain Bolts, Door Bolts, Cupboard Turns, Cupboard 
Catches, Card Holders, Toilet Paper Holders, Garage Door Holders, Chest Handles, Casement Window Adjusters and 
Fasteners. Sash Locks, Sash Lifts, Mortise Locks and Latches, Basement Window Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooks. Hall Hooks, Screen Window Hangers, Door Braces, large line of Screen Door Hinges, and a number of items not 
mentioned. Ask for catalog today. 
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Goes Over the Top 

OF EVERY GARAGE DOOR WHERE 
THE OWNER SEEKS ELEGANCE, 

CONVENIENCE AND ECONOMY 

Installed over the top of the doorway, inside the garage. Slidetite Oarage Door Hardware 
is out of sight and out of the way, giving opportunity for distinctive architecture. Takes 
away that barn door effect. Simple to install. Easy to operate. Accessible adjustments 
equalize settling of building walls and bulging floors. 

Saves heat. Saves space. Doors can’t sag. Can’t swing 
in the wind. First cost reasonable. No aftermath of 
unexpected expense for repairs or additional hardware. 
A complete outfit which covers every requirement of the 
garage builder. Adapted to any garage, public or private. 

Write for illustrated book *‘Dis¬ 
tinctive Oarage Door Equip¬ 
ment.” Sent without obligation. 


Aurora , Illinois . USA. 

Richard* Artlca* CenedUn Co.LtdJLondon.Ont 
"AJhmnfmjr for e/iy eteor tfimt mJidmm' 




SUPERIOR 


Screen Door Check 


MADE BY 


The only Cheek that has the jaek-knife lever which 
allows the door to open clear up against the wall with¬ 
out strain on the Check. 

It also has a positive plunger and automatic inlet 
valve for air. 

The above features together with the low price 
makes it the best Check for user, dealer and jobber. 

Quickly and easily attached by anyone. 

If your jobber can not supply you, write us and we 
will give you the address of your nearest jobber whe 
handles our Check. 


SUPERIOR SPRING HINGE COMPANY, 136 West Lake Street, Chicago 



Revolving Bolt and Screw Cases 

Dealers in Hardware, Auto Supplies, etc., find that 
time and space are saved by using the Revolving Oases 
for keeping loose Bolts, Screws and Auto Accessories. 
Everything is kept right at the clerks’ fingers’ end. 
Catalog sent on application. All jobbers handle these 


' American Belt & Strew Case Co., Dayton, 0. 
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THE JAMES SWAN COMPANY 

CONNECTICUT 


SEYMOUR 

Bits 

Augers 



Chisels 
Draw Knives 



Nail Sets 
Gimlets 


Gouges 
Screw Drivers 


New York Office: 100 Lafayette Street 


WE WEBB AWARDED THE MEDAL OP HONOB ON MECHANICS’ TOOLS AT THE PANAMA- 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento, California 


Are you handling the 

10-in. and 14-in. 0. K. Gutters? 

If not, my Pacific Coast representatives 
will tell you why you should. 
Address 


Omer Oox, 
Underwood Bldg., 
San Francisco, OaL 

Sands A Oox, 
San Fernando Bldg., 
Los Angelos, OaL 


Jones A Oox, 
Newhouse Bldg., 
Salt Lake City, Utah 

Turnbull & Cox 
Mint Block 
Denver, Colorado. 


Strimple & Oox, 

L. 0. Smith Bldg., Seattle, Wash. 

H. K. PORTER 

Bolt Clipper Specialist 
ASHLAND 8TBEET, EVERETT, MA88. 


The “PONT" 

Is the very best Hand Machine that 
money can buy, for setting Tubular 
or Bifurcated Rivets 



IT'S GUARANTEED 
SOLD BY JOBBERS EVERYWHERE 
Made by 

F. H. SMITH MFG. CO. 

CHICAGO, U. 8. A. 
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1 , 000,000 

DROP FORGED WRENCHES 

ALL SIZES AND FINISHES 

IN STOCK 


THE WHITMAN & BARNES MANUFACTURING CO. 

Established 64 Years 

GENERAL OFFICES: Akroe, Ohio NEW YORK STORE: 64 Read* Strut 

FACTORIES: Akroa, Ohio, ChieaSp, Illinois, St. Catbarinaa. Ont. 



Surface Floor Spring Hinges { 

Are slow acting with a positive holdback feature when 
opened to 90*; will INSURE AGAINST ACCIDENTAL 
release of door. INVISIBLE TOP PIVOT AND 


SOCKET (patent applied for). MADE OP WROUGHT 
METAL. NO MORTISING REQUIRED. SAVES 
TIME AND MONEY—COST NO MORE. Write for 
catalog and prices. 

LAWSON MFC. CO. 

Comer Superior and Franklin Streets, Chicago, Illinois 

New York Office, 85 Walker Street 


“Forstner” Brace and Machine Bits 

For Fine OarpenUr, Cabinet and Pattern Work 

Specially Adapted for Hardwood Working 
Tii# Forstner Juabor Saving Auger Bit, 
unlike other bite, is guided by its Circular 
Rim instead of its center: consequently It 
will bore any arc of a circle aad e&n be 
guided in any direction regardlees of grain 
or knots, leaving a true polished surface^ 
It is preferable and more expeditious than chisel, gouge, scroll-saw, or lathe tool combined, for oore- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy scroll twist columns, newels, 
ribbon moulding and mortising, eta 

Murafsotarsd by THE PROGRESSIVE MFC. 00., Dept. “A,” Torrington, Conn. 
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Faster 


BECAUSE— 

1. Can’t turn in the hole. 

2. Steel Spring Band keeps thread in perfect 
alignment and permits full expansion of 
shield. 

3. No rough spots in castings. 

Above features all make for a better fastening 
faster. 

PARKER SUPPLY CO. 

Manufacturers 

784 East 136th St. New York 

Write for the Parker Proposition 


GET THIS BUSINESS BUILDER 

The Auto-Wheel Convertible Roadster has been a winner 
from the beginning and now our advertising is telling 
hundreds of thousands of boys to look for the dealer 
who handles the _ 

AUTO-WHEEL 
CONVERTIBLE 
ROADSTER 

The demand has been created—are you prepared to 
give these boys what they are looking for! If not, m 
the interest of good business, we urge that you get a 
line on this brisk seller today. 

We furnish Auto-Wheel dealers free electrotypes and 
ad-helps for use locally and enable him to tie up hia 
store with our national campaign in Saturday 
Post, American Boy, Boy’s Life, Lone Scout, etc. Writ# 
for catalog and dealer proposition. 

BUFFALO SLED COMPANY . „ _ 

Department A North Tonawanda, N. T. 

Factories: North Tonawanda, N.Y., iand Preston, Ont. 

New York Office: 108 Chambers Street 
Pacific Coast Representatives: Pacific Sales Co, San 
Francisco; D. L. Herman, 214 Maritime Bldg., Seattle 


Gas Pipe Straps, Soil Pipe 
Hooks, Gas Pipe and 
Plumbers’ Hooks 

A ir\ 

«A» l|/^\ 

Hi 

CATALOG AND f f f 

BERGER BROS. CO. 

Office, 229-231 Arch Street 
Store, 237 Arch Street 

Warerooma and Factoiy 100 to 114 Bread Street 

PHILADELPHIA 


SNAPS 

FOR THE HARDWARE MAN 

PROM THB BBST LIN B MANUPACTURBD 



TROJAN OPBN BYB SNAP 
Noe. 520 Bit, 521 Chein, 522 Traee 

Sold by All JeUtrs 

COVERT MFG. CO. 

TROY, N. Y. 
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Although we ship thousands of miles of 
Hodell chain annually, complaints of faulty 
pucking are unknown lloilell packing 
service is as thoroughly good as Hodell 
Chain Itself. 

Writ* for samples of Hodell, "the world 's 
best flat link chain” 

The Cleveland Galvanizing Works Co 

Cleveland, Ohio 

Branch Offices 
San Francisco 

Chicago St. Louis i ‘ Mg-r ^ 

New York City ^I 


Sold by All 

Leading Jibbing and Supply Houses 


Buy a 

SAMSON or ROWELL 



G. D. ROWELL & SON, Rffletoi, WisCMSis 


Railway Car Mover 

Aid Nave a 

LITTLE SWITCH ENGINE 

or 

YOUR OWN 


Mayrant Conner, 693 MisNon 8t., Sen Francisco, Pacific Coast Representative PRICK EACH, $8.00 



GARDENS —GARDENS —GARDENS 


N over—were there ao many people enrayed in 
Gardenia*. 

Increased production, is our Country's cry. 

"NORCROSS" GARDEN CULTIVATOR-HOES 
AND W7BEDERS are playing &n important part 
in this Nation-wide movement. They are favorite 
tools; but—the demand almost exceeds the pos¬ 
sible supply. 

DEALERS: Don’t delay your orders. 

Jobbers are buying heavily, that you may be 
supplied. Early buying may pay you big divi¬ 
dends. 

Remember the name—"NORCROSS." 

C. S. NORCROSS & SONS 

Manufacturers BUSHMILL, ILL, U. S. A. 
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More Men are Staying PfllOUZB dTu ICB SCalBS 



5 |LJ 8 C i/| 

iM 


More safety razors 
are sold today than 
ever. More men are 
shaving themselves. 
More extra safety 
razor blades are sold 
as a result. 

When these blades 
get dull they require 
regrinding. Sharpen¬ 
ing devices for home 
use don’t put the 
keen, smooth edge on 
blades that a 

HATFIELD 
Grinding Machine 

does. Men want their safety razor blades sharp¬ 
ened right. Hardware merchants who have in¬ 
stalled the Hatfield Grinding Machine are aver¬ 
aging from five to twelve dollars a day profit. 
Are you interested! 

The Hatfield sharpens all makes of safety 
razor blades and other cutlery besides. We have 
a * * plan * * that will get the business for you. 
Write for full particulars. 

HYFIELD MFG. COMPANY 

21 Walker Street NEW YOBK CITY 


The new Pelouze “Double 
Dial” lee Seales, as the name 
implies, have double dials 
whieh admit of a greater dis¬ 
tance between graduations 
and the dials are therefore 
more easily read than on any 
other scales. 

They are made of malleable 
iron throughout. Absolutely 
unbreakable. 

They ean be quickly adjusted, 
if necessary, by removing the 
steel cap on top . and turning 
the screw slightly—thus in¬ 
suring a permanent scale. 
Made to comply with the re¬ 
quirements of the Depart¬ 
ments of Weights and Meas¬ 
ures. 

Made in five sizes. 

Write for discounts. 

Scales of all kinds. 

Peiouze Manufacturing Cn. 

CHICAGO 

EW1NCKLBWI8 OO. 
Representatives 

San Francisco Los Angeles 


O. LINDEMANN & CO. 

35 and 37 Wooster St, New York Established 1863 


pfiiiiBBi 
r Mini.. 

J 

' • * 


;!i;:::ai 



Parrot Cages Must Be Strong 

Ours are Positively the Most 
Durable 


Manufacturer* of JAPANNED. BRASS and 
TINNED WIRE 


ATLAS 

10 Cent 
Fly Swatter 


This swatter has an 
extra long handle —10 
Inches. It is very neatly 
and securely bound with 
soft green felt — cannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made It 
extra strong and flexible 
— will outlast any now 
on the market. 

Our 5 cent swatter is 
the best ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
insertion of your ad. If 
you desire. 

Now is the time to 
place stock orders. We'll 
gladly quote prices and 
terms. 


Bird Cages and Cage Sundries I I ****■ 


Pacific Cosat Ropresantathrea 

A. L. CONGER CO. 

731 MARKET STREET, SAN FRANCISCO, CALIFORNIA 


HUGHSON A MERTON 
Pacific Coast Agent* 

San Francisco Los Angolas 
and Portland, Oregon 
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Highest Award (Medal of 
Honor) for FILX8 and 
RASPS, Paaama Paolflo 
Intornalional Kxpoiition, 
San PranoTiaeo." 


Honor) for 
RA8P8.P 


snin No. 999 
jsD/i Tradesman's Hammer 

P*Unt*d Oct. », 1917. 


ANOTHER ADDITION TO THE 

“COMPLETE HAMMER LINE” 


IT 


For Steam Fitters, Plumbers, Electricians, Mill¬ 
wrights, Cement Workers and heavy Carpenter 
Work. Two Hammers in one—Machinists’ and 
Ripping. The ideal hammer for the portable tool 
chest. Weight where weight counts. Ask your 
jobber to quote you. 

Write for complete catalogue. 

Vaughan & Bushnell Mfg. Co. 

Maktrt of Fin* Tool* 

2114 CARROLL AVENUE CHICAGO, ILL 


Ttrara Is a Difference in Washers 


I 



Just as in any other oommodlty. Our Washers 
are made of the Best Material and with the 
utmost oarei That's why the largest users of 
Washers prefer those of our make. 

We also make 

IMtable Washers aad Cast Ins Washers 
Wreaght aad Steel Plate Washers 

of all descriptions. Round aad Square, Plain or 
Galvanised. 


id Rivet Bam 

Sheared aad I 


Felon Plates 
Plates 


Wrought Washer Mfg. Co. 

MllwoBkoo, Wit. 

Coast Representatives, 


■ .1 

S' 

t rm 


9 , 



S' 

® i 


• 



* 

, 1 
e - J 

|{ 


ONLY 


DOUBLE AOTCNO 
IFUNO BUTT HZNOE8 


have the weight 
a u pporting 
bearings cor¬ 
rectly located to 
liberate the 
action of the 
springs, redu- 


i 


8sa Praaelsoo, ChaLf Bos Angeles, OnLf Pi 
Use. i g ss ttl s, Wash. | Denver, Pol e . 


springs, redu¬ 
cing breakage 
ana increasing 
spring power, 
preventing une¬ 
qual wear of 
the barrels, aad 
giving practi¬ 
cally unlimited 
durability. 

Bommer Floor Surface Spring Hinge 

Has R e leas e end Koldbeek Pastures, Bell 
Beering and Alignment Devloe 

The most durable hinge of its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 
m free, without spring-action, by inserting a 

■ wire nail (when the door is open) into a 

■ hole provided in the side plates. The 

■ spring - ac- 

■ „ -v— — tion can be 

^restored by 
H rang ’ H -V- mm withdrawing 

the 

BOMMEB BROTHERS, Mfrs^ Brooklyn, N. Y. 
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Clover Leaf Manila Rope 

Nothing Better 

4 * 

Trad* Mark 

PORTLAND CORDAGE COMPANY 

Portland, Oregon-Seattle, Washington 

Established 1887 


GARDEN HOSE 



GARDEN 

HOSE 

WHICH 

INSURE 

QUALITY 



INSIST 

UPON 


BRANDS 
AND YOU 
GET 
THE 
BEST 


WHITE FOB CATALOGUE AND PRICES 


Goodyear Rubber Company 

B. H. PEASE, Preat. J. A. SHEPPARD, Vice-Prest. H. B. PEASE, JR., Treas. 0. P. RUNYON, 8ecy. 
Nos. 587, 589, 591 Market and Second Sts. Nos. 61, 63* 65, 67 Fourth St. * Pine 8L 

BAN FRANCISCO, CALIFORNIA PORTLAND, OREGON 

GOODS SOLD TO THE TRADE ONLY 
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We muraiMton everything from dependable hud fire 
extinguishers to large chemical engines end eh eniesl 
tanks for fire department service. There’s jrood profit 
in being our agent. We carry the stock. Write ns for 
catalog and special hardware disco unts. Manufacturers 
of Fire Apparatus. O. J. CHILDS CO., Utica, M. T. 


GOLDWELL 

WALK TYPE 
MOTOR MOWERS 

Also manufacturers of triple gang mowers, 
single horse mowers and hand mowers—150 dif¬ 
ferent styles and sizes. 

Writ§ for price lists and full particulars 

Coldwell Lawn Mower Company 


Factory and Offices 
at Xewburgh, New York 


Chicago Office 
62 East Lake St., Chicago 


Mason 
Tool Bag 




Wo Manufacture 

Mason's, IDeotrloian’s, 
Plumber's Tool Bags. Au¬ 
tomobile, Auger Bit 
Punch and Chisel Rolls. 
Coal Bags, Horee’a Feed 
Begs, Couch Hammocks, 
Carpenter's Aprons. 
Grass Catchers and other 
Specialties. 

Send for Catalogue. 

EXCELSIOR BAG 
& MFG. CO„ Inc. 

nroY, m.y. 
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The New Liberty” 

Postal Scale 

A TRINER, OF COURSE 

The chart indi- 
- - mm cator shows in¬ 
stantly the 
amount r e quired 
for a 1 1 out of 
town postage—at 

^-• ' the new 3c per 

ounce rate^ — as 

\ ■H|, rect l° ca l postage. 

ff , '• \ worry and inac- 

II 'I t new *! ate8 ’ 

_ * by elimlna ting 

^ ^ v * 'over postage." 

” ity two pounds. 

Finished in gold bronze or oxidized copper. List price 
$1.75 each. 

Order this TRINER scale now. It’s a quick seller, 
with a good profit. 

TRINER SCALE & MFC. CO. 

We«t Twenty-First Street CHICAGO, ILLINOIS 

W. P. HORN A CO. 

Pacific Coast Representatives 
Rialto Building, San Francisco, Cal. 

Los Angeles, Cal. Portland, Ore. 


If you are Building a New Store or 
Remodeling your Old One 

It will pay you to investigate the line of 
tl Duluth 1 ’ Sectional Hardware Store Fixtures. 
Any arrangement of Sectional Cabinets or Bases 
can be made to fit every purse and every 
stock of merchandise. Whether your store is 
large or small, we can equip it at a small 
investment. 

Write for our Catalog Mo. 10E 
The largest, finest and most com¬ 
plete catalog of hardware shelving 

DULUTH SHOW CASE COMPANY 

DULUTH, MINNESOTA 


Manufactured by 


The Wm. Connors Paint Mfg. Co. 

1852 TROY, N. Y. 1918 


American 

Seal 

Cements 


ASBESTOS FURNACE CEMENT will withstand more 
heat than iron, bakes as hard as the casting itself, 
and will not crack, shrink, crumble or fall out. 


ELASTIC OIL ROOF CEMENT fs a superior article n> 
colon for bedding slate and tile roofs and repairing 
leaks in tin, metal, gravel and eompositlon roofs. Es¬ 
pecially adapted for pointing np around skylights and 
fire walls. 


CABBON CEMENT, the peer of all lightweight ce¬ 
ments, is made np of long asbestos fibre, and elastic, 
adhesive waterproof gums. The ideal cement for mak¬ 
ing an old roof new, using the old roof as a founda¬ 
tion. 


T-CO is a waterproofing cement in colors, especially 
recommended for use on side walls exposed to heavy 
driving rains, preventing the water from permeating 
these walls. _ 


SCHROETER'S No. 150 “HOME” CHERRY STONER 

Removes the stone without crushing 
the cherry, works fast, is self-feed- 
ing. Operated by natural move- 
ment of the hand, has removable^^^^^p^r 

\V i <1 t h in. rj PaTT’alj G- idT 

baked blue 

'•iiumM. One each in cardboard box. Weight per doz. .a 
shipping case, 30 lbs. Retail Price, Each 75c. 

S eer’s No. 10 Rotary Grater 

ite Horseradish, Cocoanuts, Po- 
Cheese, Bread, Crackers, Tur- 
1 Vegetables of all kinds. This 
is being sold to hotels, meat 
, lunch stands, restaurants, 
i, confectioneries and private 
Size—13 inches over all. 
i—Turquoise, blue, enamel. 
Weight, boxed, 3U lbs. 

If interested write for 
dealers' prices and catalog 
showing 6 larger size Orat¬ 
ing Machines, The "Home'* 
Nut Cracker, * ‘Koast - De¬ 
fender" Target Cannon. 

FU and UrC 

+ Polish 

Catalog also contains 45 good recipes for the housewife 

SCHROETER BROS. HARDWARE CO., Mfg Dspt., Mairafactsrsrs aatf Patentees 
717 and 719 Washington Ave., St. Louis, Mo., U. 8. A. 
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The MARSH-AYER 

MITRE BOX is Recognized as the Best 

warn foe full xhfobmatxov. 

H. G. MARSH GO. 

212 Race Street • Rockford, Illinois 

WB8TBRV REPRESENTATIVES. 

Omer Oox.San Francisco, California 

Sanda A Cox.Los Angelee.Oalifornla 

Strimplo A Cox.Seattle, Washington 

Jonea A Oox.Salt Lake City, Utah 

Turnbull A Oox.Denver, Colorado 


HARDWARE 

SPECIALTIES 

-THAT SELL- 

THE 

“READING LINE" 


Write Today for Now 
Catalogue 

THE READING SADDLE 
A MFQ. CO. 

Rsadisg, Pmhul, U. S. A . 


Samson Spot 
Sash Cord 


Extra quality^ guaranteed free from 
all imperfections. Can be distin¬ 
guished at a glance t>y the Colored 
Spots. Specified by architect! and 
builders everywhere. 

We manufacture braided cord in all 
sizes, colors and grades { for all pur¬ 
poses. Carried by all jobbers. 

SASH CORD 

CLOTHES LINES 

SOLID BRAIDED ROPE 

SHADE OORD 
MASONS’ LINES 
CHALK LINES 

Send for catalogue and samples. 

Samson Cordage Works 

Boston, Massachusetts 


YOU ARE RIGHT Df 
RECOMMENDING 

4 4 WORLD* 8 BEST 44 
XH HAMS AND FACT 

World’s Cost 
Tubular Truck 

Bam, Factory 
and 

Warehouse 
Door Hanger 

EXCLUSIVE FEATURES 
Frame is best grade malleable iron. 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributes weight and 
makes it the Easiest Banning Hanger on the market. 

Packed one pair in box complete with bolts; one- 
half dozen pairs in a case. 

Track has Slidable Bracket, which has made the 
World's Best Hangers so popular with the building 
trade. 

If your jobber can't supply yon we will. 

SAFETY DOOR HANGER CO. 

ASHLAND, OHIO, U. 8. A. 

0. N. A F. W. JONAS, Rialto Bldg., 8an Francisco, Oal. 
and 

Western Repreesntatlvec 
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We find it easy to 
•ell the 


mM “Climax” 

TU?s FOOD GRATER 

It is an excellent article and every 

--woman becomes infatuated with it.— 

JT Thus writes one of our enterprising 
customers. 

HE IS MAKING MONEY! Acquire the same habit and write 
TODAY for prices. 

Schiichter Manufacturing Co. 

HAMILTON, OHIO 


GENUINE 

HUNTER'S SIFTER 

Tht Standard for a 
Qaarter-Oantnry 

Order from jour Jobber. 


Sectional View Order from jour Jobber. 

Showing Construction 

Combines strength, beautj, usefulness and dura¬ 
bility. Cleanliness alw&js possible. Made in one 
piece of extra heavj tin plate, nickel trimmings. 
Handle awed god to bodj. No soldered Joints to 
oome loose. lOasj to remora all parts for olaans- 

THE FRED J. MEYERS MFG. OO. 
Bender Street Hamilton, Ohio 


sags 


Madelike this 

The Corco Stove Pipe 
booklet, showing all 
style locks, will be 
mailed on request. 


is made from Even Colored, Polished, Planished or Galvanized 
Steel Sheets, in all gauges, and in 4" to 7" diameters. 

Six style locks to choose from, all simple, strong and capable of 
making a perfectly rigid joint. 

Corco Stove Pipe is shipped in steel casks with wood heads that 
save a joint on every package. With paper wrapped or wood 
crated pipe the outside joint is usually battered 
and rusted when delivered and must be thrown 
away. 

Corco Pipe, in the steel drum, comes to you 
with the outside joint in the same good con 
dition as the inside sections. Makes handling 
and storage easy. Can be used over again. 


Whitaker - Glessner Company 
WHEELING CORRUGATING DEPT. 


Wheeling, W. Va. 


Branch Offices and Warehouses 
New York Philadelphia Chicago St. Louis 
Kansas City Chattanooga Richmond 

^ • 


Members of National 
Association of Sheet and 
Tin Plate Manufacturers . 


Shipped like this 
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YOUR CUSTOMERS WANT THE BOOMER 

IF YOU ORLY SHOW IT TO THEM 

BOOMER CANNON 

Adapted for every nae. Is tke strongest and moat durable Cannon Btove made. Oonatmeted ae that a 
aheet iron drum may be attached, and thna increase the heating eapaeity. 

Made in gisee,— 1 S 8 4 5 0 

Diameter of Fire Pota 18%" 16" 18” 80” 88" 84**" 

Weights, 188 840 800 885 585 575 

OUB LOW PRICES WILL SURPRISE YOU—Writs for them. 

THE NBSS-SNYDER CO.. Manufacturers - - MASSILLON. OHIO 

Tnute uik "Boonw" BoglsUrad—Wo. 5822$ 



H 

1 


Increase Your Profits 

By Selling the 

Heating DlPC§>U\l 

Over 850,000 satisfied users now and more being 
added every day. The “Royal” is so simple, 
economical and safe, that customers buy quickly. 

Our co - operative advertising offer will quickly 
introduce and sell your first order—each iron 
sold will sell more. 

Write us now for details; also name and address 
of nearest distributor. 

ROYAL IRON MFG. GO. 

553 Wayne 8L, Big Prairie, Ohio 




Sell the Coleman “Quick-Lite 


This newest Coleman Lamp is the best seller yet. So 
simple, economical and safe, that customers buy quickly. 
Every sale means a liberal profit to you. 


LIGHTS WITH A MATCH 


VA The Coleman “Quick-Lite” is the most wonderful lamp to handle. No 
torch needed. Lights with ordinary matches like any plain kerosene 
v lamp. Makes and burns its own gas from common gasoline or kerosene. 
Gives a brilliant, steady light of 800 candle power without glare or flicker — more light 
than 20 old style oil I amps. Can’t explode. No danger if tipped over. Very ornamental 
\ and comes in variety of styles. 

A Dealers wanted in all parts of the country. Write at once for catalog 36 and 
JB agency proposition. Address nearest office. 

f THE COLEMAN LA MR COM RA NY 

\wkhlt«. Kant., St. P*ul, Minn., Toledo. Ohio. Delias. Texes. Chleago. III. 
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CAN 

SOLDERING 

COPPER 


14 IN. 

COMBINATION 

NANO M A OK 

STEEL 
CAHHER TONGS 


HAMP WILLIAMS 
■OwPOlSUPOUS 
SaOF RING PAST! 
WILL NO I RlltrCAfS 
OUi OWN 

| COMPOUNO 


8L0CK TIN I 

CAN 

FULfR. 


SOLDERINGI 
■EASTC BRUSH 




SPHINX 


"pfcTEAV' W 


You Can Readily Sell 

“Dick Smith” Self-Feed Nail .Stripper 

I To Fruit Growers, Box Makers, Canners 
Packers and Mechanics 

HLn» H 

] Will save time and money in your own packing 

Best Construction—11-64 Bessemer rod 107 coke tin. 

; Lock corner sugar pine box. 

Fastest—Self-feeding. No time lost in keeping full. 
Most Economical—Adjustable. Works nails from 
Z2 2d to lOd equally well. 

| Strongest—Put together in a way to insure dura- 

Handiest—Light weight. Only 10 pounds. Closes 
__________Write for prices and full information. 

DICK SMITH 1738 West 51st Place, Los Angeles, California 

OR ANY WESTERN JOBBER 


’jj 


J •: A T 1 3 N 

2 PATENT | 


COVER 

Tasri‘1 IS 


gnANCARRYIMG 

wcciiv»i*n»awi'f| 431 

m 

ML 

' 

fpl 



Hamp Williams has worked two years industri¬ 
ously equipping a factory to manufacture the 

HAMP WILLIAMS 
HOME CANNER 

so that the people may can their vegetables and 
fruits in tin cans or glass jars for home and market, 
and not let them rot and go to waste as they have 
been doing. This Canner complete and with direc¬ 
tions how to can everything, on which you can put 
up 500 cans daily, 

Retails for Only $14.00 

Every Retail Hardware Dealer in this country 
should have one of these canners in his front door. 
It would be worth many times its cost as an adver¬ 
tisement for people to talk and think about Order 
one and get the agency for your town. 


HAMP WILLIAMS HARDWARE CO. 

Mamnfoehirers HOT SPRINGS, ARKANSAS 
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HAMMOND LUMBER COMPANY 

WHOLESALE HARDWARE 

WHOLESALE PAINTS 

Specializing In BUILDERS’ Hardware 

8argents Looks and Hardware, Galvanized and Painted Corrugated Iron, 

Nails, Bolts and Barbed Wire, Northwestern Expanded Metal Lath. 

Beaver Board, Black Bock Board and Composition Roofings, Felt Tn«iln.tlng and 

Upson Board. Building Paper. 

Cal-pa-co Paints and Painters' Supplies. 

Full and complete lines of these materials stocked in carload quantities. 

We solicit your inquiries. 

Offices mi Warehoases, Twentieth awl Alameda Streets - - Us Angeles, California 


MANGRUM & OTTER, Inc. 


827-831 Mission Street 
SAN FRANCISCO 


Agents for the Celebrated 

GARLAND STOVES and 
RANGES 

FOR GAS, COAL AND WOOD 


,a ANO * 

$tWGS.%! 


S^OVVnrlrlc 


THE EMBLEM OF 
QUALITY 


AN CHi 

wm 

UNEQUALED 





In every race there’s a “CHALLENGE” a “RIVAL” and a “BANNER” 

m AND WITH THESE LINES ON HAND YOU CAN LAND EVERY PROSPECT 

fi/PMC/M TAPES, BOXWOOD and SPRING JOINT RULES 

pertormance^u «. THE/i/FKJN @U£Jl ******* *hjiic*h 

.GUARANTEE, //7C jUmttW JTVl*. t.U. ..«■ . . 

Stocked by Your Jobber V - 


SAGINAW, MICHIGAN 
106 Lafayatta SLR. T. 
Send for Catalogue 
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THE MONARCH 

(Trade Mark Beg. U. S. Pat. Office) 

REFRIGERATORS 

Made in Zinc, White Enamel Porcelain and Seamless Porcelain Lined. Handsome 
Strongly-made, Up-to-date Refrigerators at prices which net you a good profit. 
Ash and Oak Cases. Strong, removable Air Flues. Removable 
Waste Pipe and Trap. Retinned Wire Shelves, bright as silver. 

Strong Hardware in Roman gold and nickel plate. Good Casters. 

An old established line—on the market 25 years. Has always been a good seller in large 
and small stores, because it looks right and is reliable—there are no come-backs. 
“It’s the Frigid ’Frigerator”—the “Box that’s on the Boom.” 

Large Stock Carried in Los Angeles 

UNION HARDWARE & METAL GO. 

Distributors for California, Arizona and Nevada. LOS ANGELES, CALIFORNIA 
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WE ARE NOW RECEIVING OUR 
IMPORTATION OF 

Genuine Swiss Rieser 



Pruning Shears 

Fully Warranted. Hand Made of High Grade Steel 
All Size* and Patterns Carried in Stock 


EXTRA BLADES 

EXTRA BOLTS EXTRA SPRINGS 


OUR PRICES mu INTEREST YOU 
Granucci Hardware Co. 

Importing Agent s for North America 

633-647 Front Street, San Francisco, Cal. 



“QUICK MEAL” 

sehsbssbbbb&ss' 

All Blue Porcelain Enameled and 
Black Porcelain Enameled Ranges 
V'-..- _*_ y are “Rust Proof,” “Sanitary” and 

H IT T—1 ^ asy to ^ ee P Clean, being Enam- 

eled Inside and Outside. 

c|l ! Not affected by the Hottest of Fires. 

1 1 Write for Catalogue and 

Agency 

Ringen Stove Company Division of American Stove Company 



C H. SCHIECK, Pacific Coast Agent 


715 Indiana Street, near 19th 


SAN FRANCISCO, CALIFORNIA 
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Garry Your Stock on Our Shelves 


HE successful retail merchant today 
is constantly planning how to keep 
___ his investment in merchandise at 
the lowest possible point and still main¬ 
tain a profitable volume and satisfactory 
turn-over. This problem exists in every 
business and is of the utmost importance 
in these times of high prices and fluctu¬ 
ating values. 

The solution lies in purchasing goods in 
small quantities from the nearest home 
jobber who carries a complete stock and 
can fill orders promptly and give every 
day helpful service. 


We carry the largest and most complete 
stock of Hardware and Auto Accessories 
between Chicago and San Francisco and 
thousands of successful merchants in this 
Inter-Mountain country are profiting by 
the service we are rendering. 

Merchants who will let us CARRY THE 
STOCK ON OUR SHELVES, and send it 
to them as it is needed will keep their own 
investment at the lowest possible figure, 
and will be able to confidently face the 
future, knowing that they are well forti¬ 
fied to meet any emergency. 


THE SALT LAKE HARDWARE GO. 

Salt Lake City, Utah — Pocatello, Idaho 



r 

Ji\ 

! 


* 

Nfl 

- 

I 3 

|=sl IE 

Ml 



Pop Up—Automatic Lawn Sprinkler In Operation On the 
Grounds of the 

UTAH STATE CAPITOL BUILDING 

Can be regulated for any spray from a fine mist to a very 
coarse stream. Hade for half inch connections. Has 
25'-0" distribution with 75 pounds pressure. Made of 
non-corrosive metals. Has but three parts, nothing to 
wear out. Flush with ground when not in use, made to 
cover one half circle or full circle. Write for sample— 
booklet and prices. For Sale by 

W. D. ALLEN MFG. CO., Chicago, HI. 
PITTSBURG VALVE & FITTING CO., Barberton, Ohio. 

or 

AUTOMATIC LAWN SPBINELEB CO. 

Salt Lake City, Utah 




Digitized by 


Google 


W fed f « 53 m a V Oi G tOU 



















HARDWARE WORLD 


55 



ra UCCESS at the traps and in the field is so 
.2=1 common a thing when the (P) Brand is used 
that expert sportsmen everywhere insist on Peters 
because it is an aid to good results. Stock up 
with Peters Shells and Cartridges, and you will be 
absolutely sure that your ammunition is all right. 

THE PETERS CARTRIDGE COMPANY 

Pacific Coast Branch: 585-587 Howard Street, San Francisco 
Marshall-Wells Hardware Co.. Portland - Spokane. Duluth, Winnipeg - Edmonton 
Hibbard. Spencer. Bartlett St Co., Chicago, Ill. 

Butler St Britain, Inc., San Francisco 


SANITARY TOOTH BRUSH HOLDER 

Sella on Sight 

^| Has CAPACITY and 

■ STTLB 
JH | - r This 1* an attractive 

I | ^ §n?| Bathroom Fixture. Is 

I JUll stamped out of one 

V | m | piece of sheet 

W W | and beautifully enam- 

turf A SPLENDID 

' RETAIL ARTICLE 

The holder is a self-seller and carries a profit to the 
dealer. 8end for illustrated circulars. 

E. 3. CHUBBUCX CO., Dept. 5 
Coast Distributors 

731 Market Street San Francisco, CaL 



BEAUTIFY FURNITURE 
PBOTBOT FLOORS smd Floor 
Coverings from injury by wiig 
GLASS ONWARD SLIDING 
FURNITURE SHOE 
In place of Cotton 

If your dealer will not supply yon 
write ns. 

ONWARD MFG. CO. 

Monasha, Wia. Kitchener. Out 


Thejoe 
Ish Lead< 


' Welsh Leader 

Robertson's Original 
^ 1 "Telarana Nova / 

fW No Knots - No SoIkxmI 
l i Strong. Durable. / 
Invisible. ^ 


JOE WELSH 

PASADENA. CALIFORNIA 

Exclusive Agent U. S. and 
Canada 


DON'T GET FOOLED 

With a Japanese Imitation 

— The JOE WELSH - Tela¬ 
rana Nova - Leader is the 
strongest part of your 
tackle — and it coats the 
least. It’s a true-blue Scotch 
product — endorsed by the 
best anglers all over the 
world. 

—There is a size for every 
fish, breaking strengths 4 
to 30 lbs.; lengths 3, 6, and 
9 ft. NO knots, NO splices— 
and hard to wear out. Fish 
can’t see it—it’s invisible. 
—If your dealer hasn’t it— 
write today—this ad and 25 
cents brings you a 3-foot 
sample, 50c 6 ft., 75c 9 ft. 


“ANSONIA” NAIL CLIP 10c. 

Made by the mak¬ 
ers sf the “Gem” 
nail Clipper. 
Twelve in a box or 
12 on a display 
card. Fast ten- 
oent sales. 

WyFroftt 

H. C. COOK CO. - ANSONIA, CONNECTICUT 


Wagner Trolley Overhead Carrier 


uSMRjrK? X* h * ndl * d - w,th °»* man cEbSZ 

th« - P t£. 1°°i hr ** «u> “»v. & ton. Outfit oon.l.u of 

holst7*wSis fwprtoss * Alrnot roller-bearing tandem carrier and centra null tHnu ihMv* 

Trolley Tracks. Studding Socket 


TALAS, IOWA 
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Honeyman Hardware Co. 

Ninth and Hoyt Streets 
Fourth and Alder Streets 


NOW IS THE TIME TO ORDER 
YOUR SPRING 
... STOCK OF... 

Garden Tools 


Poultry Netting 


Lawn Mowers 

Pruning Shears 
and Saws 


A. M. Holter Hard¬ 
ware Company 

Rstmklisked 1967 
HELENA, MONTANA 


WHOLBSALB 

Hardwire, Sporting Goods 

Ammunition 
Blacksmiths’ Supplies 
Pipe 

and Fittings 


Mill and Mine Supplies 


JENSEN-KING-BYRD CO. 

Spokane, Washington 

HARDWARE JOBBERS 


UNIVERSAL RANGES 

CONGRESS AUTO TIRES 

GUNS, AMMUNITION, FISHING TACKLE 



O.K. GOPHER TRAP 

8URB TO CATCH 4 SURB TO HOLD 
Maaafaetorad by 

The Abingdon Trap Co. 

ABINGDON, ILLINOIS, U. S. A. 

FOR SALE BY LBADIHG JOBBERS 
THROUGHOUT TEX WR8T 



THE TRAP THAT TAEE8 THE QO OUT OF GOl 
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down and SALES 
possibilities up. 


! 

Strevell-Paterson Hardwiro Co. 

SALT LAKE CITY, UTAH 

Wholesale Only 

H-W-l 



CONTRACTORS IN YOUR 
OWN TOWN USE THIS BAR- 
ROW. 

ARE YOU SUPPLYING 
THEM! ASK FOR PRICES. 

WAREHOUSE TRUCKS, CASTERS. 
CONCRETE MTXER8, SCRAPERS, 
HAND CARTS, FIBRE WHEELS, 
ttnr.ic CARTS, ETC., ETC. 



338-348 Brann&n St. near 2nd 
SAN FRANCISCO, CAL. 


Prepare Early 

For a Big Sale of Canning 
Supplies This Year 



Our article was in large demand and 
proved a repeater last season. Increased 
output and central location enables us to 
fill orders promptly. 

Write for Prices and Sample 

The Handy Manufacturing Co. 

Maritime Building 208 Wabash Avenue 

Seattle, Wash. Chicago, 111. 


Here’s the Sprinkler that’s 
in Big Demand 



THOMPSON’S 

IMPROVED TWIN LAWN SPRINKLER 

Throws fine mist-like spray. Very novel 
design. Non-corrosive. Made of zinc, lined 
with brass. Covers large area. Order now. 
Sold thru leading jobbers. Write at once 
for descriptive folder of sprinklers and 
permanent systems. 

Thompson Manufacturing Company 

East Eighth and Santa Fe Avenue 
LOS ANGELES 
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A NEW STUNT 
A WHOLESALE SALE 

Do not miss it. 

For Dealers only-- 

We have taken the next store—12000 square feet, to 
sell off our Accumulated Odds and Ends. 

Having in the past year purchased several competi¬ 
tors, we now find many lines that we will not continue 
and do not carry regularly—sizes, numbers and makes 
that do not mix with our stock. 

$200,000.00 worth of Kitchen and Hotel Ware, Brushes, 
Brooms, Wood, Tin and Enameled Wares--Stove Bolts, Riv¬ 
ets, Pumps, Stove Sundries, etc., to be sold-- 

Regardless of the Market. 

Positively no goods sold at retail. 

Sale now on. 

THE HEYMAN-WEIL CO. 

714 to 724 Mission Street, near Third 
San Franoisco 

N. B. A partial printed list with prices on request. 


THERE ARE MANY REASONS 

For the Continued and Increased Growth of Our Trade 


If yea are mm if 
oar castoaMrs yea 
know than. 

If yea are not ana 
wa want the appar 
traity of skawiag 
yon why it wl ba 
to yaar interest to 
saadasyaaranlsre 

Iko Hum of Fair and Sqnara Casing— Ask Oar CastoaMrs ^ 

BVBRYTHING IN HARDWARB, IRON, PIPB AND HOUSE¬ 
HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY 

THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL 
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Have You Sold Any of These 
Motor Lawn Mowers? 

EVERY PARK, CEMETERY, PUBLIC SQUARE, GOLF LINKS 
OR PRIVATE PLACE IN YOUR TOWN, SHOULD HAVE 
ONE OR MORE OF THESE TIME-SAVING LAWN MOWERS 


Motor 

Lawn 

Mowors 


A Motor Lawn Mower Consisting of a Light Powerful Gasoline Motor 
Mounted on a Frame of a Traction Roller and Arranged to Propel 
a 25 - Inch Lawn Mower Unit. 

Has a 3£ Horsepower Motor, Single Cylinder, Four Cycle, Water 
Cooled, 3-Inch Bore, 3-Inch Stroke, and a Speed of 1200 R. P. M. 

Write Us for Specification s 
and Prices 

Baker, Hamilton & Pacific Company 

San Francisco, California 
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Bridgeport Hdw. Mfg. Gorp, 

Bridgeport, Conn. 


“FIXIT” POCKET KNIFE KIT 
No. 186 

Comprises 

Brass-lined Jack Knife with 
coco handle 
Wood Saw 
Chisel Rule 
Bottle Cap Lifter 
File Reamer 
Cork Puller 
Gimlet 

Screw Driver 
Can Opener 

Each tool made of finest 
steel. Heavy leather case. 
Weighs only 9 ounces. Fits 
perfectly in the pocket. Size 
when closed 3%x4^xl 
inches. 


THE MATCHLESS TIRE TOOL 




"M aiwr Grass Catchers 


“Favorably known 
the world over" 
now made with 

Re-Inforced 
Non-Slipping 
Bottom 

Rigid Light 
Durable 

Many exclusive 
patented features 
and strong selling 
points explained in 
Catalog No. 14. 

Writ* for it 

Some of Our Pacific Ooaet Jobbers 
California Xdw. Co. Paoifle Xdw. * Meal Co. 
Faillnf-MoCalman Co. The Bah nw -liteh w Oe. 
Soneyman Xdw. Co. Sohwabaeheor Xdw. Oe. 
Zelley-Xaeon Xdw. Co.Seattle Xardware Co. 
Karsball-Wella Xdw. The Thoniaoft*Dlffa 
Co. Co. 

Dunham. Carrlgan ft Xaydaoa Co. 
Xeffman Xdw*. Co. 

The Specialty Mfg. Co. 

St. Paul, Minn., U. S. A. 



Tempered Steel, 11 % Inches 

No. 38—Natural finish .List $6.00 Doz. 

No. 39—Polished.List $9.00 Doz. 


THE LITTLE WONDER 
Midget Screwdriver 

A practical high-grade little tool. Made 
just as carefully as the large Drivers. Packed 
on a very attractive red and gold card. 

The “Fastest Seller” of the Year 

No. 42 Assortment 

Four l^-inch, four 2-inch, four 3-inch 


C. W. GAUSE CO. 
Western Sales Agents 
693 Mission St. 
San Francisco, Cal. 


J. O. McCARTY A CO. 
Eastern Sales 
Agents 

New York City 


The 

Schaw-Batcher Co. 



SACRAMENTO, CAL 


WHOLESALE 

HARDWARE 


Pipe and Fittings 
Canton Steel 
Ammunition 
Sporting Goods 


Sargent & Co. 
Bidders' Hardware 
NGB and Minii« 
Supplies 


Blacksmith Supplies 
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N5 


EW HAVE 

JUNIOR 


With Rartimn Dial and 


The Popular One-day Intermittent 
Alarm Clook 


H. ROTH & SONS 1026.1032Mka.onSt 


The Radium Dial for night use and the 
Intermittent Alarm features make a com¬ 
bination of usefulness which will appeal 
to anyone requiring an alarm clock. The 
radium material used on the dial and the 
hands is of the highest quality, and guar¬ 
anteed to last several years. 

The clock is only 3% 
inches high and has a 
2-inch dial. Alarms in¬ 
termittently in 20-sec¬ 
ond intervals for five 
minutes. 

The daintiest and most 
useful clock on the mar¬ 
ket. Just right to “slip 
in the grip.'' 


MORGAN a ALLEN CO. 

150 Post Street 
San Francisco, California 


Hardware, Household 
Specialties 
Machinery and 
Miscellaneous r 
Merchandise 


WILL BB LOCATED IN 

OUR NEW BUILDING 

IN COURSE OH CONSTRUCTION AT 

942.944-9*6 MISSION ST., SAN FRANCISCO, CAL. 

MAY HIRST 

Wc Solicit Year Pttroacge cad laqairict 


JOBBERS OF 


Sell Pioneer Roofing and Asbestos 

A SATISFACTORY AND PROFITABLE LINE 

Order now; be prepared to supply the demand for the “Biggest Values Ever Offered” 


WE CARRY IN STOCK AT ALL TIMES 

Asbestos Paper 
Asbestos Roll Mill Board 
Asbestos Sheet Mill Board 

IN COMPLETE ASSORTMENT OF SIZES 
AND WEIGHT 


WITH OUR 

PIONEER 

LEADER ROOFING 

You can go alter the roofing busineaa in your 
community; get .it and hold it. PIONEER 
roofing looks well, wears well, and 
90 gives universal 
satisfaction 


We are Western Representatives for One of the Largest Manufacturers of Asbestos in the 
United States ... It will Pay You to Handle the Pioneer Line... It Gives a Living Profit 

WRITE TODAY FOR QUOTATIONS 

PIONEER PAPER CO. 


513 HEARST BUILDING, SAN FRANCISCO 


247-251 S. LOS ANGELES STREET, LOS ANGELES 
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Hits Mark Every Time 


STOCK—NOW 


BABY 


” HAMMERLESS 
REVOLVERS 


FULLY 

GUARANTEED 


Trad* Mark U. 8. Pat. Off. 

EVERY MOTORIST SHOULD HAVE ONE 

A vest - pocket edition of the best type of modern revolver. Shoots 22. caliber short, rim fire cart¬ 
ridges. Six shot. Positive fire. Four inches long. Weight six ounces. Equipped with folding trigger, 
interchangeable parts, and new patented one-piece main and trigger spring. 

Also Manufacturer of the “HEXALL” Wrenches 

TO DEALERS: Ask Your Jobber or Write 

R. F. SEDGLEY, Mir., 2311-13 North 16th Street, Philadelphia, Pa. 

McDonald & Llnforth, Representatives, Call Building, San Francisco 



THE PACKHAM 

Stove Pipe Crimper and Btader 

MADE BY 

THE PACKHAM CRIMPER CO. 

If Your Jobber Does Not 
Carry It, Write Ui 


For Better Bookkeeping' 

DOSE IP [LEAFl 


ASK YOUR STATIONER 


QUALITY, plus SERVICE,equals SATISFACTION 

In offering yon onr line of goods, we are offering you 
QUALITY and SERVICE, and complete Satisfaction comes 
only in the selection of goods that have stood the test of 
time. In stocking our goods, you get this SATISFACTION. 

Our EAGLE MOP WRINGERS and BUCKETS COM- 
BINED, and SUPERIOR FOLDING 
WASH BENCHES have the reputa¬ 
tion of never failing to satisfy. You 
will find these two lines, quick sell¬ 
ers and big profit producers. 



if Our products are built of high 

grade material and are guaranteed 
against all defects. The increasing demand for these 
goods is conclusive evidence that they are the Standard 
of Comparison, the Highest point of Mechanical Skill, 
and the Acme of Perfection. 


THE EAGLE WOODENWARE MFG. CO. 

Manufacturers, 

Hamilton, Ohio U. S. A. 



win hold • 10, u or it 
elotkoi wring**. 
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TACKS S 5& LL NAILS 

Cobblers’ Nails, CHagier Points, Etc. 


Doable-Pointed Tacks and Staples 

Send for Illustrated Catalogue, most convenient 
and comprehensive 

THE SHELTON TACK CO. 

Successors to Shelton Co. 

Shelton, Conn. New York. Office, 96 Waxren St. 


BARTLETT Compound Lever 


SNIPS and 
PRUNING 
TOOLS 


The Compound Lever gives an even cutting. 

The combination of the best tool steel and the patented 
compound lever makes a mechanic's snip for hard, dif¬ 
ficult cutting. Made in all sites. Fully guaranteed. 
Dealers are invited to write for full particulars. 

Our tree trimmers and pruners are made on the com¬ 
pound lever principle. They are practical and satisfac¬ 
tory. Write for catalog. Address 

BARTLETT MANUFACTURING CO. 

36 E. Lafayette Ave. Detroit, Mich. 


GILSON GARDEN TOOLS 
--- -Liberal Profits 


5 Point Scratch Weeder 


GILSON GARDEN 
TOOLS—Quick Sales—Liberal 
Liberty Adjustable 
Oultivator-Weeder is an imple¬ 
ment of double efficiency which 
cuts the weeds and cultivates at 
the same time. The malleable 
teeth ef special design make this possible. Our Scratch 
Weeders are ideal tools for close work in beds or for 
greenhouse work. The pointed tines are self-cleaning, and 
will not dog. Ask your jobber. If he can’t furnish 
information, write us. 

J. B. GILSON CO., Port Washington, Wls. 


Do You Sell Hose Menders ? 


\P L T Firearms 


Through All Wars 
The National 
Standard 

Tried and trusted by 
“our boys” in their 
heroic defense of our 
national honor, 

Colt Firearms 

are today as they 
have been for genera¬ 
tions back, the great 
American weapon of 
dependability. 

The best is none too 
good for Uncle Sam 
in the field—nor for 
the HOME. 

Revolvers 

Automatic Pistols 
Automstlc 

Machine Guns 


Colt’s Patent Fire Arms Mfg. Co., Hartford, Conn., U. S. A. 

Pacific Coast Representative, Phil. B. Bekeart Co., San Francisco 


Improved Perfect Clinching 
Hose Menders are fast sellers. 
Made with seamless brass tubes 
and heavy galvanised clamps. 
Also all steel retinned. Every 
clamp is turned inwardly to 
grip the hose. Prices right. 

Send for our general catalog 
—to-day. 

STtlBKR A KUCK CO. 

Peerle, lUlnole 

New Yerk Office-154 Chambers Street. I. M. Sherwood. Masager 
Saa Prasdaee Rftoa-Riaho Bdktiag. WHUam P. Hors, Masacer 
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The Milbradt Power Lawn Mower 

Absolutely Reliable 
Operation Simple and Economical 

Valuable Improvements Have Been Made on THE 
1918 MILBRADT POWER LAWN MOWER 


TIk* Gearless Differential adopted prevents all slip¬ 
page of rollers. Climbs steeper grades and works over 

the roughest ground. 

The Separate Clutch automatically engages or re¬ 
leases cutting cylinder with the raising and lowering 

of the same. 

New machine cuts 38 inches wide at twice the 
speed of a horse. Cuts high or low grass or 

f weeds. 

A perfect Power Lawn Mower that will 
. cut close and clean, quickly and eco¬ 

nomically. Simple in construction and 
operation. 

We will ship subject to approval 
and guarantee to be satisfactory in 
every respect. 


Send for Descriptive Circular 
and Price 

MILBRADT MFG. CO. 

2414 North Tenth Street, St. Louis, Mo. 


333-WAYS OF GETTING TRADE-333 


“SALES 

PLANS” 

A collection of three bun* 
dred end thirty-three suc¬ 
cessful plans that have 
been used by retail mer¬ 
chants to |et more business 


This Book is 6£ x9 inohes 
in size, contains 282 pages, 
printed on best paper end 
fully illustrated with re¬ 
productions of advertise¬ 
ments, oiroulars, posters, 
letters, etc. 


SiMutially Bind ii Cleth 
Price, lededieg Hardware 
Werld, Oie Tear . . . 13.00 

Shipped anywhere, charges pre¬ 
paid, upon receipt of price 


Boatmen’s Bank Building ADDBE88 BEABB8T B 

Broadway and Olive Sts., Suite 533, Phelan Building 
St. Louis, Mo. SanPranclsoo, Calif. 

204-207 Soott Building 
Salt Lake City, Utah 


CONTENTS 

Speoiel Seles 
Selling by Meil 
Expositions 

Getting Holidey Business 
Christmas Sohemes 
Co-Operative Advertising 
Store Papers 
Souvenirs end °*emiums 
Getting Treat Inrough 
Children 

Money Making Ideas 
Contests 

Needlework Contests 
Voting Contests 
Guessing Contests 
Peekege Seles 
Sensational Advertising 


BSS OPPXGB 

Taylor Street 507 Pioneer Building 

Portland, Oregon Seattle, Wash. 

415 Exohange Building 
Los Angeles, Calif. 
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Ladd All-Steel Beaters 


WESTERN SALES REPRESENTATIVES 
Omar Oox, Underwood Building. San Francisco, Oallf. 
Sends k Oox, 207 San Fernando Bldg., Lea Angeles 
Strlmple k Cox. L. 0. Smith Bldg., 8eatUe, Wash. 
Jones k Oox, Newhonse Bldg., Salt Lake City, Utah 
Turnbull k Oox, 206 Mint Block, Denver, Colorado 


Mr. Merchant: What’s your 
store reputation? Buyers want 
dependable goods; up-to-date 
utensils better than mother 
used. They have your measure 
and make your reputation. To 
try to sell them a scythe when 
they ask for a reaper would be 
fatal, wouldn’t it? Just as dif¬ 
ferent first to last are 
KITCHEN BEATERS and 
there is only one BEST. Most 
women now know, as you 
WELL KNOW, it must be 
made of steel throughout, of 
SEASONED, PERFECT con¬ 
struction: 100% SANITARY, a 
smooth nickel - plated surface, 
thus easily cleaned. A direct 
center drive and double beaters. 
It is then perfect and it’s the 
LADD ONLY. They make and 
protect your reputation. 

Choice of three holding han¬ 
dles, always. PROFITS as lib¬ 
eral as QUALITY. NOT in 10c 
stores. 

JOBBERS the world over, 
and us. 




LADD 

Mixer-Churns 


r SATURN 
Clothes-Line 
Reels 


United Royalties Corporation 

1133 Broadway, New York 


Shrewd Merchants 

value the importance of merchandise 
which can he backed by highest 
guarantees for efficiency and qual- 
W ity. In this class, the powerful 

jSgfck SAMSON PUNCH 

Mr stands alone for long service. 

Ml strength, accuracy. It delivers 

ml maximum power with minimum 

W TA For punching any sheet metal. 

Mi Write for furnace piping, roofing, leather, 

M! wri paper, fabrics, in a great vari- 

M Prices and %\ ety of trades, the “Samson'* 

K 11 punches the cleanest, most ac* 

MJ Discounts m curate hole. Widely used for 
g home and office use also. The 
same tool head takes seven in¬ 
terchangeable aize dies—from 1/16" to V4" diameters. 
Drop forge steel, nickel plated. 

MACHINE APPLIANCE CORPORATION. 351 Jay St.. Brooklyn, N. Y. 


2BROOMSJ 

Supply your customers with 
this patented broom which can 
be worn down close to the 
handle. This is an entirely new 
feature not found in the ordi¬ 
nary broom, and will rapidly 
increase your sales. 

Lee Broom & Duster Company, Lincoln, Neb. 

(Nearly 50 years making better brooms) 



§ Retails for 

$ 1.00 

Hardware Stores 

Department Stores 
Decorating Establish- 

Write for free descrip¬ 
tive ^circular and prieea 

Thi “IU-SIIK” Company 

20S-L W. Heilman Bldg., Los Angeles, OaL 

(Factory: San Francisco) 


ieea 

thfbiN&SoNS 


».Y<VMFG.C©, 


Columbus 
Ohio.u.s a 



SedgwickSSR dSSKSS 

Manufactured by Specialists and Guaranteed 
Send for Catalog and Discounts 

SEDGWICK MACHINE WORKS 


136 LIBERTY STREET 


NEW YORK 
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Chinamel Varnish 

Is Heel Proof—Hammer Proof—Water Proof 

Because of the Special Process in Using 
China Wood Oil 

CHINAMEL stains and varnishes with one process 

Anyone Can Apply Chinamel 



CHINAMEL Auto Colors are easy to apply and are 
water proof. 

CHINAMEL is elastic, self leveling, no brush marks. 

The Tritch Hardware Co. 

DENVER 

Distributors for Colorado, Wyoming and New Mexico 
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INFALLIBLE 



HIGH GUN 
IDEAL 
PREMIER 
TARGET 

1111 

ARROW 

NITROJCLUB 


SELBY LOADS 4 

CHALLENGE GRADE 
SUPERIOR GRADE 


J.BLATK SHELLS 

AJAX 

CLIMAX 


FIELD 

RECORD 


TMnchbster 

REPEATER 

LEADER 


Put It There 

Into the favorite gun of the sportsman goes his favorite 
shell. Make sure that into your order to the makers 
goes the name of a Hercules Smokeless Shotgun Powder. 
Specify either Infallible or “E. C.” 

These powders are the choice of many an old hand at 
the traps and in the field. They have won the confi- 
. dence of these men on account of their unusually light 
recoil, high velocity, and even patterns, and uniformity 
in quality. 

HERCULES 

Smokeless Shotgun 

POWDERS 

INFALLIBLE "E.C.* 

may be obtained in the fourteen different shells illus¬ 
trated in the column to the left. Your customer’s favor¬ 
ite shell is certainly among these fourteen. 

You and your customers can readily tell whether or 
not the shells contain Infallible or “E. C.” The name 
of the powder is on the outside of the box in which 
the shells are sold and on the top wad of the shell it¬ 
self. Order your shells loaded with a Hercules Powder, 
either Infallible or “E. C.” You know, and your cus¬ 
tomers know, that Hercules Infallible or “E. C.” can 
be depended upon. 


HERCULES POWDER CO. 

1025 Chronicle Building 
San Francisco California 
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Fuller & Johnson 

Gasoline Engines 


Two Stvles 

%/ 

Farm Pump Engine 

“The Iron Hired Man” 

Model “N” Horizontal Engine 

Made in Sizes from V/o H. P. to 
20 H. P. 

Model “K” Kerosene Engines 

3H. P. to 25 H. P. 


Fuller & Johnson Engines are the product of many years of busi¬ 
ness and manufacturing experience. They are the highest quality of 
workmanship and material. Latest design. Simple, durable, and the 
prices are right. 


TT7HEN equipped with“NO-OIL-EM" 
* V Bearings we guarantee the STAR 
to run at least one year on one oiling. 

Star Windmills with “NO-OIL-EM” 
Bearings, in addition to the two pi tm a n ^ 
two gears, two pinions and two wrist 
pins, and many other exclusive features, mak¬ 
ing them the most durable and dependable 
windmill on the market. 


Star Windmills 

THE LAST WORD IN WINDMILL EFFICIENCY 
TWO GEARS — TWO PITMANS 
NO-OIL-EM BEARINGS 


THE MODERN WATER 
PLANT 

50,000 IN DAILY USE 


The one big advantage 
you have in dealing in 
Leader commodities is 
that you can buy 
complete water 
systems built in 
one factory. They s 
go together right, 
and one concern is a ' 
responsible. 


Hoosier Pumps 
and Cylinders 

Leaders in This Market 
for Thirty Years 


feculex. 


Water Systems 


QUALITY SPEAKS FOR ITSELF. AGBNTS WANTBD IN UNOCCUPIBD TERRITORY. WB SPECIALIZE 
IN PUMPING MACHINERY AND WATBR SUPPLY GOODS AND SOLICIT YOUR INQUIRIES 


PACIFIC PUMP & SUPPLY CO. SOLE DISTRIBUTORS 

Ttltplnnt, Sutler 4982 • 853 Folsom Street, between Fourth and Fifth, San Francisco 
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Hardware dealers, whose stores are tool headquarters, you should stock this line of planes 
because expert tool-users want them. They are the biggest advance yet made In Accuracy, Con¬ 
venience and Durability. 

Made In six sixes In both smooth and corrugated bottoms, the planes embody the following 
special features In addition to SARGENT V. B. M. QUALITY. 

AUTOMATIC SET — The clamp, when replaced after removal, will always return to Its 
original position until reset. This feature is a great time-saver. The clamp may be easily adjusted 
by means of a regulating screw, close to the cutting edge when a fine cut is required, away from 
the cutting edge when a coarse cut is desired, and may be set in as many intermediate positions as 
may be needed. 

RIGIDITY—The frog is very rigid and the frog and bed at the mouth are in alignment so 
that the cutter has an even bearing down to the bevel of the cutter. The Plane combines solidity, 
compactness and simplicity. The meeting surfaces of the frog and bed are all machined so that 
the fit is absolute. 

BABE OF ADJUSTMENT—The lateral adjustment may be secured without removing the 
hand from the handle, and the vertical adjustment, obtained through a direct acting thumb screw 
at the back of cutter, is positive and rapid. 

THIN CUTTER—These Planes have a thin cutter (No. 14 gauge), but the support for the 
cutter is so solid below and the clamp so firm above, that there is no tendency to chatter, hence 
it is possible to use the thin cutter and so get the slight advantage of the quicker grinding. The 
cutter requires no cap as the clamp acts as a breaker for the chip* 

PURPOSE—The Plane is intended for both heavy and very fine cuts. It is especially adapted 
for working against the grain on cross-grained hard wood where the absolute rigidity of the cutter 
avoids any tendency to chatter. 

This is Just the perfect plane that the skilled woodworker has been looking for, and every¬ 
where it is shown it is sold. 


SARGENT & COMPANY 

Hardware Manufacturer s 

NEW HAVEN, CONNECTICUT 

NEW TOBK BOSTON CHICAGO 


— “The Best Yet” 

Is the Verdict of 
the Expert on This New 
Type of Sargent IRON 
BENCH PLANES 
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New Ladd’s Discount Book No. 3 

A new and enlarged edition of this standard work, comprising the most comprehen¬ 
sive collection of discounts ever printed, as well as many other valuable computations 
for commercial purposes, is now ready, after months of preparation by tb* compiler and 
editor, William J. Ladd. 

Is one of the greatest time and labor-saving productions of the age. The net of any 
amount at any discount can be obtained in a second. The calculations have all been 
carefully checked. No proving is necessary. It is invaluable for pricing and checking 
invoices, figuring inventory, making prices, figuring profit, etc. Note the equivalent 
discounts. Are they worth anything to you? 

It contains more than300,000Computations including New Discounts and Combinations 
which have come into use within the last few years. Nearly 600 pages, all double indexed. 



60,10,10,7% & 5. ItBfiBKtfc MtfifiWte* M* 


mill] 

1103.1319 

1903.4166 

91 06.97 90 31 08.8262 4111 
9906.2637 39109.1109 4911 

.67 33 
.96 80 

51114.62 06 
59114.80 62 

6117.36 76 
6917.65 23 

7120.2148 
7920.4996 



The section above shows a part of a page of the book. There are six 
tables on a page. Put your finger right on the net the hand shows: The 
net of 73 cents is 21 cents, $7.30 is $2.13, $73.00 is $21.33, $730.00 is 
$213.31, $7,300.00 is $2,133.11. 

OTHER USEFUL TABLES 


Net of One Dollar showing all discounts Numerical Arrangement of Figured 

arranged numerically, with different Nets brings the different nets together 
ways given for their application. numerically and increases the value of the 

Per Cent Profit. Tables for adding per- other tables, 
centage, affording an accurate and rapid Twelfths of a Dozen or Gross. These 

way of making prices with profit added. tables, arranged on the plan of the Dis- 
U. 8. Money Into Foreign Money and Be- count Tables, give the price of fractional 
versed. Pounds, marks, francs, kronen, etc. parts of a dozen or gross. 

600 Pages. Double Indexed. Size, 8x11 inches. Cloth. Price, $6.50, 
Including a Full Tear's Subscription to the HARDWARE WORLD. 

usun raiun omen 


FlMlMi Boudin*. 

Bon Pranolsoo, OoUf. 

607 Pioneer Building, 
Seattle, Wash. 

1134 Citizen's Nst. Bank Bldg. 
Bos Angotee, Calif. 



388 Taylor St., corner Tenth, 
Portland, Oregon. 

804-207 Soott Bonding, 
Salt Bako City, Vtah. 

880-886 Paotflo Building, 
Vancouver. B. C n *n 


atmen’e Bank Building, St Boole, Mo. 
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Cash In—Get These Profits! 

With ice at top notch prices the summer 
of 1918 is going to offer a great oppor¬ 
tunity for the greatest ice saving bottle 
cooler on the market—a cooler that uses 
one-third less ice than other coolers 
and pays for itself in ice-savings alone. 

“XXth Century” 

Bottle Cooler 

Not only is the “XXth Century” the 
most economical cooler but it is the 
most sanitary. The ice cannot come in 
contact with the water and contaminate 
it. It is exceptionally easy to clean 
and has a sanitary push faucet that 
will not clog, drip or pinch the fingers. 

Write for catalog. 

A Trade Building Pail 

For durability, good looks and easy cleaning, there’s no 
pail like a “Fibrotta” Star Fail. Handsome mahogany 
color with a surface hard and smooth as glass. It will 
not warp, swell, leak or rust, like metal and wooden pails. 

Write for our “Fibrotta” catalog and 
prices on pails, spittoons, refrigerator 
drips, baby baths, waste paper baskets, 
umbrella stands, etc. 



Style 560 


ORDLEY Jfc. IJ A Y E S 

O O L E R UC 1 Ieadquarters 

40 Leonard Street, New York City 


& H, 
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The Most Profitable Square Foot in 

Our Store 

A Genco Razor Display occupies little room but it 
makes that little room pay big profits. 

A tremendous amount of silent salesmanship is 
crowded into its 7x15 inches. 

It makes it possible for your clerk to step up to an 
interested customer and ask: 

“Wouldn’t you like to see one of those Genco 
Razors?”—and have the man say, “Yes, that one.” 

This means quick sales, sales made easily with mini¬ 
mum selling cost. 

Genco Display Cabinets are substantially built of 
steel, finished in Circassian Walnut and lettered in red, 
white and gold. The removable top tray is covered with 
royal purple plush and holds six Genco Razors that are 
continually on display under the glass top. Space is 
provided for extra stock under the tray. The entire 
cabinet is closed with hinged door, and finished with 
lock and key. 

Complete information covering styles included in 
assortment and prices, which allow interesting profits 
to Hardware Dealers, gladly sent upon request. Please 
give name of jobber when writing. 

Jobbers Note—We have an interesting proposition 
for you whereby you can increase your Genco Razor 
sales and profits by distributing Genco Display 
Assortments. Write us. 

GENEVA CUTLERY CO. 157 Gate* Ave., Geneva, N. Y. 

Largest Exclusive Manufacturers of High Grade Razors in the World 
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RESPONSIBILITY IS NOT THE RESULT OF 
PROMOTION, IT IS THE FORERUNNER 

Responsibility isn’t something that is lifted 
and strapped on to your shoulder by another 
who says: 

“Now, this is yours; it is responsibility; do 
your best with it.” 

It isn’t the result of promotion—it is the 
forerunner. Responsibility is not given; it is 
assumed. You can’t dodge it today and tackle 
it tomorrow. If you are irresponsible now, you 
will be more so then. 

If it were ours to teach a young man his 
first lesson, it would be that he is a responsible 
being; that his greatest interest is the success 
of his employer, that anything which comes un¬ 
der his notice which would save his employer a 
loss or add to his gain is his responsibility. 

The boy who stuck his finger in the hole in 
the dyke and prevented a disaster, assumed a 
responsibility. When he discovered that little 
leak, stopping it became his work. There were 
no orders to do it, no one told him of the 
danger, it was not his task nor had his care¬ 
lessness caused the trouble. He merely recog¬ 
nized a need for usefulness and assumed it. 

This is responsibility. It wins promotion, 
it wins fortune, it brings distinction and it bet¬ 
ters the world. It averts disaster and prevents 
injustice; it avoids errors and saves time; it 
means work but it also means happiness. 

If you see anything that ought to be done 
that you can do, Do It. 


THE WORTH-WHILE MAN 

The worth-while man is vigorous and manly 
physically* and careful of the details of his ap¬ 
pearance. 

He has a sense of humor. 

He is courteous to every one. 

He is thoughtful of other people. 

He is tactful. 

His education is sufficiently broad to en¬ 
able him to appreciate the finer things of cul¬ 
ture. 

He enjoys sports. 

He can appreciate the fireside. 

He is ambitious for worth-while things. 

He has an aim in life. 

He has religious faith. 

He has courage, strength and purpose and 
self-control. 


SERVE YOUR COUNTRY BY SAVING 
MONEY 

You’ve always been told you ought to save 
money; every day some savings bank adver¬ 
tisement tells you so. The chief reason given 
for saving money has been that you’d have 
the money with interest later on, as a step to 
financial independence and success. 

That is an excellent reason, but there’s 
a better reason than that. Save because 
we have pledged the honor of our country and 
our people to fight this war to our last dollar 
and to our last man, if necessary. America does 
not break her word. 

Money saved makes you a better man or 
woman, boy or girl; makes you dependable, 
responsible; increases self-respect, which in¬ 
creases your value. Save money to help your 
country by buying War Savings Stamps and 
U. S. Thrift Stamps. 

1. War Savings Stamps are a promise to 
pay you the amount you invest, at the end of 
5 years, with 4 per cent interest compounded 
every three months. 

2. You can turn them into cash any time 
without looking for a buyer; just go into any 
postoffice and get them cashed. 

3. You can invest in U. S. Thrift Stamps 
as little as 25 cents at a time, and as much 
more as you please. 

Invest your money in your Government. 
Save money. Serve mankind. 


THE SLACKER’S PRAYER 

Call out the army and the navy, 

Call out the rank and file. 

Call out the brave old veterans 
They will face danger with a smile. 

Where are the boys of the old brigade 
That set old U. S. free; 

Call out my mother, my sister, my brother, 
But for God’s sake, don’t call me. 


KEEP COOL 

Keep cool. Let not the well springs of the 
heart boil over in heated passion. Restrain 
that hot temper that scorches friendship and 
burns yourself. Coolness is* the foundation of 
courage. When passion comes reason goes in 
one blinding flash. Put your fires under a 
boiler where they will do some good.—Ginger. 


Men are conscripted and sent thousands of miles away across the ocean to fight for the 
preservation of American independence and ideals, and there is no true American but who 
approves of such methods, believing it to be absolutely necessary. Then why should any 
one question the right of the government to conscript men and compel them to work at home 
building ships, or doing any other needful labor, paying them—not $30.00 a month, but $30.00 
or more a week? 

Why should the government hesitate to put into effect the same principles? 
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GETTING AHEAD IN BUSINESS 

(By W. R. Hotchkin.) 

The SMILE wins. Your wife knows the 
popularity of the butcher, or the grocer, who 
SMILES. 

The GROUCH is a losing competitor. 

Smile in your own business, whether you 
meet your customers personally or not—for 
smiles are contagious, and your employes will 
learn to smile. 

Teach them to SMILE. Give them cause to 
smile. Make them happy in their work. If 
you have any who don’t deserve to be made 
happy, that’s your fault. 

People like to buy in a store where they are 
always met with a SMILE. They always come 
back to such a store. 

If you have such a store, TELL PEOPLE 
ABOUT IT. 

Have a store worth talking about and then 
TALK—and talk where hundreds of thousands 
can hear you, and your business is bound to 
grow bigger. 


PASS IT ON 

Have you got a new idea— 

Pass it on. 

Though it doesn’t seem worth while, 

Pass it on. 

It may fall on fallow soil, all prepared for fer¬ 
tile seeds; 

It may be the inspiration that the other fellow 
needs; 

It may broaden his horizon—spur him on to 
greater deeds. 

If you’ve got a new idea— 

Pass it on. 

If you have a knotty problem— 

Pass it on. 

Don’t give up and lose your grip— 

Pass it on. 

Though the question may have stumped you or 
the ghost be hard to lay, 

It may strike some other fellow in a very dif¬ 
ferent way; 

And the answer that eludes you may stand out 
as clear as day, 

When you think “you’re up against it”— 

Pass it on. 


A man’s soul is the measure of his usefulness. 


CHILDREN WRITE FOOD SLOGANS 

A competition was recently held among In¬ 
diana school children by the Federal Food 
Administrator of that state, prizes being of¬ 
fered for food conservation posters. Merchants 
who sell canning apparatus and household lines 
can work such a method in their sales plans 
or advertising. Thousands of children partici¬ 
pated with poster designs and food-saving slo¬ 
gans, and the following succinct phrases are 
given as examples of the children’s work: 

Be Canny With Food. 

Peel Thin and Win. 

Not That We Love Food Less, But We Love 
Liberty More. 

Fill All Cans But Garbage Cans. 

Can Until You Can’t. 

Every Spud Is a Bullet. 

Save Navy Beans—’Twill Sink the Subma¬ 
rines. 

Wise Wives Won’t Waste. 

Kill Kaiserism in the Kitchen. 

Eat Fish—A Good War Dish. 

The Nation Beats That Saves Eats. 

Pickle and Can for Uncle Sam. 

The Kitchen Is Your Fort. 

Throw Away Your Frying Pan—Bake, Broil 
and Boil All You Can. 


A BADGE OF HONOR 

A Liberty Loan button is a badge of honor. 
Rightfully obtained it marks the wearer as one 
who has performed a distinct, definite service 
to the country. 

Not all can fight, not all can work directly 
for the Government; but in buying a Liberty 
Loan Bond, or War Savings Stamps, every 
American renders some service to the Nation. 
It has been put within the reach and power of 
every citizen to aid the United States financial¬ 
ly; it is a poor American who withholds sup¬ 
port from the Government, from our soldiers 
and sailors fronting death on battlefields and 
oceans. 

Iron crosses to German soldiers, and diamond 
orders exchanged between Turkish and Ger¬ 
man sovereigns may be but the honors of atro¬ 
city. But a Liberty Loan button, simple as it 
is, signifies a patriotic duty done and is an in¬ 
signia of honor. 


The best blood of America is being conscripted to fight for the preservation of all we 
hold dear. Men are going gladly and willingly at $30.00 per month, and yet there are dema¬ 
gogues in the guise of Union labor, I. W. W.’s and Socialists, and what not, who think we 
should not for one moment permit or allow the government to conscript men to work—not 
for $30.00 per month, but for $30.00 or more per week. 

Why this discrimination? Is it not time our Senators and Representatives should be 
hearing from the people on this subject? We have dilly-dallied and waited long enough, 
and the danger is growing the longer we wait. Why should men be sacrificed to fight and 
others at home allowed to strike—and in various ways delay war preparations? 
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OUR COUNTRY 

Its need is our need, its honor our honor, 
its responsibility our responsibility. To sup¬ 
port it is a duty, to defend it a privilege, to 
serve it a joy. In its hour of trial we must be 
steadfast, in its hour of danger we must be 
strong, in its hour of triumph we must be gen¬ 
erous. Though all else depart, and all we own 
be taken away, there will still remain the foun¬ 
dation of our fortunes, the bulwark of our 
hopes, a rock on which to build anew 

Our Country, Our Homeland, America. 


THE SERVICE FLAG 

(Win. HerscheU, in the Indianapolis News.) 

Dear little flag in the window there, 

Hung with a tear and a woman’s prayer; 

Child of Old Glory, born with a star— 

Oh, what a wonderful flag you are! 

Blue is your star in its field of white, 

Dipped in the red that was born of fight; 
Born of the blood that our forebears shed 
To raise your mother, the flag, o’erhead. 

And now you’ve come, in this frenzied day, 
To speak from a window—to speak and say: 

“I am the voice of a soldier son 
Gone to be gone till the victory’s won. 

“I am the flag of the service, sir; 

The flag of his mother—I speak for her 
Who stands by my window and waits and fears, 
But hides from the others her unwept tears. 

“I am the flag of the wives who wait 
For the safe return of a martial mate, 

A mate gone forth where the war god thrives 
To save from sacrifice other men’s wives. 

“I am the flag of the sweethearts true; 

The often unthought of—the sisters, too; 

I am the flag of a mother’s son 

And won’t come down till the victory’s won!” 

Dear little flag in the window there. 

Hung with a tear and a woman’s prayer 
Child of Old Glory, born with a star— 

Oh, what a wonderful flag you are! 


The way to develop interest in your business 
on the part of your help is to take them into 
your confidence and talk over your plans with 
them. 


WHEN THE “HARDWARE WORLD” FAILS 
TO REACH YOU 

If the Hardware World fails to reach you 
promptly please advise us. For some reason 
all publishers have had an unusual number of 
complaints within the past six months as to 
the failure of their publication to reach all sub¬ 
scribers promptly. 

Everyone knows the government is handi¬ 
capped on account of war conditions, and while 
we are exercising more than the usual care 
to see that every copy of our publication goes 
in the mails promptly, we can only know of 
their non-arrival when subscribers notify us. 

In every case where possible we will supply 
the missing numbers. Information should be 
sent us promptly unless the publication reaches 
our subscribers within a few days after the 
first of each month. 


WHY I BUY AT HOME 

The following, printed on a card, hangs in 
the stores of Duluth hardware dealers: 

Why I Buy at Home. 

Because this is the place where I make 
money and this is the place to spend it. 

Because my interests are here. 

Because I believe in transacting business 
with friends. 

Because the community that is good enough 
for me to live in is good enough to buy in. 

Because I want to see the goods. 

Because I want to get what I pay for. 

Because every dollar spent at home stays 
at home and works for the development of the 
city. 

Because the man I buy from stands back of 
the goods. 

Because I sell what I produce here at home. 

Because the man I buy from pays his part 
of the city and county taxes. 

Because the man I buy from helps support 
mv school, my church, my lodge and my home. 


If you have a bit of news, 

Send it in. 

Or a joke that will amuse, 

Send it in. 

A story that is true, 

An incident that’s new, 

Send it in. 

Will your story make us laugh T 
Send it in. 

Send along a photograph, 

Send it in. 

Never mind about your style, 

If it’s only worth the while, 

And will make the reader smile, 
Send it in. 
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Schemes That Bring in Business 

A Peep-Hole Window 


T AKE a long, narrow packing box, long 
enough to reach from the window glass 
back to the rear of the window. Line the 
box with white or silver paper and paint it 
black or cover it with black outside. It is to 
be placed with the front or open end against 
the glass at a height where it will be easy for 
a passer-by to look into the opening at the 
level of his eyes. This end of the box, against 
the glass, will be closed except for a round hole 
about the size of a silver dollar. 

It is easy to close the end in this way by 
fastening over it a square of black cardboard 
with the hole in its center. At the rear end 
of the box, inside, is to be set the object to be 
shown. A flash light of pocket size is a good 
article to use in this way. Of course the in¬ 
terior of the box must be lighted and the light 
can be admitted and thrown on the article 
shown by cutting a hole in the side or top of the 
box just a little ahead of the article and plac¬ 
ing an electric light where it will throw its 
light in there. 

In order to keep the source of the light con¬ 
cealed, it may be necessary to extend inside the 
box ahead of the light, a flange deep enough to 
conceal the lamp itself, while not hiding the 
object illuminated. The window glass is to be 
covered except where the peep-hole is left and 
on the outside of the paper used to cover the 
glass, a sign should be printed, reading some¬ 
thing like this: “Are You Afraid in the Dark! 
Take a Peep ! 9 7 Of course there will be a small 
card with the flash lamp, telling what it is and 
the price. 

Another way to use the box, instead of show¬ 
ing any article, is to remove the rear end of the 
box and put in its place a piece of ground glass 
or translucent paper, lettering this with such 
a message as you want people to read. Then 
by putting a light behind the paper or glass, 
you have an illuminated show card there. The 
same article or the same sentence might be 
shown on an ordinary card in the window with 
less work, but the curiosity of the average man 
or woman will prompt a look into the peep¬ 
hole when no attention might be given an ordi¬ 
nary display, and the goods or card seen under 
these circumstances will create a lasting im¬ 
pression. 

Rebating the Odd Cents. 

This is simply a special sale dodge by which 
you offer for a certain period to rebate to any 
cash customer the odd cents when the pur¬ 
chase is more than half a dollar. Thus, if the 
purchase were 58 cents, the customer would 
receive a rebate of 8 cents. If it were 74 cents, 
he would get back 4 cents. Now and then a 


customer might come along cunning enough to 
add some 8 cent article when he saw his pur¬ 
chase came to even money, but the advertising 
value of the plan and the interest it may be 
made to arouse, to say nothing of possible ad¬ 
ditional sales at a net profit, will make the 
scheme worth trying. 

Guessing Contests. 

The public always responds to a guessing 
contest offer where there is a chance to show 
one's ingenuity at guessing and at the same 
time get a chance on securing some prize. There 
is nothing novel about the idea, so the novelty 
must be supplied in the way in which the offer 
is made. 

In order to make the plan directly profitable 
it may be well to make it a condition that the 
guesser must purchase something in the store, 
but if the plan is used simply to get people 
to come in, just let anyone who will come in 
and fill out a blank, put in one or more guesses. 

If it is necessary to make a purchase in 
order to guess, the plan comes within the postal 
lottery law. The serial number on a new dollar 
bill is a good thing to guess on. Other things 
are the number of seeds in a big pumpkin, the 
number of words or letters to be used in your 
advertisement the week after the guesses are 
all in. 

This plan will get people to read your ad¬ 
vertisement. They will also look at the current 
advertisements to see about how many words 
you generally use. If you run this guessing 
contest as preliminary to a special advertise¬ 
ment of some special sales event, you will make 
sure of a large number of careful readers of 
the advertisement. 

Guesses may be taken on the number of 
hours it will require a certain bud to open on 
some plant put in the window, or how long 
a flower in bloom will last before the leaves all 
fall off. Choose a florist to decide when the 
blossom is fully open. 

Take guesses on the number of shingles to 
be used if your building is to be reshingled, or 
if some public building is being shingled, or 
on the number of pounds of white lead that 
will be used in painting a building. 

Let the public guess on the number of 
pounds of coal you will use to heat your store 
for a month, or for a winter. Dig up original 
and novel guessing plans and keep folks guess¬ 
ing and at the same time keep them interested 
in and talking about your store. 

BUI Board Privilege. 

This plan has two edges to it and it cuts 
both ways. It is good advertising to put up 
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bill boards outside of town along the roads 
leading in, using these boards for various kinds 
of signs and advertising for the store. In order 
that they may last long enough to be profitable, 
they ought to be erected on private property 
with the consent of the owner. When you 
have made your plans for signs you want to 
put up in this manner, pick out a few of the 
best farmers in the country around perhaps 
some that are not customers of your store. 

Offer in return for the privilege of placing a 
sign on their property, somewhere along the 
road, to give the family a certain discount on all 
cash purchases made at your store. This might 
be three or five per cent or whatever you can 
afford to give. 

Even if you do not care much for that kind 
of advertising, there are farmer families whose 
business is worth a discount and whom it would 
pay you to have boosting your business in that 
way, because every farmer thus made one of 
your patrons would feel an interest in your 
store and would work for your business. You 
should have a written contract for the purpose, 
making the affair somewhat formal, both for 
your own protection and in order to impress its 
importance and value more firmly upon the 
farmer's mind. You might give the farmer a 
card which should be non-transferable and 
should be presented when making purchases for 
the discount. 

Stopping the Women. 

This plan will stop others than the women, 
but they are generally considered as being more 
interested than the men in seeing how they 
look in a mirror. 

Hang a good plate glass mirror, not beveled, 
right close to the glass in the window, at one 
end. Put a sign under it reading, “A Popular 
Picture." The mirror should, of course be in a 
frame. Anyone who stops to look at the pic¬ 
ture in the frame will, naturally, see their own 
face reflected there. 

This is not likely to hurry that person away 
and there is an excellent chance of a long 
enough delay to see what goods are shown in 
the window. Just because the picture does 
turn out to be a mirror will be a reason why 
people who 6top will look over the window dis¬ 
play before leaving. They will not want it to 
appear that they have stopped to see themselves 
in the glass. 

Rebus Window Displays. 

You know what a rebus is. They used to 
be a common form of picture puzzle in the 
children's page of the weeklies. They consist 
of sentences made up of part or all pictures 
instead of printed words. You can get up 
rebus windows that will keep people standing 
there for sometime to decipher their meaning. 
Use a sentence about some line of goods, spell¬ 
ing the sentence out, as far as possible, in pic¬ 
tures or in actual articles. These pictures, etc., 


may be attached to a background on which the 
rebus is spelled out. 

A sheet of wall board makes a good mount¬ 
ing surface for such a puzzle. The puzzle should 
be made just difficult enough so that it can be 
deciphered with a little effort by almost any¬ 
one. People like to solve a puzzle and when 
they succeed, they go on, pleased with having 
done so. The point is to get some message 
over in that way, counting on the rebus method 
to impress the message so firmly upon the mind 
of the reader that it will not be forgotten. 

Getting a Crowd. 

If you want a crowd in front of your win¬ 
dow, you can get it by the following means. 
Advertise that on a certain day, at a certain 
hour, a rooster that has not been fed for 
twenty-four hours, will be put into the window 
with a certain amount of corn and that he will 
be timed while he eats it. 

Offer a chance to people to guess on the num¬ 
ber of minutes and seconds he will take to eat 
the corn. Have the coop and the corn setting 
in the window for the days when guesses are 
accepted. Inject an element of surprise and 
humor into the situation by putting in either 
a very large or a very small rooster, a bantam 
or a big brahma. People will think in terms 
of an average rooster and make their guesses on 
that basis and the unusual size of the bird will 
give the event an interesting twist. 


TOO MUCH TROUBLE 

It was "too much trouble" for the clerk 
to ask for the name and address of the cash 
customer. But that same man was going to 
he in the market for a wagon or plow later and 
the dealer lost his trade. 

You are perfectly willing to give your name 
and address to the clerk in a store when he tells 
you he wants it so he can keep you posted on 
their periodical bargains and trade informa¬ 
tion. That does not annoy you. 

Nor will it annoy YOUR cash customer. 
He will be pleased with your evident desire 
to please him, and it will be an added knot 
in the tie that binds him to your store. 

Nothing is too much trouble—or should not 
be—that enables you to make a live list of 
people who can be induced to trade with you. 
Try this out for six months. And then WORK 
THAT LIST. And you'll be surprised at the 
amount of trade you can create and HOLD in 
that way. 

We don’t say you can do wonders this way 
—we don’t know that YOU will do anything at 
all. We DO say that others HAVE DONE IT. 


The time has come when all merchants rec¬ 
ognize the fact that he who serves will be the 
man who profits. 
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“PRICE INFORMATION” 

Was one of the principal topics under dis¬ 
cussion at the Wisconsin convention, and as a 
result the following petition was signed by 
every one present. No doubt every hardware 
merchant in Wisconsin would be eager to sign 
it if he had the opportunity: 

To All Hardware Jobbers Doing Business in Wisconsin: 

Your customer, the retail hardware dealer, 
is seriously handicapped for the want of price 
information especially when asked to quote a 
price on an article in your catalog not in the 
retailer’s stock. Some of the catalogs he has 
are four years old. The lists and numbers are 
not those of the factory. There is absolutely 
no information contained therein upon which a 
dealer can base a price. Sears’ and Ward’s 
semi-annual catalogs are his only guide. You 
may be satisfied with these conditions, but your 
customer, the retailer, is not. 

We, the undersigned hardware dealers, in 
convention assembled, do hereby petition our 
jobbers to furnish us new and up-to-date cata¬ 
logs with factory lists and numbers by July 1, 
1918, and a monthly discount sheet thereafter. 
Lists other than the standard factory lists and 
numbers found nowhere else are misleading and 
should not be used. 

A copy of this petition with the signatures 
has been forwarded to every jobber doing busi¬ 
ness in Wisconsin. A slight increase in help 
in the department which furnishes jobbers’ 
salesmen with change sheets regularly is all 
that is necessary. When we look back over the 
past two years we can hardly realize how we 
ever got along. Much money was lost by re¬ 
tailers because of the lack of price information. 

The following resolution was also adopted: 

“Resolved, that we consider the retail price 
as quoted by mail order houses the established 
retail price f. o. b. Chicago, and that the retailer 
be allowed to add a percentage to the mail 
order house price for freight and additional 
service as his selling price.” 

In all fairness to their customers, the jobber 
and manufacturers should recognize the estab¬ 
lished retail price and make it possible for the 
retailer to meet it with additional service 
added. 

Never before was there such a desire to 
establish a uniform method of conducting a 
credit business. Some advocated that all goods 
be marked on a cash basis and that a charge 
be made for additional service such as charge 
and delivery. A showing of hands, however, 
revealed that the majority favored a discount 
for cash. The enclosed plan seemed to meet 
with much favor. Get together in your neigh¬ 
borhood at once and adopt something along 
this line. It will necessitate monthly state¬ 
ments, which is a good thing. 

There never was a more opportune time 


for this. The public is in a receptive mood and 
will accept most any reasonable regulation. 
Yours very truly, 

Wisconsin Retail Hardware Abs'n. 

P. J. Jacobs, Secretary. 


Suggested Announcement. 

We have had under consideration for some 
time the adoption of some plan looking to the 
solution of the credit problem in our business, 
which would meet the approval of our patrons 
and be mutually advantageous to them and to 
ourselves—some method for reducing the l$rge 
number of accounts receivable upon our books 
and making it worth while for those to pay cash 
who are in position to do so, and also enabling 
us to extend a fair amount of credit upon rea¬ 
sonable terms to customers desiring it. 

The plan which has appealed to us, and 
which we believe will commend itself to our 
patrons, is as follows: 

To allow a discount of three per cent on all 
cash sales. 

To allow a discount of two per cent on all 
accounts paid on or before the tenth of the 
month following the date of purchase. 

To add an interest charge of six per cent 
on all unpaid accounts after sixty days. 

This change in policy to be effective from 
and after April 1, 1918. 

We take this opportunity of thanking our 
patrons in anticipation of their continued pat¬ 
ronage, and assuring them that we shall devote 
our best efforts to serve them as well in the 
future as we have in the past. 

Respectfully, 


HE LIKED THEIR STYLE 

He was running a small provision store in 
a newly developed district, and the big whole¬ 
sale dealers found him very backward in pay¬ 
ment of his account. 

They sent him letter after letter, each more 
politely threatening than the last. Finally, 
they sent their representative down to give him 
a last chance. 

“Now,” said the caller, “we must have a 
settlement. Why haven’t you sent us any¬ 
thing? Are things going badly?” 

“No. Everything going splendidly. You 
needn’t worry. My bankers will guarantee me 
all right.” 

“Then why haven’t you paid up?” 

“Well, you see, those threatening letters of 
yours were so well done that I’ve been copying 
them and sending them ’round to a few cus¬ 
tomers of my own who won’t pay up, and I’ve 
collected nearly all outstanding accounts. I 
was only holding back because I felt sure there 
must be a final letter, and I wanted to get the 
series complete.” 
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A Western Jobber’s Methods 

“Cash With Order” Enables Retail Merchants to Meet Catalog House Competition. Prices Guaran¬ 
teed Until Later Corrections and Information Are Received. Merchants Quote Definite 
Prices on Articles Not Regularly Carried in Stock. 


T HE HARDWARE WORLD believes it is 
rendering its readers a distinct service in 
bringing to their attention a method that 
has been adopted by the Honeyman Hardware 
Co. in compiling and issuing a catalog and price 
list that is a distinct advance over anything that 
has* been brought to our attention, and which 
appears to have advantages over the usual cat¬ 
alog and method of making quotations and 
handling orders. Especially does it enable a 
merchant better to meet mail order prices, as 
well as to quote definite prices on goods not 
regularly carried in stock. 

It has been termed a “Cash With Order 
Catalog,” and their latest catalog No. 8, a book 
of some thousand pages, has been so compiled 
and arranged as to give the retail merchant 
considerable information and to place at his 
disposal data which enables him to act intelli¬ 
gently. 

In bringing this to the attention of our read¬ 
ers, we do so with the belief that there are 
perhaps many jobbers who might wish to know 
something about the success which attends the 
efforts of the Honeyman Hardware Co., and 
just how their plan works. 

Trend Toward More Cash Business. 

For their part we feel sure they will be glad 
to extend any courtesy to our readers, and give 
any further information. While they have 
pioneered the way and have experimented and 
developed their method at considerable effort, 
to say nothing of expense, they believe this is 
the method by which the hardware business of 
the future will be handled to an increasing 
extent. 

On the part of the retail merchant the ad¬ 
vantages are obvious and a large number of 
them who have used this Cash With Order 
System in the territory in which the Honey¬ 
man Hardware Co. operate, are constantly in¬ 
creasing the volume of their cash with order 
business. They believe that the saving is worth 
while, to say nothing of the convenience of 
having the information at hand. 

Catalog No. 8, to which we have referred, 
is somewhat unusual, in that the illustrations 
or cuts have been very much reduced, thus 
enabling them to issue a condensed yet com¬ 
plete catalog. 

Several employees devote their entire time to 
the work of keeping prices in this catalog up 
to date. This fact has been urged by some as 
a reason why they don’t consider it advisable 
to install it, for the expense and the upkeep of 
the catalog was more than they felt would be 


justifiable. But just as in every new move¬ 
ment or enterprise, someone has to pioneer the 
way. The Honeyman Hardware Co. have per¬ 
sisted until their policy is becoming more thor¬ 
oughly approved by retail merchants. 

This catalog gives the illustration, descrip¬ 
tion, number and list price on various articles 
shown therein. Accompanying the catalog is 
their confidential price list for dealers’ use. 
Two lines of prices are shown in this confi¬ 
dential price list, one termed their “trade 
credit price,” which is the usual price prevail¬ 
ing among jobbers in their territory, being 
subject to the regular terms of 2 per cent cash 
in ten days or 60 days net. The other is their 
C. W. 0. or cash with order price, where the 
cash must accompany the order to obtain the 
prices given. 

No exceptions whatever are made, the cus¬ 
tomer must either send the cash with the order, 
or he can keep a deposit with the Honeyman 
Hardware Co. to be used in securing these cash 
with order prices. No ledger account or rec¬ 
ords are kept. “Cash with order” business is 
handled with the least possible clerical work or 
overhead expense. No bills are rendered. All 
the necessary data and information is given in 
case an order is not shipped complete and the 
money returned. 

They make it a point to keep themselves in¬ 
formed as to the prices at which mail order 
houses are quoting goods in their community. 
They undertook this work to enable their dealer 
customers to meet mail order prices and to still 
make a profit. They felt this was a legitimate 
function which as jobbers they ought to per¬ 
form for the benefit of their customers. 

Some merchants have adopted the policy of 
signing a check in blank, sending it with their 
order, the Honeyman Hardware Co. filling in 
the check for the exact amount and promptly 
advising the merchant so he can enter it on 
the check stub. 

Many merchants keep a deposit with the 
Honeyman Hardware Co., instead of sending 
checks with each order. 

Prices Guaranteed. 

Another point which is of great value to 
retail merchants is mentioned in their catalog 
to this effect. 4 4 Mail orders resulting from the 
use of this price list will be protected against 
change in prices until later information is 
sent.” 

Now this guarantee of theirs has sometimes 
caused them to furnish merchants goods for 
less than they were paying for them, but in 
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the long run they believe the retail merchants 
appreciate the service they are rendering. 

Another point they make is that “orders 
placed with their salesmen will be governed by 
prices in effect at the time,” but if on com¬ 
parison the retail merchant should find the 
price list lower on a given item than the price 
quoted by a salesman, the merchant is priv¬ 
ileged to mail his order at the lower price. 

Another policy is to quote the same price 
to all merchants in all territories. They make 
no freight allowance of any kind, believing 
their customers appreciate absolutely knowing 
that each is on a par with the other. 

So that our readers may have a fair com¬ 
parison of the “trade credit price” and the 
“cash with order” price, we have selected at 
random a few pages of the latest price list 
which we have available. 

We believe this is matter of much interest 
and value to our readers and is published 
simply as trade information to our subscribers 
in both wholesale and retail lines. 

We will be glad indeed to learn of methods 
used by others which will benefit retail mer¬ 
chants, and to have catalogs and prices that 
may be issued by other institutions. We are 
always glad of the opportunity of placing be¬ 
fore our readers data of any nature that will 
enable merchants to handle their business more 
economically and successfully. 


MAN WHO BUYS “CASH WITH ORDER” 
COMES NEAREST TO SOLVING PROBLEM 

Editor Hardware World : 

To meet mail order competition, we have 
only this to say: We offer best prices we can, 
and make a living profit, aim to give good 
goods only, and if for any cause there is com¬ 
plaint of quality we make it satisfactory even 
at a loss. 

Except the Honeyman Hardware Co., we do 
not think any jobber has made a special effort 
along the line of help. We think the man who 
can and will buy for cash with order will come 
nearer solving the competition than any other; 
especially so if he will offer good service and 
short credit only. 

We think the Mail Order plan is one of the 
modern methods that has come to stay, and has 
a right to, it being up to the local dealers to 
hold their own. We also think it is up to the 
jobber to help by sharing their profits more 
than has been done. There are so many rami¬ 
fications to the subject that an hour’s lecture 
would not cover, but think it all resolves itself 
into the personality and methods of local dealer. 
One thing sure he must use printer’s ink, but 
don’t knock the competitor personally. 

Yours, 

Churchill Hdwe. Company. 


RDWAItC company. 


Pago 2. 


California 
Extra Lm« 


_ Trala 

Orallt O.W.O. 
of ana patiarn. 
. Swamplnf anl 

FaJllitf. 

D iJxm Dx.Baoa 
.It 00 It It 


With For act EJn«.04 tl UN 

With Monarch. tt 7t tt tt 

With Ohllllaatha . St to tt SO 

With No. 1.tt to n tt 

Max ax or toavor 1 toe on Iota of ana 

patiarn only, atralfht or aarla u a aJxaa, 
laluct from above prloaa SO SO 

Ptflt 3. 


Laoo than ona Oocaa of ona patiarn. 

Dx. Oaao Dz. Oaao 

. 14 OO IS SO 

MM, Faraat Etaf.It tt It SO 

.. .It Tt 17 00 

.It tO 17 00 

..17 tO It 00 

Max ax or toavor 1 Oocan lota of ona 

looa alzaog 


MM, Oh 11 Hoc the . 


patiarn only, atralfht or varloa 
laluct from abovo prloaa SO 


Srokan Ooaao. Dos. Dot. 

S to 4 lb.........It 00 14 St 

HOUSE AXES. 

In i 
> In 


Full 


Huat’a No. 0.10 Tt 10 tt 

toy Scout Without thaathll 00 10 SO 

Laathar thaatha Only... 4 tt 4 SO 

Eoon NlOfO No. 0.10 40 10 00 

ROVt* AXES. 

lahod.It 00 11 40 

i tun Matal Nona In atook. 

.lOtt t Tt 


Pago 4. 


•White** __ 

•tarton*a. 

No. S11, 014 In. 


.41 SO 40 S6 
47 SO 4t 10 


Pago 5. 

ttSTfUEJNt HAMMERS. 

Train Train 
Or •lit o.W.0. 

Lana anl Short Pattarna. Lb. Lb. 

t to 4V* Iba. tt till 

t Iba. anl over. It It£ 

ft HAND DRILUNt HA M M ER S. 
Oallforala Fattarn. 

t to 414 Iba. *7' ttH 

ttSFAUUNt OR STONE HAMMERS. 
Sinaia anl Doubla Face. 

• to lv M Iba. 17 tt* 

t tot 6 Iba. tt tl 

tttUtOESMITH SLEMES. 

Lb. Lb. 

Oroaa Fain . 1SV4 14)4 

Straifht Fain. 1tt£ 

tt RAILROAD TRACE HAULS. 

It 1t«/ 4 

ttSHIF OR TOF MAULS. 

Lb. Lb. 

t, t<4. t anl 7 lb. tt tSH 

tt WOOD O HOF PE NT MAULS. 

Mount or Axa Byb. It *10 

WOOD CHOPPERS* WEDtSS. 

Orafon Fattarn . IS It 

ttFor Hanlllnf all to prloa of 

Each Each 

Hanllaa . IS IS 

Pago 6. 

WOOD CHOPPERS' WEDOSS. 

Lb. Lb. 

8% 

KANOINO WED4ES. 

Pup at Sounl Fattarn.... tt SI 14 

FALLINt WEMES. 
Marthuraatarn Fattarn tt tl 

Oatar FaL . 1S14 1014 

SAW WEMES. 


IS 

tl 


BUCKIKt WEDOSS. 
Townaenl Fattarn ... tl 
HARMON WEDOSS. 
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No. 1 
No. t .. 


Or at It O.W.O. 

:: 2$ £55 

Each Each 
.14 Tt 14 00 
..It tt It tt 


Hunt*! Also Eya. 


Dos. 
.17 00 


t lb. 

0 " 


It It 

..It tt 11 to 
. .IS tt it to 


No. t 
no. a 

Pago 8. 


.10 I 
.11 I 


10 00 
10 4S 


RAILROAD PtOES 


4 

414 ISO. 

t Iba. 

SV4 Iba. 
t Iba. 

7 Iba. 

Oolllna. 
414 Iba. . 
t Iba. . 
8J4 *ba. , 


10 00 t I 
.10 tt t 1 
.10 SO 10 < 
.11 00 10 - 
.11 to 10 I 
.It to 11 I 


.17 to It 

.It 00 17 

.It SO 11 

.It 00 It 

L .It 7S IS 

CONTRACTORS* PtOES. 


0 Iba. .14 Ot IS SO 

7 Iba. .It Ot 14 tt 

tDRIFTINt PtOES. 


No. 1—Diacontlnunl. 

No. t . 10 SO 10 00 

No. t . 11 SO 10 SO 

Each Each 

tFor Hanlllnf all to price of 

Hanlaa. It IS 

DRIFT1RO PICE EVES. 
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No. 2.7 St 700 


Ab Far as We Know the Honeyman Hardware Company Is the Only Jobbing Institution Who Are 
Following the Plan of Issuing a Cash With Order Catalog. We Will Be Glad to Have Other Job¬ 
bers and Dealers Give Us Any Further Data Along These Lines. 
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HARDWARE WORLD 


A BIG HELP TO RETAIL MERCHANTS. 

H. C. Garnett, former president of the Ore¬ 
gon Retail Hardware Association, tells us he 
believes the Honeyman Hardware Co. have de¬ 
veloped a policy that is bound to be followed by 
jobbers the country over before very long. 

As a matter of fact he thinks they must 
adopt a similar plan in self protection. The 
retail merchants are demanding that they be 
given more information and co-operation than 
heretofore. Mr. Garnett cites this instance: 
With a catalog compiled and gotten up the way 
the Honeyman Hardware Co. have issued theirs, 
the retail merchant is able to quote any article 
usually sold by a hardware merchant whether 
he ever saw it or had it in stock. He knows 
exactly what the article will cost him, he can 
act with intelligence, and secure business that 
he would otherwise have to pass up. 

He regards the saving also as quite a feature 
in the year’s business. He knows the great ad¬ 
vantage to the retail merchant on staple articles, 
the saving in “cash with order” ranges all the 
way from three to five per cent, and often more. 

Formerly when a man came into his store 
and wanted a certain kind of a broad axe he did 
not carry, from any other catalog he was not 
able to quote prices. With the Honeyman cat¬ 
alog before him he can make definite price. He 
knows the price will be just exactly what he 
figures it, because the prices are guaranteed in 
this catalog until he receives later information. 


4 ‘A Traveling Salesman” Priced Catalog. 

There are a few jobbers who concede some 
of their customers the privilege of supplying 
them with a traveling salesman’s priced cata¬ 
log, the changes in prices being sent regularly, 
but this is very hard to obtain. He thinks that 
the jobber is standing in his own light in re¬ 
fusing to supply these to their retail custom¬ 
ers, especially where they are far removed from 
jobbing trade centers. 

The average farmer or consumer has been 
educated to know the prices in the wholesale 
catalog are list prices, and that they are sub¬ 
ject to a discount, often quite a heavy dis¬ 
count, depending upon the kind of article. 

They may be told that prices have materially 
advanced, but you can’t get the average farmer 
to believe that there are some articles in the 
hardware merchant’s stock that the merchant 
himself has to pay more for than the list price 
shown in the old catalog. 

These catalogs usually show a cut of the 
article, gives the size, the weight, and a de¬ 
scription, but no further information, and the 
retail merchant is absolutely helpless when it 
comes to quoting articles not regularly carried 
in stock, or which he doesn’t buy frequently. 

There is scarcely a day passes but what he 
doesn’t have occasion to look up information of 
this character. Under the old system of a mere¬ 
ly descriptive catalog and list prices the mer¬ 
chant can do nothing. Under the Honeyman 
system Mr. Garnett sees a great advantage. 
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HONEYMAN HARDWARE COMPANY. 


Page 238. 

SQUARES. 

Trad* Trad* 
Cradlt C.W.O. 

Steal. Doz. Doz. 

No. SB . .20 75 10 76 

No. 14B .IS 00 IS 00 

No. SOYS.11 00 10 SO 

Iron. 

No. 24 .10 00 S BO 

STARRETT’S TOOL8. 
Attachments for Combination Squarea. 
No. 29SA . Add 16% Add VI2% 

- . to List to List 

Rule Olampo. 

No. 2SS- Add 15% Add 112% 

List to List 


8tarrett'e. 
No. 21 


to I 

TRY 8QUARES. 


to List to List 
Add 10% Add 18% 


Stanley Imp. 

to Uet 

No. 12. 

Doz. 

6 In. 

. 4 60 

8 In. 

Stanley. 

No. 20. 

.. ., 8 76 

«Vt In. 

. 3 60 

6 In.. 


IV* In. 

. 6 26 

8 In. 

-.•. 6 76 


TRY AND MITRE SQUARES, 

lo. 1. 

6 In. 


6 26 S 00 


Pago 240. 

„ TRY AND MITRE 8QUA_ 

No. 2. Doz. Doz. 

• I". 8 40 6 16 

7'/* I".. 7 26 7 00 

MITRE TRY SQUARES. 

No. 16. Doz. Doz. 

Z'/i In. . S 60 S 10 

Stanley Adjustable No. 21. 

S In. 9 60 S 20 

• In. 7 76 7 40 

12 In.S 00 S 60 


Page 242. 

STARRETTS TOOLS. 

Trade Trade 
Oredlt O.W.O. 

Wire Gauge* ..Add 15% Add f 12% 
to List to List 
SHEET OAUOES. 

No. 2S3 .Add 15% Add 112% 

to List to List 
TAR AND DRILL GAUGES. 

No. 186.Add 16% Add 112% 

to List to List 

No. 187 .Add 18% Add 112% 

to-Llet to List 

Page 243. 

DRILL AND 8TEEL WIRE GAUGES. 

No. 1S9.Add 16% Add 112% 

to List to List 
DRILL AND WIRE GAUGE8. 

No. 286 .Add 15% Add 112% 

to List to List 
EQUIVALENT GAUGE8. 

No. 888 .Add 15% Add 112% 

to List to List 

RULES. 


Lufkin No*. 
No. 86 (171). 

Full Rfcga. 

Broken Rkgs. 

No. 3 (378). 

Full Rkgs. 

Broken Rkgs. ... 
No. 32 (336). 

Full Rkgs. 

Broken >kgs. ... 
No. 32 Vm (888). 

Full Rkgn. 

Broken Rkg*. .. . 
No. 36>/z (372). 

Full Rkgs. 

Broken Rkgs. . .. 
No. 68 (466). 

Full Rkgs. 

Broken Rkgs. ... 
No. 68 (751B). 

Full Rkgs. 

Broken Rkg*. . .. 
No. 61 (TO)- 

Full Rkgs. 

Broken Rkgs. .. . 


Doz. 


3 66 
3 76 


8 26 
8 66 


6 30 
6 60 


7 60 
7 86 


4 86 
6 26 


1 40 

1 48 


1 60 
1 90 


2 38 
2 60 


Dos. 

3 37 


RULE8. 

Tinners’ Circumference. 

Trad* Trad* 
Oredlt O.W.O. 
Doz. Doz. 

No. 86 . 30 00 28 60 

Blacksmiths’ Brass. 

No. 17 . 6 00 6 76 

Brass Folding. 

No. 1088 . 6 60 6 26 

Shrinkage. 

No. 30'/ a A to Q.10 00 960 

Level. 

No. 2062—Non* In stock. 

Page 245. 

RULES. 

Starrett’s Steel Add 116% Add 112% 
to List to Llet 

Master 8lld*. 

4 ft. 


fL . 

6 ft. ... 

Pag# 246. 

No*"*?' 

Full Rkgs. .. 
Broken Rkgs. 

No. 06. 

Full Rkgs. . 
Broken Rkgs. 

No. 104. 

Full Rkgs. ... 
Broken Rkgs. 

No. 106. 

Full Rkgs. ... 
Broken Rkgs. 

No. 303. 

Full Rkgs. ... 
Broken Rkgs. 

No. 404. 

Full Rkgs. ... 
Broke.-: Rkgs. 

NO. 405. 

Full Rkgs. ... 
Broken Rkgs. 

No. 406. 

Full Rkgs. ... 
Broken >kg*. 

No. 803. 

Full Rkgs. ... 


Doz. 

. 7 20 
. 8 00 
.10 80 


Doz. 

6 88 
8 60 
10 36 


4 80 
4 76 


6 76 

7 00 


6 00 
6 26 


7 60 
7 76 


4 26 
4 60 


6 26 
6 60 


6 40 

6 70 


Dos. 
4 2f 


6 60 
4 78 
7 26 
6 00 
4 00 
6 00 
6 16 
2 86 


Sample Pages From Honeyman Hardware Company’s Catalog, Showing Difference Between 

Trade Credit and Cash With Order Prices. 


Digitized by 


Google 




































HARDWARE WORLD 


JOBBERS AND MANUFACTURERS MUST 
RECOGNIZE MAIL ORDER HOUSE 
COMPETITION 

Editor Hardware World: 

“What should a jobber or manufacturer do 
to help retail merchants to meet mail order or 
catalog house prices.” 

It is a very hard thing to say just what to 
do, however. I feel it is up to the manufac¬ 
turers themselves to get together and find out 
what is to be done. I do know the manufactur¬ 
ers and jobbers have never recognized the mail 
order houses as competitors, but it is my opin¬ 
ion they are going to have to in the future. 

I am wondering what is going to become of 
the retail dealers and the jobbers, for I think 
the retail dealers who are selling goods that 
are sold through the mail order houses are 
fools. 

If the manufacturer thinks it is proper to 
sell direct to the consumer then that is alright, 
but it is my opinion he is going to have to choose 
which way he wants to market his goods, and 
personally I don’t care which he chooses, but if 
he chooses the mail order house then I am in 
favor of letting him market his goods through 
them alone. 

I think that when the war is over there will 
be a great reconstruction in business, and it is 
my opinion the jobber is going to be looking 
out for some way to put his customers on an 
equality with the mail order houses. 

With kindest regards, I am, yours truly, 

T. N. Witten. 


83 

BELIEVES “CASH WITH ORDER” THE 
RIGHT THING 
Editor Hardware World: 

Our experience in meeting mail order house 
competition is first never to mention a mail 
order house or their merchandise to a customer 
when we can avoid it. If he brings up the sub¬ 
ject, we then try to convince him that we aim 
to carry a superior line of goods, and that we 
are at all times ready and willing to make any¬ 
thing right that should be wrong; that we are a 
part of his community; that he has the chance 
to talk to us face to face should he have a com¬ 
plaint, and get his grievances adjusted at once, 
which would he a great deal more satisfactory 
than taking a grievance up by mail and pro¬ 
longing it for weeks or perhaps months, and 
we try to convey to him that we are not in 
competition with any mail order house at all; 
that our goods are before him for inspection, 
that he can see what he is buying, and should 
know whether or not it is what he wants. 

We believe the “cash with order” catalogue 
is just exactly the right thing, for two reasons: 
First, the “cash with order” price is always 
one nearly so much better than the regular 
terms after the cash discount is allowed. 

Secondly, it enables you, should you have a 
customer wanting some article you did not 
carry, to make him a price and know what your 
profit was going to be. Ordinarily, with the 
general catalogue, you are all right if you 
“guess” right. Yours very truly, 

Gilliam & Bisbee. 
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HONEYMAN HARDWARE OOMPANY. 


PtO« 445. 


ROYAL MUV KNAHLID WARS. 


Oval Foot Bath*. 
Wo. 2 . 


Trade 
Oradlt 
Do*. 
.12 70 

Trod* 

O.W.O. 

Dos. 
12 20 

No. 9 . 


.13 70 

10 90 

Ooffoo Bailor* 

No. BO. 


. 3 30 

9 10 

No. TO . 


. 3 30 

9 10 

No. 30. 


.11 00 

11 00 

No. 00. 


.10 70 

10 20 

No. 100. 


19 80 

19 SO 

Rloo Bailor*. 

No. B2 . 

No. B2«/*. 


. 9 20 
8 90 

7 80 

8 20 

No. 03 . 


. 9 30 

8 90 

No. 03 J4 . 


.10 30 

10 20 

No. 14 *_ 


9 90 

8 

No. 13 . 


. 7 90 

7 00 

No. 10. 


. 9 00 

8 08 

No. 20 . 


.10 00 

10 00 

No. 22 


11 79 

11 20 

No. 34 . 


.13 70 

13 00 

No. 23 . 


.19 60 

10 00 

No. 20. 


.19 90 

10 SO 

No. 30 . 


.24 00 

22 80 

Oevared Ducket* 

No. 21 . 


. 3 10 

a oo 

No. 22 


. 3 70 

3 90 

No. 23 


. 4 40 

4 20 

No. 24 . 


. 0 40 

0 10 

No. 29 


. 8 00 

8 20 

No. 23 


7 90 

7 60 

No. 30 . . . 


10 00 

9 00 

No. ssm . .. . 


. 4 40 

4 20 

No. 300 . 


. 0 10 

4 90 

No. 400 . 

No. 300 


. 8 20 
. 7 70 

8 00 

7 30 

No. 300 . 


. 9 70 

9 20 

No. 1300 ... 


.11 70 

11 40 

^ 2001 ... . . 


. 0 40 

o m 

No. 2001 . .. 

No. 4001 


8 20 
7 00 

8 00 
7 10 

No. 3001 


9 00 

9 06 

No. 3001 . .... 


.11 10 

10 76 

No. 10001 . 


13 70 

18 26 

Dinner Buekoto. 

No. 140 . 


.13 30 

12 76 


Plflt 454 

ROYAL ORAY ENAMELED WARE. 



Trade 

Trad* 


Or edit 

O.W.O. 

Funnel* 

Do*. 

Do*. 

No. 03. 

. . 2 88 

2 70 

No. 04. 

3 16 

3 00 

No. 06. 

. . 4 18 

3 96 

No. 08 . 

... 0 00 

4 80 

Too Kottloo. 

No. 40 . 

. . 7 10 

8 76 

No. 60 . 

::SS 

7 60 

No. 80 . . 

8 40 

No. 70. 

.. 9 60 

9 10 

No. 90. 

..11 00 

10 80 

No. 90. 

. .13 60 

12 86 

Milk Eottloo. 

No. 71 . 

.. 3 90 

3 36 

No. 72 . 

. . 6 00 

4 80 

No. 73. 

9 00 

0 76 

No. 74. 

. 7 26 

8 90 

No. 78 . 

. . 8 88 

3 26 

Berlin Kottlee. 

Do*. 

Doz. 

No. 02 . 

. . 4 10 

3 96 

No. 03. 

. . 0 00 

4 76 

No. 04 . 

. . 0 70 

6 46 

No. 06 . 

. . 3 80 

8 30 

No. 08. 

. . 7 00 

3 76 

No. 03 ...... 

. . 8 86 

8 26 

No. 010 . 

. .10 m 

10 00 

No. 012 . 

..12 76 

12 00 

Preear vino Eottloo. 

No. 18 . 

. . 3 26 

3 16 

No. 20 . 

. . 3 70 

3 66 

No. 22. 

. . 4 20 

4 00 

No. 24 ............. 

. . 4 76 

4 00 

No. 28 . 

. . 0 26 

0 00 

No. 28 . 

. . 3 90 

0 70 

No. 90 . 

. . 7 26 

8 30 

No. 82 .. 

. . 8 00 

3 10 

No. 38 . 

..10 80 

to 00 

No. 40 . 

. .10 50 

14 76 

No. 60 . 

..24 00 

23 00 

Ladle*. 

No. 80 . 

. 1 80 

1 76 

No. 110 . 

. . 2 10 

2 00 

No. Ill . 

. . 2 30 

2 20 

Soup Ladle*. 

No. 38 . 

1 90 

1 82 


ROYAL GRAY ENAMELED WARE. 



Trade 

Trade 


Or edit 

o.w.o. 

Round. 

Doz. 

Do*. 

No. 80 . 

8 80 

9 90 

No. 100. 

7 76 

7 36 

No. 140 _ _ 

8 96 

8 BO 

No. 170. 

10 40 

9 00 

No. 210 . 

12 60 

11 00 

No. 300 . 

18 26 

17 26 

No. 400 . 

Rlnolnfl Pan*. 

. 27 00 

26 00 

N*. 010 . 

. 7 78 

7 40 

No. 014 - 

. . . 3 76 

0 30 

No. 017. 

. . . 10 00 

9 80 


Pago 452. 

ROYAL ORAY ENAMEL WARE. 


Milk Pan* 

Doz. 

Doz. 

Noi 00 . 

. 1 48 

1 13 

No. 0 . 

. . 1 00 

1 60 

No. 11 . 

. . 1 75 

i m 

No. 16 . 

. . 2 10 

2 CO 

NO. 20 . 

. . 2 20 

2 10 

No. 30 . 

. . 2 80 

1 60 

No. 40 . 

.. 3 28 

3 10 

No. 00 . 

. . 4 06 

3 86 

No. SO . 

. . 4 78 

4 EO 

No. 100 . 

. 6 50 

6 26 

Puddlno Pan* 

No. 80 . 

. . 1 78 

1 86 

No. 100 . . 

. . 2 10 

2 00 

NO. 160 . 

. . 2 20 

2 10 

No. 200 .. 

. . 2 60 

2 40 

No. 300 . 

.. 2 m 

2 76 

No. 400 . 

3 15 

a oo 

No. 600 . 

. . 3 86 

3 60 

No. 000 . 

. . 4 10 

3 90 

No. 000 . 

. . 4 76 

4 60 

NO. 1000 . 

. . 5 60 

6 28 

Berlin 8auc* Pan* 

No. 02 . 

4 20 

3 m 

No. ©3 .. . 

. . 4 80 

4 m 

No. 04 . 

. . 6 76 

6 60 

No. 06 . 

. . 8 80 

9 20 

No. 09 . 

. . 7 ©a 

9 76 

No. 08 . 

. . 8 76 

8 40 

No. 010 . 

..10 70 

10 20 

No. 012 . 

..12 30 

12 20 


The Comparison of Trade Credit and Cash With Order Prices From the Catalog of Honeyman 

Hardware Company. 
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HARDWARE WORLD 


EVERY ONE SHOULD GET ON A CASH 
BASIS 

Editor Hardware World : 

In reference to what we feel would be of 
assistance to the retailer in meeting the mail 
order business, lots of the trouble lies with the 
retailer himself, and quality goods are one of 
the best offsets, as you well know that the cat¬ 
alogue houses make their leader out of standard 
lines. How do they secure these lines? If the 
catalogue houses are kept from securing the 
standard lines, it would be easier for the retail 
dealer. 

The manufacturer should base his prices to 
the jobber on a cash basis and the jobber base 
his prices to the retailer on cash basis. 

Let the Dealer Buy on Cash Basis. 

If the dealer is not in position to buy his 
goods that way, let him arrange to secure the 
money elsewhere and pay for his goods, or else 
not get his goods. This would enable the man¬ 
ufacturer and jobber to sell goods for less 
money and would put the retailer in better posi¬ 
tion to meet the mail order competition. 

We are bothered some with mail order com¬ 
petition, but do not think that our lines are 
hurt as bad as other lines, as a retail hardware 
dealer renders service that cannot be received 
from mail order houses. 

If the retail merchant receives prices which 
are low as mail order houses on same line of 
merchandise, he ought to be able to meet them, 
as he is on the ground all the time, but they 
need the support of manufacturers and jobbers 
in the way of cash buying prices, advertising, 
etc. We have not been able to meet catalogue 
prices on woven wire. 

A. W. Applegate & Son. 


HOW THE JOBBER CAN HELP 

Editor Hardware World : 

The best help the jobber can give the retail 
merchant is: 

(1) Don’t give him too much credit. 

(2) Try and make him pay cash for his 
goods, as it will put more confidence in him¬ 
self; he knows he bought his goods for cash 
and therefore is in position to sell as cheap as 
anyone. 

(3) Have him try to sell better goods than 
any catalogue house. Don’t ever try to sell 
the same class of goods the catalogue house 
sells for more money than they do, but try to 
sell them something better at a higher price. 

We think if the jobbers will work more 
along that line they can help beat the catalogue 
houses. 

The trouble is with the jobbers, they send 
out the travelers to sell goods, and too often 
they urge the retailer into buying goods he 
don’t need, or more often than he needs, and 
when the time comes to pay they have no 
money; then they begin cutting prices regard¬ 
less of Cost of goods. 

Had they paid cash for the goods when 
bought, they would not have bought so much, 
therefore would not sell at a loss; instead 
would sell at a profit or not sell. Yours truly, 

Parrott & Smith. 


CASH WITH ORDER WORKS SATIS¬ 
FACTORILY 

What hardware we buy in Portland we buy 
on a * * cash with order” proposition. We find 
this has worked out very satisfactorily. 

Yours very truly, Edward C. Pease Company 
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HORSE SHOE NAILS. 

Trade Trade 
Oredlt O.W.O. 
Full Full 

25 lb. 26 lb. 
Boies Bexea 

OwL Owt. 

No. 5 .22 OO 20 SO 

No. S . .20 00 IS 00 

No 7 .....IS 26 17 26 

No. 8 .17 60 IS SO 

No. S ..IS 60 16 SB 

No. 10 .16 76 14 96 

Liti Lm 
than than 

26 I be. 26 I be. 

t Brighten. OwL OwL 

No. 6 ..20 80 19 80 

No. 9 .19 00 18 00 

No. 7 .18 26 17 96 

No. 8 .17 80 IS 60 

No. 9 .17 26 19 40 

No. 10 .17 00 IS 16 

Full Full 
261b. »lb. 
Boise Boise 

No. 6 .IS 26 17 68 

C | .17 00 19 16 

No 7 ..IS 26 16 46 

Mo S .. ..18 80 14 76 

No 9 . C . 16 60 14 78 

NO. 10 . .16 00 14 BB 

t Brighton 260 lb. lota. 50c owL off 
26 lb. dox prloe. 

Ps06 68. j BA|| |RON 

Standard Olaaslfleatlon. 

OwLBase OwL Base 

Leas than earloada. 6 90 6 26 

fNORWAY IRON. 

National Olaaslfleatlon. 

Full Extras 
OwLBase OwL Bees 

L ~ ,h *" 00 1168 


be bought locally, and out from bars 90 
to 40 (Set long, and are always charged 
for at theoretical and not aotual weight, 
f HELLER'S ELEOTRIO TOOL STEEL. 
Octagon, Round, 8quare and FlaL 

Trade Trade 
Oredlt O.W.O. 
OwLBase OwLBase 

Full Tool Steel Ex.14 00 IS 60 

SELF HARDENING 8TEEL. 
Armstrong Bros.' 
n 9 foot bare for retail. 

n uares. ^ Bar Bar 

in.1 S6 1 66 

•/ 4 In.. 2 76 2 90 

6/16 In. 4 00 4 86 

% In.—None In stock. 

7/16 In.—Nons In stock. 

i/, in. 9 76 9 60 

kL In.16 00 14 60 

5 In.21 80 20 60 

Betels. 

VeXjfr In.—Discontinued. 

(/{*% In. ..:. 6 10 4 88 

t HELLER'S ELEOTRIO DRILL STEEL. 

Octagon. OwLBase OwLBase 

Full Tool Steel Ex...... 14 00 19 60 

tOartaga Ohargee. See Page 68. 

Pago 71. 

tPlOK AND DOB STEEL. 

OwLBase OwLBase 

Full Tool Steel Ex,-14 00 19 60 

ROUND DRILL RODS. 

In 9 fL Bars. Lb. Lb. 

1/82 In. 2 60 2 96 

9/64 In. . ..1 76 1 SB 

1/16 In. ..1 80 1 40 

6/64 in..1 28 116 

8/92 In. ..1 10 1 06 

7/64 In.1 10 1 06 

iftoli' 8/82.' ‘ii/64*. '! 96 80 

17/64,%/^J^/^ft/lVS/&! 

11/92. 28/44, H, 26/64 and 


Page 72. 

T POLI8HED STEEL SQUARES. 

Trade Trade 
Oredlt O.W.O. 
OwL OwL 

14 and 6/16 In.—None In stock. 

% In.—None In stock. 

7/16 In.—None In stock. 

•/• In.—None In stock. AH 

9716 In.12 00 Sizes 

% In.—Nono In stock. Leas 

11/16 In.11 26 8% 

14 In.—None In stock. 
ti In.—None In stock. 

16/19 In.10 60 

1 and 114 In.—Nons In stock. 

114 anw 1H In.—None In stock. 

l(§ In. .10 80 

BOX STRAP. 

Oase .Each 66 00 28 78 

Real.Each 1 60 1 42 

100 FL.For 90 67 

Oass *..Each 81 00 29 48 

Red ....Bach 1 90 1 90 

100 FL. ...For 76 71 

Oass > .". e . h !. .Bach 87 00 96 16 

Rad . Beoh 2 90 2 19 

100 FL .For SB 79 

tSHEET STEEL. 

Full Full 
Bdla. Bdls. 

Blaok. OwL OwL 

No. 12 . 6 96 9 18 

No. 14 . 940 920 

No. 19 . 9 60 9 80 

No. 18 . 7 26 9 90 

No. 20 7 26 9 90 

No. 22 . 7 20 9 96 

No. 24 . • 7 80 996 

No. 29 . 7 86 7 00 

No. 27 . 7 40 7 06 

No. 29 . 7 46 7 10 

No. 80 .• 7 68 7 90 

tCartage Ohargee. See Page 99. 
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SUCH A CATALOG WOULD BENEFIT 
JOBBER AND DEALER 
One of the main reasons why the consumer 
goes to the mail order house is for some un¬ 
usual item, which the local dealer does not stock 
or can not give him some information about, 
and around this item is later built up quite a 
substantial order, which once started is hard 
to stop. 

If the jobbers and manufacturers would issue 
a catalog of such items to be placed in dealers 
hands, enabling them to quote an approximate 
price to their trade on most inquiries, it would 
be of great assistance to the retail merchant in 
preventing a lot of his business going to the 
mail order houses. Prevention is better than 
cure, and it seems to us that the jobbers and 
manufacturers themselves should realize the 
wisdom of doing this. 

Ofhir Hardware Co., 

By 8cott Lawton. 


A MISSOURI IDEA. 

Editor Hardware World : 

The mail order competition is surely a hard 
problem. We find that the jobbers and manu¬ 
facturers usually sell as high to the merchant 
as the mail order quote prices. This is especially 
the case now, since goods are getting higher all 
the time, and mail order houses do not as a 
rule take the advance as quick as do the job¬ 
bers. 

Again, we find it hard to get supplies from 
the jobber at their prices. As a rule on an 
ordinary hardware invoice for $75 to $100 we 


get probably 65 to 75 per cent. It seems the 
mail order houses have the goods, at least they 
quote the price; whether they deliver or not 
we cannot say. We do not think the mail order 
houses are gaining in our territory. 

Yours truly, 

S. N. Schell & Sons Trad. Co. 


WANTS JOBBER CO-OPERATION 
Editor Hardware World: 

The first thing that should be done is for 
manufacturers not to sell the mail order houses 
at all. They are too numerous to mention. 

Then, again, if the jobber would not change 
his prices with every change of the moon, 
whether the price was warranted or not, it 
would help mightily. 

If the jobber really wants to help the re¬ 
tailer and do him a service, he should give the 
dealer assurance that he, the jobber, will be 
glad to meet the dealer half way on any mail 
order house order that he, the dealer, could 
get. 

That, in our estimation, would be service. 
Yours truly, 

Hamel Hdw. & Furn. Co. 

Missouri. 


A GOOD IDEA 
Editor Hardware World: 

We rather think that Honeyman Hardware 
Co. have a good idea which could be further 
expanded. They seem to be the only concern 
that are really trying to help and their prices 
are still high. Ramsey Hardware Co. 
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OlOUT MAILS. 


.ft 


In. 


Trad* Trade 
Or adit O.W.O. 
Lb. Lb. 
SS St 
22 SI 
21 SO 


\ In. .. 
/IS In. 


▼me mvrrs. 

Trade Trade 
Oredlt C.W.O. 
Lb. Lb. 


38 


tirc sunns. 


n. te t In. 

_i Lb. Monte. 

H In. te 1 ft In.. 21 SO 

SSetfTOHBON PINS. 

Fell Pit ft . Add 20% Add 14% 

te Llet te Llet 

■rehen Lets_ Add 00% Add tt% 

te Llet te Llet 
•PAINO COTTKNS. 

All etsee . 

Aoeertmont . 

OLAZIKnr POINTS. 


Brehen Lota. 


fc jl: 

Sir 


r*g.ti. 


tOUT NAILS. 


■UNO STAPLES. 

Lb. 

•4“ In. 27 

Vi I. H» % . ** 

Pag* 58. 


0 SO 0 so 


I 


BIO SPmita STAPLES. 

Lb. 

ix:8 

„». . 20 

Kea Leu dedeet. OS 

JOINT FASTEN ENS. 

. . 0 % 

tubulan mvrrs. * 

Oarten 

IS In. 7S 

IS in. *. 7S 

IS In. 02 

IS In. 1 OS 

IS *n. 1 20 


IV. 


21 

n 




71 
74 
07 
1 00 
1 14 


Pago 84. 

tCKMCNT OOATED WINE NAILS. 
tOarUoe Ohargee—See Page S3. 

P. N. WINE NAILS. 

Trade Trade 
Oredlt O.W.O. 
70-S% 70-10% 


Owl OwL 
. 7 2E 7 21 

S 70 0 EE 

0 BE 0 SB 
. S 48 0 2E 

BO BO 


Pago 88. 

tSTANOAND WINE NAILS. 

Eea Base Keg Sees 
Frau Stoeh .4 7B 4BB 

O. L. en application. 

Less than keg lots. 

BO I be. or ever, advance ever 

keg price .OwL BO 

Leeo then 50 I be. advenes ever 
keg pries .OwL 1 00 

tBALVANIXEO WINE NAILS. 

Add ae follows te price en 
Oomir.on. OwL OwL 

1 In. and longer.2 2B 2 IS 

Shorter than i In.27B 207 

tCEMENT COATED WINE NAILS. 

Keg Base Keg Base 
From Steak ...47B 4 SB 


70-8% 70-10% 
OUNOH NAILS. 

WreughL Lb. Lb. 

2 In. ... .... 07 

*'/a |«. 

S In. 07 

Keg Iota deduct. 01 ©1 

T Cartage Obargee. See Pago OS. 

BOAT NAILS. 

Oalvanlxed. OwL OwL 

1 In. .. .12 BO 11 SO 

' In. . 12 00 11 40 

In. . 11 BO 11 00 

. _ In. .. . .. ...11 BO 11 00 

2 In...,..11 2B 10 70 

2>4 In.....11 2B 10 70 

2ft In. ... 11 IB 10 00 

2H In. .. 11 IB 10 SO 

S to 4 In...11 OO 10 48 

2B I be. of a else, deduot.. BO BO 

Full Kega, deduct... .. .. 7B 7B 

Oopper. Lb. Lb. 


1 ft 

18 


57 


Pago 85. 

tBOAT SPIKES, WNOUBHT. 

Black. 

Full Kega. OwL OwL 

ftaS and Aft In.0 SO 

ft*4 In. and up. 0 00 All 

4/10 In._ ..... -0 SO Slaeg 

~ In..S IB Leeo 

In.B 00 S% 

. In. . S 00 

Broken Kego. add. BO BO 


m/ s' 

V 


The Comparison of Trade Credit and Cash With Order Prices From the Catalog of Honeyman 

Hardware Company. 
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TRY CATALOGUE HOUSE METHODS 
Editor Hardware World: 

We do not find that the up to date live 
merchant has any trouble meeting prices made 
by catalogue houses, on the same class of goods 
that the catalogue house sells, provided they 
will follow the same method followed by the 
catalogue house. 

For instance, a man comes in and wants to 
buy a galvanized iron bucket. Sell him the 
bucket on the same terms that the catalogue 
house would sell it at, take his cash, put the 
cash in the drawer. In two weeks, the time 
that would be required for him to get the 
bucket from Chicago, or from some other cat¬ 
alogue house, deliver him the bucket. 

You have had the use of his cash—you can 
therefore afford to sell him the bucket at 5 to 
10 per cent less than if you sell him the bucket 
on time and deliver it immediately. Then 
advise your customer, when he has paid you 
the money for the bucket, to immediately write 
the catalogue house in Chicago, or whatever 
point he has been accustomed to sending his 
orders for catalogue goods, that he has a quan¬ 
tity of eggs and butter that he wishes to dis¬ 
pose of and that he would like to have them 
send him an order for same at once, remitting 
cash to him for eggs and butter, and paying 
him within 5 per cent of what he can get at 
home, they absorbing the transportation 
charges. Yours very truly, Geo. A. Lowe Co. 

J. R. Cooper. 


TRYING OUT PLAN AT SMALL PROFIT 
OVER FACTORY COST 

Editor Hardware World: 

We contend that the retail merchant who 
buys regularly from the jobber cannot meet 
catalogue house competition, because he does 
not buy at as low a figure as the mail order 
house. There are a number of items which 
the mail order houses buy as cheap as the job¬ 
ber. Among them are steel traps, barb wire, 
fencing and roofing paper. On most other 
items of the hardware line there is a differ¬ 
ential of 10 to 20 per cent over the jobber’s 
cost. With the present high cost of doing 
business, the jobber cannot afford to handle 
merchandise at less than 25 or 30 per cent over 
laid cost. 

We have been trying out a plan during the 
past year with a number of the large retail 
merchants who are selling hardware at 10 per 
cent profit over our factory cost f. o. b. fac¬ 
tory direct. Of course, it takes a little longer 
to get the goods, but their savings will more 
than pay for same. 

Our plan this year is to issue factory as 
well as the out of stock prices to our trade, 
so that the customer will have the choice of 
buying from stock or buying from factory. 
Yours very truly, 

May Hardware Co. 

J. H. MacKenzie. 
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HANDLES. 

Trade Trait 


Maynard Shovel. 

~ Do*. 

Do*. 

Long Ash . 

D Ath . 

2 75 

2 SO 

s SO 

B SO 

HANDLES. 

Ptantere* Hot . 

4 SB 

4 40 

Otrmtn Hot . 

4 SB 

4 40 

S/O Sproutlntf or Drub 
Mattock Hot. 

4 SO 

B 00 

4 SB 
4 7B 

Garden Hot . 

2 SO 

2 7B 

Mortar Mot . 

B SO 

B SO 

Garden Nakt. 

B 00 

4 7B 

Shtphtrd Orook . 

10 2S 

S 7B 

D TOPS. 

NO. S. 

1 70 

1 01 

NO. 4 . 

2 40 

2 SB 

FENRULES. 

Oofflmon . 

SB 

42 

Strap .1 40 

FARMINS TOOL BNAOEETS. 

1 33 

Nakt and Manure Hook. .. 

8 40 

8 00 

Fork . 

S 10 

7 70 

Hot. 

S BO 

B 20 


Pag# 124. 

BUSH 

HOOKS. 


pplllnt. 

Do*. 

Do*. 

Light . 

.18 00 

IS OB 

Medium . 

.21 OO 

18 8B 

Extra Heavy - 

.. .22 00 

20 80 

Evansville. 

Medium . 

. IS BO 

IB SB 

Extra Heavy . 

.17 BO 

IS SO 

HAY FORKS. 



Do*. 

Do*. 

No. 35 . 

. 8 40 

S 83 

No. 83S . 

.10 SB 

10 10 

No. 8884 . 

. .10 so 

10 2b 

No. 8B34'/ a . . . . 

.... .10 70 

10 IB 

No. 8B3B . 

. 11 10 

10 KB 

NO. 8B34R ' 

. 10 80 

10 3B 

No. 8B34'/,R - 

. 11 00 

10 46 

NO. 8844 . 

. 11 40 

10 S3 

NO. SB44V a . 

. 11 40 

10 S3 

No. 8845 -- . 

. 11 80 

11 20 

No. 08844 1 t - 

. 11 BO 

10 80 

- C8B4G . 

. 11 80 

11 20 


MANURE FORKS. 



Trade 

Trade 


Oradlt 

O.W.O. 


Do*. 

Do*. 

No. 844'/» 


10 SB 

No. S4D .. 

.12 00 

11 40 

No. ES44>/> 


8 70 

No. E840 . 


8 SO 

No. 884'/. 

.14 IB 

13 4B 

No. SBD . . 


18 80 

No. EBBS'/* 


11 OB 

No. 844»4 . 

.IS 00 

IB 20 

No. SOD . . . 

.IS 7B 

IB SB 

No. ESS4!4 

.IS 2B 

12 SO 

VEOSTABLE SOOOP FORKS. 

No. SOS . . . 

.. .18 SB 

IB SO 

No. 810 


18 00 

SLUICE FORKS. 


No. 818 .. 

.IS 26 

17 SB 

No. 8110 .. 

.21 IB 

20 10 

Pao* 1X7. 




OOKE FORKS. 


NO. K12 .. . 

.23 BO 

22 30 

No. K14 ... 

.27 BO 

28 10 


STONE ON BALLAST FORKS. 


No. BO . 

.17 BO 

IS SO 

BARDEN 

RAKES. 


Malleable. 

No. M112. 

.B 20 

4 8B 

No. Ml 14. 

. . .. B BO 

B 2B 

Oaet Steel. 

No. 110 . 

.. .. S 80 

• SB 

No. 112 . 

. . . . 7 SB 

7 2B 

No. 114 . 

.. .. 8 30 

7 SO 

No. IIS . 

. 8 00 

8 68 

Dew. 

No. 11B . 

.S 7B 

s SO 

No. 13B . 

. 8 ®0 

8 00 

No. IBB. 

.. . .10 IB 

S SB 

Straight Tinea. 

Do*. 

Do*. 

No. 12LB . 

No. 14LB . 

_8 80 

6 68 

.7 26 

S 80 

No. 1SLB . 

.7 BB 

7 IB 

STEEL ROAD RAKES. 


No. X1S . 

_IS 00 

IB 20 

A8PHALT RAKES. 


No. 1014 . 

.22 BO 

21 SB 

LAWN 

RAKES. 



Do*. 

Do*. 

No. 24 . 

. 8 2S 

B 95 



DRUB HOES. 



Trade 

Trade 


Oradlt 

O.W.O. 


Do*. 

Do*. 

No. S/0 . 

... B 70 

B 40 


WARREN HOES. 


No. 7W . 

. S 10 

7 70 

a 

. 8 7B 

.8 20 

s so 

S 7B 


JVEBDING HOES. 


No. A ... 

.S BO 

S 00 


Pag# 130. 

WEEDINB HOES. 



Do*. 

Do*. 

No. 1 . 

. . 3 68 

S 48 

No. 28 . 

... 4 20 

4 00 

No. 04 . 

... S 70 

3 SO 

Me. 04 . 

... 4 IK 

3 88 

BARDEN MATTOCKS. 

Me. DC* . 


S IB 

OULTIVATOR HOES. 

No. BBS .. .• . 

... 7 00 

6 SB 

OULTIVATORS. 


Wallingford. 

No. A043 . 

7 00 

S SB 

No. A046 . 

.. .10 00 

8 SO 

SOUFFLE 

HOES. 


No. XBS. 

.. S 73 

S 30 

No. RR8 .. 

. . 8 26 

S SO 

Pago 131. 

No. VS. 

...11 00 

10 4B 

TURF EDOERS. 


No. 11 . 

... 8 76 

s SO 

No. 118. 

.10 00 

S BO 

DANDELION 

SPUDS. 


No. DS. 

1 8B 

1 SB 

THISTLE DOCK 

0UTTER8. 


No. 38. 

... 8 00 

7 SO 

No. 88. 

. . S 76 

S SO 

FLORAL SETS. 



Do*. 

Doe. 

No. 8PF 431). 

14 60 

18 76 

FLORAL SHOVELS. 


No. 7. 

. .. S 2B 

B SB 
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KEEP POSTED OX WHAT MAIL ORDER 
HOUSES DO 

Editor Hardware World: 

Prom our observation, about the only way 
the retail merchants can successfully compete 
with mail order houses is to keep posted on 
what the mail order houses are doing, then 
carry goods that will meet that competition, 
in addition to standard manufacturers’ lines 
that are infrequently carried by mail order 
houses. Recognized lines can be sold when 
other lines are on hand by which they can be 
compared, when otherwise sales cannot be ef¬ 
fected. 

There is a phase of mail order competition 
that is hard for a retail merchant to meet. The 
mail order house gets money before the goods 
are shipped; the retail merchant as a rule, is 
called upon to supply the goods and wait for 
his money. 

There are many other elements that enter 
into a sale made by a retail merchant that do 
not enter into a sale made by a mail order 
house which are forced upon the retail mer¬ 
chant by the purchaser. Yours very truly, 

F. W. Heitmann Co. 

Texas. R. F. Bell. 

CROP FAILURES SOMETIMES A BOON 

Editor Hardware World: 

I do not know of anything very much that 
a jobber can do to help a retailer to fight the 
catalogue houses except that they would 
cheapen the goods to us, which they possibly 
cannot do. I think that the greatest boost that 
the mail order houses ever got was when our 
Government enacted the parcel post law, and 
I notice that they are going to give them an¬ 
other boost on the 15th inst., when they are 
going to increase the weight from 20 to 50 
pounds all over, and from 50 to 70 pounds in 
the second and third zones. 

I am a staunch supporter of our Govern¬ 
ment, but I have never been an admirer of the 
Hon. Burleson, and I have often wondered if 
he was not connected with some mail order 
house. 

We in this vicinity are not bothered as much 
with the people sending away for goods, prob¬ 
ably, as they are in some other sections, be¬ 
cause of the fact that we had a crop failure and 
the people have not got cash, and we get the 
business and carry them. 

Regarding the hardware dealers handling 
auto accessories, I do not handle them, but 
expect to try it when I get into a new build¬ 
ing that I am erecting, when I can report. 
Yours very truly, 

G. J. Tompkins. 


The E. A. Weinel Hardware Co., Columbia, HI., is 
building an addition to their store and warehouse. 


WHY NOT SELL ON SAME TERMS AS 
MAIL ORDER HOUSES 

Editor Hardware World : 

We are doing our buying on a Cash with 
Order basis from Honeyman Hardware Co. If 
we could only turn the goods to our customers 
on the same basis, it would be satisfactory, but 
our greatest trouble is with the credit. 

We believe this is due in a great measure 
to the Mail Order House. This has a consider¬ 
able hold thru this part of the country and 
from what we are able to learn, thruout the en¬ 
tire valley. They pay them the cash and get 
credit from us. 

Thanking you for the interest shown in this 
matter, we remain, 

Yours very truly, 

Cross & White. 


BOTHERED A LOT BY MAIL ORDER 
COMPETITION 

Editor Hardware World: 

We are bothered a lot by mail order com¬ 
petition. The manufacturer is in a position to 
help the retailer by selling through the jobber 
at a price that would allow the merchant to 
compete with the mail order house. The jobber 
could help by buying only from the manufac¬ 
turer that would sell him cheaper than they 
do the mail order house who is only a large re¬ 
tailer as everybody knows. The manufacturer 
would be up against it if he had to depend on 
the mail order house entirely. 

It is rather surprising to us that this mat¬ 
ter has not been adjusted before now. With 
the jobbers’ organization as it is today a de¬ 
termined stand by them we believe could help 
the situation a good deal. 

We have not handled automobile accessories 
as we are interested in the Lander Auto Com¬ 
pany, which handles these lines. 

Yours truly, 

THE LANDER FURNITURE & HARDWARE CO. 


JOBBERS CAN BE A GREAT HELP 

Editor Hardware World: 

In our minds the jobbers can be a great help 
to the retail merchants to meet mail order or 
catalogue houses’ prices in getting a price set 
on staple goods such as blacksmiths’ supplies, 
that would compete with the mail order houses 
and still allow the retail merchants a reason¬ 
able margin of profit. Very truly yours, 

John Raymer & Co. 


Kind hearts are the gardens, 

Kind thoughts are the roots, 

Kind words are the flowers, 

Kind deeds are the fruits. 

—Alice Carey. 
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MANUFACTURERS AND JOBBERS NOT 
ALIVE TO THE PERIL 

Editor Hardware World : 

We are bothered considerable by mail order 
competition. Large mail order houses make 
strenuous efforts to get business from this com¬ 
munity, but they are not succeeding to the ex¬ 
tent that they did three or four years ago, 
because we are putting up a fight. 

We are handling a general stock of mer¬ 
chandise, as you will see by our letter heads. 
Four or five years ago the people of this com¬ 
munity were firmly convinced that the mail 
order prices were less than ours. They would 
frequently, unhesitatingly make an order, with¬ 
out comparing prices, feel satisfied that they 
got it for less. Today it is different, as far as 
the grocery line is concerned. 

Not only today, but previous to the war 
times did this condition exist. We keep the 
Montgomery Ward & Company and Sears, Roe¬ 
buck & Company grocery catalogs available and 
in sight of the customers. We also keep their 
large general catalog in the other departments. 
When a mail order man comes in we do not 
treat him with contempt. We take time to com¬ 
pare prices and merchandise in all departments, 
and we hope to have our trade as satisfied with 
our prices in all departments in a year or two, 
as they are at this time in the grocery depart¬ 
ment. Everybody says now, “We know we 
can’t send away for groceries.” 

But still occasionally one says, “I can save 
something in dry goods, clothing, or hardware.” 
We frequently get samples of their merchandise 
and put it on display. For instance, we have 
their overalls, underwear, mackinaws, cotton 
gloves, samples of their ginghams, with prices 
attached, and show our customers these goods 
with the mail order invoice attached. We must 
do everything in this open and above board 
way, because they seem to be somewhat suspi¬ 
cious of the correctness of the statements of the 
local dealers. We could tell you much more 
about our efforts and the results of the same, 
but space will not permit. 

Now, the jobber or manufacturer can do 
much to help the retail merchant meet mail 
order and catalog house prices. If they do not, 
and the mail order houses continue to grow as 
they have in the past few years, and the retail 
merchant, to a great extent, goes out of busi¬ 
ness, the wholesaler will be in the same position. 

It is our opinion, after a number of years’ 
experience, that the wholesaler, jobber and 
manufacturer are not rendering the assistance 
to the retail merchant that they could, or should. 
While I know many retail merchants are not 
alive to the situation, in fact, rather do as we 
used to do; shove the catalog in the fire and 
ignore the mail order concern, many are neg¬ 
lectful, do not give attention to special orders, 
if they are out of anything they do not offer 


to send and get it, and many other faults. StiU, 
the wholesaler and manufacturer should com¬ 
bine and put on a campaign of education, if 
possible, to make the retailer realize the po¬ 
sition. 

If they do not feel like doing this every 
wholesaler and manufacturer should endeavor 
to see that the retailer gets practically every 
article that he offers for sale at a price that he 
can compete with the mail order house. This 
can be done, because the mail order houses do 
not sell on a very close margin. Their cost of 
doing business is just as great, if not greater, 
than the average retail merchant, and they have 
got to get a price. 

We have had some special orders, particu¬ 
larly in the hardware line, that the wholesalers 
have not seen fit to make a price to us that 
would enable us to fill the order for our custo¬ 
mer, even when we were disposed to handle 
occasional orders at practically no profit, in 
cases where the mail order house happened to 
make prices that were leading. 

We believe we are having more trouble to 
meet the mail order prices in the hardware and 
implement lines than in any other department. 

Within the past month we wanted to pur¬ 
chase some articles in the hardware, and our 
buyer obtained a price from the traveling sales¬ 
man, opened Montgomery Ward’s catalog to 
make a comparison; the traveling salesman 
said, “Are you never going to get away from 
worrying and bothering about the mail order 
houses? Why don’t you go ahead and do busi¬ 
ness and ignore them?” 

Our salesman replied that up until four or 
five years ago we did that, but the mail order 
houses continued to increase their business in 
our community and by following this policy and 
others, which are necessary, we have cut their 
business down. 

The wholesalers and manufacturers should 
educate their traveling men to encourage the 
retailer to study mail order catalogs, prices and 
methods of their concerns, and encourage them 
to sell at fair prices. We know some retailers 
ask too much. What they should do cannot be 
covered in a letter. It will take the minds of a 
number of men to cover the situation as to 
everything that the wholesalers and manufac¬ 
turers should do. 

We have advertised that we meet mail order 
prices and many people bring in a list of their 
requirements which they have selected from 
the mail order catalog. We may not have every 
item. We frequently clip from the mail order 
catalog some articles that we want, send it to 
the hardware wholesaler, ask him to furnish us 
the goods at a price that we can sell to our 
customer and not charge him more than the 
price of the mail order house. 

Particularly we have trouble with anvils, 
blacksmith blowers, and tools, carpenter tools, 
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Enterprise meat cutters, lard presses, files, 
shovels, forks, etc. 

Manufacturers have got to make a choice 
between the mail order houses and the retailers, 
as to which they prefer to sell their merchan¬ 
dise. The day, we hope, will come when a man¬ 
ufacturer who sells to the mail order houses 
will not get any business from the retailer. We 
have made it a policy to follow this through to 
some extent. Either they must do this, or require 
the mail order concerns to pay the same price 
as the retailer. If they do this the retailer should 
be able to run his business so that he can meet 
their price and make a profit. 

I will conclude by stating that if the manu¬ 
facturers and wholesalers will give considerable 
thought to what they should do to help the re¬ 
tailer, hundreds of ways will be found. I can¬ 
not suggest many, although during our four 
years of fighting the mail order houses I have 
had evidence many times that they are not dis¬ 
posed to do what they can. I do not recall the 
particular instances. In fact, my opinion is 
that today they are not alive or aware of the 
peril. 

When we stop to think that Sears, Roebuck 
& Company in 1917 did about $200,000,000 
worth of business it is about time that some¬ 
body was waking up. It is estimated that the 
mail order houses in the United States do a 
total business of between $500,000,000 and 
$600,000,000. Don’t you think it is quite a vol¬ 
ume? And five to ten years ago a mail order 
house that did $10,000,000 was a wonderfully 
large institution. Sears, Roebuck & Company 
in 1916, I understand, did a business of $141,- 
000,000, so you will get some idea as to the 
increase. They are almost as large an institu¬ 
tion as the Steel Trust. Very truly yours, 

CODY TRADING CO., 

J. M. Schwoob, Manager. 


When it is time for a middle-aged man to 
take a vacation he wonders what he will do 
when he gets there. 


Paying a bill is as painful as pulling a tooth, 
hut when you have to pay the bill for the pull¬ 
ing it is rubbing it in. 


Leaders are ordinary persons with extra¬ 
ordinary determination. 


IN THESE DAYS OF WAR 

4 ‘And this,” said the teacher, “is the rhin¬ 
oceros. Look carefully at his armored hide.” 

“I see,” said the bad boy of the class. “An’ 
wot’s this one?” 

“That,” answered the teacher, “is a gi¬ 
raffe.” 

“Gee! He’s got a periscope.” 


WHY RETAILERS NEED HELP. 

Editor Hardware World: 

Too many jobbers and manufacturers try to 
impress the retailer with the fact that his in¬ 
ability to quote with prices on certain commod¬ 
ities in their catalog is due entirely to his 
methods of merchandising and his lack of in¬ 
telligent buying. The writer wishes to state 
that during 1906-07 he sold merchandise to the 
largest catalog houses and also to some of the 
largest jobbers, having represented a manufac¬ 
turer of certain lines of merchandise. The cat¬ 
alog houses purchased their merchandise at the 
same prices that the jobbers paid for theirs, 
with the terms in favor of the catalog houses. 

Furthermore, the jobber generally pur¬ 
chased a shipment direct to him in carload lots 
for distribution to the retail trade in his ter¬ 
ritory, while the catalog house merely con¬ 
tracted for a minimum amount and as orders 
were received they were forwarded direct to 
the factory, the factory shipping the merchan¬ 
dise direct to the customer. The prices quoted 
in their catalog on some of these items were 
practically the same prices as quoted by the 
jobber to the retailer, that is, the variation 
w f ould not be over five to ten per cent. 

With this knowledge at hand, the writer be¬ 
comes weary reading articles written by cer¬ 
tain publicity men of manufacturers’ and job¬ 
bers’ stating that the retail dealer can meet 
any competition of the catalog house. 

We might conclude, for your information, 
that the Havre Commercial Company is doing 
an annual business of several hundred thousand 
dollars and employs seventy-five to one hun¬ 
dred and twenty-five people, so that we believe 
we are succeeding in our community, regard¬ 
less of catalog house competition, but we do 
know that certain communities in the East 
Central States are having considerable diffi¬ 
culty in combatting the catalog house and are 
in urgent need of help in an organized manner 
from the manufacturers and jobbers. 

We remain, Sincerely, 

HAVRE COMMERCIAL CO., 

W. C. Lange, General Manager. 


LONG DRY SPELL 

“Jim, dear,” said a young wife, “I do wish 
you’d stop drinking. Every time you go to one 
of those banquets of yours you get up the next 
morning pale and silent, you eat nothing, you 
just gulp down ten or fifteen glasses of water. 
Do stop drinking, won’t you?” 

“All great men have been drinking men,” 
said Jim. “Look at Poe, at Charles Lamb; look 
at Burns; look at-” 

“Well, Jim,” said the young wife, “you just 
swear off till you become a great man too, and 
I’ll be satisfied.” 
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JOBBER OVERLOOKS A GREAT OPPOR¬ 
TUNITY TO HELP 
Editor Hardware World : 

In my judgment the jobber is overlooking a 
great opportunity to help the retailer and at 
the same time help himself, when he fails to 
have his salesman talk the goods he sells to 
the clerks who have to sell them at retail. 

The average clerk has confidence in the 
salesman of whom his store buys goods, and if 
the salesman has any confidence in the goods 
he is selling for his house he is in a position to 
pass it along to the clerks with whom he comes 
in contact. 

The worst trouble with the average retailer 
is that he does not know or have confidence 
in the goods he is selling. 

Take for example a common garden hoe; 
suppose the salesman says to my clerk, 1 * John, 
did you ever notice how this hoe is made, two 
pieces steel welded together, one soft and the 
other hard, so that it always wear sharp? You 
bet, there is a hoe you can stand back of; you 
need never be afraid one of them will come 
back, and then look at the nice profit you are 
making for the boss, and you know that is 
where your wages come from, out of the profits 
you make for the boss.” 

I know that John would believe what the 
salesman said about the hoe, and he would be 
a better salesman himself for hearing the talk. 

Instead the salesman tries to remember the 
last smutty story he heard in the smoker to 
tell the clerks, forgetting that he thereby does 
the store harm when he should rather try to be 
a help. 

Manufacturers Should Spend More in Newspapers 
Bather Than in Big Magazines. 

If the manufacturer would spend some of 
the money he now spends for full pages in the 
big magazines for space in the good newspapers 
of the states in which he sells his goods, he 
would get more for his money, which would, 
of course, help the retailer. 

I know of only one manufacturer at this 
time who is doing this, and they are making it 
pay big. Yours truly, 

W. J. Deering. 

Iowa. 


YOU CAN’T AFFORD IT 
You can’t afford to be discourteous. If a 
man comes into your store, no matter whether 
to buy or to get information, you must not let 
him go away empty handed. 

If he comes to buy, see that he gets as nearly 
as possible the exact thing he asks for. If you 
haven’t it and know a nearby dealer who has, 
you will make a better friend of him by send¬ 
ing him where he can get just what he wants, 
than by selling him a substitute; unless you are 
good and sure the substitute is equal or better 
than the article asked for. 


SHOULD SHARE IN EXPENSE AS WKLL 
Editor Hardware World : 

Put yourself in our place in good, thriving 
stock and farming country, the county seat of 
Modoc County, Alturas, about 1500 population; 
we have a good, up-to-date electric water sys¬ 
tem, and support one of the best volunteer fire 
companies of any town of this size. 

Don’t all of these expenses have to be raised 
principally by the merchants of Alturas? 

Now, if the catalog houses are allowed to 
send their “Junklogs” into this or any other 
town to compete with us, don’t you think they 
should be made to bear a part of our running 
expenses? 

We must have a living profit or we can’t 
keep up (if I do say it) one of the cleanest and 
most up-to-date cities in this grand State. 

If they are not doing business through any 
business house, there should be some way to 
reach them. 

In our case (not as much as other lines) 
very often they get an article they don’t want 
and expect us to trade them for what they do 
want. (NIT). 

Yours truly, 

Pit River Hdwe. Co. 

Per A. L. Ingraham, Jr. 


APPRECIATION WHILE ALIVE ALWAYS 
ACCEPTABLE 

Editor Hardware World: 

Yesterday it rained. This forced the writer 
to stay under cover, also gave a chance to read 
some. The Hardware World came Friday and 
I just laid it away waiting for a chance to 
assimilate some of the good that is always 
found between the covers; the chance came 
Sunday and I just thought I would tell you, 
while you were yet alive, that you sure do 
give full measure of good sound reading, and 
if a man can read your magazine without get¬ 
ting a great benefit from it, it is because the 
party knows it already and don’t need any 
help. 

Let the good work go on; there are plenty 
of us left who do need help and inspiration. 
Yours respectfully, 

Harry H. Woodward. 

Riverside, Cal. 


CLOSING UP FAST 

Dr. R. E. Vinson, president of the Univer¬ 
sity of Texas, -closed a recent address in Dallas 
with the story of a boy who had just eaten his 
first green persimmon. The youngster said to 
his father: “Papa, did you want to ask me 
anything?” 

“No, son. Why?” the father asked. 

“Well, if you do you better ask me quick, 
’cause I’m closing up mighty fast.” 
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DON’T ADVERTISE CATALOGUE HOUSES 
TO YOUR CUSTOMERS 

The catalogue and mail order situation does not 
seem to have made the inroads on retail hardware busi¬ 
ness during the period covered by the present world 
war, that it did before that time. At least this compe¬ 
tition does not seem to be the paramount interest in 
the minds of the retail dealer as it formerly was. We 
hear very little today regarding the competition of 
mail order houses with the retail merchant. 

We noticed recently in the daily press of the won¬ 
derful amount of business done by the two leading 
mail order houses in 1917, and it is astounding that 
such a vast volume of business could have been se¬ 
cured by them and not have created a great furore 
among the retail dealers. We believe, however, that 
this is due more to the fact that the times have been 
unusually prosperous during the last several years. 
Merchants have been exceedingly busy, and when one 
is busy he does not think much of his personal trou¬ 
bles. Yet it must be that the increased volume of 
mail order house business as published, must certainly 
have made some inroads on retail business. The retail 
merchant has been so busy that he has not had time 
to think of the great competition which formerly was 
a “fly in his ointment . 99 

It is unquestionably true that the mail order houses 
have taken a great share of the retail business from 
the small towns all over the country, and their cata¬ 
logues occupy an equal place on the parlor table of the 
rural communities with the family album and the Holy 
Bible. Prosperity is a great feature in changing condi¬ 
tions, and in this great agricultural section of the coun¬ 
try the greatest prosperity ever known has prevailed 
among the farmers especially, and with their purchase 
of high power automobiles so generally, has tended to 
take them away from the humble fireside, which is 
equivalent to saying that they do not read the Bible 
nor scan the catalogue as frequently as before. 

We have no suggestion to offer for the combating 
of catalogue and mail order competition, except to state 
that it is our general belief that dealers have too widely 
advertised catalogue houses to their customers. The 
treatment of silent contempt on the part of the retail 
dealer would be efficacious especially if he watches 
the prices charged by catalogue houses, and endeavor to 
meet by his own resale prices the general line of prices. 
In our own business we have always endeavored to aid 
our customers in meeting this competition, and we will 
continue in legitimate cases to enable our customers to 
meet the prices offered, on the basis of freight equaliza¬ 
tion. 

One opinion that we have always held regarding 
the troubles of the retailer with catalogue houses, is 
that the retailer has been content to sit in pessimism 
on the situation and not do anything that might be 
termed aggressive toward combating the evident dan¬ 
ger to his trade. He forgets that the catalogue house 
department managers and compilers sit up nights fig¬ 
uring and planning how best to place before the con¬ 
sumer the respective merits and value of the goods 
they have to offer. 

Jobbera Will Help Merchants. 

We very frequently glance through a mail order 
house catalogue, and knowing what our own prices to 
the retail trade are, we feel certain that in nine cases 
out of ten their prices can easily be met by the aver¬ 
age dealer, and in all cases they can be met by offer¬ 
ing to sell the goods on the same terms as the catalogue 
houses; that is to say, cash with order, and f. o. b. 
Kansas City or Chicago. Their jobbers have always 
undertaken to take care of them in this respect. 

Another proposition that we believe has helped build 
the catalogue houses up is the fact that some retailers 
are asking too excessive profits when they come to 
mark their goods. They do not use judgment in where 
to obtain profit and where to sell goods closely. Some 
dealers have a habit of adding say 40% to their in¬ 


voice costs right straight through, which of course 
would make them higher in many items than the cata¬ 
logue houses. A galvanized 12-quart pail or some sta¬ 
ple item that every consumer knows the price of, had 
best be marked at 15% or 20% profit, in order that 
the price of the article might be an advertisement, 
rather than put a 40% profit on it, and have it react 
exactly in the opposite direction. 

Our advice therefore to the retail dealer is to se¬ 
cure these catalogues and go directly to the man whom 
he knows is patronizing the mail order houses, and talk 
things over with him; show him that he can meet, with- 
our freight added, most of the prices that are given in 
the catalogue, and it will surprise the dealer himself 
to find out what easy competition it will be, and how 
readily he can obtain a great deal of business that 
now goes to foreign parts, to his chagrin, as well as 
loss of profit. 

Yours very truly, THE LEE HARDWARE CO., 
Chas. L. Schwartz, Vice-Pres. 


A WYOMING VIEW 

Editor Hardware World: 

Perhaps it would not be well for me to pass too 
much of an opinion on the mail order end of the game. 
We are a long ways from that competition; by this 
we mean that it takes weeks for a party to procure the 
shipments. We have a large territory, drawing from 
150 miles to 50 of the four directions. We do not see 
over half of our people in person. 

There is a lot of mail order business. We make it 
a rule never to talk any catalog house, and we believe 
if the jobber said less about what he does in that re¬ 
spect it would be better. 

Where we are we are strongly against all restricted 
prices. We have and are cutting out all lines that 
have such prices advertised either through magazine 
columns or marked goods. No doubt the plan is very 
satisfactory in places and at times. Not so with us, for 
this reason—we have told our connections that we will 
discontinue such purchases. They can determine their 
actions as they see fit. 

From our standpoint we look at it that where we 
are so far from the market that our goods will sell if 
we are treating the general public to the best of our 
ability. There are certain dhes who patronize the mail 
order houses regardless of all conditions. Our time is 
worth too much to argue with such people towards get¬ 
ting a small business in return. 

All that we ask the jobber to do is to carry the 
stock, fill our orders for what we buy and give us ser¬ 
vice that business demands. It is then up to the dealer 
to sell the goods. If we have a certain class who want 
a certain line of goods we purchase them. We have 
had no trouble in getting the class of goods which we 
ask for to meet any demands we may have. 

Yours truly, DICKSON HDWE. & LBR. CO., 

G. W. Dickson. 


BIGGEST VALUE WE KNOW OF. 

We hasten to send you remittance covering 
our subscription for three years. We hurried to 
send it because it is due, and then too it is so 
cheap you might change your mind and raise 
your subscription price, for in these days of high 
prices, a subscription to the Hardware World 
is the biggest value we know of. 

We like the Hardware World very much. 
It not only contains lots of valuable information, 
but those discussions of methods of displaying, 
advertising, selling, etc., are worth a lot and also 
put “pep” into a business. 

Wishing you a bully good time and prosperity 
in editing and managing your journal, we are, 

Yours very truly, J. M. ST. CLAIR & SON, 

Missouri: 
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A PLAN TO MAKE CREDIT A LITTLE LESS 
CHEAP 

(Copyright by Elton J. Buckley.) 

A few weeks ago a certain jobber sold a 
large retailer about $2000 worth of goods. The 
two had had business relations for several years 
and the retailer had al\vays been slow, but 
eventually had always paid. When the jobber 
booked and shipped the $2000 order, he had no 
reason to believe that his customer’s financial 
status was in any way changed from what it 
had been when he first started to do business 
with him. 

Two weeks after the receipt of the $2000 
worth of goods by the retailer, he went into 
bankruptcy. It was a very bad failure, and 
it doesn’t seem possible for creditors to get 
over 10 or 15 per cent. The bankruptcy so 
closely followed the receipt of these goods by 
the buyer that if the jobber had properly pro¬ 
tected himself, he could have stepped in and 
seized the entire $2000 worth, or such part as 
had not been disposed of. This is under a 
familiar and highly protective rule of law which 
is thus stated in a recent case in the United 
States Court: 

If one who at the time is insolvent, or in failing cir¬ 
cumstances, obtains goods from another on credit, 
with no intention of paying for them, or at least with 
no reasonable expectation of paying for them, and the 
sale was induced by false and fraudulent representa¬ 
tions as to his financial condition, on which the seller 
relied, or if the sale would not have been made, but 
for his fraudulent concealment of his financial condi¬ 
tion, or of the fact that he did not intend to pay, or 
reasonably expect to be able to pay for the goods, the 
seller has the right to rescind the sale and recover his 
property. 

In other words, he doesn’t have to give the 
goods up to the trustee in bankruptcy, or who¬ 
ever the official may be, and take the pitiful 
dividend which after many months may be 
declared, but lie can seize his goods and take 
them back, and thus, in effect, get 100 per cent 
of his claim. 

The trouble is that sellers of merchandise, 
when it turns out that a customer who owes 
a bill is bankrupt, are not usually in a position 
to avail themselves of this remedy. They have 
not put the customer on record, prior to the 
purchase, with sufficient definiteness to be able 
to accuse him of obtaining goods under false 
pretenses and to be able to seize the goods on 
that ground. 

It can be put down as usually certain that 
any representations made by a buyer of mer¬ 
chandise, for the purpose of obtaining credit, 
a few days, or even weeks, before he fails, are 
untrue, which means that every seller who has 
sold him goods within that period, can, if he 
has properly protected the situation, step in 
and seize his goods and thus save a loss. 

What do I mean by properly protecting the 
situation? Every buyer of merchandise on 


credit, whether wholesale or retail, whose pur¬ 
chases are likely to run into a substantial sum, 
should be compelled at the beginning to sign a 
written statement of assets and liabilities. That 
is, of course, very often done, especially in the 
jobbing business, but the written statement 
often fails to include really protective items. 
The strength of a financial statement is usually 
in the warranties which are set forth in the pre¬ 
amble. Following is an outline of a good pre¬ 
amble to a financial statement: 

Paragraph 1—An averment that this is a correct 
statement of assets and liabilities, made for the pur¬ 
pose of obtaining credit. 

Paragraph 2—An averment that certain other con¬ 
ditions, covenants and agreements which appear be¬ 
low, are also made for the purpose of obtaining credit. 
These are: 

a. —That bills will be paid on certain named terms, 
unless the customer becomes bankrupt, in which case all 
bills shall become immediately due. 

b. —An agreement in case the seller has to collect 
unpaid bills by legal process or through an attorney, 
that the buyer shall pay all expenses. 

c. —An averment that all of the assets shown on the 
statement are the property of the customer, and are 
held by him in his own name, that he has not pledged 
same or encumbered same or put a chattel mortgage 
on same. Also an agreement to give the seller five days 9 
notice of any intent to encumber his assets in any way. 

d. —An agreement to give the seller immediate 
notice of any change in his financial status which re¬ 
duces the net worth shown in the statement. 

e. —An admission that the buyer has read and un¬ 
derstood everything in the statement. 

The buyer who signs this will be tightly 
bound by it if it is not true. The difficulty is 
that it may be true at the time it was given, 
but become untrue by reason of deterioration 
in the customer’s affairs, of which he carelessly 
or intentionally fails to give his creditor notice. 
In such case, if the seller has just gone on ac¬ 
cepting orders from the buyer in the belief that 
the financial statement is still true, there hav¬ 
ing been no new representations made, it is al¬ 
most impossible to seize the goods, if the cus¬ 
tomer becomes bankrupt, because he can plead 
that he made no false representations, or any 
representations at all, about his finances imme¬ 
diately prior to that particular sale. The thing 
to do, therefore, is to make the customer reiter¬ 
ate the representation contained in the finan¬ 
cial statement every time he gives an order. 
This is much simpler than it sounds. You need 
only print the following on your order blanks: 

As an inducement to this order, the undersigned ex¬ 
pressly reiterates and warrants the representations as 
to financial status contained in the last financial state¬ 
ment given John Jones A Oo. (the seller to whom the 
order is being given). 

If a buyer signs an order with this in it, he 
is bound by it whether he saw it or not, and if 
he goes bankrupt while the goods covered by 
the order are in his possession, the seller can 
seize them, because he will have made explicit 
representations about his finances as an induce¬ 
ment to that very order. 
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There are some cases in which the seller can 
seize the goods even without false representa¬ 
tions made as an inducement to the sale. These 
are cases where the buyer’s financial condi¬ 
tions proved to be so rotten that his silence 
about it when he bought was in itself a fraud. 
It is only occasionally however that this is true 
and it is a great deal better to have the protec¬ 
tion I have outlined above. 


CHANGES IN WHITMAN & BARNES MFG. 

CO.’S SALES DEPARTMENT 

A. B. Hall, vice president of The Whitman 
& Barnes Mfg. Co., will have supervision of 
the company’s sales. He has for the past 20 
years been connected with the company in 
various sales and official capacities. His early 
connections were with the company’s Chicago 
sales office as manager, which position he held 
until his transfer to the general office at Akron, 
Ohio. 

R. S. Carter, district representative of The 
Whitman & Barnes Mfg. Co., with headquar¬ 
ters in Pittsburgh, has been promoted to sales 
manager and will have direction of twist drill 
and reamer sales from the Akron, 0., general 
office. 

H. E. Fisher, formerly with The Pittsburgh 
Model Engine Co., Pittsburgh, Pa., has become 
associated with The Whitman & Barnes Mfg. 
Co., Akron 0. He succeeds R. S. Carter as 
mechanical engineer and will have charge of 
sales in the Pittsburgh district. 

Paul E. Thomas, of Chicago, prominent for 
years in railroad circles in the traffic depart¬ 
ment of the Seaboard Air Lines, has become 
connected with The Whitman & Barnes Mfg. 
Co., Akron, 0. His official position is that of 
sales manager in charge of the department of 
wrenches and spring cotters. 


“IF I SOLD HARDWARE” 

Here are two System suggestions offered 
under the above quoted heading: 

I would offer a way of meeting the increas¬ 
ing cost of foodstuffs. Using as a centerpiece 
for my show window a card reading, “Put 
more food in a kitchen chopper and less in the 
garbage can,” I would place at the left a 
kitchen chopper and at the right a garbage 
can. I would make groups of the various sizes 
of choppers featuring the price of each size. 
I might also use plates of various kinds of 
vegetables that can be cut up with a chopper 
and suggest various uses of them, but I would 
take special pains to keep the vegetables fresh. 

I would secure a set of metal stamping dies 
and would mark the purchaser’s initials on 
every tool I sold. The indelible identification 
mark would prevent many petty thefts. This 
favor to my customers would result in winning 
their good will and should draw me an unduly 
large proportion of trade. 


HOW I KEEP MY BEST MEN STRAINING 
AT THE LEASH 

For a long while we searched for the best 
way to keep our highest grade employes reach¬ 
ing out after more work, and after the oppor¬ 
tunity to do better work. I believe that the 
plan we use now has met the difficulty to 
every one’s satisfaction, says George B. Logan, 
president Logan-Gregg Hardware Company, in 
System. 

Our means has been a certificate which we 
issue to some of our highest grade men—de¬ 
partment heads and others in responsible po¬ 
sitions. This certificate is issued in denomi¬ 
nations of $100 and upward, just like our cap¬ 
ital stock. It has no value, however, except 
to the owner, as it is not transferable. It enti¬ 
tles the holder to a sum of money equal to the 
earnings on stock of that value, and runs for 
one year. 

The whole secret of the method’s success is 
that the certificate runs for one year. It is 
revocable by the board of directors for cause, 
but we have never yet had good reason to call 
one in. 

When a department shows a good gain for 
the year the man at the head knows that he 
will receive his full proportion of the earnings 
of the company and that he is likely to receive 
a few certificates more than he had before. If 
his department has not progressed he may have 
fewer issued than last year. He is kept on his 
mettle all the time for he feels that as far as 
earnings go he is a stockholder. The plan has 
worked out well for employe and employer. 


QUITE ENGLISH, YOU KNOW 

Mark Twain and Chauncey M. Depew once 
went abroad on the same ship. When the ship 
was a few days out they were both invited to 
a dinner. . Speechmaking time came. Mark 
Twain had the first chance. He spoke 20 min¬ 
utes and made a great hit. Then it was Mr. 
Depew’s turn. 

“Mr. Toastmaster and Ladies and Gentle¬ 
men,” said the famous reconteur, as he arose, 
“before this dinner Mark Twain and myself 
made an agreement to exchange speeches. He 
has just delivered my speech, and I thank you 
for the pleasant manner in which you received 
it. I regret to say that I lost the notes of his 
speech and cannot remember anything he was 
to say.” 

Then he sat down. There was much laugh¬ 
ter. Next day an Englishman who had been 
in the party came across Mark Twain in the 
smoking room. “Mr. Clemens,” he said, “I 
consider you were much imposed upon last 
night. I have always heard that Mr. Depew 
is a clever man, but really that speech of his 
you made last night struck me as being the 
most infernal rot.” 
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YOUR SPARE TIME IS YOURS 

By George F. Whitsett. 

The working day belongs to your employer, 
but the odd moments belong to you. Each man 
wastes during his life enough spare time to 
make him famous and a leader in some line. It 
is the spare moments, the odd bits of time 
between hours and jobs, which, if turned to 
some useful study or employment, would turn 
the humblest citizen into a leader among men. 

Sir Walter Scott wrote the beginning of his 
first great work during a few days of enforced 
idleness caused by a horse kick while he was a 
quartermaster in one branch of the Scottish 
Light Cavalry. Other soldiers under the same 
circumstances were probably swapping stories. 

Professor Faraday, one of the fathers of 
modern science, conducted his first electrical 
experiments with an old bottle while he was 
working long hours as a bookbinder. 

Dr. Erasmus Darwin, English scientist and 
poet, wrote most of his works while riding from 
house to house in the country visiting his pa¬ 
tients. 

Elihu Burritt, well known American lec¬ 
turer and philanthropist of the last generation, 
studied and became proficient in eighteen an¬ 
cient and modern languages and twenty-two 
European dialects while earning his living as a 
blacksmith. By improving his odd moments, 
Burritt rose from blacksmithing to fame. 

Not all men conscious of the value of odd 
pieces of time lived in the past. I know a 
chemist who mastered Italian during the time 
left over from his daily work. So well did he 
learn the language that he is now the official 
translator of articles from Italian for two or 
three scientific magazines. 

This same man during one of his summer 
vacations reviewed the whole field of organic 
chemistry. During another vacation-he started 
the study of botany and carried it along during 
odd moments through the year. Although he 
lives in Chicago an unfavorable place for the 
study of botany, he persisted in collecting spe¬ 
cimens every time he took a walk or went on 
an outing and he has already discovered several 
species of reeds and grasses overlooked by the 
men who have made botany their sole study for 
years. 

Another man of my acquaintance plays a 
minor instrument in an orchestra. But he took 
up the study of piano composition during odd 
moments on the side and progressed so rapidly 
that he came to the attention of his director 
and several teachers in Chicago. Before the 
war started he was preparing, at the sugges¬ 
tion of the teachers and directors, to leave for 
study in Europe, along the lines of his odd 
moment developed ability. 

You may not be interested in lauguage or 
science or music, but there is something you 


should be interested in during your spare time. 
Every day there are extra hours and minutes 
which you could turn to account, developing 
yourself in some useful line of mental or bod¬ 
ily activity. 

The odd moments are what you have left 
after you finish your regular work. Your 
work w r ell done is necessary, but whether or 
not you improve the time you have left over 
determines how far you will get in the race of 
life. 

The working day belongs to your employer. 
The odd moments belong to you. 


WHY HIS CUSTOMERS COME BACK 

44 There are two characteristics of human 
nature through which we build up business 
for our store 1 ’ writes an Ohio merchant to Sys¬ 
tem. “The first is that trait in human nature 
which makes nearly every man like to be called 
by name and to have his likes and dislikes re¬ 
membered. The other is that most men shop¬ 
pers like to rely on what they consider to be 
expert advice when buying.’’ The merchant 
goes on to tell the details of his plan as follows: 

“The second time a customer comes into 
our store he is almost sure to be addressed by 
name; and if he wants something he has bought 
from us before, it is the salesman’s business 
to know the size he uses and his preference as 
to style. The service he gets is sincere and 
whole-hearted. This attitude is not hard to 
develop in salesmen we find, for we make it 
worth while for them to carry out our policy. 

“Here are the points that we expect our 
salesmen to keep in mind : 

“1. Never force any purchase on a cus¬ 
tomer. If the proper attitude is taken, the cus¬ 
tomer can often be led to realize that what we 
want him to buy is what he should have. 

“2. Always make the customer feel that 
he is buying—not being sold. Good salesman¬ 
ship, we believe, does not intrude itself. The 
sale that 4 stays sold’ and makes others is made 
through the buyer’s choice, not because the 
buyer wants to get rid of the salesman. 

4 4 3. Treat every customer courteously. De¬ 
fer to his opinions; change them if you think 
they are wrong, but do it without antagonizing 
him. Always say, 4 Good morning,’ 4 Yes, sir,’ 
‘Thank you.’ They add to the customer’s self¬ 
esteem. 

44 4. Get acquainted. Learn the customer’s 
name and call him by name. Learn his views 
and hobbies so that he will feel you are inter¬ 
ested in him. Don’t be obtrusive; get at it 
naturally. 

4 4 It is, of course, impossible for every sales¬ 
man in a store the size of ours to know every 
customer. For that reason we encourage them 
to build up a personal following so that each 
customer ‘belongs’ to a certain salesman.” 
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HOW I JUDGE THE QUANTITY AND 
QUALITY OF WORK 
By C. J. Whipple, 

General Manager, Hibbard, Spencer, Bartlett & Co. 

Our organization is sometimes classed as 
big; we have about 1200 employes. But it isn’t 
too big for me to be acquainted with nearly 
every employe in it. I consider that one of the 
most important parts of my job. And I know 
pretty well just how every one of those em¬ 
ployes is getting along. 

Whether or not we admit it, we all judge 
the value of employes and their work by using 
someone else as a yardstick. When we pay 
Williamson $22 a week, it is usually because 
we figure his value as between that of Jarvis, 
who draws $20, and Sheridan, who gets $25. 
I believe that the process is unconscious, in 
most instances; still, it is the process we use. 

Every man in executive work is constantly 
weighing his employes by this method. And 
when an employe’s work varies in kind the 
man directly over him can nearly always tell 
just about what he is worth. We take advan¬ 
tage of this by means of a systematic routine. 

When an employe comes into our organiza¬ 
tion a card with his name and department goes 
into my tickler file three months ahead. When 
it comes up my secretary sends it to the de¬ 
partment manager or foreman for progress in¬ 
formation. The department head’s judgment 
of the man—no matter how difficult it is to 
separate into standardized parts—is likely to 
be accurate. 

The employe’s name then goes into our file 
and goes out to the departmental executive on 
January 1 and, in some instances, on July 1. 
Before it goes out we rubber stamp it with a 
form on which, are listed in a column: ability, 
accuracy, discipline, education, neatness, 
promptness, reliability. Across the top are 
four other columns, blank below, headed: very 
good, good, medium, and poor. The depart¬ 
ment head makes seven check marks to give 
his opinion of the employe’s value. 

Along entirely different lines is our aim 
to put the whole organization on piecework 
rates or bonuses. And I believe that eventually 
we shall succeed in putting most of our em¬ 
ployes on that basis. 

I believe that with careful study you can 
put almost any job on a fair piecework rate. 
But it takes study. I have collected figures 
for as long as three years on some jobs before 
I have felt able to install either a piece rate 
or a bonus. 

My idea, in brief, is that while work may 
vary widely in kind, there are usually two— 
perhaps three or four—tendencies which check 
against each other. By taking them all into 
consideration and using them as arithmetical 
factors, a formula is usually obtainable. Per¬ 


haps an example out of our experience will 
make this clear. 

In our packing department one shipment 
may consist of boxing two teakettles; the next 
may be filling a case with several hundred 
items. Again, a dealer may buy a dozen pocket 
knives which weigh two or three pounds, or he 
may order two dozen flatirons which weigh 
200. It seemed almost impossible to get a fair 
piece rate here. One man might select—as 
often as he could—small jobs which require 
great care; another might specialize on heavy 
jobs. 

After collecting information for a long 
w f hile, I worked out a bonus method that has 
increased the pay of our packers an average 
of 10 or 15 per cent. And it has cut down our 
packing force a good deal more than that. 
We do not tell the men the rate we pay, for 
if we did they could “beat” it; they know, 
simply, that we keep a record of the work they 
do, and that if they work hard all week there’s 
likely to be $2 or $4 extra in the envelope on 
Saturday. This is perhaps not the best plan 
for common practice—men like to know what 
their bonus is so they can figure it for them¬ 
selves and try to increase it—but in this in¬ 
stance the conditions were unusual. 

Our investigation showed us that if a man 
packed a large number of boxes, his tonnage 
usually was low. If, on the other hand, he 
packed a small number, his tonnage was likely 
in both.. That man, the foreman would usually 
tell us, was above the average in ability. 

Now, we figure each box that a man packs 
at a given rate. For every ton over a specified 
tonnage, w T e credit him with an extra bonus. 
We figure this on every man every week. If 
his earnings at this rate fall considerably below 
his wages, we drop him. If his earnings rise 
above his wages, we split the difference with 
him. 

That example is, I feel, typical. I believe 
that if an executive collects information long 
enough and then takes the various influences 
into consideration he can work out an arith¬ 
metical formula by which he can judge the out¬ 
put of the great majority of workers employed 
to do irregular jobs.—System. 


OPENS SALT LAKE OFFICE 

The Geo. F. Eberhard Company have opened 
a branch office in Salt Lake City, Utah, which 
is in line with their policy to render best pos¬ 
sible service to their clientele through a most 
efficient sales organization. They are well 
known manufacturers’ representatives and 
have a most excellent force of salesmen. 


Strike while the iron is hot is an old saw; 
it would be well to make the iron hot instead 
of waiting for somebody else’s hot iron. 
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HOW—AND WHEN—I COMPLIMENT AN 
EMPLOYE ON GOOD WORK 
By W. A. Curtis, 

Vice-President and General Manager, Montgomery 
Ward and Company. 

The condition we have to fight hardest in 
our efforts to keep men on their toes is the 
mental slump to which nearly every one is 
subject. These moments of mental uncertainty 
are dangerous pitfalls in industrial organiza¬ 
tion and the constant problem is to avoid them. 

This we try to accomplish by keeping all 
our men mentally alert all the time. If one 
man begins to doubt his possibility of growth 
advancement and development in the organi¬ 
zation a little ulcer has been formed which 
interferes greatly with the general spirit of 
the whole concern. One of the very best ways 
in the world to maintain this alertness I have 
found, is to let men understand that I am inter¬ 
ested in what they are doing; that I am awake 
to results accomplished and am willing to re¬ 
ward them for valuable and faithful service. 

One of the greatest discouragements a good 
man can get is the feeling that something really 
worth while which he has done has passed un¬ 
noticed by his chief, or has been treated as 
trivial. We try, therefore, to avoid making 
that mistake. 

“A kind word at the right time is often 
worth more than gold,” strikes me as a mighty 
good working motto. It is recognition of merit 


—of results accomplished—that keeps men on 
their toes. It inspires in the good employe the 
desire to get ahead. 

I remember one time when I set one of our 
department heads at a task which involved 
conscientious investigation and lots of hard 
work. On the date the report was due he came 
to my office with his written report. Before 
handing it to me he said, in effect, “I’ve gone 
over this from every angle, and I know condi¬ 
tions accurately. I recommend that we do so- 
and-so.” 

I knew that man was reliable, and I knew 
that his recommendation was sound. “All 
right,” I said. “We’ll do that. And send your 
report to the files, will you? I’m satisfied by 
what you’ve told me that you’re absolutely 
right.” 

It was several months later that the first 
mention of that happening came to me from 
someone else. Then another department head 
told me that the other man had carried it to 
him. “That surely makes me feel the chief 
is on the square,” he had said. “I’ll certainly 
do my best for a man like that.” And his work 
had shown it, too, over the whole period. 

A grave danger, however, comes in compli¬ 
menting a man too much, or to an extent that 
justifies him in believing you should pay him 
more than he is worth. Words are poor, in¬ 
deed, if they do not result in material recog¬ 
nition. The best form of material recognition 
is increasing the man’s salary check.—System. 
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CO-OPERATION WITH MERCHANTS TO 
SOLVE DISTRIBUTION PROBLEMS. 

Nearly every manufacturer is more or less 
concerned over the question of distribution. 
Some lines of goods are sold almost exclusively 
through local dealers. 

Except in war times the largest consumers 
of explosives are the mines, quarries and con¬ 
tractors. They buy in car load lots, ordered 
direct from the manufacturer, in most cases, 
and shipped direct from the mill to the opera¬ 
tion. Local dealers figure in this trade very 
little. 

But a great quantity of explosives are sold 
in small lots for a variety of miscellaneous uses, 
such as stumps and boulder blasting, ditching, 
tree planting, pole and post hole blasting, road 
work, etc. The majority of such sales are made 
through local dealers. One year recently the 
Du Pont Company sold over seventeen million 
pounds of dynamite to what they classify as 
agricultural trade. Probably four-fifths of it 
went through local dealers. 

Getting dealers to handle explosives is a 
very difficult matter. In fact, it is probably 
true that no manufacturer of any other product 
has as hard a task in obtaining distribution, 
for small lot trade as the powder maker. 

There are many good reasons why this 
should be so. Interstate Commerce regulations, 
State laws and local ordinances make the 
handling of explosives decidedly bothersome for 
the dealer. If he carries them in stock he must 
have, in most states, a magazine located in some 
out-of-the-way place in the country. It must be 
certain distances from any public road, rail¬ 
road, inhabited building, etc. This necessitates 
a long trip into the country every time an order 
is filled from stock. 

Then again store-keepers are afraid of ex¬ 
plosives. Also they deteriorate if kept in stock 
much over a year, especially if not stored under 
proper conditions. 

For these reasons the majority of dealers 
will not stock dynamite. They merely accept 
orders from their customers which are for¬ 
warded either to a jobber or direct to the man¬ 
ufacturer. The dealers do not actually handle 
the goods at all. They are shipped direct to 
the consumer who hauls them from the rail¬ 
road freight station himself. 

The field for the sale of explosives for agri¬ 
cultural and miscellaneous uses is an immense 
one. Few people, not actually in the business, 
have any idea of it. 

The development of this trade is progressing 
very slowly. The reason is that comparatively 
few dealers are prepared to push their explo¬ 
sive trade. It is almost impossible to get a 
dealer to push explosives sales without giving a 
field demonstration to show him how to use the 
goods safely and effectively; also to convince 
him that the handling of dynamite is not nearly 
as dangerous as he had previously supposed it 


to be. Of course, as many as possible of the 
dealer’s customers are also invited to witness 
the demonstration as the object is as much to 
start a trade for him as to get his own business. 
In fact, few dealers will order dynamite for 
stock until they have orders in hand to absorb 
most of the order. 

Few dealers before witnessing a good field 
demonstration are competent to give prospec¬ 
tive customers the slightest assistance or ad¬ 
vice concerning their blasting problems. The 
Agricultural Division of the Du Pont Company 
says: “Our extensive advertising brings in 
many inquiries, which we refer to local dealers 
to give them an opportunity to solicit the 
trade. In a considerable proportion of such 
cases the prospect expects the dealers to whom 
we send him to be able to show him how to do 
the work he has in mind. Not one dealer in ten 
is able to do this. Thus much prospective trade 
that our advertising stirs up is never actually 
converted into an order because of the dealer’s 
inability to help the customer make a start in 
the right direction. Besides, most would-be 
users of dynamite are afraid of it and will not 
use it themselves until after being assured that 
it is safe by seeing somebody else using it. 

“The inquiries we receive from our advertis¬ 
ing in agricltural papers gives us an almost 
100% check on the value to us of the advertis¬ 
ing mediums we use, because hardly a farmer 
will go to a dealer, buy some dynamite and at¬ 
tempt to use it without first writing for our 
instruction book; the average dealer cannot 
show him. 

“The comparatively few dealers that have 
taken the trouble to learn how to use dyna¬ 
mite, in a practical way, are doing a fine busi¬ 
ness in our line. Quite a number of them buy 
in carloads, for dynamite is not a difficult com¬ 
modity to sell to farmers when the dealer is 
able to demonstrate its proper use to new cus¬ 
tomers. On the contrary it is very difficult to 
sell when the dealer cannot do that. 

“The problem of the powder-makers in re¬ 
spect to building up their small lot trade lies 
in the education of their distributors; that and 
getting the dealers initially interested.” 

Dynamite is handled principally by the hard¬ 
ware trade. The Du Pont Company intends 
trying an entirely new style of copy in some 
of the hardware trade papers this winter, the 
object being to largely increase their dealer 
representation. It will be an educational copy. 
The opening shot will be a two-page spread 
designed to tell hardware dealers why it will 
be to their advantage to sell dynamite and 
what the Du Pont Company does to assist deal¬ 
ers to build up and increase their trade. 

The Company also proposes shortly to in¬ 
crease its crops of demonstrators, the more 
rapidly to educate dealers and their prospec¬ 
tive customers in the miscellaneous uses of 
dynamite. 
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PURCHASES DUCOMMUN HARDWARE 
STOCK 

H. Roth & Sons, San Francisco, have pur¬ 
chased the builders and shelf hardware stock of 
the jobbing house of Ducommun Hardware Co., 
Los Angeles. 

H. Roth & Sons are preparing to move into 
a new building in San Francisco, Mr. Roth being 
at present calling on the various manufactur¬ 
ers throughout the East. They are planning 
to materially add to their facilities and increase 
their stock* doing a general jobbing business 
in hardware, house furnishing and kindred 
lines. 

Godfrey Reuger, a well known hardware 
man, formerly connected with the Pacific Hard¬ 
ware & Steel Co., and Dunham, Carrigan & 
Hayden, is in charge of their sales. 


JOHNNY KNEW 

“Johnny,*’ said the Sunday school teacher 
at the annual picnic, “do you know what to 
eat and what to drink and what to avoid V } 
“Sure I know,” said Johnny. “Eat all you 
can, drink all you can, and avoid bursting/’ 


TWINE PRICES 

In conforming with the ruling of the U. 8. Food 
Administration, the International Harvester Company’ 
of America has authorized its branch houses to quote 
the following prices on binder twine in lots of less than 


10 , 000 : 

Sisal or Standard..23Vic per lb. 

Standard Manila (550 ft.).25c per lb. 

Manila (600 ft.).26Vicperlb. 

Super Manila (650 ft.).27%cperlb. 

Pure Manila (650 ft.).29%cperlb. 


with the usual allowance of %c per pound on 10,000- 
pound lots, and V 4 c per pound on 20,000 pounds or car¬ 
load lots. 

The above prices are based on deliveries f. o. b. 
Chicago, Ill., Auburn, N. Y., or St. Paul, Minn., at 
which points the Harvester Company operates twine 
mills. For the Pacific Coast territories, delivery will 
be f. o. b. Portland. 


A. W. Hinz, manager of the M. & B. Building Ma¬ 
terial Co., at Pittsburg, Cal., who handle a full and 
complete line* of paints and building material, are add¬ 
ing to their stock. 

Mr. Hinz until recently was local manager of the 
Contra Costa Gas Company. ’ He is an experienced man 
in hardware, and reports a most excellent outlook. 


L. C. Thompson Co., Jerome, Idaho, has succeeded 
the Daley Trounson Co. 



Pittsburgh Perfect 


Wire Nails 

ALL KINDS 

Barbed Wire 
Baling Wire and Ties 

AT RICHT PRICES TO YOU 

PITTSBURGH STEEL CO 

359-365 Monadnock Building 
SAN FRANCISCO 

Shipped from Mill or San Francisco Stock 


A. C. RULOFSON CO. 
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THE PASSING OP A GREAT MAN 

Mr. Henry H. HodsU 

The death of Mr. Henry H. Hod ell, presi¬ 
dent of the Cleveland Galvanizing Works Com¬ 
pany (manufacturers of weldless wire chain), 
and the Van Dorn & Dutton Company (one of 
the most modern gear plants in die country), 



and a director of several other large, successful 
institutions — such as the Van Dorn Electric 
Tool Company and the Equity Savings and 
Loan Company of Cleveland, Ohio—closes a 
remarkable and most interesting life. 

Born 68 years ago in Alsace, Prance, he 
came to Cleveland with his parents when but 
four years of age. 

Possessing a marked amount of ambition, 
determination and steadfastness of purpose, he 
began his first steps of an active career, which 


gradually broadened until at one time he was 
actively associated with twenty of the leading 
industries and banks of his home city. 

His success was never marred by a single 
failure and was achieved without sacrifice of a 
single ideal. Sincerity, charity and kindness 
characterized all of his dealings with his fellow 
men throughout life. 

In later years he devoted much of his time 
to extensive travel abroad and gradually gave 
up his active participation in affairs, remaining 
active only in those companies of which he had 
been one of the founders. 

He was a 32d degree Mason and a member 
of many Cleveland clubs. 

He leaves a widow, two sons, Frederick G. 
and Howard H. Hodell, who were associated 
with their father in many of his enterprises; and 
also a brother, J. F. Hodell of Chicago, and a 
sister, Barbara Hodell Schneider of Cleveland, 
Ohio. 


MURPHY’S DILEMMA 

They met on the highroad and shook hands. 

“Shure, Pat,” said Murphy, “bettings a 
shockin’ bad habit.” 

“Shure, Murphy,” said Pat. “But why!” 

“Ye know Costigan?” 

“Troth I do.” 

“Well,” said Murphy, “he bet me a six¬ 
pence to a shilling that I couldn’t swallow an 
egg without breakin’ the shell of it.” 

“And did ye lose the bet?” asked Pat. 

“No, Pat, I won it,” replied Murphy. 

“Then phwat’s ailin’ ye?” 

“Shure, it’s the egg that’s ailin’ me,” 
groaned Murphy. “If I jump about I’ll break 
it and cut me stomach wid the shell, an’ if I 
kape quiet it’ll hatch an’ I’ll have a Shanghai 
rooster scratchin’ me insides!” 



The Orchard Ladder 
of Quality 

west.” Thousands are sold 
on their merits. Ask your 
dealer to let you see our ladder. 


A Printer 

twice as fast as any other 
make, and costs no more. 
Why not use the best? 

It's the Bastian 


1! your dealer does not carry our Ladder and Pruner in stock, write us 
direct for prices. We also manufacture Step Ladders, etc. Get our 
prices on Lawn Fence and Gates. Will save you time and money. 




Information on Our Products Gladly Given on Request 


N. W. FENCE & SUPPLY CO., Portland, Ore. 
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TIRES AND ACCESSORIES PROFITABLE 
TO HANDLE 


GETTING BUSINESS FROM OWNERS OF 
CERTAIN CARS 



Editor Hardware World : 

In reference to handling auto tires, we have 
handled tires for the last five years and have 
proven a very good line. Our experience has 
proven to us to buy the best tire on the market; 
that is, what we think to be the best, and build 
your trade on quality. We have been selling a 
good make of tires a little higher priced than 
others, but the matter of price is soon forgotten 
when it comes to mileage. 

Our tire trade has increased every year 
beyond our expectation and we count a good 
deal of this to the mileage of tires, while other 
dealers we have talked to about the tire busi¬ 
ness have had a cheap tire and had a lot of 
trouble on adjustments, etc., were discouraged 
on the tire business. 

In reference to the accessories, we have 
been handling a full line of accessories ever 
since we have been handling tires, and they 
have proven a very good line. We handle 
practically everything that is used in our terri¬ 
tory for cars, parts, etc., and this line of goods 
has not only proven very profitable, but brings 
buyers for other lines to your place. The same 
with gasoline and oils; they bring buyers and 
put you in closer touch with auto drivers, their 
cars, and you learn the needs whether a car¬ 
buretor or tire, or whatever it is; besides, oils 
are something every car driver needs and will 
buy. 

To take it as a whole, we consider the auto 
supply business a very good line for a hardware 
dealer to handle, and it rightly belongs to the 
hardware business, and can be easily handled 
by them, and the retailer who gives this proper 
study and due consideration will make a suc¬ 
cess of the accessory line, including tires, etc. 

If the above information is of any assistance 
to you, you are welcome to same, and if we can 
be of any further assistance to you, we are glad 
to serve you. Respectfully, 

A. W. Applegate & Son. 

Illinois. 


Advertise that you want every owner of a 
Ford car in your section to come to the store 
and register his license number. Make it a 
condition that the owner of the car shall come 
in person. Announce that all the numbers will 
be put into a box and that on a certain day a 
number will be drawn out and a tire or some 
other prize awarded to the winner. Automo¬ 
bile drivers will go a good way to get a tire 
free. 

Announce that every motorist having his 
license number registered and coming with his 
car to the store on the afternoon when the 
drawing takes place will be given a gallon of 
gasoline free. This latter offer is pretty gen¬ 
erous and it may be more than you want to do. 
but it will make the event a big thing and bring 
a lot of people with their cars, probably block¬ 
ing traffic and getting you some good free 
advertising. 

Naturally each motorist will buy some gas¬ 
oline and perhaps other things. In any event 
it will make every one of them familiar with 
you and your store. If you are carrying auto¬ 
mobile accessories, this will enable you to get 
that fact before the user. 

If the Ford owners take to the plan, it may 
be worth while to give the other fellows* a 
chance and hold another drawing open only 
to other cars than Fords. 


SPONGES FOR AUTOS IN DEMAND 

Automobile owners are awakening to the 
fact that good sponges are necessary adjuncts 
to cleaning the painted surfaces of their ma¬ 
chines and that a good chamois skin is the best 
thing to rub the car with. Experts say that a 
few minutes* time given to wiping off the car 
each day will keep it from having to be washed 
too frequently and make it look like new. 

Many merchants are selling these lines with 
other accessories. 
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BUYING 

JMamoitd* 

BY THE CARLOAD 


D URING January and February, over 
four trainloads of Diamond Tires— 
better than 200 cars—were shipped to Dia¬ 
mond Distributors who need them in car- 
load lots to supply the tremendous demand. 

Motorists are calling for every Diamond 
we can make because of their fine record 
in 1917. One Hardware Distributor has 
called for seven carloads. 

Under such circumstances, backed by an 
intensive advertising campaign, Diamond 
Tires and Inner Tubes make an ideal line 
for Hardware Stores. - 


Ask your Hardware Jobber for the Diamond 
proposition, or write to us. 

The Diamond Rubber Company 

Incorporated 

AKRON - - OHIO 


The ttoch room of 
The Guarantee XL 

Tire& Supply Co., ^ 
San Francitco 
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PAR-BEACHING INFLUENCES OP THE 
AUTOMOBILE INDUSTRY 
How closely the automobile industry is re¬ 
lated to many other industries of the country 
and how many associated businesses are directly 
dependent upon the manufacture and sale of 
motor cars, is shown by the accompanying 
chart prepared by the National Automobile 
Chamber of Commerce. 

Raw materials produced by the industries 
shown in the top row of circles are drawn upon 
by the trades shown in the second row for the 
production of fabricated and partly manufac¬ 
tured materials used by makers of automobiles, 
automobile parts and accessories. The consump- 


sory makers and also directly from the manu¬ 
facturers of many raw and partly fabricated 
materials. In the twelve months ended last 
June they paid $480,000,000 for parts and ma¬ 
terials. 

There are 550 manufacturers of passenger 
and commercial cars, with factories located in 
32 states of the Union. They have an invested 
capital of $736,000,000, employ 280,000 workers 
and pay $275,000,000 annually in wages and sal¬ 
aries. During the fiscal year ended June 30, 
1917, they produced 1,806,194 motor vehicles of 
a gross wholesale value of $917,470,938. Ex¬ 
ports of motor vehicles alone during that period 
amounted to more than $90,000,000. 



tion of such materials by the industry amounts 
to $300,000,000 worth yearly. 

There are 1,080 parts and accessory makers, 
having an invested capital of $336,000,000. They 
employ 320,000 workers and pay $228,000,000 
in wages annually. Tire makers alone produced 
18,000,000 tires during the fiscal year ended 
June 30, 1917, valued at $450,000,000. Nearly 
half of these were bought by car manufacturers 
to equip new cars produced during the year. 

The automobile and truck manufacturers are 
the hub of the industry and are located in the 
central square. They draw the parts and ma¬ 
terials that enter into the construction of com¬ 
plete motor vehicles from the parts and acces- 


Manufactured automobiles and trucks are 
sold by the factories to distributors and dealers 
and direct to users. Subdealers buy from dis¬ 
tributors or wholesalers and most of the users 
buy from dealers and subdealers. There are 
2,800 distributors with $41,000,000 invested cap¬ 
ital and 28,000 employes, to whom $25,200,000 
is paid in wages annually. 

Retail dealers scattered throughout every 
city and village in America number 25,000. 
Their invested capital amounts to $184,000,000 
and they employ 202,000 salesmen, repairmen 
and other help, to whom $159,000,000 is paid 
yearly. 

Most of the garages and repair shops are 
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“Your campaign 
for better brake in¬ 
spection is an excel¬ 
lent idea." 

ARTHUR WOODS, 
Former Police Com¬ 
missioner, New 
York City. 
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“Our experience 
hat shown us that 60 
per cent or more of 
all accidents are 
caused by brakes or 
steering gears being 
in poor condition." 

T. D. PRATT, 
Motor Truck Club of 
America. 


Will your car do this? 


Automobile engineers haTO proven 
that when brake mechanism is 
right and road conditions average, 
any car should stop at distances 
and speeds given by the chart. 

V 2 means the square of the velocity 
or speed of your car. 10.8 is the 
proven factor of retardation under 
average road conditions. This fac¬ 
tor decreases on smooth, slippery 
loads to 6.7 and increases as high 
as 17.4 on rough, worn roads. The 
chart represents the average condi¬ 
tion and other conditions can read¬ 
ily be figured by changing the fac¬ 
tor within the given limits. 
Remember that your brake mechan¬ 
ism is not “right" unless its brake 
lining has the ideal co-efficient of 
friction. The better the brake 
lining the quicker your stop. 

Thermoid Brake Inspection 
Chart 
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Get behind this big 
National Movement 


An open letter to the trade 

The new Brake Inspection Movement is of such 
importance to motorists in general, and to- the trade in 
particular, that we wish to add to it our endorsement 
and to ask your assistance in furthering it. 

Object of the movement 

The object of the movement is to decrease the num¬ 
ber of preventable accidents due to imperfectly 
adjusted or defective brakes. 

An official of the Motor Truck Club of America 
says that 60 per cent of the accidents caused by brake 
troubles could be avoided. 

One reason for these accidents is that the brake 
bands are located out of sight and any deficiencies are 
consequently liable to pass unnoticed until they have 
developed into serious troubles. 

The plan of the “Brake Inspection Movement” is 
to prevail on every motorist to have his dealer inspect 
his brakes before the touring season opens. It is called 
to his attention that the brake-rods can usually be 
turned up two or three times before new brake lining is 
needed. A simple adjustment of the equalizers will 
frequently make the brakes safe instead of dangerous. 


Less important evils have been corrected 

Glaring headlights have been forbidden by legisla¬ 
tion in many states. It needs no argument to prove 
that defective brakes are even more of a danger. It 
will probably be but a short time when motorists will 
be compelled by law to have their brakes inspected at 
regular, stated intervals. 

Aside from the broad civic interest which you will 
have in this movement it will also command your sup¬ 
port for business reasons. 

Where motorists are being urged so strongly to have 
their brakes inspected it is evident that this must result 
in increased brake lining business. 


In closing, allow me to urge most strongly that you 
give this movement your active assistance, as well as 
your endorsement. Sincerely yours, 


ff 

(General Sales Manager) yy 

TUVDUAin DITDDPD rAUDAMV 


THERMOID RUBBER COMPANY 
Trenton, N. J. 


BRAKES 

INSPECTED 

■mi 
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owned and operated by dealers and distributors 
and the statistics for them are included under 
dealers, although there are many independent 
garages and repair shops that are not connected 
with car agencies. 

On July 1, 1917, there were 4,242,800 regis¬ 
tered automobile owners in the United States. 
About 400,00Q of the registered vehicles were 
commercial cars. After purchasing their cars 
from the dealers or from manufacturers direct 
these owners store their cars in public garages, 
have repairs made in the repair shops, buy tires, 
supplemental equipment, automobile clothing, 
etc., from the 2,550 supply houses, which draw 
their stocks from the accessory makers, and 
purchase large quantities of gasoline from in¬ 
numerable gasoline stations, which in turn se¬ 
cure gasoline direct from the oil companies. 

It will be seen from this chart what an in¬ 
terdependent business the automobile industry 
is, how it helps support dozens of other import¬ 
ant industries, that it is the sole dependence of 
27,800 distributors and dealers, and provides a 
livelihood for nearly 1,000,000 employes with 
their families. _ 

ACCESSORY LINE READY SELLER 

J. H. Haney & Co. of Hastings, Neb., are 
having much success with their line of Rose 
auto accessories. Their Rose tire pump, grease 
gun, fan belts and other accessories are prov¬ 
ing especially popular with auto owners, of 
course, which means with dealers and jobbers. 
They expect during 1918 to sell three-fourths 
of the jobbers of America, and anticipate their 
sales will be 1000 per cent more than in 1917. 

They are making a special point of prompt 
shipments, and their co-operation makes the 
lines a desirable one. 

They will be glad to give full information 
to any of our readers upon request. 


HOW THE INDIAN GOT HIS RECEIPT 

When Francis E. Leupp was Indian com¬ 
missioner, a Choctaw brave paid him a debt of 
fifty dollars for professional services. Mr. 
Leupp thanked him for the money, but the In¬ 
dian stood with arras folded, evidently waiting 
for something else. The commissioner, there¬ 
fore, asked the redman what he wanted and 
received the reply: 

“Waiting for receipt.” 

“What do you want a receipt for?” asked 
Mr. Leupp. “Are you afraid that I will ask 
you for this money a second time?” 

The Indian shrugged his shoulders and said: 

“When I go meet the great Father Saint 
Peter he will want me to show receipt for fifty 
dollars which I paid you before I can enter 
heaven. I want to show receipt when I come 
to the gate; I don’t want hunt all over hell 
to find you.” 

The Indian was given his receipt. 


HUNKA TIN 

(From the American Field Service Bulletin.) 

You may talk about your voitures 
When you’re silting ’round the quarters 
But when it comes to getting blesses in. 
Take a little tip from me, 

Let those heavy motors be, 

Pin your faith to Henry F.’s old Hunka Tin. 
Give her essence and 1 ’eau, 

Crank ’er up and let ’er go, 

You back firm’spark plug foulin’ Hunka Tin. 

The paint is not so good, 

And no doubt you’ll find the hood 
Will rattle like a boiler shop en route; 

The cooler’s sure to boil, 

And perhaps she’s leakin’ oil, 

Then oftentimes the horn declines to toot, 
But when the night is black, 

And there’s blesses to take back, 

And they hardly give you time to take a 
smoke, 

It’s mighty good to feel, 

When you’re sitting at the wheel, 

She’ll be running when the bigger cars are 
broke. 

After all the wars are past, 

And we’re taken home at last, 

To our reward of which the preacher sings; 
When these ukulele sharps 
Will be strumming golden harps, 

And the aviators all have reg’lar wings, 

When the kaiser is in hell, 

With the furnace drawing well, 

Paying for his million different kinds of sin— 
If they’re running short of coal, 

Show me how to reach the hole, 

And I’ll cast a few loads down with Hunka 
Tin. 

Yes, Tin, Tin, Tin, 

You exasperatin’ puzzle, Hunka Tin— 

I’ve abused you and I’ve flayed you, 

But, by Henry Ford, who made you. 

You are better than a Packard, Hunka Tin. 


ACCESSORIES SPLENDID ADDITION 
Editor Hardware World: 

We have had four years’ experience in 
handling automobile tires, tubes and accessories 
and are very much pleased with this addition 
to our business. 

We find that by keeping a live mailing list 
of all the car owners and keeping them posted 
on new goods coming in, and occasionally giv¬ 
ing them a letter making a special boost of the 
tire we handle, that we obtain very satisfactory 
results, and that our business in this depart¬ 
ment is enjoying a nice, substantial increase 
each year. Very truly yours, 

Adkins Hardware Co. 

Wilbur Adkins, Manager. 
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GILLETTE 
Safety Tires 

A Co-operative Selling Plan 
that Puts Our Whole Organ¬ 
ization Behind Every Dealer 

The Gillette Distributing Plan is, in its 
way, as remarkable as the Gillette Tire 
itself. 

Every Gillette Dealer is practically a 
member of our organisation. His business, 
the trade he builds, is of course his own— 
and will remain his no matter how big or 
prosperous it becomes. But his selling prob¬ 
lems are ours. We are all interested in the 
correct solution of those problems—for the 
smallest as well as the largest of our 
Dealers. 

The Gillette Contract is short, simple, 
easily understood. It confers upon the 
Dealer certain advantages which are 
plainly printed and thoroughly explained. 

While the Gillette Dealer has for sale a 
Quality Tire, with an unbroken record of 
extraordinary performances, he has also the 
assurance of splendid profits, and an in¬ 
creasing business that will always belong 
to him! We will never establish branch 
offices to compete with him. He is our 
branch office. We are all growing to¬ 
gether, parts of the same organisation, 
equally valuable, one to another. 

This extraordinary tire and unusual dis¬ 
tributing plan has attracted a grade of 
Dealers such as we wish to have—ambi¬ 
tious, far-seeing men, who recognise this 
great opportunity and possess the ability 
to make the most of it. 

The 

Gillette Rubber Company 

GENERAL SALES OFFICE 
1834 Broadway, New York 

CHICAGO OFFICE FACTORIES 

122 MICHIGAN AVENUE BAU CLAIRE. WIS. 
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Typifies Energetic American Spirit 

S. 0. MoGraw, an Untiring Tire Man, Who Refuses to Retire 


O NE of the most interesting characters in 
all of the romance that surrounds the 
automobile industry is E. C. McGraw, the 
president of the McGraw Tire & Rubber Com¬ 
pany. 

At a time of 
life when many 
men are satis¬ 
fied to settle 
down with a 
comfortable tidy 
little fortune, E. 

E. McGraw be¬ 
gan to manufac¬ 
ture tires, and 
sunk most of his 
money and all 
of his credit 
into his business 
before he began 
to reap success 
for his efforts. 

; Mr. McGraw 
comes of old 
Penn s y 1 vania 
stock, and as a 
young man was 
associated with 
his father, who 
was the pioneer 
refiner of coal 
tar products 
west of the Al¬ 
leghenies, and 
who made and 
man ufactured 
the first pre¬ 
pared roofing 
known to the 
settlers of the 
Middle West. 

After a while, 
as the business 
: of the elder Mc¬ 
Graw grew in 
volume, E. C. McGraw and his brothers estab¬ 
lished the firm of J. A. McGraw Brothers — 
Contractors, and went in heavily for the manu¬ 
facture of brick. Then seeing a good business 
opportunity, E. C. McGraw opened what was 
then, a very modern hotel, and began to settle 
down to enjoy a well earned rest. 

Great oaks from little acorns grow. A son, 
R. W. McGraw, was growing up, at a time 
when the automobile business was also begin¬ 
ning to expand, and in 1907, R. W. McGraw 
was established in the tire business, selling auto¬ 
mobile tires in Pittsburgh. 


His own success and the establishment of 
his son in business did not appeal to this de¬ 
scendant of the pioneers, who could not help 
looking for new adventures. He decided that 

if his son 
could sell 
other people’s 
tires, he might 
as well sell his 
own. S o in 
1909, the first 
building of the 
present Mc¬ 
Graw T i r e 4 
Rubber Com¬ 
pany was 
erected in East 
Palest ine, 
Ohio. 

The original 
factory con¬ 
tained one vul- 
c a n i z er, two 
mills, one 
washer, one 
calendar, and 
had a maxi¬ 
mum output of 
forty- eight 
tires per day, 
provided 
everyth i n g 
went all right. 
Every thing 
did not go all 
right. Automo¬ 
bile tires are 
noted for the 
troubles that 
they bring 
with them, and 
e s p e cially in 
th ose days 
when cars 
were overload¬ 
ed and the tire business was not at all standard¬ 
ized, a great many manufacturers were between 
the frying pan and the fire. 

This was at the time when several of the 
large automobile companies failed and others 
were threatened with failure, and for a while 
it looked as if this enterprise would meet with 
the fate of its competitors. 

There was nothing to do but pour in money, 
to keep on pushing for business, and to try to 
get established on a permanent basis. The 
only thing in favor of the McGraw Tire & Rub¬ 
ber Company was its policy. 
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Confidence 

T HE confidence of jobbers, dealers and users of McGraw 
products is a logical outgrowth of their experience with 
the tires themselves and the progressive policies of the com- 
—- puny behind them. 

McGraw, Imperial, Pullman and Congress Tires are made 
in one of the largest tire factories in America. Large output 
combined with efficient manufacturing methods ana an ideal 
system of distribution make it possible to produce these tires 
in a superior quality and still market them at a reasonable price. 

The McGraw policy of sales and helpful co-operation enables 
the distributor to develop a permanent, growing business and 
affords him a satisfactory profit. Write today for details of our 
sales plan. 

The McGraw Tire & Rubber Co. 

East Palestine , Ohio 

Distributing Warehouses • New York Boston - Atlanta - St, Louis San Francisco 
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The policy of the McGraw Tire & Rubber 
Company has been always to make a commer¬ 
cial necessity, and it has largely discounted the 
term—“pleasure car.” 

McGraw products are sold through estab¬ 
lished distributing agents, and every attempt 
has been made to limit sales to those distrib¬ 
utors who are sound morally as well as finan¬ 
cially. 

For months the strain continued until at 
last it seemed as if all of E. C. McGraw’s hard- 
earned capital was lost, and then the silver 
lining of the clouds began to show. Hard work 
and aggressive salesmanship and a general 
clearing of the financial atmosphere throughout 
the country, increased sales to such an extent 
that another building was put up, and then an¬ 
other, until at the present time the factory of 
the McGraw Tire & Rubber Company covers 
five acres of floor space and has an output of 
6,500 casings and 7,500 tubes per day. 

A trip through the McGraw factory is ex¬ 
tremely interesting, because of the amount of 
materials and labor that is crowded in such a 
small space. Machines are so close together 
that it would seem at a first glance, there might 
be considerable confusion in the handling of 
different operations, but as the visitor watches 
the steady stream of raw materials being made 
into tires and tubes, he realizes that this seem¬ 
ing congestion comes from some very close 
planning. 

Each new step in the building of a tire only 
requires moving the tire a few feet, and no 
time is lost and no motion is lost from the time 
the raw material starts through the calendars 
until it arrives at the shipping room ready for 
distribution. 

The mechanical details of this factory are 
the results of the McGraw’s intensive study of 
tire building, and when the history of the auto¬ 
mobile and its development is written, at some 
future time, E. C. McGraw will have been found 
to have contributed one of the finest pages of 
its history. 


A thing done right today means less trouble 
tomorrow. 


“Here lies the body 
Of William Jay, 

Who died maintaining 
His right of way. 

He was right 
As he sped along. 

But he’s just as dead 

As if he’d been wrong.” 


DON’T OVERSELL 

“He was the most eloquent orator I ever lis¬ 
tened to. He painted the benighted condition 
of the heathen so clearly that my deepest pas¬ 
sion was aroused. I resolved to break a life¬ 
long habit and contribute a dollar to teach the 
gospel to my benighted brethren. As the 
speaker proceeded I decided to make it five 
dollars, and then ten. Finally I knew it to be 
my duty to give to the cause all the cash I had 
with me—twenty dollars. The pleading of the 
orator wrought upon me still further, and I 
decided to not only give all the cash I had with 
me, but to borrow twenty dollars from my 
friend who sat at my side. That was the time 
to take up the collection. However, the speaker 
proceeded and I lost interest* and finally 
dropped off into a sweet slumber, and when 
the usher woke me up by prodding me in the 
ribs with the collection plate, I not only re¬ 
fused to contribute, but am ashamed to state 
that I stole 15 cents from the plate.”—Mark 
Twain. 


Remember, it is the busiest man that always 
gets more business. 


ACCESSORIES PROFITABLE 

We have found a line of automobile acces¬ 
sories, including tires and lubricating oils, prof¬ 
itable and satisfactory. 

Yours very truly, 

Thomas Mercantile Co. 


One of the dirtiest and most 
annoying jobs about keeping an 
automobile is the daily turning of 
grease cups. Greasy fingers and 
sometimes soiled cuffs and coat 
sleeves result, but it is a job that 
no one dares neglect. 

A tool which eliminates this 
annoyance has been placed on the 
market by the Prismolite Com¬ 
pany of Columbus, Ohio. It is 
called the Universal Grease Cup 
Wrench. It is a great convenience 
in saving time, labor and temper. 

The Universal fits all sizes and 
typeB of automobile and truck 
grease cups without adjusting 
and may be used for various other 
things about the car, such as 
turning hot or greasy primer cocks, pet oocks and drain 
cocks. It is especially convenient for^reaching grease 
cups and cocks placed in unhandy, out-of-the-way 
places. 

With the Universal Grease Cup Wrench, turning 
grease cups loses its drudgery and the owner is tempted 
to turn the cups more often than he would under the 
old method. The wrench sells for 50 cents. 



No true American questions the right of the government to conscript men to fight for its 
preservation and maintenance. 

Why should there be any hesitancy in conscripting men to work to build ships, furnish 
ammunition, and whatever is needful for the winning of the war? Why this distinction? 
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Many of Your Customers 


own Fords or Maxwells. Why not handle PASCO WIRE 
WHEELS, and net an attractive profit thereby? 

Ford owners, in increasing numbers, are equipping with 
PASCO wheels. And the new Maxwell Sedan carries PASCO 
wheels as standard equipment. 

The distinctive features of PASCO WIRE WHEELS are the 

tangent method of spoke-lacing, the indestructible hub-cap, and 
the ingenious safety-locking device. 

PASCO’S are furnished in white, black, or any standard 
color. Five wheels, complete, in a set. 

Write at once for retail prices and generous dealer discount. 
Our selling proposition will interest you. 

NATIONAL WIRE WHEEL WORKS, INC. 

Dept. H, Geneva, N. Y. 
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Accessories Profitable for Country 

Merchants 


1 WAS TALKING to a country merchant the 
other day, whom I personally consider a 
rather extraordinary man, though most peo¬ 
ple would be prone to “argufy” with me on the 
subject to prove that he was just an ordinary 
dealer of the common garden variety kind. 

But I’m sticking to my opinion nevertheless, 
and for this reason: He is in a little country 
town where dollars are scarce as hen’s teeth 
and as slow-moving as molasses in Greenland; 
where every retailer but himself is just hang¬ 
ing on by the eyelids; and where they are con¬ 
tinually dropping'out to be succeeded by others, 
who go through the same experience. 

If you are intimately acquainted with coun¬ 
try towns you will recognize that this word 
picture is about true to life. 

But this man has been there ever since he 
started in business in his younger days. He 
hasn’t the best location. He hasn’t the finest 
store. He isn’t rich by a jugful. He isn’t 
highly educated. He isn’t so full of energy that 
he is called a “locomotive in trousers.” In fact 
he is rather slow-moving and easy-going, as 
folks are prone to be in country villages. 

Why then do I consider him extraordinary? 
Listen! He started in the hardware business 
in his early twenties with a capital of fifty 
dollars and the kindly credit of a hardware 
jobber who could read character and saw he 
had ability and common-sense. 

- In this town where money was scarce and 
business limited the young man had built up a 
gradually increasing trade. In this town where 
almost every store had seen the old owner go 
and a new owner come every few years, he had 
survived the rocks and shallows which swamped 
the others. In this town where almost every 
merchant had big liabilities which they found 
impossible to reduce, he has cleared his build¬ 
ing, paid for his generous stock of merchan¬ 
dise, discounts his bills and has a bank ac¬ 
count, which though not large, is worthy of re¬ 
spect. 

Anybody who does that is extraordinary— 
and I ’ll spend the last ribbon of my type-writer 
to prove it. I look on him with exactly the 
same respect as I do a city merchant who has 
accumulated a cool million. 

Mebbe I’m wrong, but I propose to continue 
handing the military salute to every country 
dealer who matches the above record. It re¬ 
quired QUALITIES. It required work, and 
skill, and straight thinking, and phosphorus 
and plus. 

“Yes, I handle automobile accessories,” said 
he, “and between you and me I am finding 
them the most profitable part of my business. 



But in a little town like this one wants to be 
careful—mighty careful—if he expects to make 
money from them. 

“I told myself that it was necessary to use 
my best judgment, or I would load myself with 
a big stock of unsalable goods. So I carefully 
studied the subject. I learned about how many 
cars of each make were owned in the neighbor¬ 
hood, and what kind of people, financially and 
temperamentally, owned them. 

“I talked to as many car owners as possible, 
had them tell what supplies they used, what 
makes they preferred, the quantities and qual¬ 
ities required. Thus, for instance, I learned 
how many robes were used for a car, the price 
my people wished to pay, the styles and pat¬ 
terns preferred—and I learned the same re¬ 
garding other supplies. 

“I bought cautiously, in small quantities at 
first, necessities, goods of quality, avoiding 
novelties and experiments. 

“I thus avoided getting unsalable goods and 
my sales began at once. They gradually in¬ 
creased, and now I know the game and the 
wants of my customers sufficiently to enable 
me to handle a good assortment and to buy in 
fair quantities.” 

This dealer’s history and words impressed 
me so favorably with their wisdom and com¬ 
mon sense that I thought they might contain 
a pointer for others. 


Fortune smiles on some men one day and 
gives them the laugh the next. 


I want you to know that the Hardware 
World is a most welcome periodical in my store. 
I always read it, and look for it each month. 
When my subscription expires, notify me person¬ 
ally, for I always want the Hardware World. 

ANDREWS HARDWARE CO., 

Los Angeles. 
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CENTURY- 

PLAINFIELD 

TIRES 


Century- Plainfield 

TIRES 


A Big Service Tire 
A Big Guarantee 
An Oversized Tire 
Satisfied Users 

Century 

Plainfield Tires 

carry the highest guar¬ 
antee because they are 
super - service tires —they 
are high QUALVI Ytires, 
too, they’re oversized. 

The company makes 
good on every Century 
Plainfield Tire that fails 
to give service. 

Some Good Territory Open. 

Write for Dealers’ Proposition. 




Smooth Tread 5000 miles 
Non-Skid 6000 miles 


Ford Sizes 

Smooth Tread 6000 miles 
Non-Skid 7500 miles 


TERRITORIAL DISTRIBUTORS 


BAKER, HAMILTON & PACIFIC CO. J. B. WOOD TIRE CO. 

SAN FRANCISCO 923 E. 3rd ST., LOS ANGELES. 

R. M. WADE & CO. 

PORTLAND AND SPOKANE 


CITY SERVICE STOKE 

HOELLE-RUBBER SALES CO 

Brandi and Warehouse 

430 Golden Gate Avenue 
SAN FRANCISCO 


IfientufU s 

'PLAINFIELD UttCCOL 

' 'A subsidiary of the Bobber Insulated Metals Corporation, 
eacdnstre manufacturers of the BIMCO Bubber products by the 
BLOHBMO process.” FA0T0BXE8, PUDOTELD, N. 7. 
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“ DEALER’S TALK ” AND WHAT IT 
AMOUNTS TO IN THE SALE OF GOODS 

(Copyright by Elton J. Buckley.) 

I was consulted recently in a way which had 
never fallen to my lot before. I regard it as a 
most unique experience. The sales manager of 
a wholesale concern who not only put selling 
talks in the mouths of his men, but also does 
considerable selling himself, came to me and 
laid before me a problem which was substan¬ 
tially this: * ‘I am an exuberant salesman. It 
is my way to enthuse over my goods, and when 
I am enthused I am apt to say more about my 
goods than I intend to. Only last week a cus¬ 
tomer pinned the house down to something I 
had said, which he contended amounted to a 
guarantee, and which I had no right to give at 
all. I had to admit that I had said about that 
thing, and the house allowed his claim. I have 
been told that a man is allowed to brag up his 
goods, to a certain extent, and isn’t held strictly 
down to every word, now I want to know how 
far I can safely go in my selling talks. Is there 
any rule which I can use and have my men use, 
so that what I say will be only ordinary selling 
talk and can’t be regarded as a guarantee?” 

I gave him the best advice I could on the 
subject, and the incident is responsible for this 
article on “Dealer’s talk: “What it amounts to 
in the sale of goods.” 

The inevitable conclusion after reading and 
digesting the law on this subject—there are in¬ 
numerable cases—is that there is no rule which 
a business man can lay down for himself, and 
apply with certainty, but there are certain use¬ 
ful principles which he can keep in mind, and 
these should check him from going too far in 
his representations about his merchandise. Of 
course this applies to representations made in 
evfery way they can be made—by word of 
mouth, through advertising, in letters and in 
every other fashion. 

The importance of the thing is this: if the 
seller in what he says about a thing he is sell¬ 
ing, stays within the realm of “dealer’s talk,” 
he is not liable even if some of his statements 
are not borne out. But if he passes beyond 
“dealer’s talk,” his statements are warranties, 
and he will be strictly held to every one. 

The cases make very little effort to define 
“dealer’s talk.” I give a working definition of 
my own: “Dealer’s talk is something less than 
a warranty, and consists of an expression of 
opinion or judgment about the article, on a 
point as to which the seller has no special 
knowledge, and on which the buyer can be ex¬ 
pected to have just as good an opinion and to 
use his own judgment.” 

For instance, take a dealer selling automo¬ 
bile tires. He is not an expert. He says of a 
tire he is selling: “That’s as good as any tire 
on the market. ” The buyer takes the tire, which 
isn’t satisfactory. The statement “that’s as 


good as any tire,” would be considered in my 
judgment, mere dealer’s talk. 

Note my statement in the above illustration 
that the dealer was not a tire expert. It would 
make a decided difference if he were an expert, 
for many cases hold that a statement made by 
a non-expert, which would be considered no 
more than dealer’s talk, would be considered a 
warranty when made by a dealer having expert 
knowledge of the article he was selling. 

From a couple of leading cases I assemble 
the following statement of the law governing 
the subject:— 

Mere commendation, praise or brag by a dealer, is not 
a warranty. Each seller has the right to extol the 
quality of his wares, and much latitude has generally 
been allowed, the language being regarded more as an 
invitation to purchase than as a warranty. 

It is to be conclusively presumed that the buyer 
knew or ought to have known enough not to rely upon 
dealer’s talk or the praise of their goods ordinarily 
indulged in by sellers. 

The last paragraph is rather a sad comment¬ 
ary upon the integrity of the average commer¬ 
cial transaction, but such is the well settled law. 

There have been a great many cases in which 
these principles have been applied. Of course in 
practically all of them the issue was between a 
buyer who sought to enforce against his seller 
a statement (subsequently found to be untrue) 
which he claimed was a warranty, the seller 
taking the position that it was not a warranty, 
but only dealer’s talk. 

I mention a few of these cases here:— 

A statement “these are the best goods 
made,” is not a warranty, mere dealer’s talk. 

“I think he is sound,” spoken of a horse one 
is selling, is not a warranty if the seller is not 
an expert veterinarian. 

“You’ll find this line will readily sell,” is 
not a warranty which the buyer can claim was 
violated when the line doesn’t readily sell. It is 
only dealer’s talk. 

“This is a very good machine and will do 
your work,” is not a warranty when no special 
work has been mentioned between buyer and 
seller, or the work the machine was to do was 
mentioned only in a general way. 

But when a buyer orders a machine for a 
specific purpose and says so, and the seller tells 
him: “You may rely on having a first rate 
machine which will do the work in a satisfac¬ 
tory manner,” that is a warranty, and if the 
machine doesn’t do this particular work in a 
satisfactory mannner, the buyer can sue. 

Putting the expression “approved standard 
quality” on a label, or so representing the goods 
in other ways, is not a warranty. 

The rule is different where.a man is passing 
a check or a promissory note, and says “this is 
good.” Value is the only quality negotiable pa¬ 
per has and if it hasn’t that it hasn’t anything. 
Therefore every such expression is considered a 
warranty. Opinions of value as to other mer¬ 
chandise are usually dealer’s talk. 
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Two New 
G & J Tires 

The G & J Cord 

AND 

The G & J 
Stalwart Tread 

Here are two more tires added to 
the line already famous as the tires 
with a name behind them. 

These additions to the G & J line 
give a complete set of tires to 
the dealer — and a tire for every 
requirement of use and price to the 
motorist. 

One is the new G & J Cord Tire— 
a tire that will stand out in its class 
as have all other G & J Tires. 



O 4 J Cord O ft J Stalwart Tread 


The other is the new G & J 
Stalwart Tread — a tire of extra 
strength and extra mileage. 

Let us tell you more about them. 
Write to 

G. & J. TIRE CO. 

1790 Broadway, New York 

G & J DISTRIBUTORS 1918 

Benton County Hdwe Co.Rogers, Ark. 

Barker-Jennings Hdwe. Co.Lynchburg, Va. 

Colladay Hdwe. Co., F.Hutchinson, Kans. 

Drury & Kelley Hdwe. Co.Cadillac, Mich. 

Donnan Hdwe. Co.Richmond, Va. 

Fox Bros. Hdwe. Co.Pine Bluff, Ark. 

Gunby Co., L. W.Salisbury, Md. 

Heitmann Co., F. W.Houston, Texas 

Harper & McIntyre.Ottumwa, Iowa 

Janney Semple Hill Co.Minneapolis, Minn. 

Leonard Hdwe. Co., Chas.Petersburg, Va. 

Miller Bros. Hdwe. Co.Richmond, Ind. 

Mitchell-Powers Hdwe. Co.Bristol, Va. 

Monroe Hdwe. Co.Monroe, N. C. 

Murchison & Co., J. W..Wilmington, N. C. 

Ogilvie Hdwe. Co.Shreveport, La. 

Putnam Hdwe. Co.Houlton, Me. 

Parmelee Hdwe. Co.Macon, Ga, 

Russell Hdwe. Co.McAlester, Okla. 

Stratton & Terstegge Co.Louisville, Ky. 

Shannahan & Wrightson.Easton, Md. 

Schelly & Bros.Allentown, Pa. 

Semmes Hdwe. Co.Savannah, Ga, 

Teague Hdwe. Co.Montgomery, Ala, 

Townley Metal Hdwe. Co.Kansas City, Mo. 

Wyeth Hdwe. & Mfg. Co.St. Joseph, Mo. 





G ft J Letter Tread 


G ft J Plain Tread 
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motor world 


these SALES HELPS 


National Advertising 

1 “How Much Can You Trade It In Forf M —“What 
Is Going On Inside Your Car Now!“—“Keep Your 
Car Fit”—Advertisements along such lines are reaching 
automobile owners throughout the country, through the 
general magazines. 

Swan & Finch advertising appears in the Saturday 
Evening Post, System and other general magazines. 

2 Then, we go to the automobile 'publications , such 
as Motor, Automotive Industries, Motor Life, Motor 
World .and others. We repeat our “Scientific Lubricants 
for Scientific Lubrication “ story. 

In over 40 industrial trade papers, S-F advertising to 
the factory and mill man makes him realize the necessity 
for scientific machine lubrication, and—almost without 
exception he also owns an automobile. 

This selling effort is costing us thousands of dollars 
yearly. It is worth while—it makes it easier for you to 
sell these products—makes more people want them—makes 
satisfied customers for you. 


Direct Work 

3 Booklets— A complete series of booklets have been 
sent out and are being sent continually, thoroughly 
covering the subject of lubrication—in simple language. 
Such booklets as “The Insides of Your Car, “ “Once a 
Year Remember,” “Grease, Where and Why,” and others, 
have been sent to thousands of automobile owners—many 
of them your own customers. 

There are also a number of four-page leaflets you can 
send out with monthly statements. 


Dealer Helps 


4 Attractive Two-Color Flange Signs , enclosed in a 
durable frame, are another phase of our aid. Also 
there are similar placards not enclosed in frames, which 
you can hang or tack up inside your place. 
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MOTUL 


offered to you 


7 Timely Topics Bulletin — Something new — some¬ 
thing different—always interesting! The Timely 
Topics Bulletin sign is a handsome metallic sign, 3 feet 
high, to be hung in your window. As shown in the illus¬ 
tration, it has a cut-out in which you place timely bul¬ 
letins that we send you every month. These bulletins have 
something interesting to say to automobilists — remind 
them of a service you can do for them, or suggest some 
goods you can sell them. All these are free to you. 

You can cash in on all this vast expenditure of money, 
by putting in a stock of Swan & Finch Scientific Lubri¬ 
cants for Scientific Automobile Lubrication, amounting 
to $100. 

Fill out and mail the coupon below for our price list. 
It gives the prices to you and the prices at which you sell, 
and will facilitate your ordering. Slail coupon today. 


hardware t 

AUTO SUFFLIES 


BRANCHES 

Cleveland 

Work* 

Rayway, N. J. 
Syracuse, N. Y 


BRANCHES 

swanUfinch 

San Francisco COMPANY 

KSWYOUL 

Quality Oil tad Gra**« Product* Slnca 1855 

Branch Office in San Franciaco 

166 BROADWAY, NEW YORK CITY 
Gentlemen: 

Kindly send me price list on S-F automobile products 

CUPESE GEARESE 


MOTUL 


Name .... 
Address 


Jobber 
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STANLEY GARAGE HARDWARE WINDOW 
DISPLAY 

The Stanley Garage Hardware window dis¬ 
play cutout proved to be so successful last year, 
especially from the point of view of the build¬ 
ers’ hardware dealers who used it, that The 
Stanley Works, New Britain, Conn., have got¬ 
ten up a new display for the coming season. 

It is handsomely lithographed in nine colors 
on heavy cardboard. As it stands up in a 
dealer’s window it will be 36 inches high and 
50 inches wide. As can be seen from the ac¬ 
companying illustration this cutout is com¬ 
posed of three parts, the center panel to which 
are hinged two side panels. 

The new Stanley Garage Hardware cutout 
was made only after a careful study of sug¬ 
gestions which were received from customers 
who used last year’s display and from their 
point of view it is felt that the new display 
is just about the best proposition of its kind 
that could be gotten up for advertising garage 
hardware. It should make an ideal center piece 
for a window trimmed with garage hardware 
and automobile accessories. 

The display illustrates the application of 
Stanley Garage Hinges No. 1457—10 and 24 
inch, Stanley Garage Door Holder No. 1774, 
Stanley Garage Door Latch No. 1264, Stanley 
Garage Door Pull No. 1266, Stanley Chain Bolt 
No. 1055—10 inch and Stanley Foot Bolt No. 
1056—10 inch. These items taken together 
comprise Stanley Garage Hardware Set “D,” 
which The Stanley Works’ sales records show 
to be its most popular garage hardware set. 

This display will be distributed in time for 


dealers to set it up in their window during 
the first week of May. It will be sent on writ¬ 
ten request only to builders’ hardware dealers 
who carry in stock the items illustrated on the 
display or who order them between now and 
the end of April. 

IF KIPLING WERE A TIRE DEALER 

When the last “Gyp” tire is punctured, 

And the tube is twisted and torn; 

When the air exhales 
Like a couple of gales 
And the Casing’s ripped and worn— 

We shall rest, and, faith, we shall need it; 

Lie down for an eon or two, 

Till the god of tires as they ought to be 
Commands us what to do. 

He will make the sign of the diamond 
In the ground before the store, 

And lo! instead 
Of the anonymous tread 
That decked our shelves before, 

A row of clean-cut rhomboids— 

Some black, some silv’ry white— 

Will mark the tires in the window there, 
And set the motorist right. 

And a black and orange emblem 
Will hang beside our door, 

To show that here 
All men must steer 
Who want car upkeep lower; 

And they’ll get the best of service, 

And miles and miles and miles; 

Will bring them back to us—and ah! 

What smiles and smiles and smiles! 
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Plumbers’ Safety Chain 

Shins’ Anchor Chrii 


To Ships’Anchor Chain 




The Complete Chain Line 

Weldless, Electric Welded, Fire Welded 
All Sizes, All Styles, All Finishes 

AMERICAN CHAIN COMPANY, Inc. 


Boston Office: 

107 Massachusetts Ave. 


BRIDGEPORT, CONN., U. S. A. 

Chicago Office: 

529 West 12th Street 


San Francisco Office: 
714 St. Clair Building 


In Canada —DOMINION CHAIN CO., Ltd., Niagara Falls, Ont. 


\ ^largest Chain Manufacturers in the World^ 
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SALESMEN SHOULD BE TRAINED 

(By H. B. Burleigh, in Diamond) 

Many salesmen are naturally endowed with 
selling ability; they have both the theory and 
practical knowledge down to a science. The 
theory or system is innate and natural, while 
the practical knowledge is gained by actual 
contact. 

Take as an illustration a sales organization 
of one hundred men. Probably only ten per 
cent will be natural bom salesmen, and this is 
figuring a large proportion. What can be done 
with the ninety per cent? Are they to be 
classed as failures or the “just make good 
class ,, ? Many of the ninety per cent may be 
trained in theory and developed into practical 
salesmen. They can apply this theory in their 
daily work, using fundamental principles by 
enlarging on them and fitting these arguments, 
applying them to their specific line of work. 

We need not be concerned with this small 
percentage of natural bom salesmen. It is the 
other side in which we are interested. 

The practical man can possibly pull a deal 
through, but without theory he cannot create. 
He brings back the order when he is sent out 
on a proposition, but does he actually create a 
prospective customer? Can he create a desire 
to possess where none existed? Is he as imag¬ 
inative or as enthusiastic as the man who has 
been trained in the fundamental principles of 
salesmanship ? 

Do not misunderstand me. Practical knowl¬ 
edge gained through hard knocks I feel is ab¬ 
solutely essential. But—I contend that to 
teach the theory and fundamental principles of 
salesmanship gives the salesman a greater op¬ 
portunity to develop and acquire the practical 
side. 

This argument has brought out another 
point: “If a professor teaching salesmanship 
is a successful salesman, why does he waste 
time teaching at a salary of say $2000 per 
year, when he could perhaps earn $5000 sell¬ 
ing ?” This question is easily answered. Why 
do certain men choose bookkeeping and ac¬ 
counting or in fact any vocation or profession? 
Because they are inclined along these lines; 
they are interested in these problems. Money 
is not always a prime factor in the minds of 
certain individuals. 

A lack of understanding between inside men 
and the salesmen is, to my mind, responsible 
for this discussion. Today it is absolutely es¬ 
sential that we understand one another and 
co-operate. 

The near successful salesman today is the 
man we can develop into the enthusiastic, suc¬ 
cessful one, through proper training by the 
house employing him. 

I feel that many of the failures of salesmen 
are not due to the man himself, but are due to 
the house not giving him the proper training 


through the lack of introducing the theory of 
selling in addition to the practical -end. 

Understand me, I do not assert that teaching 
the fundamental principles of salesmanship will 
make successful salesmen in itself, but I do 
maintain that it will develop his thinking and 
reasoning capacity to a point where he is bet¬ 
ter able to absorb the practical side. 

You could teach, preach and entreat until 
the end of the world and yet some would not 
absorb. But why should we not give to those 
who are willing to improve ? The time has ar¬ 
rived where traditions are upset— turned 
around. What worked yesterday will not work 
today. This demonstrates why we must reason 
out the “whys and wherefores.” 

We are creating some new standards of 
business efficiency by an analysis of old busi¬ 
ness methods. We are endeavoring to learn 
what is responsible for sixty per cent of our 
failures. What we need today is strength of 
man who knows—knows that he knows, and 
acts on his knowledge. As the education of 
sales forces grow, we will believe less in signs, 
omens and luck and understand that the prob¬ 
lem of success rests with the individual prepar¬ 
ing himself with new thoughts, principles and 
systems with which to work. 

Therefore the teaching of theory, in addition 
to the practical element, is absolutely neces¬ 
sary for the man who is not a natural born 
salesman. Nor will it hurt the natural born 
salesman. He certainly can absorb some addi¬ 
tional knowledge which will prove of benefit to 
him. 

It is a difficult thing for some to understand 
that self may be moulded, but when this fact is 
established we shall have little trouble in set¬ 
ting the standards for tomorrow’s success. 

All the sales manuals written will not make 
sales, but they are a mighty big help; they 
give valuable information and data for sales¬ 
men. Neither will all practical knowledge 
make successful salesmen. It is the combina¬ 
tion of theory and practical knowledge prop¬ 
erly applied that tends to increase the value of 
the sales force. 

PAYS TO HANDLE BEST ACCESSORIES 

Editor Hardware World: 

We have found out in our handling of lubri¬ 
cating oils and tires that it pays to handle the 
very best goods in that line that is on the 
market; this has been proven by the showing 
of our sales the last two years. A satisfied cus¬ 
tomer is the best friend a retail merchant can 
have. 

As we handle automobiles and trucks along 
with our hardware line, we do not specialize in 
automobile accessories that an automobile 
dealer alone would handle. Very truly yours, 

John Rather & Co. 
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Stock the 

Special 

Compound 


as 


assured. 


Transmission 
Lining for Fords 


made by the manufacturers of the celebrated 
S - M - C Asbestos Brake Lining, compactly 
woven like SMC — dependable gripping 


Treated with improved compound which protects it 
against absorption of oils more effectively than any 
other cotton lining we know of. Absolutely chatterless— 
as quick as it is quiet. 

$1.00 Package 

contains three proper lengths for Ford transmission bands 
and all rivets required 

As Easy to Sell as a Package of Tacks 

And a Lot More Profitable 

STAYBESTOS MFG. CO. 

The “Modem 99 Factory Equipped to Make 
AU Widths Up to 6 Inches 

5547 LENA STREET 

PHILADELPHIA, PA. 
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WHEN YOUR CLERK OR SALESMAN MIS¬ 
REPRESENTS GOODS SOLD FOR YOU 

(Copyright, by Elton J. Buckley.) 

Blow shall an employer with agents, sales¬ 
men and other representatives, protect himself 
from trouble occurring through inadvertant, 
ill-advised, improper, untrue and even fraudu¬ 
lent representations and statements made by 
employes, say about the employer’s goods! 
These statements go wrong and the customers 
of course always blame the employer for hav¬ 
ing such salesmen. And sometimes the cus¬ 
tomer begins suit, again always against the 
employer. 

These questions are brought up by the fol¬ 
lowing letter: 

Trenton, N. J. 

We have had in our employ a salesman named 

-. His services proved unsatisfactory through 

his drinking, and last August we gave him a month's 
notice. He was very resentful and as we found after¬ 
ward, did several spiteful tricks against us during the 
last month in our employ. One of these was to guar¬ 
antee a lot of seconds tires which he was instructed 
to sell without a guarantee. We have not yet heard 
how many of these he sold with the guarantee of 
3500 miles, but already thirteen customers have come 
back for adjustments, claiming a guarantee from this 
salesman. At first we thought it bogus, but several 
of these buyers had witnesses to their guarantees, so 
we now believe that he guaranteed the tires in order 
to revenge himself on us. The tire was a cheap first 
which was sold for a low price, and probably most of 
them will not run 3500 miles. We have held up the 
adjustments until we could see where we were at. 
Are we liable on the fraudulent act of this salesman? 
Naturally we wish to keep faith with the public, but 
in a case like this we may be swamped with adjust¬ 
ments which will cause us a heavy loss. E. N. C. 

This is a splendidly typical illustration of 
what a dishonest, or malicious, or careless, or 
ignorant salesman can do to his employer, for 
this correspondent is bound by his salesman’s 
act without a doubt. A principal is responsible 
for the acts (this includes representations) of 
his agent, so long as the agent acts within the 
scope of his employment. “Scope of employ¬ 
ment” means this: Jones is a salesman in a 
retail store. All he is there for is to sell goods. 
Suppose some day in a financial transaction 
which is none of his business, he calls some¬ 
body up and tells him that his employer will 
guarantee somebody’s account The employer 
would not be liable, because the clerk acted 
outside the scope of his employment, which 
was merely to sell goods. 

But in the case submitted, and in almost 
every case where an employe makes untrue 
representations about merchandise, the em¬ 
ployer is bound, because the clerk or salesman 
is acting within the scope of his employment, 
which is to sell goods, and of course to make 
representations about them. 

That makes an employer almost at the 
mercy of his salesmen and clerks. Few em¬ 
ployers, I think, fully realize that. 


A clerk in a dry goods store mistakenly or 
carelessly guaranteed to several customers a 
large quantity of delicately dyed fabric; the 
guarantee was that the color would not change 
or run. The fact was that this was American- 
dyed stuff, and the clerk had expressly been 
told not to guarantee it. It was held here that 
the store was bound by the guarantee. 

A wholesale jeweler sold a quantity of 
plated gold rings through a salesman who 
through a misunderstanding guaranteed them 
to be solid gold. A retailer who bought some 
of them, under the impression they were low 
karat gold, sold them as solid goods and got 
into a fierce newspaper scandal and all sorts 
of trouble. He sued the wholesaler, who tried 
to get out of it on the ground that the salesman 
had no authority to guarantee the rings to be 
solid. The court held this to be no defense; 
the salesman had acted within the scope of his 
employment and the employer was bound. 

There are a great many cases along the 
same line. An automobile salesman guaranteed 
that a certain car would give 22 miles to the 
gallon of gasoline. If this sale had been made 
under the usual iron-clad printed form used 
by most manufacturers, there might not have 
been much to the claim, but as the parties were 
close friends it slipped through without. It 
was practically a verbal sale. The customer ; 
rejected the car on the ground that at best I 
it would not give more than 14 miles. The 
employer of the salesman took the position that 
the guarantee was void because the salesman j 
had no authority to make it, but the court held 
that it was within the scope of an automobile 
salesman’s employment to state to a prospec- i 
tive customer how much mileage it would give j 
to the gallon of fuel, and the employer was ! 
therefore bound. j 

In most of these cases the employer had not 
been careless. He had either not instructed I 
the salesman to do what he had done, or had 
explicitly instructed him to do something else. 
The salesman did what he did without the 
slightest express authority, but the courts have 
always held that even the clearest instructions 
by employer to employe made no difference, if 
the employe, in violating them, acted within 
the scope of his employment. 

The only protection which the employer has 
against this sort of thing is to get the right 
kind of salesmen and give them the clearest 
possible instructions what to say about the i 
goods they sell. Many employers attach tags 
or labels to goods containing as much of a 
description as they can, so as to leave as little 
as possible for the salesman to say. 


John H. Davies Co. is remodeling a building at Lodi. 
Cal., which they will occupy with a complete line of 
farming implements and equipment. 
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No. 300 include* an assortment. Quanti¬ 
ties and sizes are determined by exact de¬ 
mand, and the Chest is offered FBEE with 
the assurance that Solves Your Wrench 
Problems. Write—Ask for Catalog No. 
183-D. 


FRANK MOSSBERG GO. 

ATTLBBORO, MAS*. O.ti 
gaarn roa * axbsbsom oo. dumm m. 
■Wxma-LBWIS OO, Baa rrudMoToal. 
BWIMO-LBWIS OO.. Im An««l*ft Cat 
D. L. HSKMAH. Saattla. Wuh. 
r. W. LTHH. DaUu. Tans. 

W. W. OBAMDAU. OO.. XaakTllla, Taaa. 


Talking 100% Lubrication 
to Your Customers 

We are going to demonstrate to your customers 
why they should use Dixon’s Graphite Automobile 
Lubricants and prove to you why you should sell 
them. Their use means more power to your cus¬ 
tomers and better business for you. 

Our force of specialty men is spreading the mes¬ 
sage of 100% lubrication. Wherever they go they 
convince dealers and motorists that 

nlXOiMV 

GRAPHITE 9 

Automobile 

LUBRICANTS 

are better lubricants. Demonstration proves it 
every time. 

This year we will again back up the efforts of 
our sales force with a campaign of newspaper 
advertising that will reach millions of motorists. 
We are going to keep right at it, week after week, 
as steadily as an engine that never "skips.” 

Our salesmen prepare the ground. Our adver¬ 
tising sows the seeds of heavy sales of Dixon’s— 
the 100CJ, lubricants. Be ready to garner your 
share or this business and cash in on our cam¬ 
paign of lubrication education. 

Write for Dixon’s Dealer’s Deal No. 230G. 

Made in Jersey City, N. J., by the 

Joseph Dixon Crucible Co. 

Established 1827 



Read the Record Right 
For 1918 Equip 
with the 

^Jrbjn^-Brown Speedometer 

It starts in telling the truth and keeps 
on telling it as long as the life of the car. 

Apart from its undeviating accuracy, one 
of the most valuable features of this uni¬ 
versally used instrument is its great dura¬ 
bility. This is due to the nature of its 
mechanical construction, which is simplicity 
in itself. Its parts are few, large and 
strong. They decrease the chance of break¬ 
age and reduce friction to a minimum. 
Thus at all times the Corbin-Brown oper¬ 
ates smoothly and dependably. Further¬ 
more, no matter what may be the condition 
of the weather, either extremely hot or 
cold, the accuracy of the Corbin-Brown rec¬ 
ord remains totally unaffected. 

For absolutely satisfactory speedometer 
service, start the 1918 season with a Cor¬ 
bin-Brown Speedometer. At motor and 
accessory stores everywhere. 

The Maximum Speed Hand is an extra 
feature. This hand registers the highest 
speed attained and stays at that point until 
reset at zero, which can be done at any 
time. Convenient, efficient. 

Write for Catalog 

The Corbin Screw Corporation 

The American Hardware Corporation, Successor 
NEW BRITAIN, CONN. 

Branches: New *ork, Chicago, Philadelphia 

Makers of 

Corbin Duplex Coaster Brakes for Bicycles 
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HOW DOES YOUR STORE LOOK TO THE 
CUSTOMER? 

It is a good plan for merchants occasionally 
to go out and look at their store from across 
the street. Size up the outside appearance of 
your store. 

Will it attract? Does it have an inviting 
appearance? Would it appeal to you if you 
were a stranger in the town and were looking 
for a place to buy and had had no choice? 

If the front looks good to you, and if your 
windows are adapted for displaying your goods, 
for proving the silent, yet effective salesman 
they should, then conduct a similar investiga- 
ton inside. 

You yourself know just the kind of a store 
that you like to trade in in other lines. Put 
yourself in the place of the comparative stran¬ 
ger, a man who is going to be affected either 
favorably or adversely the moment he enters 
your store. 

Is the stock displayed in an attractive way, 
is it kept neat and clean? Is it properly ar¬ 
ranged? How will the appearance of your store 
affect your customers, women as well as men. 


HOW ABOUT YOUR INSURANCE? 

With the increasing cost of goods and the 
investment required for the merchant to carry 
his usual stock, are you giving as close attention 
to your insurance as you should? 

Could you replace your stock with the 
amount for which you are insured? If not, this 
is something worth looking into. 

A small boy wanted a watch and, as most 
small boys do, kept teasing his father until he 
was positively forbidden to mention the matter 
again. It was the custom in this family every 
morning, after family prayers, for each mem¬ 
ber to recite one text from the Scriptures. Next 
morning, when it came time for the small boy’s 
turn, he said promptly: 

“What I say unto you I say unto all, 
watch!” 

He got it. 

Robertson & Cassou, hardware merchants at Escon¬ 
dido, Cal., have purchased the building which is now 
under lease to the Escondido Hardware Co. They 
plan to materially increase their stock. 


Besaw Bros, have disposed of their business at 
Reedley, Cal., to H. J. Kennedy of Orosi, who will 
dispose of the stock and close up the business. The 
plumbing part of the business has been purchased by 
E. R. Treaster & Son of Reedlev. 


Henry Mohr Hardware Co. of Tacoma, Wash., are 
increasing their store facilities with a view of afford¬ 
ing increased space and better display facilities. Busi¬ 
ness with the Henry Mohr Hardware Co. is always 
good and they are expecting a busy year. 


Lane's “Unique" Ratchet Wrench Sets 

The Original Wrench of This Type 



No experiment—No imitation. 

No stamped parts—No castings. 
All parts machine-made from high- 
grade steel and case-hardened. 

The Ford Set Contains: 

1 handle 7 in. in length. 

2 Screw-driver bits. 

1 Extension bar 7 in. in length. 

Six sockets to fit all nuts and bolt heads on Ford ear, 
including the cylinder head. 


Standard Set 

Handles drop-forged. 
Manufactured and sold for past 10 
years on merit. 

Handled by jobbers in all parts of 
the world. 

Every part fully warranted. 

Standard Set Contains 

1 Handle 7 in. in length. 

2 Screw-driver bits. 

7 Sockets to fit semi-finished hexagon nuts as follows: 
U. S. Standard Nuts from H to ft in. 

A. L. A. M. Standard from 6-16 in. to 11*16 in. 

Cap screw heads from 5-16 to % in. 


Manufactured |Af III I 
...only by ft I L I. I 

180 NORTH DEARBORN STREET 


WILL B. LANE 


CHICAGO, U. S. A. 
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EDWARD N. HURLEY, Chairman 
U. 8. Shipping Board, Washington, D. O. 

Please send me full information 
about enrolling in the U. S. Shipyard 
Volunteers. 


Address 


This Badge of Honor 


Trade 


Thi* spaee contributed to the Winning of the War by 
ROYAL MANUFACTURING COMPANY 
RAHWAr, N. J. 

through the Division of Advertising, \J. & Gov't Committee on Public Information 


VOtnSlNG TO VICTORY 
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WHEN SOMEBODY ASKS YOU TO GO ON 
HIS FIDELITY BOND, DON'T DO IT 
UNTIL YOU HAVE READ THIS 

(Copyright by Elton J. Buckley.) 

In this article I shall depart a little from the 
strict line of business law, although I shall still 
be within the personal experience of many busi¬ 
ness men, especially those of the towns. I shall 
answer the following inquiry with some infor¬ 
mation as to the legal position of a man who 
goes on somebody’s fidelity bond, that is, a 
bond such as is given by some officer or em¬ 
ploye like a treasurer, guaranteeing his hon¬ 
esty and fidelity in the business of handling 
money: 

I would like to have your opinion on the following: 
I went on a bond for $1000, he was treasurer of the P. 
O. 8. of A. It was a perpetual bond. I was on his 
bond for sixteen years. They audited his account every 
year, and he always had a statement corresponding to 
what money they handed over to him and he said the 
money is in the bank. They O. K. *d his account and 
re-elected him. I wanted him to get another man on 
the bond. Then he said the last week in the year 
they would go over his account and if I wanted to get 
off then he would see I got off. After the election I 
went to see him and he said, “Yes, my account is 
straight and they re-elected me.” Then I said, “I 
want to get off.” “All right; you go and see the sec¬ 
retary,* J which I did and I said, “Mr. Miner, I under¬ 
stand Kelley's account was found O. K. and re-elected ,* 9 
and he said, “Yes.** “Well then, now I want to get 
off those papers.** “Well,** he said, “if you want to 
et off then we will have to look over his bank account 
efore we can release you. *' When we came to go over 
his accounts in the bank we find him over $4000 short. 
Now, when I went on his bond they told me that he 
could not get me for over two or three hundred at the 
highest. They had such implicit confidence in the man 
that they left him have his own way and made a thief 
out of the man. I don’t think it is right that I should 
pay for his recklessness. If they had gone about it 
lawfully he would never have been able to embezzle the 
amount he did. What do you think about the matter? 
Plenty of the members are willing to go before a jury 
and testify that they did not audit his account as the 
law demands. I would be willing to pay what he could 
have got me in for in a year's time, but not for what 
they left him steal for years. 

A. F. SNYDER. 

I suppose there is hardly a reader hereof 
who at some time of his life has not been asked 
to go on the bond of a lodge brother, or a town¬ 
ship officer or a county collector, or some social 
or business acquaintance who was in a position 
requiring one or more bondsmen to guarantee 
that he would honestly administer his office. 

It is well to clearly know what you are tak¬ 
ing on yourself when you comply with these 
requests, for there are times when for some 
reason you simply can’t get out of it, at least 
not without losing a friend. 

Naturally, if the man whose bondsman you 
have become stays straight, no question will 
arise. It is only when he goes wrong and em¬ 
bezzles money which you as bondsman will be 
asked to repay, that the question of legal lia¬ 
bility needs consideration. 


The law is not especially tender of the man 
who becomes bondsman for another. He is 
often compelled to stand up and take his medi¬ 
cine in spite of circumstances which he would 
think should release him. For instance, take 
the case cited. Here is a lodge treasurer hand¬ 
ling large sums of money. His accounts are 
very loosely audited, and by reason of that he 
gets away with $4000. One would think the 
surety could reasonably (and legally) say, when 
called on to refund the $4000, “Not at all; my 
contract was not to repay you the results of 
your own negligence. It was to guarantee the 
honesty of your treasurer, under the implied 
condition that you should use at least ordinary 
precautions for the safeguarding of your 
money. You did not do this, and I’m free.” 

Sureties have raised that defense thousands 
of times, and Mr. Snyder is raising it again. 
Whether it is a good defense depends on the 
arrangement the surety made in the beginning. 
There are two ways of becoming surety. One 
is to say when asked, “Sure, Bill, I’ll go on 
your bond. Certainly I will. Where’ll I sign? 
There you are. Not at all.” 

The other is to say: “I’ll be very glad to 
go on your bond and will do so as soon as I 
can have a little talk with the people who will 
have charge of your accounts. I only want to 
see that they do their share in the matter.” 
The talk should bring out when the accounts of 
the man to be bonded were to be audited, and 
how; what supervision was to be kept over his 
bank accounts; in short, what scheme the so¬ 
ciety or the township or the employer proposed 
to use to safeguard its money, or whether it 
proposed to depend upon the surety entirely. 
With this information in hand, there could be 
written in the bond a clause that it was given 
on the express condition that the society, or 
the township, or the employer, should do those 
various protective things. 

A man who goes on somebody’s bond the 
first way won’t make much out of his defense, 
even if the lodge, society, etc., has been grossly 
negligent. But the man who becomes bonds¬ 
man in the second way will, if negligence can 
be shown, be released by it. Very likely the 
correspondent can answer his own question 
from this, as he knows what kind of arrange¬ 
ment he made in the beginning. 

In support of what I have said, let me cite 
from a leading case: 

Where bonded employes turn out to be unfaithful, it 
often transpires that their defalcation extends over a 
long period, and sureties have defended on the ground 
that the employer should have been diligent in discov¬ 
ering the dishonesty. The universal rule is that so long 
as the employer acts in good faith, he is not bound to 
detect and put an end to crookedness in any of its 
stages. More negligence on the part of the employes, 
either in exercising supervision over a bonded employe 
to prevent irregularities or in the discovery of a short¬ 
age after it has occurred, is no defense. 

It is also established that the surety is not discharged 
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MOUND TOOLS 

FOR THE AUTOMOBILE 

STANDARD FOR 20 YEARS 
Bearing Scraper* Pry Bars 

SfBSi^ei . Carbon Scrapers Cotter Pin Extractors 

Chisel Sets Mound Tool Rolls 

Offset Screw Drivers 

Send for Catalog 

THE MOUND TOOL CO., Dept D, 7th and Hickory Sts., St. Lonis, Mo., U. S. A. 


Romort Automatic Air Valves 

THE SEE VICE STATION’S FRIEND 


■Ml A 





Style B 




List Price 
$3.00 


List Price 

$ 1.00 


This Valve la a guaranteed devloe and hae no 
equal for free air stations. Will withstand any 
rough or hard usage and abuse. Recommended 
for any free air station or air storage plant, 
repair shop or any station that is subjected to 
hard, rough usage. Air is released only when the 
Valve is pressed on to the tire and when discon* 
nected is thrown down absolutely air-tight; the 
operator cannot waste your air. Will fit any 
size tubing, and comes equipped with the famous 
Romort Pump Connection Rubber. 


The Style B Automatic Air Valve Is reoom- 
mended to free-air stations requiring a small 
and inexpensive air device. Stem is made to 
fit any size tubing, and is automatic in opening 
and closing, and guaranteed to be positively air¬ 
tight. We strongly recommend this Valve for 
use of private or public garages, vulcanlzers, tire 
repair shops, etc. Every Valve leaves the fac¬ 
tory equipped with the Romort Pump Connection 
Rubber. 


Romort Tire Tester Attachment 


A OARAGE NECESSITY 


Tor Style ▲ 


For Style B 



List Price, $1.50 



& 1 


Th® Romort Tir ® T®i ter Attachment is a device for attaching your gauge to either Style A or 
Style B Air Valves, and gives the service station a permanent holder for its gauge, ready for instant 
use by the public. Simply screw your gauge into the holder and you have a tire tester and tire inflator 
combined In one, and the old trouble or losing gauge is forever over. We sell only the holder attach¬ 
ment Every garage with free air should be equipped with the Romort Tire Tester Attachment 
Oantion—When ordering, state whether for 8tyle A or Style B Valve 

FOB BALE B7 ALL JOBBERS 

Manufacturers, Sales Dept. 

ROMORT MANUFACTURING 00. THE ZINXE COMPANY 

OAKPTET/n WTR 1323 Michigan Ave. 

_ GARFIELD, WI& CHICAGO, U. & A. 


Ret&il Selling Prices in This Issue Are Revised Up to the Time of Qoing to Press. 
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by the failure of the employer to examine the accounts 
of his employe, or to require settlement, although such 
precaution, if taken would have disclosed the shortage 
and thus saved the surety from further risk. (All the 
above applies to cases where a man has become bonds¬ 
man in the “Sure, Bill,” way.—E. J. B.) Of course 
the rule is different where the contract by which the 
surety became bondsman expressly provides that an 
examination or settlement shall be made. 


THE NEW JOHNS - MANYILLE BUILDING 

The St. Louis Branch of the H. W. Johns-Manville 
Company is now comfortably installed in their new 
building on the southeast corner of Olive and Eleventh 
Streets. The six-story edifice of modern fireproof con- 



The Hew John e-Manvllle Building 

struction throughout, is a worthy addition to the retail 
district of St. Louis. 

The new building, with a 55-foot front on Olive 
Street and 109 feet on Eleventh, has six floors and 
basement, and is equipped with separate elevators for 
passenger and freight service. Wherever practicable, 
Johns-Manville products were used, in the finishing of 
the building: Mastic floors, asbestos wood partitions 
and a Johns-Manville asbestos roof. 

The Show Boom, 55x72 feet, with the entire front 
and side of glass, is the feature of the new establish¬ 
ment. One hundred and twenty-two running feet of 
show windows afford an unusual opportunity for the 
display of the entire Johns-Manville line. To supple¬ 
ment the show cases, five kiosks have been built in 
the rear of the Show Boom to demonstrate the proper 
roofings to be used on various surfaces and the correct 


application of the different materials. This practical 
demonstration of Johns-Manville roofings has attracted 
much favorable attention from the many callers. 

Back of the Show Boom on the ground floor, is the 
Shipping Boom and the well-equipped Auto Service De- 
artment which has a separate entrance on Eleventh 
treet. 

The Manager’s office and all selling departments* 
offices occupy the second floor, where is also the men’s 
locker room, equipped with the latest sanitary steel 
lockers. 

On the third floor is the Accounting Department, 
the stenographers and the Purchasing and Traffic De¬ 
partment. A comfortable rest room for women, and 
the women’s lockers are also on this floor. 

The fourth floor is taken up by stocks of materials 
handled by the Power Plant Specialties and Electrical 
Departments with enclosed storage rooms for the proper 
care of stationery, samples and printed matter. Provis¬ 
ion is also made, on this floor, for storage of mill 
board, and a stock of the articles handled by the Auto 
Accessories Department. 

The fifth floor is devoted entirely to Pipe Cov¬ 
ering. 

The north end of the top floor, with glass on the 
whole north and west sides, is given to the Gasket 
Manufacturing Department. This arrangement gives 
an abundance of daylight with the least glare, which 
contributes greatly to the efficiency of the workers. 

* The balance of this floor is occupied by the construc¬ 
tion Department and stock room for Keystone Hair 
Insulator hair felt and other floor and wall insulations. 

The basement is used for the storing of roofing, 



A Comer of the Main Floor Show-Boom In the Hew 
Johns-Manville Building 

asphalt, high temperature cement, asbestos wood, asbes¬ 
tos cement, roof coatings and other roofing accessories 
in the well-known Johns-Manville line. 

All parts of the building are exceptionally light 
and well ventilated, and the employees can work under 
the most favorable conditions. It is a fitting housing 
for the St. Louife branch of the great Johns-Manville 
organization which * * covers the continent. ’ ’ 



Made by 


Everlasting Air Hose 

This air hose is made for use on air compressors and air stations, where 
hard service and long life is required. It is constructed with treated 
heavy double cotton jacket, woven on high-grade rubber air hose. It is 
not injured by being run over, will not kink, or buckle—will stand any 
pressure. Can be furnished complete if desired. Furnished in 25 and 
50-foot lengths. Fully guaranteed. 

Sizes: % inch, % inch. 

Conserve freight. We are 1000 miles nearer you. 


The Chicago Tubing & Braiding Company, Chicago, Illinois 

Pacific Coast Representative, BAKER-SMITH COMPANY, Rialto Building, San Francisco, California 
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NEW TYPE OIL GAUGE 

FOR 

FORDS 

What every Ford owner has been waiting 
for—it cannot break—it will not leak—it 
is absolutely accurate and dependable and 
can be easily read, even at night. 

It consists of a metal chamber containing 
a float with a rod extending out of the top 
with a white ball on 
q the end of the rod. 

X The height of the 

_ ball tells the amount 

&®50c 


Mr. Dealer: 

k Ib S These gauges cost 

you $4.00 per dozen 
f. o. b. 126 largest 
cities. 

APCO MFG. COMPANY 

DUDLEY ST., PROVIDENCE, RHODE ISLAND 



“OIL RUINS TIRES" 

realise what a treat menaee oil 
10 ts to mu tubes and, therefore, look for 
the place where they can fill their tires with 

CURTIS AIR-FRIR 
FROM OIL 

Fire different sises of com¬ 
pressor. 125 different com¬ 
binations of outfits. In 
stock at most jobbers. Pries 
is richt. A result of 25 
years T experience in com* 

¥ ressor manufacturing. Send 
or Bulletin 0-6. 

Carte Pmb. Mchy. Co. 

1512 Klenlen At., St. Louis 
530 -L Hudaon Tuna., V. Y. 



It Will Pay You to Get 


I** Our Literature and 

' ii. \\ 

Price 

IS^R f if 1 1 i 


zs/ ■ 

Three types of barrel 

W/j j i 

pumps. Special five - barrel 


curb-pump outfit. Visible 

i/l / HR 1 

measure glass dome attach¬ 

III / 

ment, which can be at¬ 

H I RRt 1 

tached to curb pumps now 

1 

in use. 

■ 1 

THE OROETKEN PUMP 


COMPANY 

Cli 

Aurora, Illinois 



HALLADAY BUMPERS 

THE PROGRESSIVE, PROFITABLE LINE 


cWo 


Spring 

Bumper HARDWARE AND 

L- 1 — ACCESSORY DEALERS ATTENTION, 

Our line of Bumpers is complete with fittings for front and rear of all 
cars of standard or special construction. Write today for our new catalog 
of bumpers and automobile accessories. 

L. P. HALLADAY CO., Streator, Ill. 

DISTRIBUTORS 

Ash A Oo., 16-24 W. 61st SL, New York City Sanford Brothers, Chattanoogs, Tenu. Norman Cowan Oo. 

E. L. Thompson Oo., 817 Boylston St., Boston Southern Distributors Pacific Coast Representative 

Gray-Heath Oo., 1440 Michigan Ave.,Chicago 433-35 Rialto Bldg. San Francisco, GaL 
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WHERE YOU STAND IF SOMEBODY GIVES 
YOU AN OPTION TO BUY 
MERCHANDISE 

(Copyright, by Elton J. Buckley.) 

So many business people don’t seem to 
clearly understand what their rights are under 
an option to buy something, and the loss 
through not knowing is so considerable, that 
it may help some if I devote a little time to 
clearing up the matter. 

Some options to buy goods are legal, bind¬ 
ing, enforceable contracts, while others aren’t 
worth the breath that it takes to utter them, or 
the paper they are written on. 

I heard a man give another one an option 
the other day which was as worthless as any¬ 
thing could be. Since both were practical 
strangers to me, I of course had no call to in¬ 
trude myself into the matter. Still, I would 
have liked to. 

It seems to me that the two men had been 
dickering over some merchandise worth about 
a thousand dollars. Finally, the seller said to 
the buyer: “I’ll name you a price of $1.65 and 
give you an option on the lot until next Mon¬ 
day morning at 10 o’clock. If I haven’t heard 
from you in the meantime, the deal’s off.” 

Doubtless the prospective buyer thought he 
had something, but he had nothing. That op¬ 
tion was not in the least binding and the seller 
could sell the whole lot five minutes after that 


conversation with perfect impunity. It was 
not binding because it is as firmly fixed as the 
rock of Gibraltar that an option, to be binding, 
must either be in writing and under seal, or 
must have consideration. “Under seal” means 
simply having a symbol after the name which 
is intended to stand for a seal. Any symbol 
which is intended for a seal will do, and if 
there is a seal there doesn’t need to be consid¬ 
eration. “Consideration” means that some¬ 
thing must be paid for it. 

If an option has consideration it can be 
verbal or written, and there is then no need of 
a seal. It would have consideration if the 
buyer in the above case had said, “I’ll give you 
a dollar for an option on those goods until 10 
o’clock next Monday morning.” The dollar 
would be sufficient consideration. As a mat¬ 
ter of fact, almost anything with a value is 
sufficient consideration. 

If there is a seal, or consideration, the op¬ 
tion is a valid, enforceable contract, and if the 
seller parts with the goods in violation of it he 
is responsible to the seller in damages. 

I have met quite a number of cases where 
somebody would get an option on certain goods 
for a certain time, and then go out and see if 
he could sell them at a profit. His idea was, 
if he could resell them, to exercise his option, 
but if he could not resell them, to let the option 
slip. If the option in such a case has not been 


FREE 

TO 

DEALERS 



FREE 

TO 

DEALERS 


Let This Big Handsome Sign Make 
Sales For You 


This beautifully lithographed window sign 
reminds all motorists that Tire Doh is the best 
tire repair medium. It tells them to buy an out¬ 
fit—tells them just at the right time—when it is 
easy for them to step into your store and buy it. 

Over 1,000,000 Steady Users 

have found that Tire-Doh is the most effective 
and economical repair for inner tube punctures 
and blowouts. 


Our national advertising in the leading na 
tional, sporting and farm publications will help 
to move Tire-Doh faster than ever this year. See 
that you have plenty on hand to Bupply the de¬ 
mand. And use our free advertising helps. Let 
your customers know that you sell the only genu¬ 
ine Tire-Doh. 

Big Profits For You 

Write now for special proposition to dealers 
and samples of free advertising helps. 


ATLAS AUTO SUPPLY COMPANY, 602 W. Austin Ave., Chicago, HL 
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FOR THE 1918 SEASON 



And Super-Dreadnaught Inner Tubes 

WITH A FULL LINE OF 

Automobile Accessories and Supplies 
DUNHAM, GARRIGAN & HAYDEN COMPANY 

San Francisco, California 
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obtained in a way to make it binding, the buyer 
may find himself a heavy loser, not only as to 
the profits he would have made had his resale 
gone through, but also by having a number of 
violated resale contracts on his hands, on which, 
if he does not deliver the goods he has sold, he 
is liable in damages. 

I will give here the form of an option which 
nobody can break unless he wishes to make 
himself liable in damages:— 

Date. 

In consideration of the sum of one dollar, the re¬ 
ceipt of which is acknowledged, I hereby sell to 

.an option 

to purchase the following merchandise until. 

.at a price of 

.:—(description of merchandise). 

Signed...(Seal) 

There is no need to pay the dollar if the 
seal is present; I merely included it as a mat¬ 
ter of form. An option taken in this form can¬ 
not be revoked by the seller before its time, or 
violated without giving cause for action. 

One rule about options which is also firmly 
fixed is that they cannot be taken advantage of 
one minute after the time has expired. If an 
option to buy expires at 10 o’clock on a cer¬ 
tain morning, five minutes after ten is too late. 
Under the rule in many cases, there is no way 
of escaping this. I remember one recent case 
that was fought hard through several courts, 
but was finally lost by the holder of an option. 


In that case a manufacturer of fertilizer gave^t buyer 
an option on “700 to 1,000 tons of acid phosphate at 
buyers option, quantity to be declared August 15, 
1915.“ This meant a flat contract for 700 tons, with the 
right in the buyer to get 250 tons more if he said so 
not later than August 15th. 

The buyer in this case didn’t say so until August 
18th. August 15th fell on Sunday, which extended the 
time until August 16th. Instead of taking advantage 
of it on that day, the buyer let it go for two days and 
then said he wanted the 250 tons. But meanwhile the 
market had advanced and the seller said no. The buyer 
thought all he needed to do was to exercise his option 
within a reasonable time, and two days, he contended, 
constituted a reasonable time. The court said it was 
not a question of reasonable time, when aa option said 
it expired at a certain date; it must positively be exer¬ 
cised within that time. Bead this from the decision: 

“There was a sale of 700 tons, with an option per¬ 
mitting plaintiff to demand delivery of an additional 
250 tons or any part thereof. It was to be acted upon 
August 15th, or as that day fell upon a Sunday, the 
16th at the outside. It was not exercised on either 
date, and the right ended. 

“The letter written by the buyer dated August 16th, 
it is averred in the affidavit of defense, was not de¬ 
posited in the mail until August 18th. The option 
having expired, this letter was in the nature of a new 
order. It was not accepted by the sellers and their 
silence did not make a new contract or prevent the 
expiration of the option.’’ 

The sum lost by this buyer because he did not speak 
Monday instead of Wednesday was $1575. In other 
words, the market on his 250 tons had advanced that 
much and he had to pay that bonus when he bought. 


DID IT EVER OCCUR TO YOU ? 



He: Curse my luck, can’t see why they She: Gee! I’m glad Dad bought this 

put a pump like this in such a good car. ROSE PUMP or I’d sure be stalled. 

JOBBSB8 DBALBB8 U81BS I J. M. KAJTBY ft OOKPAWT 

MORE ROSE PUMPS ACTUALLY PURCHASED BY D1SSATIS- I Manufacturers 

FIED USERS OF OUT-OF-DATE PUMPS LAST YEAR E HASTINGS, NEBRASKA 

THAN ANY OTHER PUMP IN EXISTENCE I Rose Pumps, ferease Guns and 

There is a Reason. Find out yourself. Write for a sample. | Fan Belts. 
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Here’s Profit You Never Had Before V ^^m^Bridge .^Newark, N. J. 

Ik Please mail me your book 

Cash in on the Demand We are V propositi* 
Creating for \ 

KOR-KER Tire Treatment \ 

It*s a Time Tested Proven Success 

Kor-Ker seals punctures instantly, and permanently. It ferrets out and 
stops slow leaks. Kor-Ker prevents under inflation— yon dealers know 
what that means to the life of a tire. Kor-Ker is a preservative of 
rubber. We guarantee it will not injure tires, but on the contrary give 
them longer life. Motorists have tried Kor-Ker out and found it's made 
good under the most severe tests. 


proposition. 


We have distributors in U. 8 . Canada, England, France, Russia, 
Norway^ Sweden, Holland, Spain. Portugal. India, Egypt, a. Africa, 
8. America, Australia, New Zealand, Java, Philippines and Trinidad. 

r We are advertising KOR-KER (or you ini 
£ 25 leading magazines I 



KOR-KER Tire Treatment 

Driving Nail into Tire Treated with 
Kor-Ker Tire Treatment. Thia is the 
strongest Droof anyone can ask and will 
convince the most skeptical. 


There’s a big, liberal profit in it for you. But first make us prove to ydur own satisfac¬ 
tion that we’ve got the goods. Then let us tell you what other dealers are doing with 
Kor-Ker. We invite the most thorough investigation . 

ALCEMO MFG. COMPANY, 101 Bridge Street, Newark, N. J. 


M©-lEAK-0 



Have You a Motor? 

LOOK! Sea that groove eon- 
trolinr the oilf The groove 
full of oil forms a dam. Gas 
cannot get down, surplus 
cannot get up. That's why 
motor has more power, no 
carbon. ISN'T THAT A 
REASONt 

Write for Booklet W. Ford else and under 50 ets. 
AUTOMOBILE A00BSS0RIB8 00.. Baltimore, Md. 


fflUIAMSON’S LIGHTNING HEALING POWDEt 
JOBBERS AND DEALER8. 

Test Williamson's Lightning 


Test Williamson's Lightning 
Healing Powder against any gall 
curs mads on two horses with 
equal raw galled sore use k s work¬ 
ing horses. Orders prepaid at 
13.00 per doe., paid for when sold. 
Jobs at $4.00. Retails at $5.00 
Direct WILLIAMSON MPG. CO.. Sheffield, Ills.' 




PlIlsIlsV 

Furniture. Hardwood Floors 

Interior Woodwork IF 

made clean and bright with one operation. Bvery 
household needs It. 

There’s a good profit for every merchant. 

For apodal Introductory offer to dealers writs 

TBS OBDA1WAX CO. 

1183 Story Building Log Angelos, Calif. 


AUTOMOBILE 

ACCESSORIES 


If you handle Anto Accesso¬ 
ries, Motorcycle and Bieyelo 
Supplies and Bicycles, why 
not get in touch with a 
Wholesale House that handles 
this line exclusively and place 
yourself in a position to serve 
your customers with anything 
they could possibly require in 
this line. You should have 
our catalog as a reference. 
Write for it. It will mean 
big business to you. Our 
motto — “If it's kin to an 
auto it’s related to us.” 


MOTOR OAR SUPPLY 00. 
1451-53-55 Michigan Ave., 
Chicago 
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Practical Helps in Ad Writing 

(By J. W. Carlin) 


T O MAKE SURE that our ad will be seen, 
we must “lay it out” in a manner that 
will attract attention, and begin it with 
words which will compel interest. Then let’s 
word it carefully, and print it sensibly, so it 
will be read—and if it rings true, it will be 
believed. 

Some advertisers seem to think that all they 
have to do is to run out into the middle of the 
road and shout “Stop!” and the world will halt 
and listed to them. You see ads headed in 
glaring type with such words as “Stop!” 
“Look!” “Important,” and so on. But you’ve 
seen so many of them that you usually pass 
them by without bothering to see what they are 
talking about. 

Like An Electric Switch 

The best heading is one which actually leads 
the reader into the subject of the advertisement; 
like the electric switch, it makes a connection 
through which your current of selling-talk will 
flow with force and effect. S. Roland Hall, in 
his recent book on “How to Write an Adver¬ 
tisement,” says that when a farmer comes to 
town and wants to advertise a mule for sale, 
he goes to the office of the local paper, and 
writes an ad headed like this: 

Good Mule For Sale 

Then he proceeds to tell about the mule— 
his age and size and where he can be seen, and, 
perhaps, the price. Now that is a good ad, be¬ 
cause the man who wants to buy a mule will 
surely read it when he sees the heading, “Good 
Mule for Sale.” But some other man, who thinks 
he must be “clever,” even at the sacrifice of 
being clear, will probably start off the mule ad 
with a line like this: 

He Never Kicks 

Many readers who might buy a mule will 
pass his ad without reading it, because they 
won’t know it is about a mule. If they read it, 
they will, perhaps, be suspicious, fearing that a 
man who will state positively that a mule never 
kicks, might also misrepresent in other ways 
about the mule. 

Don't Be Too Clever 

Too much smartness, either in wording or 
type, causes lack of confidence. People may 
read your ad and say “that certainly is a 
clever advertisement!”—and then not buy from 
you. You don’t care if they don’t even realize 
that they have read your ad, so long as they 
buy your goods. In my own experience I have 
noticed that whenever my friends come to me 
and say “that was a fine ad you had in the 
paper today,” that ad hardly ever pulls as good 


results as some other ad upon which they never 
think to compliment me—because in it they see 
only the merchandise, and not the ad itself. 

Put all the punch you can into your head¬ 
line ; when you throw that switch to start the 
live, pulsating current of sales-talk, throw it 
hard! 

This Headline an Ad In Itself 

For instance: “Don’t Envy a Good Com¬ 
plexion; Use Pompeian and Have One!” That 
line is an ad in itself! The very force of it puts 
the reader in a frame of mind to want to believe 
what follows. 

Sometimes it may be worth while to be 
“fancy” in the way you have your headings 
set up, but usually the plainer you make them 
the better, and don’t ever let the message be 
obscured by your desire to achieve some clever 
or fancy effect of typography. 

• ‘Better Business Bureau” 

is a far better head than 


B 


ETTER 

USINESS 

UREAU 


In the first case you are not conscious of 
the type or the words, but only of the sense. In 
the second case your attention is distracted 
from the name to the fact that the ad writer is 
a clever contortionist with words. The second 
example requires some effort to read; and 
whenever you make a thing hard to read, you 
lessen the number of people who will read it, 
and you lessen-the tenacity with which it will 
cling in their memory. 

In a recent issue of the Inland Printer I 
came across this example of typographical gym¬ 
nastics : 


A 

ADVERTISER 

A 

M J. G. Willis, Prop. 

S Adams, Mass. 

How many people will take the trouble to 
read it? How much better to have been plain 
and straightforward—like this: 

ADAMS ADVERTISER 
J. G. Willis, Proprietor 
Adams, Mass. 


Don’t ever fool yourself into thinking that 
people are going to work out a rebus to find 
out who you are and what you sell. They won’t 
do it.—Team-Work. 


G. A. Serf ling has sold his interest in the Sanger 
Hardware Co., at Sanger, Cal., to O. J. Hudson. 


Digitized by v^ooQle 



HARDWARE WORLD 


133 



Extra-Profit Offer 

For “Clean-Up and Paint-Up” 



Assortment packed in two cases complete 
with Enaraeloid Color Chart. Outdoor Signs. 
Posters. Price Tickets, Souvenirs, etc. Shipping 
weight 275 pounds. 


DI-MEL-INE is the one national line of exclusive 
popular priced Home Paint Specialties in Pull- 
Size, Full-Measure, handy household cans for fix¬ 
ing up jobs around the farm and home. 

Dealer’s Spring Assortment 
360 Cans, 29 Colors, $33.00 

EXTRA-PROFIT offer gives you this complete, com¬ 
pact stock at the special assortment price, and 3 dozen 
FREE goods as below—a total of 33 dozen for $33.00— 
retails $59.40—profit $26.40. That's a liberal margin on 
merchandise that gives you a quick turnover with no 
waste; no dead stock. 


15 

Cts.» 



15 

Ct*. 


A quick seller and a steady repeater . The de¬ 
mand is active all the year—from January to Jan¬ 
uary again. 

Your Extra Profit 

of $5.40 is in the Box 

Dark Oak VARNISH STAIN is the best seller in the 
line—everywhere; all the time. This box of 3 dozen 
cans is entirely FREE) as $33.00 is the special price for 
the 30 dosen assortment only. YOU sell these 36 cans 
for $5.40. which is all profit. 

Freight allowance 2%, Fill-in orders for any 

C^sh Discount 2%, makes color at Open Stock price 

OMdl, t ! O.”*. Hew York. 1 14.40 8™**’ terms the 

60 days or 2% - 10 on same. Write for circulars 

mercantile rating or and discounts on 5-10 

trade references. gross shipments. 

MAIL YOUR ORDER TODAY 


COLOR LIST 

PREPARED PAINT, Flat White, Gloss White, Pea 
Green, Dark Green, Red, Brown, Olive Green, 
Colonial Yellow, Gray, Sky Blue, Gloss Black (11 
colors). 

VARNISH STAIN. Dark Oak. Light Oak, Cherry Red, 
Walnut, Mahogany, Rosewood (6 colors). 

SCREEN ENAMEL, Black, Green (2 colors). 
STOVEPIPE ENAMEL, Iron Black. 

FURNITURE VARNISH (above in full half-pint 
cans, 21 colors). 

ENAMEL PAINT. White, Bright Red, Light Green, 
Light Blue, Dark Green, Dull Black, Jet Black 
7 colors (full quarter-pint cans). 

GOLD PAINT. 

ALUMINUM PAINT (full eight-pint cans). _ 

Townley Metal 6$ Hdwe. Oo., Kansas City, Mo. 
Pacific Woodenware 6$ Paper Go., Oakland, Gal. 


A limited, well - selected color variety. Full- 
Size, Full-Measure U. S. Standard cans with liquid 
quantity printed on labels. 



These ere days of Thrift which means economy 
in little things to save for Liberty Bonds, "W. 8. 
S.” and the increased cost of living. People will 
not pay 25c, 30c, or more, for a can of Paint, Stain 
or Enamel to do some ordinary fixing-up job 
around the place, when 15 cents buys a full-meas¬ 
ure can of DI-MEL-INE containing th « same quan¬ 
tity of satisfaction - giving material. That the 
market for DI-MEL-INE. It’s in your town; 
in your •fore/ 

MoRIaukPamtMpo. Co. 

169-173 Second Avenue Brooklyn, New York 
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A NEW LAWN MOWER 



The Rotary Mfg. Corp.. 
whose address is in the Oc¬ 
cidental Building, Indian¬ 
apolis, Ind., are preparing to 
place on the market the 
Hare Perfection Mower 
which is of the Rotary type 
and one of the principal 
claims made for it is that 
it will cut grass or weeds 
of any type. 

It is simple in construc¬ 
tion and it is said that 
there is nothing about it 
to get out of order and it 
is extremely easy to push. 

The inventor is W. W. 
Hare of Noblesville, Indi¬ 
ana, who has spent several 
years working on the inven¬ 
tion, and a model of it was 
on exhibition at the Indi¬ 
ana Hardware Convention 
recently where it attracted 
much attention. 

The Mower is built on the 
same general lines of an 
ordinary lawn mower with 
the exception that instead 
of the knives running par¬ 
allel to each other as in the 


usual mower, they are made in the form of a circular 
disc which revolves over a cutter guard. On this plan 
the grass is cut much in the same ^ay the field 
mower mows hay. 

The machine will cut directly up to foundations, 
posts, walks, or under fences or flowers and eliminates 
the use of a sickle or pulling grass. 

In other words, it cuts the grass ahead of the mower. 
The Rotary Mfg. Co. will be glad to give further 
information to any of our readers upon request. 


PUTTING GREEN SWEEPER 

The Pennsyl¬ 
vania Lawn 
Mower Works, 

Phil adelphia, 

Penn., have 
placed on the 
market A new 
article, h Put- 
tiug Green 
Sweeper for re¬ 
moving worm- 
casts from the 
greens. 

By the substi¬ 
tution of three 
brushes for the 
81 e e1 toothed 
rakes they have con¬ 
verted their Pennsyl¬ 
vania Lawn Cleaner and 
Rake into a very effi- 
cient device for removing Qne Beotlon of the g rUBh 
worm casts from putting 

greens without injury to the turf, and in about one- 
tenth the time consumed by the usual methods. 

The brushes ate made of a combination of high 
grade fibres set in hardwood head, made to interchange 
with the steel toothed rakes of the Pennsylvania Lawn 
Cleaner and Rake. 


Provision is made for adjustment to take up the 
wear of the brushes, thus insuring the same efficiency 
of the sweeper until the brushes are entirely worn out. 
The sweeper can also be used as a lawn or sidewalk 
cleaner for removing leaves and other litter. 

They will be glad to give full information to any 
of our readers upon request. 


R. E. Holloway and P. O. Spittler have purchased the 
stock, of Hook Bros, at Perris, Cal., have leased the 
Hook Bros, building and will continue the business at 
the former location. 






— Since 1694 


Manufacture A Complete Standardized 
Line of High Grade Paint Products 


HE BR1NINST00L CO. 

Paint Products LOS ANGELES. 
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WHAT DO YOU KNOW ABOUT STEEL 
WOOLt 



That is a question that was asked us receotly. While 
in a general way everyone who has to do with the 
hardware trade knows what steel wool is, perhaps they 

don’t know the many 
uses for which it is 
designed, or the op¬ 
portunities that exist 
♦or merchants in mak- 
ii.vr sales. 

Recently the Ameri¬ 
can ^teel W r ool Co. 
have undertaken a 
campaign to educate 
merchants, as well as 
consumers, to t'u 
economy of using 
steel wool, and with 
that end in view they 
have prepared a new 
package 2% inches 
wide by 7 inches 
high that will retail 
for 10c. east of the 
Mississippi River. 

It is adapted for 
sale in hardware, 
sporting goods, auto 
accessory, house furnishings and various other 
lines of retail stores. It is the outgrowth of twenty 
years’ experience, and is adapted for a variety of uses 
in the home, office, factory, store, ranch and shop. 
The American Steel Wool Co. have prepared a series 


of selling helps, cut but window display and counted 
signs, which aie \ 'ry attractive, aifd are sure to bring 
an increased demand. 


It is especially adapted for cleaning cooking utensils 
and is a sanitary cleanser. No gloves are necessary 
in using, as its long fibres of genuine tempered steel 
play havoc with dirt, mud, and with all uncleanliness 
of home, factory, dairy and outdoors. It is wooled to 
a silky softness, and is adapted for cleaning, smooth¬ 
ing and polishing. 

Removing dirt, mud and rust 
from farming utensils, garden im¬ 
plements and tools; from fjdlf 
clubs and guns; from autos, bicy¬ 
cles, carts, wagons and trucks. 

Eliminating old coats of paint, 
varnish, Japan, shellac, et<*., rub¬ 
bing in first fresh coat; also 
rounding off and smoothing down 
wooden surfaces. 

Whatever, wherever, the object 
is that needs to be de&xitd', 
smoothed or polished^ American 
Steel Wool is essential and in¬ 
comparable. 

Many of the large department 
stores, as Maey, John Wana- 
maker and Marshall Fields, are 
handling 8teel Wool. 

The American Steel Wool Com¬ 
pany of 451 Greenwich street; 
New York, will be glad to give 
full information to any of our readers upon 
request. 





FOR EVERY LEAK! 


SELL NOAHS PITCH FOR EVERY LEAK 

Here’s a Carey Staple that makes good-will for the Hard¬ 
ware Man. Always handy to have around the house. Every 
customer a prospect. 

Noahs Pitch stops leaks in all kinds of roofs, skylights, ventilators, 
chimneys, gutters, silos, tanks, boats, etc. 

Wherever there’s a leak, use Noahs Pitch! 

Preparedness is in everybody’s mind. Suggest Noahs Pitch. Easily 
put on with trowel or ordinary knife. Comes in big-mouthed cans holding 
one pound and up. 

Dealers who do not know Noahs Pitch 
are invited to write for generous sample. 

THl PHILIP CAREY COMPANY, 232 Wayne Avenue, Cincinnati, ON# 
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HANDSOME CATALOG OP HARDWARE 
STORE FIXTURES. 

What is most assuredly the most attractive 
catalog of hardware fixtures ever viewed by 
the writer was received the latter part of last 
week from the Duluth Show Case Company, 
Duluth, Minn. 

From all standpoints of make-up, workman¬ 
ship, illustration, and copy it would be difficult 
to imagine a booklet more complete or having 
more value to the merchant interested, as all 
present day merchants are, in the problems of 
displaying merchandise. 

The book is of the loose leaf type, staple 
bound between attractive covers, is printed on 
a high grade of calendared paper, and is filled 
with more than one hundred two color repro¬ 
ductions from actual photographs of the hard¬ 
ware display cases of different styles, sizes and 
types which the company manufactures. 

The necessity of modern fixtures is interest¬ 
ingly treated in the fore part of the book. Im¬ 
mediately following is a discussion of the gen¬ 
eral details of construction of the “Duluth’’ 
sectional hardware store fixtures. An inter¬ 
changeable unit system is the feature of the 
products of this company. 

More than one hundred pages are then de¬ 
voted to illustrations in two colors of various 
combinations of these several separate units, 
revealing modern methods of displaying all the 
various lines which are included in the ordinary 
hardware stock. The list of units which com¬ 
prise each complete combination shown is given, 
together with the list price on the same f. o. b. 
Duluth. Store ladders and floor show cases 
are also illustrated, described and priced. 

Every hardware merchant who is interested 
in the matter of making his store as attractive 
as possible, and in the conservation of space 
with a corresponding speeding up of sales, 
should find this catalog a text book on the sub¬ 
ject which would well repay several hours of 
serious consideration. 



NOTHING LIKE THE SAM-E-KAJfc 

If you are looking for an article to sell to 
children, something that has points of merit and superi¬ 
ority over all similar kiddie cars, that has proven a 
rapid and popular seller, as well as an article that 
brings a good profit for the merchant, the Sam-E-Kar 
will please in every particular. It is made of white 
cedar, wheels of hard maple, crowned on the face and 
dished, roller bearing wheels and all steel axles; a car 
in which there is absolutely no dead center, coasting 
freely backward or forward without any movement of 
the driving handle, easily operated, neatly and attrac 
tively finished. 

Many jobbers are stocking these Sam-E-Kars and 
report a big sale. Among them are the Z. C. M. I. Co., 
M. Seller & Co., Pacific Woodenware & Paper Co- 
Hoffman Hardware Co., Chas. A. Bacon & Co., and 
others. Baker-Smith Co., selling agents, wiU be glad 
to give further information to any of our readers on 
request. 


Arthur W. West has succeeded Schilling Bros, in the 
hardware and implement business at State Center, 
Iowa. 


“Our Standard’* 



A Parfaet Paint for Ontsldo 
Painting. In different shades. 
Mott Lasting. 


R. N. NASON & CO. 

San Francisco, U. S. A. 

MAKbE8 

Paints, Colors, Varnishes, Lubricating 
Oils and Greases 

JOBBERS 

Brashes for Painting, Glass Mirrors, Etc. 

FOREIGN PACKING OF SHIPMENTS A SPECIALTY 

WRITE FOR LITERATURE, CATALOGUES AND PRICES 
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ITTING THE COST OF CUTTING GRASS 


NEW WINDOW DISPLAY CARD 


The 1918 Mil- 
radt Power 
wn Mower 
ves the prob¬ 
lem of beautify¬ 
ing Country Es¬ 
tates, the Golf 
( ubs, P a r k 9 . 
etc., with the 
present short- 
age of labor, as 
i e man can 
ep the lawns 
ty and trim 
:it trifling cost 
' d have plenty 
of time for other work. This machine cuts low or 
high grass or weeds on the roughest ground. It is so 
constructed that it positively will not roll down or 
harden the ground. 8imple in construction and eco¬ 
nomical to operate. The wilbradt Power Lawn Mower 
is backed by a strong guarantee as to workmanship and 
performance and their descriptive circular will be sent 
free upon request. There is an opportunity in most 
every community to sell one or more of these machines. 
They will ship to responsible parties on approval and 
if not satisfactory can be returned at their expense. 
Investigate your field and write Milbradt Mnfg. Co., 
2414 North Tenth 8t., 8t. Louis, Mo. 


B. J. Staats Hdwe. Co. are the successors to Wilson 
ft Cooke at Oregon City, Or. The management will 
be in the hands of Mr. Staats, who has been connected 
with Wilson ft Cooke for many years. The hardware 
and implement line will be added to. The officers of 
the corporation are J. J. Cooke, president; E. J. 
Myers, treasurer, and H. J. Staats, secretary and 
manager. 


The Paint Department of the Jo¬ 
seph Dixon Crucible Co., Jersey 
City, N. J., have had printed for 
their dealers an attractive new dis¬ 
play card in five colors for use in 
window displays and hanging in¬ 
side the store. 

This card as shown here, pictures 
the various uses for Dixon’s Silica- 
Graphite Paint such as for struc¬ 
tural work, buildings, bridges, pip¬ 
ing, tanks, stacks, boiler fronts, iron 
fences and other metal or wood work in need of a 
protective paint. 

Dixon *s Silica Graphite Paint has been made for over 
fifty years in First Quality only and four colors. It 
is the longest service paint known and because of this 
costs less per year of service. 

In their house organ * i Graphite” the Joseph Dixon 
Crucible Company publish from time to time testi¬ 
monials and articles of interest that will help dealers 
sell more paint. They will be £lad to see that all 
dealers interested get it regularly if you so write them, 
Dept. 230B. 


WHO MAKES THIS SPRINKLER! 

A. G. Webster & Sons Ltd., one of our sub¬ 
scribers of Hobart, Tasmania, advise us that 
they are looking for information regarding a 
sprinkler, which they imported from America 
fifteen or twenty years ago. 

It was of the butterfly or spinning type, and 
when the spinner was fixed on the central pivot 
it threw a complete circle, when moved on to 
a pivot on one side or the other it threw a half 
circle. It was finished in nickel. 




Do You Know Any Paint as Good? 



EVERYTHING 
RELIABLE 
IN PAINT 


Manufacturer s 
Since 1865 


Painters* Pure Paint 

100* PURE 

FORMULA 
556 Outside White Base 
Pigment 

Cal-Pa-Co Pure White Lead . 66 2-3% 

Cal-Pa-Co Pure Zinc Oxide . . 33 1-3% 

Liquid 

Cal-Pa-Co Pure Linseed Oil . . . 90% 

Cal-Pa-Co Pure Turpentine Dryer . 10% 



CALIFORNIA PAINT COMPANY 

Oakland, California, U. S. A. 

Secure the Exclusive Agency 

JOBBERS 

Hammond Lumber Co. Los Angeles Stayner & Daly .... Salt Lake City 

Kelly Thorsen Co. Portland S. S. Underlien - Bellevue, Washington Salesman 
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8. G. BU88ELL 


NEW PUMP AND SUP¬ 
PLY HOUSE IN SAN 
FRANCISCO 


Announcement is made 
in this issue of the Pacific 
Pump & Supply Co., a new 
(enterprise which has been 
organized by Messrs. Geo. 
W. Geauque, S.W. Russell, 
W. F. Jjedwidge and J. EL 
Reedy, all four of whom 
were for many years con¬ 
nected with Pacific Hard¬ 
ware & Steel Co., and each 
having had an extended 
experience in these lines. 

Mr. Geauque, president of 
the new institution, was 
manager of the pump, 
windmill and brass goods 
department for fourteen 
years, previous to which 
time he was secretary of 
the Pacific Pump & Wind¬ 
mill Co. There is no man 
connected with the trade 
who is better and more 
favorably known than he. 

His associates, Messrs. 
Russell, Ledwidge and 
Reedy, have each had an 
extended experience, spe¬ 
cializing in these lines, and 
the new organization is 
w$ll fitted in every way to 
8 e r v e the trade well 
throughout the territory 
in which they will operate. 

They extend a wel¬ 
come to the trade to write 
or call on them at their 
headquarters, 853 Folsom 
street, San Francisco. 


W. F. LEDWIDOB 



J. H. BESDT 



WHITE MOUNTAIN REFRIGERATORS 

A book covering the theory and practice of Quality 
Construction in the manufacture of refrigerators is 1 * In 
$ nut-shell , 1 ’ the small 11 White Mountain ’ 1 refrigerator 
booklet now ready for distribution by the Maine Man¬ 
ufacturing Company of Nashua, N. H., makers of the 
famous 11 White Mountain 1 ' line. The line nationally 
advertised as “The Chest with the Chill in it.” 

This booklet is really an abridged edition of the 
large White Mountain Catalogue, and will be sent on 
application to every well-rated Furniture House in the 
country. 

It is printed on a special run of Bible paper (a 
clean, strong, thin paper, same as used in the up-to-date 
(dictionaries and encyclopedias) to permit mailing with 
letter or statement without increasing postage. 


This attractive booklet illustrates and describes 
in detail the construction of the wonderful “Duplex” 
Ice Grate, used only in White Mountain Refrigerators, 
and takes up item by item refrigerators with provision 
compartments in the special “Pure Baked White,” the 
One-Piece Seamless Porcelain Construction, and the 
only compartment made of Genuine Natural Stone from 
the Quarry. 

This new 1918 booklet in colors is strong and inter¬ 
esting, and will be mailed promptly to the trade upon 
request. 


L. L. Bryan, Fortuna, is materially adding to his 
stock of hardware, implements and auto accessories. 


J. E. Benson, Americus, Kan., has purchased the 
hardware and implement business of F. E. Mouse. 
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CLEAR THE TRACK 
FOR THE 

SAM-E-KAR 

It has come to the front so fast there is 
no stopping it. 

Something new! It’s different! In a 
class by itself. 

A CHILD TWENTY MONTHS OLD 
CAN OPERATE IT 

A man weighing two hundred pounds 
can ride it—practically unbreakable. 

The SAM-E-KAR operates on a slight 
or full stroke of the driving handle for¬ 
ward and backward, like rowing a boat. 

No dead center. An entirely new pat¬ 
ented mechanical driving device applied 
to a new designed child’s car. 

If Your Jobber Can’t Supply You, Write 

BAKER-SMITH COMPANY 

Sole Seles Managers 

Rialto Building, San Francisco, California 



Ad j u s table to 
age of child. 
Affords pleas¬ 
ant, healthy ex¬ 
ercise. 


Packed 
six in 
box. 

Shipping 
weight 
96 pounds 
to dozen. 


Retail 

Price 

$g.oo 


Boiler Bearing Wheels and AI1 Steel Axle 


eastern sales representatives 

ROLPH MILLS CO. 

332 S. MichifaS Avenue, Chicago 18 Broadway, Now York 


PROTECTIVE PAINT FOR ELEVATORS 

11 Graphite, ’ ’ the house organ of the Joseph Dixon 
Crucible Company, Jersey City, N. J., shows the Great 
Eastern Elevator, Buffalo, N. Y., and the elevator and 
steel tanks of the Pioneer Steel Elevator Co., Minne¬ 
apolis, Minn., both of which are protected by Dixon's 
Silica-Graphite Paint. On the former this paint has 
given eleven years’ service, and on the latter the paint 
has been on since 1912 and it has not yet been found 
necessary to repaint. 

On account of the size of such structures the paint 
is subjected to more severe conditions than when used 
on surfaces better protected from the elements. On 
elevators the damp grain dust which is deposited on the 
surfaces is especially conducive to corrosion unless the 
paint is of the highest quality. 

Elevator companies in figuring the cost of paint 
should decide that the only correct way is to determine 
the number of years of service and divide same into 
the price of the paint, plus labor cost. By this method 
they will discover that Dixon’s Silica-Graphite Paint 
is the lowest cost paint for exposed surfaces per year 
of service. 

It is a satisfaction to the user to know that no mat¬ 
ter how high the cost of raw materials will go, the 
Dixon Company will not use any pigment other than 
its unrivalled flake silica-graphite and the bost boiled 
linseed oil obtainable. 


WHY WSi ARE IN THE GALL CURE BUSI¬ 
NESS-JOBBERS AND DEALERS 

We testbd all makes of gall cures. Found none 
cured taw galled sores working the horses. 

Williamson’s Lightning Healing Powder cures raw 
galled sore necks, working the horses in three appli¬ 
cations or dealer refunds the money. One gross or 
more sent any jobber in U. S. express prepaid. Our 


goods their security as to curing quality, as they pay 
us when sold. 

Reason sold through hardware trade is more mfen 
gather there than any other stores in town. All our 
remedy put up do2Sn in display box. Self-seller sets on 
show-case. 

We refer you to Townley Metal Hardware Co., Kan¬ 
sas City, Missouri; Blish, Mize & Sillimann Hardware 
Co., Atchison, Kansas. Each, has sold between 250 
and 300 dozen—none returned. Dealers order at Once 
from your jobber. Jobbers order from us at onfee. 
Cures keep every horse on the job. Where used Stops 
humane arrests. Where used, self-seller direct. Wil¬ 
liamson Manufacturing Co., Sheffield, Illinois. 


NEW TYPE OIL GAUGE FOR FORDS 

The Apco Manufacturing Co., of 
Providence, R. I., are directing at¬ 
tention to a new typO oil gauge they 
say is what every Ford Auto is wait¬ 
ing for, as it cannot break, cannot 
leak, is absolutely accurate and de¬ 
pendable and can be easily read even 
at night. 

It consists of a metal chamber con¬ 
taining a float with a rod extending 
out of the top with a White ball on 
the end of the rod. 

The height of the ball tells the 
amount Of oil. These gauges cost 
the dealer $4.00 per dozen and can be obtained from 
leading jobbers throughout the country. 

It has proven very popular with Ford OWnerS fend 
is in demand wherever it is known. 

They will be glad to give further iUformatiOA to 
any of our readers upon request. 


The capital stock of the Newberry Hardware Co. r 
Alliance, Neb., has been increased to $400,000. 
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The Standardization of 
Hack Saw Practice by Startett 

\n enormous reduction in hack saw waste is now 
possible through the use of the Starrett Chart, which tells 
you just what saw to use in hand frame or machine to 
get absolutely the best results on every kind of metal. 

Starrett Hock Sows 

are made in a wide variery of sires and flexibility', and of 
number, shape, and set of teeth,— veritably a saw for 
every conceivable purpose,—of Tungsten steel, properly 
hardened for their duty, with milled teeth of the right set. 


Are you getting all the value 
(hat Starrett put into the saw? 
You willnrver know until you use 
a Starrett Hack Saw Chart atyour 
guide. By the chart it is easily 
possible to select a saw that will 
give from 25 to 100 percent more 
in cutting power or endurance 
than one not suited for the job. 


An indiapensable help to 

every STARRETT HACK Saw 
USER -and the reason why every 
hack saw user should use Starrett*. 
Send immediately for this most 
helpful chart. Printed on heavy 
card 54 by 9 inches, eyeleted 
for hanging. Sent FREE. 
Use the coupon. 


Tkm l s. sTaaarrr co. am. m»- -- 


The LS - Starrett Co 'Athol ’Mass 

Tffirlds Greatest ‘Toolmakers 

MANUFACTURERS OF HACK SAWS UNEXCELLED 




you 
should 

know 

The Starrett Hack Saw Chart 
will now guide both dealer 
and user in their selection 
of the proper blades 
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The .22 Rifle For The Boy 



REMINGTON 


Length Overall 
38 Inches 

Taken Down 
25£ Inches 


The Model No. 12 Repeater 

Shoots .22 Short, .22 Long and .22 Long Rifle Cartridges Without Adjustment 
Magazine of “Standard Grade” Holds IS, 12 and 11 Cartridges Respectively 

MORE ABOUT THE GUN £ 

The Remington UMC .22 Caliber Repeater, Model 

No. 12, is a handy, all-year- ’round-many-purpose AT 

arm. It is simple in operation and construction, /V mms 

and positively safe. /£ 

The solid breech protects the shooter’s /gf 
face from blowbacks and gases, and pre- 

vents foreign matter from entering the /// HOW AN T) W HERE 
mechanism. The elimination of the /£& «jiq sgyj, j«p 

projecting hammer is an essential /§& 

safety feature. /ggSr Model No. 12, while used to 

mi ...... .. j/W a great extent by adults, is 

^markable shooting quail- /J/W primarily the rifle for the boy. 
hes of the Model Nq. lw are due /Mg is therefore among the boys of 
to the Remington UMC sys- /Mg vour v i cini ty that you will find 

and rifling. M&m y 0ur best market for this splendid 
While the rifle will take ~ 

the .22 short and .22 long /3Ty 

cartridges it gives rm Haphazard shooting among boys is not to be 

best results with the fv encouraged in well-settled districts. Target 

99 1 fl -H- fW shooting at short range under proper super- 

nile Cart- IV vision is recognized as one of the superior out-of¬ 
ridge for which it >gj door sports. 

is. more espe /v'jflw The local dealer is in a favorable position to assist 

^^7 u e - j n organizing rifle clubs. He knows the boys of his 

Signed. / community, has their confidence and can do much 


/// HOW AND WHERE 
M TO SELL IT 

Model No. 12, while used to 
a great extent by adults, is 
primarily the rifle for the boy. 
It is therefore among the boys of 
your vicinity that you will find 
your best market for this splendid 


cartridges it gives A Jr Haphazard shooting among boys is not to be 
best results with the M encouraged in well-settled districts. Target 

99 1 *fl vf Fm shooting at short range under proper super- 

.46 long nile cart- Mm vision is recognized as one of the superior out-of¬ 
ridge for which it r M door sports. 

. m ^ r ^ espe AjjmB The i oca i dealer is in a favorable position to assist 

i y O e - / j n organizing rifle clubs. He knows the boys of his 

Signed. / community, has their confidence and can do much 

to arouse their interest. In addition, the Remington 
UMC organization maintains a special service depart- 
merit for such work and will be glad to lend its full 
co-operation. Send to Us for Model No. 12 Ride Folder* 

—u- ^ ORDER FROM YOUR JOBBER 

The Remington Arms Union Metallic Cartridge Company, Inc. 

Wool worth Building, New York City 


Digitized by 


Google 



Business Opportunities 


POSITION WANTED. 

Experienced plumber^ steamfitter and sheet metal 
worker wants steady position. With hardware company 
preferred. Can figure or estimate all work. Tyrrell the 
Plumber, Devils Lake, N. D. 


FOB HA LB. 

A good paving hardware business, will sell at in¬ 
voice price, which will be about $12,000. Season for 
selling, want to retire from business. Reasonable rent, 
or will sell building. 3. F. W., care Hardware Would. 


POSITION WANTED. 

In hardware store, where ability counts, with an 
opportunity to advance. Am 38 years old, married; 
have no bad habits. Have had five years experience 
in hardware and implement business. Can give best 
of references. Address O. H., care Hardware Would. 


WANTED 

Distributor for highest grade mechanics’ tool chest. 
Advise lines handled, territory covered, class of dealers 
reached and commission wanted. Prefer established 
manufacturer’s representative traveling several men. 
Address Union Tool Chest Works, Rochester, N. Y. 


FOB SALE. 

Good paying hardware business in the best city in 
Idaho, doing a good business. 10-year lease, brick 
building 140x30 feet, with large basement. A-l loca¬ 
tion. Stock and fixtures about $40,000.00. Reason for 
selling, owner wants to retire from business. Address 
C. P. I., care Hardware World. 


FOB EXCHANGE 

Three story modern brick hotel building in State 
of Washington; value $65,000, incumbrance $25,000; 
equity of $40,000 paying 6 per cent; leased to good 
tenants who have occupied building since completed. 
Will trade equity for good hardware stock of equal 
value. A gilt edge proposition. “Washington,” care 
Hardware* Wort.d. 


FOB SALE. 

I want to sell my entire stock of Sherwin-Williams 
Paints and Varnishes. Martin Engelhart, 2598 Lincoln 
Ave., Chicago, Ill. 


POSITION WANTED 

By a hardware man of five years’ experience in hard¬ 
ware and implements. I am 38 years old, married, have 
no bad habits, can give best of references as to ability, 
character and honesty. Desire something permanent 
with a reliable house. Prefer Oregon, Idaho or Wash¬ 
ington. Address X. Y. Z., care Hardware World 


FOB SALE. 

Clean, well balanced stock of hardware and imple¬ 
ments in Idaho town. Center of sheep and mining 
country. Richest county in state and growiug rapidly. 
Will invoice about $17,000 and $60,000 business last 
year. Good reasons for selling and terms to right per¬ 
son. Unusual opportunity. No agents. “8. I.,” care 
Hardware World. 


A GOOD BUY. 

Good clean stock of hardware—about $6,000. Will 
sell at invoice. 

The business is located in a lively city pn Grays 
Harbor, Washington. 

Sales from $18,000 to $20,000 a year. 

Will stand investigation. 

Address “ U. H, ” care Hardware World. 


AN A1 OPPORTUNITY. 

An old established hardware business located in one 
of the best towns in the 8acramento Valiev, California. 
Stock will invoice about $10,000.00. Owing to death 
of senior member of firm, outside interests require 
personal attention of other member. This is an un¬ 
usual opportunity to step into a splendid paving busi¬ 
ness, good central location. Will either sell or lease 
building. Will bear fullest investigation. Address 
H. Mitchell & Son, Colusa, California. 




These Products Are Selling by 
the Hundreds of Thousands 

Do you realize that there are many retailers selling hun¬ 
dreds of Perfection Rock - s - Bye Products a month, who 
are banking hundreds of dollars profit monthly because 
they push the Rock-s-Bye line! 

Are You One of These Retailers? 

If not—why notf No similar line offered the retail trade 
during the last ten years presents Buch wonderful oppor¬ 
tunities for profit making. No similar line has ever been 
so extensively advertised in practically every magazine. No 
line has such a universal appeal, as almost every one of 
your customers is a prospect. 

Bear This Fact in Mind: 

Because customers are unable to buy Rock-a-Bye products 
from their retailers, they are sending direct to us thousands 
of dollars monthly, asking that we send Rock-a-Bye pro¬ 
ducts direct to them. 

GET THIS BUSINESS 

You can get it if you carry the Rock-a-Bye line—and if you 
let people know you carry it by displaying the goods in 
your windows and mentioning them in your advertising. 


WRITE TODAY! 


Aik About Our “Dealer 
Help s”—or tee your Jobber 


PERFECTION MFG. COMPANY 

Department K. Corner Leffingwell and 
Montgomery Streets 
ST. LOUIS , MISSOURI 

We Offer an Attractioe Proposition to Live Representatives 
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“Show Me” Idea Too Often Neglected 

(By Harry Gale Nye) 


R IGHT at the out¬ 
set I want it un- 
derstood that 
when I eat my lunch 
away from home my 
table is my chair arm 
and I insult my tummy 
with a “hot dog and a 
mug of Java.” 

But when I get my 
spine against the 
rough bricks I can buy 
a cash customer a real 
dinner. 

I did this one time recently and took the 
man to one of these onyx-columned joints where 
the prices are as high as the cooking is good and 
the chef never heard of gravy but puts messy 
sauces on things which makes a chap ’& aliment¬ 
ary canal produce a Culebra slide. 

We picked a few things at random off of a 
menu which would have made Hoover hoove 
right at the table and then when we had fin¬ 
ished there arose the question of dessert. 
Neither the man eating with me or I cared for 
dessert as we had seen too many flies caught 
on sticky fly paper to wake up in the middle of 
the night and cry for anything of the sort. 

But the waiter came around with a large 
tray on which was displayed a couple of dozen 
French pastries and we both took a good look 
and fell. We each saw one which looked good 
and were soon messing around in its sticky in¬ 
nards. 

We would not buy those things from the 
printed page of the menu. 

We would not have bought them at the sug¬ 
gestion of the very attentive waiter. 

But when we looked at them we fell. 

My guest left me to keep an engagement and 
I stuck to the table to finish my cigar. 

As I sat there the thought came to me that 
here was one of the best examples of salesman¬ 
ship I had ever seen and following this thought 
came the one that the appeal to the eye—“The 


show me”—idea was the most sadly neglected 
one in this whole game we fellows are playing. 

There is such a thing as appealing to the 
eye when the printed advertisement will not 
make the sale and when the best sales argu¬ 
ment ever memorized by a salesman falls on the 
ear like hail on a mansard roof. 

How often does the traveling man miss a 
sale by not opening his sample case before he 
opens his mouth ? 

How often does the retailer miss a sale of 
tools or supplies because he Joes not properly 
arrange an exhibit of the tools he sells to at¬ 
tract the eye of the mechanic who comes in to 
buy something entirely different. 

How often does the plumber miss sales who 
fails to frequently redecorate his window with 
attractive bath room fixtures or the things he 
sells to the general public 

Some of us have stores where it sells by the 
front foot and others where it smells by the 
back yard but it makes no difference where 
your store is located, you can not afford to ne¬ 
glect the display which appeals to the eye. 

That “show me” possesses one of the essen¬ 
tial attributes of Deity in that he is everywhere. 

There are men who care little for reading, 
there are oldfashioned men who still wear sus¬ 
penders and bunches of cotton in their ears, but 
every man who earns or spends a dollar looks 
and you can reach him in this way when he is 
as deaf as Pharioh’s mother, to all other ap¬ 
peals. 

One-half the business of the world is done 
by making men realize a want they did not 
know existed in their lives; the telephone, the 
automobile, the yearly vacation, the dress suit, 
the buttons on the back of your sleeves are all 
examples and this thing of showing a man his 
needs is the basis of all forms of advertising. 

Then there is just one other thought in the 
whole thing. 

It is well worth while to study the ideas and 
business methods of other lines to see if they 
can not be applied to your own business. 
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The 

Demands 

of the most 
exacting 
architects 
and builders 
are admirably 
met in our 


TheTRIO Idea 


FAULTLESS 

PLUMBING and 
HEATING 
SUPPLIES 


M. L. Kline 

30 Yean Wholesaling Reliable Plumbing and 
Heating Supplies in Portland 

84-86-87-89 FRONT ST., PORTLAND, ORE. 


SMOOTH-ON 


sshootw 


IRON 
CEMENT 
No. 5 


For making hub joints on cast 
iron soil pipes, gas and water 
mains. 

EASY TO APPLY 

Difficult joints quickly and 
easily made 

SMOOTH-ON MFG. CO. 

Jersey City, N. J. 

For Sale by Supply Houses 
Sold in 1, 5, 10 and 25-lb. tins. 





Sell yourself on the Trio idea and 
you will have no trouble selling these 
tools to your customers. Bead this ad¬ 
vertisement for selling points. 

The Trio contains 

THERE CUTTING ftTERfi 

of Little Giant Pipe Dies. These Dies 
are adjustable, can be removed from 
the stock for sharpening and are re¬ 
versible to cut threads on a pipe close 
to a nipple or wall. 

TRIO DIB STOCK 

No dies or bushings to lose, no 
changing of dies. The buyer selects the 
three cutting sizes he most commonly 
uses. He can have extra sizes if de¬ 
sired. Then if he carries his Trio in 
his kit he is pretty liable to have the 
right cutting size right in the stock all 
ready to use. 

You can see the advantage. Could 
you sell Trios! 

Ask for further information, prices, 
etc., and samples of envelope stuffers 
furnished to dealers free. 



A Trio of Happy Trio {Joan 

Greenfield Tip & Ole Corporation 

GEEENFIELD f MASS. 

New York, 28 Warren Street 
Chicago, 13 South Clinton Street 
Canadian Factory, Wells Brothers Company 
of Canada, Ltd., Galt, Ontario 
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But having studied them if they are not put 
to any use it is so much mental labor lost. 

This idea here for example. If you do not 
put it to work for you, the time you have spent 
reading it has been absolute waste. 

Think that over. 

Lots of fellows have looked over the edge of 
Brooklyn Bridge and thought about how easy 
it would be to go over, but Steve Brodie jumped. 

No one knows who those other fellows were, 
but Steve is remembered yet and that jump 
must have been twenty-five years ago. 


“IL NE PASSERONTS PAS” 

“They shall not pass!” the Frenchman said, 
“They shall not pass while blood is red; 
Not while our France can hold its dead; 
They shall not pass!” 

“They shall not pass!” the echoes rang; 
And up to arms a million sprang, 

Like one who shouts an army sang 
“They shall not pass!” 

“They shall not pass!” so rang the cry, 
“They shall not pass while heroes die; 

We are not French if they go by. 

They shall not pass!” 

“They shall not pass! This is the line! 

Here Huh must fall and Boche repine, 

Here France must live and glory shine! 
They shall not pass!” 

“They shall not pass!” all France awoke— 
Hell's fury stormed the German yoke, 

And sabers flashed while volleys spoke— 
“They shall not pass!” 

“They shall not pass while Freedom's light 
Spreads over earth its garments white; 

Not while one heart beats for the right! 
They shall not pass!” 

“They shall not pass!”—they sing it now, 
With blood drops on each soldier's brow; 
And France shall keep that sacred vow— 
“They shall not pass!” 

—Oliver Allstorm. 


F. J. Gross, who wa9 formerly engaged in the plumb¬ 
ing business at Silver City, N- M., has engaged in 
business at Deming, N. M. 


The hardware and plumbing business of Rose, Steven¬ 
son & Emerson at Healdsburg, Cal., has grown to such 
an extent that new store and warehouse facilities are 
necessary. They are planning on an increased business 
during 1918. 


OUR FIRST BATH TUB 

In 1842 a man by the name of Thompson, 
a prominent resident of Cincinnati, borrowed 
the idea from Lord John Russell, of England, 
and had the first American-made bath tub in¬ 
stalled in his home. 

On Christmas day, having a party of gen¬ 
tlemen to dinner, he exhibited the new marvel 
to them and gave an exhibition of its use and 
four of them risked plunges into it. The next 
day all Cincinnati heard of it and the local 
newspapers opened their columns to violent 
discussions of it. 

On the one hand it was denounced as an 
epicurean and obnoxious toy from England, 
designed to corrupt the democratic simplicity 
of the republic, and on the other hand it was 
attacked by the medical faculty as dangerous 
to health. 

It was the recognition of President Millard 
Fillmore that gave the bath tub recognition and 
respectability in the United States. While he 
was still vice president, in March, 1850, he vis¬ 
ited Cincinnati on a stumping tour, and in¬ 
spected the original Thompson tub. Fillmore 
was entertained in this house and, according 
to Chamberlain, his biographer, took a bath 
in the tub. Experiencihg no ill effects, he be¬ 
came an ardent advocate of the new invention, 
and on succeeding to the presidency at Taylor's 
death, July 9, 1850, he instructed his Secretary 
of War, General Charles M. Conrad, to invite 
tenders for the construction of a bath tub in 
the White House. 

This action, for a moment, revived the old 
controversy, and its opponents made much of 
the fact that there was no bath tub at Mount 
Vernon or at Monticello, and that all the Presi¬ 
dents and other magnificoes of the past had 
got along without any such monarchist lux¬ 
uries. But Congress, disregarding all this 
clamor, duly called for bids, and the contract 
was presently awarded to a firm of Philadel¬ 
phia engineers, who proposed to furnish a tdb 
of thin cast iron, capable of floating the largest 
man. 

This was installed early in 1851 and re¬ 
mained in service in the White House until the 
first Cleveland administration, when the pres¬ 
ent enameled tub was substituted. The exam¬ 
ple of the President soon broke down all that 
remained of the old opposition, and by 1860, 
according to the newspaper advertisements of 
the time, every hotel in New York had a bath 
tub, and some had two and even three. 




No true American questions the right of the government to conscript men to fight for 
its preservation and maintenance. 

Why should there be any hesitancy in conscripting men to work to build ships, ftirnish ammu¬ 
nition, and whatever is needful for the winning of the war? Why this distinction? 
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Closet 5eat 


OM SUPPLIES 


Dependable Tanks 


If you defire the best, choose our 

“Copper Brazed” Construction 

Positively hold air without loss of pressure. 

Pneumatic and Storage Tanks. 

Range Boilers, Riveted or Welded. 

Special Tanks for Air, Gas or 
Liquids. 

Manufactured by 

WM. B. SCAIFE AND SONS CO. 
Pittsburgh, Pa. 

Factory, Oakmont, Pa. 


Only Absolutely Sanitary Line Made 

The LINE that APPEALS at ONCE TO YOUR TRADE, THAT 
MAKES CUSTOMERS TOR YOU AND BRINGS THEM BACK 
AGAIN. DISPLAY THESE GOODS AND SALES WILL FOL¬ 
LOW. Each article covered with a preparation of celluloid called 
PYRALIN, put on in sheet form by our patent process. 

NON-POROUS, GUARANTEED NOT TO CHIP. CRACK OR 
FLAKE. Not AFFECTED BY HEAT OR COLD. Only SOAP and 
WATER NEEDED TO CLEAN IT. A necessity in all high-grade 
bath rooms, hospitals, hotels, public buildings, etc. 

BEWARE OF WORTHLESS IMITATIONS 


HOLYOKE, MASS. 


These goods can be obtained from the LEADING JOBBING 
HOUSES IN THE WEST. INSIST ON THEM. If you cannot 

E \ them address for Information, W. E. Gilchrist, Pacific Coast 
presentative. Monadnock Building, San Francisco, Cal. These 
goods are sold by Holbrook. Merrill & Stetson, Crane Co., A. H. 
Busch Co., and all the leading jobbing supply houses. 


Garden Hose Valves 

- o F- 

Recognized Quality 

'Which command repeat orders for yon. 


Sizes %" to 2%" inclusive. Both bent 
and straight Hose Spont. 

HAYS MFG. GO., Erie, Pa ,. 

W. Erwin Oilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 
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Standard Plumbing Contracts 

(Address of Ira W. Byrnes Delivered Before the Sixteenth State Convention of the State Association of Mister 

Plumbers of California.) 


I WISH to express my appreciation of this opportunity 
to address you, the most prosperous branch of the 
building industry. It is an honor to be selected as 
a person properly acquainted with questions worthy of 
your discussion in this successful convention. 

In opening, I desire to, if within my power, en¬ 
deavor to correct the misclassification which seems to 
exist and prevail throughout the plumbing industry, 
and as well with the general public. It is allowed that 
people call the merchant or contractor plumber by the 
indefinite classification of PLUMBER, and I do not 
believe it possible for enough stress to be laid on this 
indefiniteness. You gentlemen are not ‘‘ plumbers , }} 
you are Plumbing Contractors or Merchant Plumbers. 

The term “plumber ' 9 should apply strictly to the 
“journeyman” and a continuation of this misapplica¬ 
tion and misclassification cannot do more than to assist 
the general public to become confused as to your 
proper position in the building industry. It permits 
of a person contemplating the building, or construct¬ 
ing, or altering of sanitary systems to confuse you, 
the employing plumber, with the employed plumber, 
and leaves a great opening for unfair competition in 
your business, and it gives every opportunity for the 
journeyman plumber employed by you today to enter 
into competition with you tomorrow, without first 
graduating and arranging himself so as to become 
substantially those things which are required of a 
contractor. 

The word contractor or merchant, added to the word 
plumber, or plumbing, means that you are graduated 
or lifted from the position of journeyman, and means 
that you are a business man and that you should be 
responsible, and the difference between the working 
or journeyman plumber and the contracting or mer¬ 
chant plumber should be complete, and hereafter uni¬ 
versally used by you, to the ultimate effect that the 
general public may know upon whom to depend when 
m the market for business to be done in your par¬ 
ticular line. 

And now, having in view that I am addressing a 
convention of plumber contractors and not journeyman 
plumbers, men of business and for the purpose of more 
strictly opening the way of discussing with you the 
uestion which was selected for me to discourse, I 
irect your attention to the standard form of contract 
which has been circulated among you, and which I 
ask you to read and study as soon as possible and so 
that you may follow me in my explanation of it at 
this time. 

This standard form of contract is the result of the 
endeavors of many of the leading concerns in the 
building industry to bring about a standard method of 
doin£ the general building business in Southern Cali¬ 
fornia. In the city of Los Angeles these men have 
brought about a consolidation of the Master Builders * 
Association and the old Builders 1 Exchange, and have 
reorganized the two organizations and renamed it the 
‘‘Building Industries Association, M and this associa¬ 
tion is now advocating and promoting the universal use 
of a similar standard form of contract to be generally 
used by all legitimate and ethical building contractors 
in the State, and this standard form of contract which 
I have referred to you for your consideration is taken 
from the same idea as the one now being arranged by 
the Building Industries Association, but framed to make 
it more adaptable to the use of the plumbing contract¬ 
ing business. 

The standard form of contract is merely one of sev¬ 
eral ideals set up in the adopted policy of the Building 
Industries Association, and which in effect, provide 
for four standard ideals in business, namely: Classifi¬ 


cation, Standardization, Differential and Ethics, These 
standards of ideals are similar to the ideals of effi¬ 
ciency in organizing and training our present army and 
navy, and are the fundamental principles of our sys¬ 
tems of efficiency being used in reorganizing all large 
corporations, both private and municipal, throughout 
the country, and are well supported by authority of 
many of the recent decisions of the Supreme Court of 
the United States, this Court having clearly shown 
that it is not only legal, but that it is the duty of all 
persons and firms doing similar lines of business in a 
community to organize themselves and co-operate with 
each other for the purpose of regulating and standard¬ 
izing their business, thus promoting honesty and fair 
dealing with the general public, and preventing as far 
as possible unethical people and firms from palming 
upon the public cheap grades of merchandise at slightly 
less prices in open competition with the regular and 
standard grades, and indeed to do anything which will 
not create a monopoly in any particular industry but 
will prevent unscrupulous merchants from demoraliz¬ 
ing a certain industry by substituting standard mer¬ 
chandise by merchandise of greatly interior quality. 

I briefly desire to deviate from my original topic, 
“The Standard Form of Contract,” so as to connect 
up the benefits to be derived by a standard form of 
contract, making as brief an explanation as possible 
of its other ideals, which run along harmoniously with 
it and when completed make it distinctly effective. 
For instance, “Classification.” The meaning of 
classification is the distinct classifying of each line 
of business in the industry, namely: Manufacturer, 
Jobber, Retailer, and the Ultimate Consumer. Apply¬ 
ing this description to your line of business, classifica¬ 
tion may go just a little further, for the reason that 
in many localities there is no true classification be¬ 
tween the Retail Plumbing Merchant and the Journey¬ 
man Plumber. The journeyman plumber whenever he 
sees fit, has been privileged to make purchases of ma¬ 
terials from jobbing houses and to enter into compe¬ 
tition with the employing plumbing contractor, but 
classification plans to place each man and business in 
its true status in the industry so as to as nearly as 
possible enforce true competition. 

Differential means that through co-operation and 
association work, certain plans and arrangements will 
be made to provide that each particular classification, 
from manufacturer to ultimate consumer, will receive 
a distinct differential in price for each such classifi¬ 
cation, and that this differential will be made stand¬ 
ard as far as possible. 

Standardization means that all lines of merchandise 
and commodities shall be classified and standardized 
into grades, and that prices upon the same will be made 
standard as far as possible, and that everythihg in and 
about the business that can be made absolutely the 
same shall be done, in order that the general business 
done shall be as simple and as standard as possible, 
thus avoiding confusion on the part of the general 
public relative to grades of merchandise and commodi¬ 
ties 

Ethics is the last of the four ideals High ethical 
ideals bind each man or firm to the perfect proportion 
of all of the ideals; they maintain business honesty 
and fair competition and the integrities due to the gen¬ 
eral public. There has been a great failure in the past 
in the building industry of the State of California 
relative to ethics. Much of this failure has been 
caused, perhaps, by t^e fear held in the himds of the 
public as to the purposes of organization,, and more 
particularly the organization of merchant plumbers. 
It has always been in the minds of the public that this 
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Organization is for selfish purposes only, but I know 
that had this been the ease this association would have 
t>een a failure long ago. 

It is the common tnought in the minds of the gen¬ 
eral public that your association is organized for the 
purpose of establishing prohibitive prices, {or the pro¬ 
motion of prohibitive legislation that will result in 
your having a monopoly of the plumbing business; 
hoyr this is one of the very first things which your 
association throughout the State should commence its 
work upon so as to eliminate that unjust misconcep¬ 
tion from the minds of the people and to give the peo¬ 
ple to see that your work in this association is very 
largely unselfish and for the purpose of obtaining for 
the general public those things which are necessary 
for the conservation of public health and safety. 

All of the legislation provided for in this State at 
this time which protects the public health, are sani¬ 
tary measures originally promoted by this organiza¬ 
tion or one of its local chapters, and your importance, 
and the importance of each of vou individuals to the 
public health of the community in which you live is 
greater than that of the physicians of that community, 
because when you know your business and practice it 
perfectly there is very little need for physicians in 
cases of germ diseases, for it is generally known that 
the majority of the germ diseases emanate from im¬ 
proper sanitary conditions. 

And yet at this time there is great need for fur¬ 
ther legislation for the further protection of the gen¬ 
eral public health and which legislation naturally must 
emanate from your body, or one of its locals, and foi 
that reason the ethics of this association must be so 
built up that there will be no fear of giving the gen¬ 
eral public a thorough knowledge of those things and 
ideals upon which you stand for general and common 
betterment, and your fear that your endeavors to pro¬ 
mote health and sanitary measures will be understood 
by the general public as actions for selfish interests 
lation, proved that the association’s effort in promot¬ 
ing the ordinance which was before the City Council, 
was strictly one for public health, and showed by ac¬ 
tual facts that without this ordinance the city could 
and would be greatly harmed, but through the asso¬ 
ciation ’s strict endeavor to deal with positive facts 
not only the City Council was convinced, but many of 
the leading citizens whose previous ideas tnat the asso¬ 
ciation work of the Merchant Plumbers of Los An¬ 
geles was strictly selfish, were completely converted. 
All future endeavors to promote legislation of any 
kind should be based upon similar foundations of sound 
facts of honest dealing with the general public and of 
honest association and co-operation with your com¬ 
petitors. 

And now to turn to the topic of this address, The 
Standard Form of Contract. One of the first things to 
commence the standardization of the business, is to 
enter in and upon a contract which in its general re¬ 
sults and effects will be identical with those of all your 
competitors. There is no need or reason for the many 
different kinds of contracts. All of the plumbing con¬ 
tracting business, and in fact all of the contracting 
business in the State of California, have the same 
foundation in law. They are all based upon that sec¬ 
tion of the statute included in the Mechanic’s Lien 
Law. commencing with Section 1183 and ending with 
Section 1204 of the Code of Civil Procedure of the 
State of California. 

For the last fifteen years I have been directly con¬ 
nected with the collection of accounts for many 
branches of the building industry as between wholesale 
houses and contractors, and contractors and the general 
public, and it would be surprising to you to know how 
many of these collections were based upon nothing 
more than some figures on the back of a business card, 
and because of lack of detail and lack of distinct terms 
caused controversies to run in court for weeks at a 
time, and in most cases the contractor losing his claim 
because of an insufficient foundation, and the number 


of liens that failed to become effective against req) 
property because of insufficient contracts are toe 
numerous for me to endeavor to enumerate. 

This contract, which is now before you for your 
consideration, can be termed a “fool proof” contract 
It has been drawn up and passed upon by attorneys is 
the city of Los Angeles well reputed for their knowl¬ 
edge in the building business. It covers every part of 
the business and prevents the plumbing contractor from 
making mistakes that ordinarily pccur when he makes 
his own contract, or when sigplng the contraet of the 
other party. 

The very first line eliminates one of the annoy¬ 
ing little difficulties which have arisen from time to 
time in contracts for sums under $300,00. and which 
when sued upon in the forcing of collection other than 
foreclosing of mechanic’s liens must be sued upon in 
the township in which either the contract has been made 
or the township in which one or more of the defend¬ 
ants reside. So if a contract is made at a stated town¬ 
ship, the evidence of that fact is clearly shown upon 
this first line, as upon sample you hold in your hand, 
viz.: “Los Angeles, California. 9 

The date is always an essential fact to be estab¬ 
lished, and space is left for that purpose. 

The next, and one of the most important parts, is 
naming the actual parties to the contract. It has been 
my experience in the past to find that subcontractors 
in using insufficient memoranda for contracts, have 
not properly bound the proper persons, and sometimes 
took their contracts from foremen or persons without 
proper authority, and it is very essential that the per¬ 
son to be charged, regardless of whether he himself 
or his agent signs for him, should be distinctly named 
in the introduction of the contract. Spaces, you will 
notice, in this form have been properly provided, and 
when filled in positively bind the parties. 

The full stated sum and consideration must be 
named and spaces as you notice, have been provided 
therefor. 

Another essential thing for which spaces have been 
provided is the correct description of the property 
sought to be charged with the contract, and possibly 
later to be charged with the enforcing of a mechanic’s 
lien. I have seen in my experience improper addresses 
placed in contracts, and in attempting to file liens upon 
the property have found that property sometimes blocks 
away has been sought to be charged. It is s very 
essential thing that the correct description or address 
of the property sought to be charged be placed in the 
contract. 

Provisions have been made, as you can clearly see, 
for a list of finish materials to be used, and which may 
be described when no plans or specifications have been 
provided to be connected with or made part of the eon- 
tract, and when these have been properly described, it 
can only be construed to mean that just sufficient 
“roughing” to connect these fixtures will be neces¬ 
sary, and distinctlv names and enumerates the work 
to be done, and no other work need be done without 
the plumbing contractor receiving proper remuneration 
therefor. However, as is described in the small print 
and in brackets, when the architect’s plans and speci¬ 
fications, or plans and specifications made by some 
other person are used in connection with the contract, 
the mere writing in the space provided for descriptive 
fixtures of the name of the architect, or using the 
words: “Plans and Specifications as provided by the 
said Architect” covers the requirements. Of course 
great care should be used when doing work in accord¬ 
ance with plans and specifications that you do not find 
part of the plumbing specifications either under the 
head of General or in very remote parts thereof, and 
it is always a safe arrangement to enumerate your 
articles in accordance with the plans and specifica¬ 
tions, and name them and describe them in units, as is 
in this contract provided. 

The wording for the payments speaks for itself— 
a certain proportion to be received as the work pro- 
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gresses, and the final payment upon the completion of 
the entire contract. 

The last four paragraphs really are the meat of 
the entire form. They provide the distinct under¬ 
standing which more especially in the past has been 
lacking. Many of the contract forms heretofore, even 
when drawn by attorneys or architects, have been in 
such wording that even should the plumbing con¬ 
tractor Know that there was danger of his not receiv¬ 
ing payment, he would be required to complete all of 
his work before he would be in a position to enforce 
payment for a portion of it. The first payment pro¬ 
vides sufficient remedy for that condition. In the 
event of the first party 's failure to make the pay¬ 
ment upon the 11 roughing,'' the plumbing contractor 
may use his option to refuse to further proceed with 
the work until this payment has been forthcoming, 
and all damages caused by him therefor are waived. 

Under the old form ot contract, even though per¬ 
haps. the owner of the building or the contractor 
might waive the requirements of completion, yet un¬ 
der the law the other credit men furnishing labor or 
material could resist and claim priority of the lien 
right of any person refusing to fully complete until 
determining the quantum meruit of the labor done and 
materials furnished in case of loss bv fire, or of 
abandonment, or of any other cause oi incompletion 
of the contract is clearly set out in method or prov¬ 
ing. It shall be evidenced by real facts, such as the 
supply dealers' invoices, time book and pay roll, plus 
25 per cent as profit. This system of ascertaining 
the quantum meruit will assist the proving of any 
such claim in from one to two hours time, where in the 
past it has sometimes taken weeks. 

The next paragraph is one of the most necessary 
parts of a contract, for the reason that it has been 
found that many people will permit the paying of 
their consiueration to remain open many times until 
not only suit has been brought but until the action has 
really gone to judgment, for in most cases the only 
penalty that they will be required to pay is the cost 
of suit, and when tne contractor attempts to collect 
his consideration by action at law, the usual collec¬ 
tion fee by attorneys when collections are made upon 
a contingent basis has been 25 per cent, and has been 
a net loss in most cases of not only the 25 per cent 
for attorney 's fees, but the loss of time of the use of 
the money involved, and this provision providing for 
an agreement to pay 10 per cent in addition to the 
contract price for attorney's fees in case suit is 
brought will be a very inviting paragraph in the con¬ 
tract to any attorney who is soliciting this class of 
business, and also provides a penalty against slow 
paying. 

The next paragraph contains a sort of protective 
clause against the first paragraph, and in addition 
thereto provides a closed condition that heretofore 
has been left open in many cases and did not fully 
determine the status of work done, and that which 
constitutes acceptance. In many cases mechanic's 
liens have been defeated because the completion of 
certain portions of the work were not completely as¬ 
certained. 

The contract upon the whole is one that has been 
found to cover every necessary requirement of the 
contractor, the owner and the architect in as simple 
and as few words, and as “fool proof" as possible, 
and if it should be universally used throughout the 
State of California will in time eliminate at least 
one-third of the many unsatisfactory elements of the 
business, and will, if strictly used, immediately tend 
toward the result nf bringing about in a short time a 
universal pay day. 

If the contractors would keep in mind the length 
of time required to complete the portions of their 
work, their payments can be named in this contract 
in such a manner as to enforce part payments upon 
the contract upon the fifth day of each and every 
month, and if this payment were so enforced it would 


assist and enable the contractor to pay his material 
bills upon the 10th of the month and obtain his dis¬ 
count of 2 per cent. 

No one yet has been able to ascertain the exact 
percentage of added profit caused by discount upon 
merchandise, but it can be safely stated that the high 
cost of living can be greatly reduced with the accumu¬ 
lation of its benefits. 

It has been charged from time to time that these 
methods of high ideals and standardization which I 
have enumerated, are merely ideals; merely visionary 
and impracticable. I simply pass these assertions as 
being the wild statements of persons not sufficiently 
educated in business principles to understand the idea 
of business simplification. 

There has not been a single thing here described 
which is not now in practical use in one line of busi¬ 
ness or another, but to connect them up with practical 
use would take too lengthy a time and would require 
a discourse of its own, but should any of my hearers 
be interested in my connecting these ideals with meth¬ 
ods now practically used by some industries, I shall, 
upon direct request, be very glad to answer in full de¬ 
scription at the completion of my address, or to any 
correspondent that may directly address me. 

In conclusion I am fully convinced that the use of 
this system will tend toward a more efficient method 
of doing business in our lines, and will tend toward 
increasing the prosperity of the different communities 
of the State in which your association has direct juris¬ 
diction. 

I feel that it is the positive patriotic duty of every 
member of your association to become fully acquainted 
with these methods and the systems propounded, and 
to diligently use them, and to educate your members 
and your associates in similar lines of business in your 
communities, and to do all in your power to assist the 
building industry to become one of the most prosperous 
industries in the State of California, it being at the 
present time the largest industry by way of investment. 

And now, let each and all of you, as soon as pos¬ 
sible, arrange your prosperity and place it in such con¬ 
dition that you will be in a position to comply with the 
patriotic requests of our own country and so that if 
you are not in a position to fight the perils of the war 
in the trenches, you can help stand the full proportion 
of the events of the nation, and when called upon from 
time to time to make your subscriptions to liberty loans 
or to the Red Cross benefits, you shall nave such re¬ 
sources as will enable you to mafce contributions not 
only sufficient, but liberal beyond that which you now 
anticipate to be within your power. 

I thank you for listening to me, and it is my only 
hope that we may reach a plane upon which we may 
understand each other upon a bond of confidence and 
simplicity, with a full exchange of dollars which will 

r rmit a little to be left in the hands of each of us. 

thank you, gentlemen, and Mr. Chairman, of this 
association. 

Standard Plumbing Contract. 

Number of Contract. 

Write Name of City or Town.California. 

(Write Date) 

This Agreement, made and entered into this. 

day of., 19.., by and between., Address, 

., Phone., as the party of the first part, 

and.as the party of the second part, herein desig¬ 

nated as the Plumbing Contractor: 

Witnesseth: The party of the second part, the 

Plumbing Contractor, for the sum of.dollars 

($.). hereby agrees to do the following plumbing 

work and furnish the following material and fixtures 

in connection with the constructidn-alteration of.. 

at.Street (define location),., Calif., in ac¬ 

cordance with the specifications following, it being 
mutually agreed and understood that where no par¬ 
ticular make or number is specified, the Plumbing 
Contractor shall use his discretion in making selection 
of material to be used. (Whero an Architect's plans 
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and specifications are to be complied with, write oppo¬ 
site fixtures named “ Plans and Specifications as pre¬ 
pared by John Doe.”) Bath Tubs., Sinks., 

Lavatories., Laundry Trays., Toilets., 

Hot and Cold Water Pipes., Gas Outlets., 

Boilers, size of., Gas Heaters., House 

Sewer., Street Sewer., Water Service.. 

Gas Service. All work to be done in a good 

workmanlike manner. 

The party of the first part hereby agrees to pay 

the Plumbing Contractor the sum of.dollars 

($.) for the above period described. 

Plumbing work, said amount to be payable as follows: 

.dollars ($.), upon completion of roughing 

in for.fixtures; .dollars ($.), upon 

completion of roughing in for.fixtures; . 

dollars ($.), upon completion of roughing in for 

.fixtures; .dollars ($..), upon comple¬ 
tion of roughing in; .dollars ($.), upon the 

installation of.fixtures; .dollars ($.), 

upon the installation of.fixtures; .dollars 

(J.), upon the installation of.fixtures; 

Balance when work described herein is completed. 

In the event of the first party's failure to make 
any payment as herein provided, the Plumbing Con¬ 
tractor may, at his option, refuse to further proceed 
with the work, and the Plumbing Contractor shall in 
no way be liable for any damages whatsoever by rea¬ 
son or such refusal. In the event that the Plumbing 
Contractor shall abandon the work, for the reason 
above stated, or in event of loss by fire, the price 
mentioned herein for the completed work snail be dis¬ 
regarded, and payment in full for all work done to 
that time shall be immediately due and payable, the 
value of such uncompleted work to be determined on 
the basis of labor and material cost, as evidenced by 
supply dealers' invoices, and Plumbing Contractor's 
time book or payroll, plus twenty-five (25) per cent 
of such cost. 

The party of the first part further agrees that 
should suit be commenced, or other legal proceedings 
be taken to enforce the payment of any ainount due 
under this contract, a sum equal to ten (10) per cent 
of the amount of this contract shall be added to such 
amount for attorney's fees. 

It is further understood and agreed that payment 
for roughing in work or allowing later work to pro¬ 
ceed shall constitute an acceptance of the roughing in 
work as satisfactory, and that no claim shall be made 
against the Plumbing Contractor for damages or errors 
after the work has been passed by the City Inspector. 

The Plumbing Contractor shall not be held liable 
for any loss, damages or delays occasioned by causes 
beyond his control. 

.Party of the First Part.Plumbing 

Contractor, Party of the Second Part. 

Armbrust & Goodrich, of Anaheim, Cal., have pur¬ 
chased the equipment and plumbing business of J. H. 
Fry of the same place. 


Schultheiss Company of San Diego, Cal., are having 
a new building constructed for the manufacture of 
castiron and brass plumbing fittings. The main build¬ 
ing will be 100x200 feet in size. There will also be a 
attern building and machine shop, core and finish 
uilding. All will be of brick construction. 


“SWEETEST WORDS. 0 

(By Walter Mason.) 

“Inclosed find check! 0 The sweetest words 
that e'er outclassed the song of birds! How 
they allay the widow's fears, and dry the or¬ 
phan's briny tears. When sad and tired and 
short of kale, a letter comes by morning mail; 
like other letters it appears, with postage 
stamps and inky smears. “No doubt," we sigh, 
“it is a dun; some frantic gent is after mon. 
These beastly bills we cannot pay take all the 
sunshine from the day, and make us wish that 
we were dead, with stacks of granite overhead .* 9 
And then, with languid hands we tear the en¬ 
velope to see what's there, and out there comes 
a note, by heck, with these brave words, “In¬ 
closed find check." Ah, then we bid farewell 
to woe, and like nine Brahma roosters crow, 
and to the soft drink joint repair, and buy a 
quart of soap suds there. The sun once more 
is cutting hay, the gloomy clouds are blown 
away, the world is glad that was a wreck, 
changed by the words, “Inclosed find check. 0 


WELLS SELF-OPENING DIE BOOK 
is the title of an interesting booklet which has 
just been issued by the Greenfield Tap & Die 
Corporation, of Greenfield, Mass. 

They have tried to make this book as non¬ 
technical as possible for the sake of the layman, 
but at the same time interesting to the engineer. 

It is a book which should be in the hands of 
every one of our readers because it gives infor¬ 
mation that would be of value to them in ex¬ 
plaining the merits of the tools illustrated 
therein. 

It is in keeping with the high character of 
their products. 


Guercio Bros., 1414 Santee street, Los An¬ 
geles, are installing the plumbing and gas 
piping in a number of new residences in the 
same city. 


The Thomas Haverty Co., of Los Angeles, 
have secured the contract for installing the 
plumbing and heating system in the Norwalk 
Hospital buildings. 


J. G. Morgan, 533 North Oxford Boulevard, 
Los Angeles, has been awarded the contract for 
plumbing and steam heating system in the new 
municipal building being erected at El Segundo. 


The best blood of America is being conscripted to fight for the preservation of all We 
hold dear. Men are going gladly and willingly at $30.00 per month, and yet there are dema¬ 
gogues in the guise of Union labor, I. W. W.’s and Socialists, hnd What hot, whd think We 
should not for one moment permit or allow the government to cohscHpt men to work—n<tt 
for $30.00 per month, but for $30.00 or more per week. 

Why this discrimination? Is it not time our Senators and Representatives should be 
hearing from the people on this subject? We have dilly-dallied and Waited long Chough, 
and the danger is growing the longer we Wait. Why should iriCn be Sacrificed to fight and 
others at home allowed to strike—and in variotis ways delay war preparations? 
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INTENSE HEAT 

is quickly obtained from a C. t 
L. No. 32 Torch and at a very 
small expense, because it is very 
economical in the use of gasoline. 
The burner is made of special gen¬ 
erator metal, producing a clear 
blue flame of very great heat. The 
tank is made of heavy gauge 
seamless drawn brass, reinforced, 

EuPpTSJ* u ® Itr “ 8t ,T« ,nd iaT : 

Each $8.00 Able. Try the No. 32 and you will 
Diacount be pleased and satisfied. 

CUYTBB A LAMBEKT MFC. C*, Betrett, WdL, B. S. JL 


No. 204 Turner Torch 

A strictly high grade torch sold 
under the maker ’a guarantee. If 
you want the best torches ea the 
market for your work use the 
Turner. 

No. 204, Quart Size, Each, $7.60 List 
Ash for Catalog Wo. A 

THE TURNER RRASS WOKS, Season, III., U. S. A 


STOVE REPAIRS 


IF IT IS MADE 
FOR A STOVE 
RANGE OR 
FURNACE 

You Can Get It at the 

Largest Stove Re¬ 
pair House in the 
Northwest 


THE SPOKANE STOVE & FURNACE 
REPAIR WORKS. Inc. 

912-14 First Avenue Phone Main 1790 

SPOKANB, WASHINGTON 

WRITE FOR OUR ORDER BOOKS 


;jr 

'ic 


Pill 


OS 

m 


i\ 
i \ 
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Says a Successful 
Plumber 

“I regard every repair job as a 
chance to make a sale of new plumb¬ 
ing fixtures. 

“Whenever I notice the fixtures 
are out of date, I tactfully lead the 
housewife into discussion of the beau¬ 
tiful new plumbing fixtures, and ex¬ 
plain how easy the new ones are to 
keep clean and how sanitary they are. 

“I always keep a half dozen of the 
‘Book of Bathrooms’ on hand and 
drop back with one the next day. 
Once I get Mrs. Housewife interested 
in the new plumbing fixtures — the 
Kwy-eta Closet, the Built-in Sierra 
Tub, it’s seldom that I miss the sale. 

“Besides I have no competition as 
you are bound to have when figur¬ 
ing on fixtures to go into a new 
house.” 

PACIFIC 

PLUMBING FIXTURES 

FOR SALE BY ALL JOBBERS 

Main Office and Show Room, 67 New Montgomery 

Street, San Francisco, California 


Branch Office* 

Portland and 
Los Angeles 


Factories 

Richmond and 
San Pablo, Cal. 
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A STEP FORWARD IN PUMP MAKING 

On practically every modern farm and in every 
small town home where public water works have not 
yet been installed there is need for a first-class water 
supply system. 



Hi-Speed Outfit N 


A new pump, the Goulds * t Hi-Speed ,' 1 has just 
been put on the market, especially designed for the 
home and farm water supply outfit. This pump has 
several interesting new features that commend it to 
the attention of thoughtful dealers everywhere. Some 
of these may be briefly summarized as follows: 

1. All gears have been eliminated, thereby making 
the pump absolutely quiet and smooth running. 

2. The pump operates at a speed of 500 revolutions 
per minute. This allows the pump to be belt-driven 
from either electric motors or gasoline engines with 
only a slight reduction and consequently with a small 
pump pulley instead of the extra large pulley usually 
required. 

3. The “ Hi-Speed * 1 pump is self-oiling. The bear¬ 
ings are fitted with ring oilers of the type used upon 
expensive centrifugal pumps. These rings hang on 
the shaft with the lower part immersed in oil. when 
the pump shaft revolves the ring also turns, carrying 
the oil to the shaft by cohesion, keeping it constantly 
lubricated. The shaft bearings are also fitted with 
renewable bronze bushings. 



Hl-Speed Outfits O, D, F, K, L and M 


4. The crankshaft is counterbalanced to insure 
smooth operation. 

5. Each pump is fitted with an air cock, making 
it suitable for either open ojr pressure tank water sys¬ 
tems. 

This sturdy pump will lift water against 100 feet 
of elevation at the rate of three or six gallons per 
minute, according to the size selected. 



Hi-Speed Outfits A, B, E, G, H and J 


The * * Hi-Speed ' f pump may be had combined with 
some 13 different outfits, both electric motor and gas¬ 
oline driven. The motor furnished may be either 
direct or alternating current, and for 110 or 220 volt¬ 
age. A 32-volt direct current motor adapts the outfit 
for use with farm lighting plants. In almost every 
community there are several of these farm lighting 
plants. And a little salesmanship should convince the 
owners of the advantage of fully utilizing their plants 
by installing “Hi-Speed” pumping outfits. 

The Goulds Manufacturing Co., Seneca Falls, N. Y., 
will gladly supply interested dealers with full infor¬ 
mation. 

A Texas poet has written a song in which 
he says that while his body is in Texas, his 
soul is in Tennessee. He is not the first poet 
who has had trouble in keeping body and soul 
together. 

Joseph Freislben and Frank Gregg took over the 
plumbing, tinning and heating plant of Sprague & 
Sprague at 111 North Pearl Street, Centralia, Wash. 


- “WE KNOW THE STOVE REPAIR BUSINESS” - 

WE WE 

anWv ™ nc Stove and Furnace Repairs aw ™ wc 

U %# fPJp B^ B^ fl I P RJ V V JE know your want • and can fill mail or- 

IWI V Ifl L 9 yy den 99-100% correct and with dispatch . 

■ W " " m m W ^ W fW We can supply parts for over 500,000 

STOVE AND FURNACE REPAIR WORKS different Stoves, Ranges and Furnaces from Spo¬ 
kane . 15 yean experience filling mail orden for 

We Furnish DUPLICATE ORDER BOOKS Free on Request Stove Repain in Spokane. 

**We Know the Stove Repair Business ” 

MYER S. RUBENS ST< %PA1R D W^RK^ CE 1009 W. First Ave., Spokane, Wash. 
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Did You Ever See a Bull Pup 
Take Hold on a Root and Shut 
His Eyes to Everything Else in 
the World and Just Hold on? 


It takes all sizes of pipe from % to 2-inch coupling. 
The steel chain attachment is guaranteed to stand a 
strain of 2000 pounds. It will hold like a mortgage 
and the chain will not even mar a painted pole. 

You Can’t Beat That Without You Cheat 

NYE THE DIE MAN 

The Nye Tool & Machine Works 

116 N. Jefferson St, Chicago, Illinois 


A NYE CHAIN VISE has in its jaws the tenacity 
of the bull pup—it also has in its absolute ability to fill 
a long felt want, the perfection of that five-dollar note. 


Did you ever have some chap return a five-dollar 
loan long after you had given up hopes and were as 
flat broke as a tramp f 


The Banner of 
Merit 

SHOWING 

The Official Award 
Ribbon 

of the 

Medal of Honor 

AWARDED 

Trimo Tools 

AT THE 

Panama - Pacific 
International Exposition 

SEND FOR CATALOGUE NO. 777 


,| TPIMONT 
M R3. CO. 

POXB -v MASS 


1. 1 ;♦{ M 

AWAPDED 

)3Hcdal 


'(Honor 


HIGHEST AWAPD 


pipe "fitting 

TOOLS 


PPIB 


SAN FRANCISCO 

1015 


“Honor Awarded Means Merit Rewarded* 
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SOME QUESTIONS ANSWERED 

What is the King of England’s surname? 

Ans.—Windsor, by royal proclamation made 
since this war began. In proclaiming that he 
and his descendants would henceforth have that 
name, King George seemed to recognize his 
former name as € ‘ Saxe-Coburg and Gotha,” a 
German designation which he would now like 
to forget. There has always been much dispute 
about the royal family’s name. 

Kindly tell us how to pronounce “Bolshe- 
viki.” 

Aais.—The office of the Russian Consulate 
General tells us the word is pronounced ball- 
she-vick'-ee; the “e’* in the second syllable is 
short; accent on the third syllable. The origin 
of the wofrd is “bolshoi,” meaning “big ex¬ 
treme,” or “those who want more.” The Bol- 
sheviki want all they can get and a little more. 
They would like all the property taken away 
from the present owners and turned over to 
the Bolsheviki. _ 


James G. Gray, 433 East Thirtieth street, 
has the plumbing and gas fitting contract for 
the St. Francis Hotel, Los Angeles. Howe Bros., 
Twelfth and San Pedro streets, will install the 
heating system in the same hotel. 


“Who-all sick up to yo’ house, Miz Smif ?” 
asked George Washington Jones. 

“It’s mah brudder ’Lige,” replied Mrs. 
Smith. 

“What’s he done got de mattah wif him?” 

“Dey cain’t tell. He eats an’ he sleeps all 
right, an’ he stays out in de veranda in de sun 
all day, but he cain’t do no wuhk at all.” 

“He cain’t wuhk?” 

“Not a bit.” 

Mr. Jones raised his eyes to heaven. “Law, 
Miz Smif, dat ain’t no disease what yo’ brud¬ 
der’s got. Dat air am a gift.” 


It takes nine tailors to make a man and one 
lawyer to bring a suit. 


What would be the amount of money allowed 
each man, woman and child if the wealth of 
the United States were equally divided among 
them? 

Ans.—If by “money” you mean cash, the 
Amount would be betweeh $30 and $35 for each 
person. If you mean property of all kinds, 
money, lands, buildings, animals, goods and 
possessions of every description, it would be 
About $1880 each. This is according to treasury 
Estimates made in 1916, which placed the total 
Wealth at nearly 188 billions. Since then we 
have added perhaps two or three billions, and 
that might bring each theoretical share up to 
$1900. But if all the property were equally 
divided it would not long remain worth so 
much. The basis of property worth is good order 
and good credit; if these were ruined, as they 
Would be by a violent division of property, uni¬ 
versal poverty, distress and lack of employment 
would most likely follow. 

WHAT HE UNDERSTOOD 

The prime young woman from New England 
who was devoting herself to the education of 
the negro in a Southern school told one of her 
small scholars to bring a bucket of water from 
the spring. 

“I ain’t gwine fotch no water,” he whined 
rebelliously. 

“Oh, Eph!” she protested, “you mustn’t 
say that. Don’t you remember how I have 
taught you: First person singular, I am not 
going; second person, you are not going; third 
person, he is not going; plural, first person, 
we are not going; second person, you are not 

f oing; third person, they are not going. Now, 
iph, do you understand it perfectly?” 

“Yas’m, I un’stands—ain’t nobody gwine.” 
—Collier’8. 


It is not what there is in business, but what 
you get out of it that counts. — 


Cheerfulness has been called a small virtue, 
yet it is true that it sheds a brightness around 
us ih this life so that neither dark clouds nor 
rain can dispel its happy influence. 
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Retail Selling Prices 

Tlie following retail telling prices are used by merchants In some of the large cities and are offered as a 
suggestion to retail merchants in smaller towns and cities where they do not have the opportunity of checking 
up their prices often. In communities rumored from the larger cities, transportation charges should be added. 
We do not hellers these prices will be found high. Many merchants use them as the MINIMUM price at which 
goods are sold. We will be glad to receiro suggestions and corrections as to any prices quoted herein and of 
any items not mentioned. Our serrioe department will be glad to giro any assistance. 

AMMUNITION— 38 Colt* Lonf. 1.30 1.50 8HELLS*. LOADED— 

Blank Rim Fir*— Blaek Smkia. 38 Colt* Police Positive. 1.25 1.35 Winchester Repeater or Remington 

22 Short .$ .15 $ ... 38 8. a W. 1.20 1.80 C. M. O. Nitro Club— 

82 Short.15 ... 38 8. A W. Special. 1.45 1.55 12 3 dr, \ x 1 «*;• 24 

»3£*W. .65 ... 88 Winchester. 1.66 3.05 3 d™ xTJ « ii'iii* 

mS£%I . !» "• 1! DA . o.’ dropVot'. *^.^ 1.15 

44 w &F. :::::::::: Ho 42 .iSS 7 **,$*•■ <?••.*• «»• *... 

OKa . _ 44 BuU . *- 86 •• • lft oz., drop ahot. 1.15 

„ ,3®?* “ r4r ^“ .. ^ 44 8. a W. Amer.1.75 1.05 3 ft dra. x lft os.. BB ahot. 

?! . M 44 B. a W. Rut. 1.75 1.95 drop ahot.. 1.20 

83 f Y -*. 105 **• 44 S. a W. Special. 1.90 2.10 3% dra. x Buck ahot. drop rtot 1.20 

•4 S h i‘J£*“** r Flr *~ .. 4* W.bl.y . 1.50 ... 1« 3 V dr< - * % «*••/ 13 

11 wor.::::::::::: At : “ . 3 ?* nV'.t a..i 105 

88 W. Q. F. 1.50 ... 45 Colta Auto. 2.50 20 2ft dra. x % o»., l4 gte. x 

44 W. O. F. 1.50 1.75 Center Fire Military ft oa.. drop shot. 1.05 

44 X. L.. 1.00 1.80 and 8porting— Winchester Leader or Romlngton U. 

44 Same Getter. 1.50 1.50 22 Bavare 1 40 M. O. Arrow— 

Xim Fire. Ball— 250 3000 SaVk^.*!! L95 12 8 1 \ d ”* ^ * tl 25 

Sb&£ :::::::::::::: \& IS \\\\ tXAV. .Ho 1SS «n\. i i* e . d ,.* a*^: '* 

11 S51 r f ,tt .. p ::::::::: :S! :SS ::: HS 16 2 1 i.i* 

SiSJffiS::::::::: S 2 1 ffiSrr SF*" § \^Vfi:iS 

11 :SS IS ?'■ ::: ill i.’TLHrftT^..7*chnuMi.a« 

22 win Aoto .r..;::: : :SS 2 ss . h® Buck powd« Lo,d»— 

33 A 2?*’ H - p .t, •« so-a“ w“ch’.Mr':::::: ::: *«« 13 3 * *** , p li^. 4 " p 95e 

35 g hbrt Bter.n..fO ... 80 R.ml Bt ton Rimlc. 1.85 n.S!?A,“ d .n 

11KST.::::::::::: :SS ::: Vtfvssr* • 3 ®S te'SSp.-:::::::::: :2| ::: 

82 Lohg .TO . . 22*RimW. . I'll Primera. 100 IS box.25 

88 Shaft " 100 ** , Ai }*?5 Primera 250 is box.55 ... 

88 l.£ ::::::::::::: :g :: JtSS :: l :°? HS **&&& ■SW*. P# T« 

41 ® hoft . >•»* ••• 83 WlnehMtor 81f. Ld*. 3.45 {o’ G. ’ Mr 100 .'i: 165 

o, ^ nt4 Sa r, ~ PU ‘°'- , 88 Wlneh«.Ur 8p««i*r.. ... 1.35 Por feokoloM Powdor. Bo»4dUr or 

22 Win. 88 . 1.80 1.50 83 Wmcheater . 1.80 Nitro OlSb— 

25 Colts Auto. 1.85 35 Remington Rimleaa. 1.55 12 18 20 28 Ga. dot 

25-20 dingle Shot. 1.55 1.75 35 Wineheater. 1.95 100*.. !.... 1.80 

25-20 Win. 1.85 1.80 35 WincheatSr 81f. Ldg. 2.55 io Ga nor 100. 2.10 

25-20 Win HV. 1.75 351 Winchester 81f. l3g. ... 2.85 Leader or Arrow— 

7.68 MM-Manaor. t.15 88-55 Winchester Load.. 1.80 1.55 12 , 16. 20, 28 Ga.. 2.20 

7.65 MM-Manser. 2.15 38-55 Winchester HV. 1.65 10 Ga. per 100. t.40 

9 MM-Lnger. 2.80 88-56 Winchester. 1.30 1.55 Empty Brass Shells— 

82 Colts Auto. 1.85 4 0-60 Marlin . 1.35 ... Best Qusl. 12. 16. 20, 

82 Colts Short. 1.00 1.10 40-60 Winchester. 1.35 1.55 28. Box 25. 2.75 

82 Colts Long. 1.15 1.25 40-65 Winchester . 1.35 1.65 2nd QusL 12, 16, 20, 

82 Colts Police Positive. 1.15 1.25 40-70 Winchester. 1.40 1.65 28. box 25 . t.10 

82 8. A W.. 1.00 1.10 40-72 Winchester. 1.40 1.65 Wads— 

82 8. k W. Long. 1.15 1.25 40-82 Winchester. 1.40 1.65 Cardboard, box 250.20 

32-20 Marlin. 1.40 1.80 401 Winchester Auto. 1.55 Black Edge, Reg., box 

82 Winchester . 1.40 1.80 405 Winchester . 2.20 250 .20 

32-20 Win HV. 1.80 45-60 Winchester. 1.40 ... Black Edge, hi in., 125 

35 8. A W. Auto. 1.55 45-70-405 Government. . 1.40 1.60 in box . .40 

88 Colts Anto. 2.20 45-75 Winchester. 1.40 ... Blaek Edge, % in-. 260 

38 Colts Short. 1.25 1.85 45-90 Winchester. 1.50 1.65 in box.80 


88 Colts Long. 1. 

38 Colts Police Positive. 

38 8. A W. 

38 8. A W. Special. 

88 Winchester . 

41 Colt* Short DA. 

41 Colts Long DA. 

44 Boll Dog. 

44 8. A W. Amer. 

44 B. A W. Has. 

44 8. A W. Special. 

44 Webley . 

44 Winchester . 

45 Colts . 

45 Colts Anto. 

Center Fire Military 
and 8porting— 

22 Savage . 

250-3000 Savage. 

25-21 8tevens. : 

25-25 8tevens. 

25-35 Winchester. 

25-86 8hort Range. 

25-86 Marlin . 

25 Remington Rimless.. 

6 MM U. 8. N. 

7 MM Special Manser. . 
7.65 MM Bel Manser.. 

8 MM Manser . 

9 MM Mauser. 

80-80 Winchester. 

80 Remington Rimless.. 
30 Government Rimless. 

308 8avag4. 

82 Remington Rimless.. 

82-40 Winchester. 

82-40 Winchester HV... 
82 Winchester Slf. Ldg.. 
32 Winchester 8pecial.. 


22 Win. 88. 

1.80 

1.50 

82 Winchester . 


1.80 

25 Celts Ante. 


1.85 

35 Remington Rimlete.. 


1.55 

25 20 Single Shot. 

1.55 

1.75 

35 Winchester . 


1.95 

25-20 Win. 

1.85 

1.60 

35 Winchester Slf. Ldg.. 


2.55 

25-20 Win HV. 


1.75 

351 Winchester Slf. Ldg. 


2.85 

7.68 MM-Manaer . 


2.15 

88-55 Winchester Lead.. 

1.80 

1.55 

7.65 .MM-Mauser . 


2.15 

38-55 Winchester HV. .. 


1.65 

9 MM-Lnger. 

... 

2.80 

88-56 Winchester. 

1.30 

1.55 

82 Oolta Anto. 


1.85 

40*60 Merlin . 

1.35 


82 Colts Short. 

1.00 

1.10 

40-60 Winchester. 

1.35 

1.55 

82 Colts Long. 

1.15 

1.25 

40-65 Winchester . 

1.35 

1.65 

82 Colts Police Positive. 

145 

1.25 

40-70 Winchester. 

1.40 

1.65 

32 8. A W.. 

1.00 

1.10 

40-72 Winchester. 

1.40 

1.65 

32 8. k W. Long. 

1.15 

1.25 

40-82 Winchester. 

1.40 

1.65 

32-20 Merlin. 

1.40 

1.80 

401 Winchester Anto... 

• • • 

1.55 

82 Winchester . 

1.40 

1.80 

405 Winchester . 


2.20 

32-20 Win HV. 


1.80 

45-60 Winchester. 

1.40 

• • • 

35 8. A W. Auto. 

• • • 

1.55 

45-70-405 Government.. 

1.40 

1.60 

88 Colts Anto. 


2.20 

45-75 Winchester. 

1.40 

• •. 

38 Colts Short. 

1.25 

1.85 

45-90 Winchester. 

1.50 

1.65 


ADZE8 (UNHANDLED)—Carpenters, No. 30, 4 White, *8.25 
each; No. 30. 4ft White, f8.25 each; No. 281, 8ft Sierra, 
$2.75 ea.; No. 231, 4 8ierra. $2.75 ea.: No. 231. 4ft 8ierra, 
$2.75 each. Railroad, No. 80 B, 5 White, $8.50 each; No. 
30 B, 5ft White, $8.60 each; No. 288, 5 Sierra, $8.00 
each; No. 283, 5ft Sierra, $8.00 each. 8hlp, No. 44, 4 
White, $3.85 each; No. 44, 4ft White, $3.85 each; No. 44; 
4ft White, $4.00 each: No. 45, 4ft White, $4.50 each; No. 
45, 5 White, $4.50 each; No. 285, 4 Sierra, $8.50 each; No. 
235, 4ft Sierra, $8.50 each. 

ANCHORS—8crewa per 100, 8-16, $4.16; ft, $6.25. 
ANVILS—Vnlcan—No. 2. 20-lb., $6.50; No. B, 80-lb., $7.50; 
No. 4, 40 lb., $8.75; No. 5. 50-lb., $10; No. 6, 60-lb., $11; 
No. T, 70-lb., $12; No. 8, 80-lb., $13. Trenton—80 to 425 
lb., SSftc lb.; 70 to 79 lb., 28c lb.; 60 to 69 !b., 28fte 
lb.; 50 to 59 lb., 24fte lh. With Clip Horn. 2c per lh. 
extra. Columbia, All Steel—80 lbs. and over, 20ftc lh. 
ANTIMONY—Sleh, 45c lh. 

APRON8—Carpenters—California Log, $1.50; No. 12 Long 
Brown. $1.25; No. 2 Short Brown, 60c. 

ASBESTOS— 

Mill Board, 85c lb.: Cot. 40c lb, 

Paper, 85c lh.; Cut, 40c lh. 

Wicking, ft-lb. halls, 80c each. 

Wicking, 1-lb. lots, $1.50. 

Cement, per seek . 6.00 


AUGERS—Greenlee Carpenters Nut, No. 57. 


Size . ft % ft % 1 1ft 

Each .$1.00 $1.00 $1.15 $1.25 $1.35 $1.65 

Sise . 1ft 1ft 2 2ft 8 

Each .$2.00 $2.35 $2.65 $4.00 $8.00 

Greenlee Ship. 

lCths .8-10 11-12 13 14 15 16 

60 each .$1.60 $1.75 $1.75 $1.85 $1.95 $2.00 

62 each . 1.95 2.00 2.00 2.15 2.20 2.25 

16ths . 17 18 19 20 21 22 

60 each .$2.15 $2.25 $2.30 $2.40 $2.50 $2.50 

62 each . 2.50 2.65 2.60 2.80 3.15 3.15 

16ths . 23 24 25 26 27 28 

60 each .$2.85 $3.00 $3.30 $3.45 $3.75 $4.10 

62 each . 3.50 3.60 3.65 8.75 4.10 4.40 

16ths . 29 80 31 32 

60 each .$4.40 $4.70 $5.00 $5.35 

62 each . 4.70 5.35 5.95 6.25 


AXES—Boys’ Handled, Blue Wing, $1.90 each; Pacemaker, 
$1.80. Hunters, 670, $1.50 each; 671, $1 50 p«ch: 673. $1.65 
each Boy Scout, 655 S. $1.85 each: 655, $1.50 each; 50 S 
(Sheaths), 50c each. Double Bit Unhandled, Dreadnaught, 
8-4, $2.75 each; Dreadnaught. 3ft-4ft. $2 75 onch: Dread- 
naught, 4-5, $2.75 each. Double Bit Handled. Tuff Temper, 
8-4, $3.00 each; Tuff Temper, 8ft*4ft, $3.00 each; Tuff 
Temper, 4-5, $3.25 each. Single Bit Handled, Blue Wing, 
(Continued on Page 161) 
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HARDWARE WORLD—PLUMBING AND HEATING . 

RETAIL BELLING PRICE—Continued. 


L. A O. ENAMELED WAKE— 


Oral Fool Baths. 

0 . 91.15 

150 . t T .50 

Drinkinf Caps. 

08 .9-16 

230 . 3.00 

Covered Bake Pans. 

1 .9 .60 

350 .55 

233 . 3.50 

i ." 1.40 

850 . T . .65 

09 .' .18 

2121 . 1.30 

Round Bake Pans. 
8<J .9 40 

2 . 1.65 

450 .80 

010 .90 

3141 . 1.45 

s . t _. « on 

880 1 no 

A .., _ . 15 

2161 .1.76 

4 ., s fin 

880 1 38 

B . 30 

9181 .3.66 


Coffee Biffins. 

0 .9 .SO 

oi _ T §6 

man i an 

10 * T T - 90 

2201 . 2.36 

40 .50 

1350 __1.75 

11 .95 

2221 . 3.75 

60 . M 

60 .60 

Bed or Douche Poos. 
2 .93.00 

Bed Pans. 

1 .98.OC 

1501 .80 

Pieced Caps. 

20 .9 .15 

35 . 30 

Milk Kettles. 

70 .9 .40 

71 .60 

00 .95 

010 . 1.06 

090 . 1.90 

080 . 1.80 

3501 .70 

8501 .80 

4501 ...95 

Covered Backets, 
earn ai na 

40 .80 

Strsifht Cape. 

0 .9 .30 

8 .36 

73 .65 

78 76 

040 . 1.45 

74 .. T T BO 

Bread Pane. 

2 . 9 .36 

11 .36 

12 .46 

18 . 66 

Cblonf Pane. 

08 . 9 .35 

050 . 1.80 

Coffoo Boilors. 

80 .81.10 

70 . 1.85 

8501 . 1.40 

10501 . 1.75 

13501 . 3.00 

Rd. Dinner Backets. 
080 .81.15 

78 . 1.06 

Ai .. T 60 

130 .40 

Miners’ Caps. 

50 .9 .40 

Measarinf Cape. 

10 .9 .30 

82 .85 

88 .75 

80 . 1.60 

84 .70 

BO ..1 80 

86 . 1 os 

ino T ., 9 so 

040 . 1.95 

61. T 86 

801 ion 

601 . 1.15 

63 A^ 

04 .40 

701. 1 4ii 

609 . 1.85 

After Dinner Caps A 
Ssacers. 

10 . 9 as 

SB .. T . 1 06 

01 .80 

801 ....... 1 85 

508 . 1.60 

64 _. t . . . . T 1 36 

02 .35 

901 .3.10 

Miners' Dinner 
Backets. 

10 .81.80 

58 . 1.86 

Sponfe Cake Pans. 

200 . T T 9 95 

1001 .9.75 

Caps A Ssacers. 

100 . 9 .85 

Lipped Reaervinf 
Kettles. 

11 9 80 

Fish Boilors. 

318 .$4.00 

Cblonf Stove Pans. 
100 . 9 .46 

Acme Dinner Backets 

30 .85 

330 . 4.50 

400 .40 

ia t t , 86 

200 .’ .60 

933 . 5.00 


Oaspidors. 

in a 46 

1 a in 

800 . 66 

3181 . 4.95 

a40 1 an 

20 . 60 

835 .T 6 

3901 . 4.75 

A4ni i aa 

in aa 

22 . 66 

850 . 86 

3331 . 5.50 

Oval Dinner Backets. 


91 96 

400 .96 

Ham Boilers. 

170 .83.75 

Flarinf Cocoa Shaped 
Dippers. 

181 .9 .35 

151 .36 

38 .85 

435 . 1.00 


28 .80 

450 . 1.06 

175 . 8.00 


80 .90 

475 . 1.16 

Milk or Rice Boilors 

14 . 8 .96 

18 . 1.00 

18 . 1.15 

30 . 1.85 

99 . 1 SO 

41 .1.80 

Oblonf Dinner 
Backets. 

110 .91.85 

111 . 1.75 

113 . 1.86 

82 . 1 06 

500 . 1.26 


660 .. 1 

Genuine Cocoa 
Shaped Dippers. 

55 .9 .50 

88 . 1.85 

40 .2.00 

50 .8.00 

Square Stove Pans. 

110 . 9-66 

HI 7Q 

Cap Dippers. 

9 .9 35 

10 .80 

11 . .85 

Flarinf Dippers. 

010 . 9 25 

Oil .80 

Tea Kettle*. 

*0 . % .7* 

80 .80 

40 .90 

50 . 1.00 

80 . 1.15 

70 . 1.25 

112 .76 

34 . 1.76 

38 .3.00 

38 .3.50 

80 . 8.00 

141 . 1.00 

181 . 1.10 

Ilo ......... 3.10 

Aurora Dinner 
Buckets. 

775 .91.65 

778 . 1 90 

875 . 1.90 

878 . 3.15 

118 . .86 

114 .1.00 

115 .1.16 

116 . 1.35 

118 .1.40 

Square Jelly Cake 
Pane. 

99 .9 .80 

301 . 1.40 

Chambers. 

1 . 9 .80 

013 .85 

Windsor Dippers. 

1 nn a an 

80 . 1.50 

on 1 7 a 

331 . 1.86 

070 a nn 

100 . 86 

341 .1.90 

ltt .85 

iin ftn 

090 2 26 

90 .85 

981 .9.16 

3 .75 

11 a aa 

non a an 

Jelly Cake Pans. 

A 9 26 

381 .8.75 

8 .85 

11 a an 

1 AO 1 35 

881 .8.60 

Chamber Covers. 

1 . 9 35 

Oblonf Soap Dishes. 
50 .9 80 

170.. 1 46 

0 26 

53 . 1.06 

1 AO 1 A 6 

in 94 } 

53 ft . 1.15 

114 JIA 

ion a nn 

aa 99 

58 . 1.30 

9. t 96 

Wall Soap Dishes. 

80 . 9 80 

080 .30 

Sink Drainers. 

7 .9 .50 

Deep Ladles, 
on a an 

so 66 

68 H . 1.86 

54 .1.60 

88 . . 4 Ail 

8 .40 

70 .80 

Colanders. 

1 .9 .50 

100 .25 

Mountain Cake Pans. 
78 .1 .80 

EA A CA 

110 .35 

CAS O |f 

3 .80 

120 . 80 

79 .80 

EA| 1/ o earn 

8 .75 

40 .40 

91 .26 

80 . .85 

MI 79 . 1.35 

Etl 1 iE 

104 .50 

Coffee Flasks. 

10 .9 .50 

101 . 35 

Oval Dish Pans. 

16 91 60 

881 XL 1 8 n 

305 .60 

111 .80 

841 1 65 

808 .70 

Round Coffee Flasks, 
iin 9 94 

131 .85 

is T | 76 

561 _3 15 

407 .85 

Soap Ladles, 
oa a an 

22 . 2.00 

581 .3.75 

Child's Commodes. 

1 .9 .45 

210 .75 

Dish Pans, 
so 9 p 6 

Smls. Bowls. 

9-10. 8 .30 

Pieced Funnels. 

01 . 9 80 

so . 26 

Covered Commodes. 

6 . 91.60 

88 . .30 

100 . 1.00 

1914.25 

02 90 

Graduated Measures. 
11 . 2 .60 

140 . 1.15 

16.80 

Odorless Commodes, 
a ai aa 

oa. t .. 95 

170 . 1.85 

18 .85 

04 .40 

(Mo Up.) 

ni 1 m ak 

210 . 1.66 

3C .40 

Combinets. 

40 . 93.85 

05 .55 

800 . 3.85 

33 .45 

06 _, t 66 

uxi . ... .so 

Standard Measures. 

01 .9 .35 

400 . 8.50 

34 66 

Frail Jar Fillers. 

90 .9 .35 

in| . T ,, 96 

36 . 60 

Pot Covers. 

4 a 1 a 

141 . 1 os 

38. 70 

02 .80 

171 - T 1 36 

80 . T 85 

414 ia 

Berlin Kettles. 

02 .9 .55 

08 .40 

Rinslnf Pans. 

Aft A Of 

Soap Bowls. 

135 . 8 35 

if.. 15 

04 .50 

5% .15 

a 15 

08 . 86 

05 .85 

010 .95 

04 .75 

08 .95 

Wuh Bowls. 

*• .• .*5 


6*4 .30 

7 .. _. T 90 

05 .85 

08 .90 

Jelly Moulds. 

OAO 9 26 

013 1.00 

014 .1.05 

38 .40 

80 .45 

83 .60 

7 H .as 

8 .35 

8 % .35 

08 . 1.15 

010 . 1.85 

012 . 1.85 

Children's Mon. 

8 .f .20 

ft Aft 

017 •**...... 1.26 

Lipped Fry Pans. 

80 . 9 .80 

84 .60 

88 .70 

9 .80 

014 

021 .85 

081 .75 

Chamber Pails. 

1 .91.40 

82 .40 

Covered Backets. 

io a ea 

1 A ft ft 

041 .90 

88 .45 

t a 14 ta 

051 . 1.00 

2 . 1.50 

84 .50 

41 Jfl 

11 aa 

081 . 1.15 

8 . 1.75 

85 .80 

41 14 1 R 

1114 aa 

081 . 1.40 

4 .2.00 

86 .65 

03 50 

ills ........ .09 

19 40 

0101 . 1.85 

25 .8.15 

National Fry Pans. 

40 9 AO 

in 60 

19 H T 46 

0131 . 1.85 

80 .8.85 

34 .70 

18 .60 

Convex Kettles. 

212 .91.05 

Water Pails. 

110 .91.15 

50 .85 

16 .85 

1814 .80 

51 .46 

98 . 1.00 

14 .75 

214 . 1.25 

112 . 1.85 

59 .50 

80 . 1.35 

14*6 . 86 

216 . 1.50 

114 . 1.80 

58 .55 

92 . 1.50 

15 . 1.00 

218 . 1.75 

118 .. 1.85 

54 .65 
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HARDWARE WORLD—PLUMBING AND HEATING. 


watt, abum PMOB—Oonttnutd. 


M .. 0 


Soup Plntea. 

68 ..77.8 A5 

1450 . 1.60 

218 .6.00 


9 ..$ .95 

1650 . 1.90 

884 . 7.60 

Muffin Pans. 

404 .$ .45 

io * 1 - -,-," *0 

59 .' AO 

I860 . 8.86 

886 . 9.00 

|f ...... JO 

60 .36 

Berlin Sauce Pole. 

02 .9 .66 

818 .9.00 

14 r 98 

Coffee Pots. 

3ft .6 .55 

818 .12.00 

409 . it 


824 .16.00 

409 . .65 


08 .65 

ABU ...is no 

41 f .75 


8 .60 

04 .75 

Bread Bailors. 

10 .$1.75 

Oom Oaka Puna. 

706 .9 .55 

708 .65 

Xu •••••••••• .40 

5 .66 

05 .85 

84 .60 

26 .65 

86 .80 

l5 .65 

85 .75 

85 .86 

06 .90 

08 . 1.15 

010 . 1.40 

14 .3.00 

17 .8.85 

718 .85 

Milk Puna. 

00 .9 .80 

80 .95 

Straight Sauce Pans. 
95(1 9 55 

45 .90 

55 . 1.06 

9114 __ T .., $6 

031 .65 

081 .75 

21 .... • 2.75 

101 .8.00 

141 .8.86 

11 . T nn 

041 .90 

171 .1.75 

980 66 

ai aa 

051 . .. 1.00 

0«1 . 1.16 

311 .3.35 

0 ..20 

460 80 

151 75 

Neseo Perfect 
Roasters. 

160 .98.50 

11 . .85 

aka 1 aa 

eai aa 

081 . 1.85 

i5 . .25 

80 . AO 

Shallow Stow Pans. 

8 .9 AO 

4 . 

851 . t . .90 

0101 . 1.66 


0131 1 86 

80 .85 

651 . 1.15 

Convex Sauce Pots. 
312 .91.06 

180 .8.26 

40 .40 

300 . 4.20 

60 .50 

5 ..40 



60 .56 

80 .66 

lOO .70 

6 . AO 

035 1 16 

314 . 1.85 

816 . 1.60 

318 . 1.75 

Grocers* Scoops. 

t .fid0 

8 .60 

4 .65 

Deep Stow Pans. 

14 t . 9 86 

036 . 1.30 

048 . 1.86 

180 96 


Pudding Pans. 

50 .9 J6 

m g £ 

065 . 1A0 


6 . 86 

19 40 

061 . 1.00 


20 .66 

20 46 

0151 . 1.05 


80 .66 

100 . .86 

99 an 

0251 . 1.16 


40 .86 

160 . AO 

MoI.im. Pltthtn. 

801 .$ .M 

0861 . 1.80 


50 .1.00 

800 .80 

800 . J6 

0451 . 1.40 

0651 . 1.85 

Tea Pots. 

00 .6 .50 

21ol .. 3.00 

8801 . 8.86 

8881 . 8.75 

Oral Sana* Pots. 

2 .$8.00 

Flat Skimmers. 

400 . AO 

Ooutcx Water 
Pitchers. 

401 .9 .80 

in |f 

500 . AO 

1 1 36 

600 .66 

13 . AS 

800 ... .65 

1000 - -. ,70 

408 .65 

ana . T 75 

01 .. .65 

0 .86 

4 .8.50 

Spittoons. 

800 .9 .95 

Pus Pans. 

1 .9 .50 

ana an 

10 .70 

80 .8.86 

ana aa 

80 .80 

80 .8.60 

800 . 1.10 

ann 1 aa 

80 .86 

40 .8.75 

Club Spittoons. 

1AA i2 Bg 

8 .65 

. Water Pitchers. 

5 .$1.00 

40 .96 

Straight Sauce Pots. 
014 .9 .50 

8 .66 

ip 7* 

60 .... ... • • 1.06 
Am 4A 

Hotel Spittoons. 
150 .$8.50 

Berlin Same# Pans. 

08 .9 .55 

08 .66 

10 . 1.15 

a« u Mm 

016 .66 

30 . .... 1A6 

01 14 .TO 

101 .60 

9n| fa 

018 .70 

Basting Spoons. 

10 . .77$ .16 

19 |f 

0 .70 

1 .80 

030 .65 

088 . 1.00 

06 .85 

M . T . T 91 

8 .80 

8 .1.06 

4 . 1.80 

6 9.00 

801 .95 

401 . 1.06 

084 . 1.85 

086 . 1.60 

038 . 8.00 

080 . 8.85 

u . .to 

16 .80 

08 . 1.16 

601 . 1.15 

18 . A5 

010 .1.85 

012 . 1.66 

081 .66 

Pitchers A Bowls. 

100 . 91.55 

1010 . 1.00 

1080 . 1.15 

083 . 8.50 

80 . 1.86 

inn 1 an 

St.HB.rt. 

T .11.15 

ft 1 as 

081 .75 

041 .90 

800 . 1.76 

Dinner Plates. 

10 . 9 25 

1080 . 1.86 

1040 . 1.40 

180 . 1.76 

inn e oa 

8 . 1.60 

Tea Steepen. 

8 .9 AO 

051 .1.00 

1060 . 1.65 

enn a 9 * 

061 . 1.15 

UA «A 

8000 . 1.00 

am 1 An 

081 . 1.40 

at aa 

8010 . 1.10 

mm 1 7 * 

8 .56 

0101 . 1.65 

Pie PUtoa. 

87 .9 80 

98 . 90 

8080 . 1.20 

1 am a aa 

Handy Strainera. 
140 . 9 .15 

0131 . 1.85 

8080 . 1.85 

1 nm a ra 

Cbmb. Dbl Sanaa 
Pans. 

1 .$1.80 

8040 . 1.45 

a aka 1 na 

3001 . 8.00 

Gravy Strainera. 

3 .$ .86 

90 ff 

Fire leas Cooker Pota 
40A e aa 

Covered Stove Pots. 

706 .. ,$1A6 

707 1 $0 

an an 

Jelly Strainers. 

9A 9 90 

11 . 1.76 

81 .85 

Oonsb. Triple Sauce 
Pans. 

10 . 98.85 

89 . 25 

n$n , 1 is 

70S . 9 no 

Oaka Turners. 

18 .9 .15 

40 .60 

41 .85 

820 . 1.40 

1480 . 1.25 

1630 . 1.60 

1830 . 1.90 

709 . 9.50 

7061 . 1A0 

101 . 8.50 

8auee Pans. 

1M 1 Kft 

Lebanon Pie Plate*. 
47 . 9 95 

7071 . 1.75 

7081 . 2.26 

14 . 20 

Pemale Urinals. 

1 . 98.00 

am 36 

asn. 1.16 

7091 . 2.76 

168 . 60 

49 .80 

650 . 1.55 

Soup Stock Pita. 

818 . 84.50 

Male Urinals. 

8 . 91.85 

164 . 70 

50 . 80 

850 . 1A5 


(Continued from Page 159) 

8-4, $9.75 each; Blue Wing. 3H-4H. $9.75 each; Bine Wing, 
4-5, $2.75 each; Dreadnaught, 8-4; $2.50 each; Dreadnaught, 
BVk -4%, 9^.50 each; Dreadnaught, 4-5, 92.50 each; Blue¬ 
bird. 3-4, 92.50 each; Bluebird. $2.50 each; Blue¬ 

bird, 4-5, 92.50 each; Paceamker, 8-4; 92.65 each; Pace¬ 
maker, 814-414, 92.65 each; Pacemaker, 4-5, 92.65 each; Tuff 
Temper, 3-4, 92.50 each; Tuff Temper, 314-414, 92.50 each; 
Tuff Temper, 4-5, 92.50 each; Quaker City, 8-4, 92.50 each; 
Quaker Chty, 8%-4%, 92.50 each; Quaker City, 4-5, 92.50 
each; Old Forge, 8-4, 92.25 each; Old Forge, 3%*4%, $2.25 
each; Old Forge, 4-5, $2.25 each; Freighters, 3-F, $2.25 each. 
BABBITT—Frictionleaa, 85c lb.; Magnolia, 40c lb.; No. 4, 20c 
lb.; No. 1, 80c lb.; No. A, $1.10 lb.; Challenge, $85c lb.; 
Special Motor, 85c lb.; Excelsior, 30c lb.; Acme, 65c lb.; 
XXXX Nickeled, 91-00 lb. 

BARS—Crow, Pinch Point No. 10, 15c lb.: Wedge No. 15, 
15c lb.; Lining No. 80, 15c lb.; Digging No. 530. 25c lb.; 
Tamping No. 25, 15c lb.; Claw No. 20, 18c lb. Ripping or 
Wrecking, Goose Neck No. 3657—% x 18, 50o each; Goose 
Neck No. 8659 —% x 24, 75c each; Goose Neck No. 3662— 
% x 24, 90c each. 

BATTERIE8 DRY CELL—Columbia, No. 6, 45c each; No. 6-S', 
45c each; No. 16, 91-40 each. Red Devil or Red Label, No. 
6-D, 45c each. Hot Shot Multiple, No. 1562, 92.85 each; 
No. 1662, 93.15 each. Ever Ready same price as Columbia. 


BIBBS —Compression— 

Plain 1112— 14 inch Rough, 95c each; % inch, $1.25 each; 
\ inch, 91.65 each; 1 inch, 92-90 each. 

112— 14 inch Finished, 91-15 each; % inch, 91.35 each; 
\ inch, 91.75 each; 1 inch. 93.25 each. 

0112— 14 inch Nickel-plated, 91-25 each; % inch, 91.50 
each; 34 inch. 92.00 each: 1 inch, 98.60 each. 

Hose 1113— 14 inch Rough, 31-10 each; % inch, fl.35 each; 
% inch, $1.75 each; 1 inch, $3.25 each; 144 inch, $6.00 
each; 114 inch, $8.00 each. 

113— 44 inch Finished, $1-25 each; % inch, $1.50 each; 
% inch. $2.00 each; 1 inch. $3.60 each. 

0113—44 inch Nickel-plated, 31-50 each; % inch, $1.65 
each; 14 inch, $2.10 each. 


ITS—Auger 
Size 16tna. 

3 

4-8 

9-10 

10-12 

13-14 

14-16 

18 

20 

81—List. 
Doz.. . . 

6.00 

5.00 

6.00 

7.00 

8.25 

9.50 

12.00 

14.00 

31—Sell. 
Each.. . 

.45 

.40 

.45 

.50 

.75 

.90 

1.10 

1.20 

100—List. 
Dot.. . . 

6.00 

5.00 

6.00 

7.00 

8.25 

9.50 

12.00 

14.00 

100—Sell. 
Each . . . 

.45 

.40 

.45 

.50 

.75 

.90 

1.10 

1.80 

101—List. 

Doz.. . . 


5.00 

6.00 

7.00 

8.25 




101—Sell. 
Each.. . 


.40 

.45 

.50 

.75 
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HARDWARE WORLD—PLUMBING AND HEATING. 

EBTAIL SELLING* PEICB— 


Six® 16ths. 8 4-6 7 8 9 10 11-12 18*14 

85—List. 

Dos- 4.50 4.00 4.50 5.00 5.50 6.00 7.00 8.00 

85—Sell. 

Each... .80 .25 .30 .85 .40 .45 .50 .60 

Slse 16th».15-16 17-18 20 22 24 

85—List. 

Dos. 9.00 10.50 12.00 18.50 15.00 

85—Sell. 

Each.75 .70 .85 .95 1.00 

Size 16ths. 4-6 7 8 9 10 11 12 18 

47—List. 

Dos_ 9.00 10.00 11.25 12.50 13.75 15.00 16.25 17.50 

47—Sell. 

Esch... .45 .65 .75 .90 .95 1.00 1.10 1.15 

Size 16ths. 14 15 16 

47—List. 

Dos.19.00 20.50 22.00 

47—Sell. 

Esch . 1.20 1.80 1.40 

Size 16ths. 6-8 9 10 11 12 18 14 15 

58—List. 

Doz. ...11.25 12.50 13.75 15.60 16.25 17.50 19.00 20.50 
53—Sell. 

Esch... 1.85 1.50 1.65 1.80 1.90 1.95 2.85 2.45 

Solid Center, in Sets—111%, 81.60 set; 15, $8.55 set; 26, 

m v _ a . nr mm aa a .'orf n mm A A A 


$5.40 set; 85, $7.90 set; 35 0. $5.00 set. 

Irwip. in Sets—58, 84.00 set; 65, $4.75 set; 55 C, $5.00 set. 
Russell Jennings, in Sets—4520%, $4.90 set; 4582%. 
4582% C, $8.25 set; 4720%, $5.10 set. 

BELLS—Kentucky Cow—No. 0, $1.00 esch; No. 1, 85c esch; 
No. 2, 75c esch; No. 8, 55c esch: No. 4, 45c esch; No. 5, 
85c esch; No. 6, 80c esch; No. 7. 25c esch. 

BELL8—2%-inch, Nonpsreil, 60c esch; 8-inch, Nonpsreil, 70c 
esch. 


BEVELS—Sliding T—No. 18: 6-in., 75c 8-in., 90c; 10-in., 
$1.00. No. 25: 6-in.. 50c; 8-ia., 55c; 10-in., 60s; 12-in., 
65c; 14-In., 75c. 


BLOCKS—Wood 

Tackle. 







Com. 

Com. 

Com. 

Pst. 

Pst. 

Pst. 


Snrl. 

Dbl. 

Triple 

■nil. 

Dbl. 

Trpl. 

8 -inch . 

..$ .80 

$1.45 

$1.90 

$1.20 $2.20 

$8.20 

4-iaeh . 

.. .95 

1.76 

2.85 

1.30 

2.50 

8.60 

5-inch .. 

.. 1.00 

1.90 

2.50 

1.40 

2.86 

8.85 

6 -lnph .. 

.. 1.20 

2.20 

8.20 

1.65 

8.15 

4.85 

7-ipsh . 

.. 1.45 

2.65 

8.85 

1.65 

8 .6$ 

5.50 

8 -inph . 

.. 1.80 

8.10 

4.65 

2.50 

4.50 

6.60 

10 -ipch . 

.. 3.00 

4.90 

6.85 

8.85 

6.60 

9.85 

12 -ipeh . 

.. 4.85 

8.26 

11.70 

5.80 10.00 

14.50 

BLOCKS—Steel Tackle 






Size 




Single 


Double 

8 -inch . 




...$ .90 


$1.50 

4-inch . 




... 1.00 


1.85 

5-inch . 




... 1.10 


2.00 

6 -inch . 




... 1.25 


2.25 





. .. 1.86 


8.85 

10 -inch . 




... 8.00 


5.00 

BLOCKS—Wood 

8 nateh. 






6 -inch . 





.... 

..$8.00 

8 -inch . 






.. 4.85 


BOLTS— 


Common Carriage—8-16 A %-in. 5-16-in. 

Doz. 100 Dos. 100 

%-in. 
Dos. 100 

% 

Doz. 

-in. 

IOO 

11% 


.20 

1.00 

.25 

1.40 

.80 

1.90 

.55 

3.73 

2 


.20 

1.10 

.25 

1.58 

.80 

2.06 

.55 

8.73 

2 % 


•2Q 

1.20 

.80 

1.64 

.85 

2.22 

.60 

8.8T 

8 


.20 

1.30 

.80 

1.76 

.85 

2.88 

.60 

4.03 

8% 


.25 

1.40 

.80 

1.88 

.40 

2.54 

.65 

4.8S 

4 


.25 

1.50 

.80 

2.00 

.40 

8.70 

.70 

4.67 

4% 


.25 

1.60 

.85 

2.12 

.45 

2.86 

.76 

5.00 

5 


.25 

1.70 

.85 

2.24 

.45 

3.02 

.80 

5.80 

5% 


.80 

1.80 

.40 

2.36 

.50 

3.18 

.85 

5.63 

6 


.30 

1.90 

.40 

2.48 

.50 

3.34 

.85 

5.94 

6% 


.85 

2.15 

.45 

2.80 

.55 

8.72 

.90 

6.26 

7 


.85 

2.40 

.45 

8.11 

.60 

4.10 

.95 

6.59 

7% 


.40 

2.75 

.50 

8.24 

.65 

4.32 

1.00 

6.90 

8 


.40 

3.05 

.50 

8.87 

.65 

4.54 

1.05 

7.20 

8 % 




.55 

3.51 

.70 

4.72 

1.10 

7.87 

9 




.55 

8.65 

.75 

4.90 

1.15 

7.54 

9% 


, . 

, . 

.60 

8.79 

.80 

5.08 

1.20 

8.02 

10 



.. 

.60 

8.92 

.80 

5.27 

1.25 

8.50 


BOLTS— 

Mschine Squsre Hesd snd Nut— 



%-in. 

5-16-in. 

%-in. 

7-16-in. 


Dos. 

100 

Dos. 

100 

Doz. 

100 

Dos. IOO 

1-1%. 

. .25 

1.70 

.30 2.00 

%-ih- 

.60 8.68 

• 8 U M0 

.80 5.80 

.40 2.86 

%-in. 

1.20 7.85 


%-in. 

5-16-in. 

%-in. 

7-46-in. 

2. 

. .25 

1.78 

.80 2.12 
%-in. 

.65 8.78 

.85 2.56 

%-in. 

.85 5.69 

.45 8.06 

%-in. 

1.30 8.42 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

2%.., 

. .80 

1.86 

.35 224 

%-in 

.70 4.10 

.40 2.72 

%-in. 

.90 5.89 

.50 8.27 

%-in. 

1.40 8.99 


%-in. 

5-16-in. 

%-fc- 

7-16-in. 

8. 

. .30 

1.94 

.35 2.36 

%-in. 

.70 4-47 

.40 2.88 

%-in. 

.95 6.08 

.55 8.47 

%-in. 

1.45 9.55 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

3%... 

. .80 

2.02 

.40 

9.48 

.45 

8.04 

.56 8.67 


%-in. %-in. 4-in. 

.75 4,78 1.05 6.66 1.55 10.10 

%-in. 5-16-in. %-in. 7-16-in. 

4..30 2.10 .40 2.60 .45 8.20 .60 8.88 

%-in. %-in. %-in. 

.80 5.00 1.10 7-24 1.60 10.66 

%-in. 5-16-in. %-ip. 7-16-in. 

4%.35 2.20 .45 2.75 .50 8.40 .65 4.08 

%-in. %-ln. %-in. 

.85 5.26 145 7.62 1.70 11.22 

%-in. 5-16-in. %-in. 7-16-in. 

5.35 2.30 .45 2.90 .50 8.59 .70 .428 

%-in. %-in. %-in. 

.86 5.58 1.20 8.01 1.80 11.78 

%-in. 5-16-ln. %-in. 7-16-in. 


10-inch . 6.85 

12-inch . 7.50 


BLOWERS—No. 400 Chsmpion, $85.00; No. 40 Lsncsster, 
$20.00; Royal. $80.00. 

BOARDS, IRONING— 

With Teble—No. 2, Plsin, $2.00 esch; No. 14, Holdfast, 
$8.00 esch; No. 10, Springer, 60x15 in. sleeve board. 
88.00 esch; No. 20, Springer, 54x18 in. sleeTe board, 
$2.75 esch; No. 80, Springer, 54x18 in., no sleeve bosrd, 
$2.25 esch; No. 40, 8prlnger, 50x12 in., no sleeye bosrd, 
$2.00 esch. 

Without Teble (Skirt Boards)—4 foot, 75c esch; 5 foot, 
$1.00 esch: 5% foot, $1.25 esch; 6 foot, $1.50 esch. 
BOARDS. STOVE— 

Paper Lined—No. 45—18x18, 80c esch; 24x24, 90c esch; 
26x26, $1.00 esch; 28x28, $1.15 esch; 30x80, $1.85 each; 
82x82, $1.75 esch; 86x36, $2.00 esch. No. 125—24x86, 
$1.50 esch; 26x30, $1.60 esch; 28x84, $1.75 each; 80x86, 
$2.00 esch; 82x42, $2.50 esch. No. 200—18x18, 85c 
esch; 24x24, $1.00 esch; 26x26, $1.15 each: 28x28, 
$1.25 each; 80x30, $1.50 each; 32x82, $1.75 esch; 
36x86, $2.25 each. 

Wood Lined—No. 80—24x24, $1.50 esch; 26x26, $1.75 
each; 28x28. $2.00 each: 30x30, $2.40 each; 83x88, $8.00 
each: 86x36, $3.50 each. No. 90—24x36, $2.00 each; 
26x82, $2.00 each; 28x34, $2.50 each; 30x38, $3.00 
each; 32x42, $3.50 each. 

For futnre delivery, D%% from above prices. 

BOARDS. WASH—Toy No 815, 20c eaeh; Single Zinc No. 820, 
40c each; 980, 50c each; 983, 45c each; Double Zinc No. 
934. 80c esch; Brass No. 801, 90c each; r»me Enamel No. 
964. 75c each; Glass No. 963, 60c esch. 


BOLTS— 

Carriage— Contractors. Retail, by doz. 

Small .Plus 10% Plus 50% 

Large .Plus 25% Plus 50% 

Mschine— 

Small .Plus 10% Plus 50% 


Large .Plus 25% Plus 50% 

Stove Bolts, 80% off List. 

8tud .Plus 80% Plus 50% 


5%.. . 

. .40 2.39 .50 3.02 

.55 3.75 

.70 

4.49 


%-in. 

%-in. 

%- 

in. 



.90 5.80 

1.25 8.40 

1.90 

12.34 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

6. 

. .40 2.47 .50 8.14 

.60 8.91 

.75 

4.70 



%-in. 

%-in. 

%■ 

in. 



.95 6.06 

1.80 8.79 

1.95 

12.90 


%-in. 

5-16-ln. 

%-in. 

7-16-in. 

6%.. . 


.55 8.27 

.65 4.07 

.80 

4.90 


%-in. 

%-in. 

%* 

in. 



1.00 8.38 

1.40 9.17 

2.10 

18.46 


%-in. 

5-16-in. 

%-ln. 

7-16-in. 

7. 


.55 8.39 

.65 4.24 

.85 

5.10 



%-in. 

%-in. 

%■ 

•In. 



1.00 6.59 

1.45 9.66 

2.20 

14.03 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

8. . . . 


.60 8.68 

.70 4.69 

.90 

6.51 



%-in. 

%-in. 

%• 

•In. 



1.10 7.12 

1.60 10.84 

2.85 

15.15 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

9. 



.75 4.90 





%-in. 

%-in. 

% 

•in. 



1.15 7.65 

1.75 11.12 

2.50 

16.27 


%-in. 

6-16-in. 

%-in. 

7-16-in. 

10_ 



.80 5.22 





%-in. 

%-in. 

% 

•in. 



1.20 8.18 

1.85 11.89 

2.65 

17.40 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

11. .. . 


.85 5.55 





% -in.* 

%-in. 

% 

•in. 



1.80 8.71 

1.95 12.67 

2.80 

18.51 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

12. . . . 


. ... .... 

.90 5.87 

. .. 

.... 



%-in. 

%-in. 

% 

•in. 



1.40 9.24 

2.05 18.44 

8.00 

19.63 

13 . . . 


...1.50 9.77 

2.20 14.22 

3.20 

20.75 

14 . . . 


...1.60 10.30 

2.80 15.00 

8.40 

21.88 

15 ... 


...1.70 10.83 

2.40 15.77 

8.60 

23.00 

16 . . . 


...1.75 11.86 

2.50 16.54 

8.80 

24.12 
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BOTTLES—Vacuum. Thermos. Universal. 

X©.$1.75 61 $1.75 

lOq . 2.75 62 2.75 

XI . 2.00 21 2.00 

llq . 8.25 22 8.25 

14 . 2.25 71 2.25 

14q . 8.50 72 8.50 

15)6 . 2.75 01 8.00 

X 5 . 8.00 02 4.50 

15q . 4.50 81 1.25 

© . 8.25 82 5.00 

6q . 5.00 

Fillers—Thermos and Universal. 

% Pint.$1.25 

1 Pint . 1.50 

X Quart. 2.50 

Lnnch Kits— Thermos. Universal. 

801 A 305.$8.00 810 $8.25 

302 A 806. 8.26 410 8.50 

803 A 307. 8.50 510 $.75 

804 A 808. 4.25 

BRACKETS—Shelf— 


Japanned— 

Pair 

8x 4. 

...$ .20 

4x 6 . 

... .25 

5x 7 . 

... .80 

6x 8 . 

... .40 

7x 9. 

... .45 

8x10 . 

... .50 

10x12 . 

... .65 

12x14 . 

... 1.00 

16x18 . 

... 2.25 


B. P.— 

8x 4. 

Pair 

.40 

5x 7. 

.50 

6x 8. 

.65 

7x 9. 

.76 

8x10 . 

.80 

10x12 ...... 

. 1.00 

12x14 . 


N.P. A O.C. 

same as B.P. 


RACES— 

811 

911 

928 

945 

956 

6 .. 


$2.85 

$2.25 



8 . 


2.85 

2.25 



10 . 


8.00 

2.50 

$1.75 

$ .86 

12 . 


8.25 

3.00 

2.00 

1.00 

14 . 

.4.25 

8.75 

3.26 



16 ... 


. 






993 

921 

955 


8 . 


8.00 

8.00 



10 . 


4.15 

8.25 

1.50 

. ••• • 

12 . 



8.60 

1.65 




8008 

8010 

8012 

8014 

PSAW. 


.$8.00 

$3.25 

$3.50 

$8.76 


BOXES—Mit 


Goodell— Each 

285 .$17.25 

305 . 17.75 

306 . 20.00 

I.angdon— 

72 .$17.75 

73 . 18.50 

74 . 20.50 

75 . 21.00 


Stanley — 

Each 

50 Vi . 

_$ 8.50 

246 . 

_ 18.00 

358 . 

_ 20.00 

460 . 

Star— 

_25.00 

40 . 

_$ 3.25 

41 . 

. . . . 3.75 


Steam’s Perfection— 

20 .$ 3.25 


12 . 

14 . 

16 . 

112 . 

114 . 

116 . 

214 . 

216 . 

218 . 

Daisy. 

Collie . 

Hound .... 
Mastiff . . . 
Pointer . . . 
Spaniel • • ■ 
St. Bernard 


240 

1 . 
2 . 
8 . 


151, 2 )6 
151, 8 
151. 3)6 
151, 4 
155, 3 
155, 8)6 
155, 4 
155, 4)6 
159, 2 Vi 
159, 3 


401 


20, 2 

20, 4 

Alligator 
Bird . . . 
Boston . 
Cat . .. 
Cruiser 
Dock . . 
Gem . .. 
Goose .. 
Hub ... 


00 

2 

14 

21 


Floor or Garage 

.. .80 220 ... 

.. 1.00 224 _ 

.. 1.20 812 _ 

.. 1.30 814 _ 

.. 1.50 316 _ 

.. 1.75 614 ... 

.. 1.20 616 _ 

. . 1.65 618 _ 

.. 1.90 

Hand or Nail 
.05 Windsor 
Horse 

.85 Shoo Fly 
. . .50 Wolf .. 

. . .60 72 _ 

. . .40 73 _ 

. . .35 73 P . . 

. . 1.00 800 _ 

Kalsomine 
.. 4.75 310 ... 

Marking 

.. .10 4 . 

.. .10 5 . 

. . .10 6 . 


Paint 


.25 

159, 

8)6 

.35 

159, 

4 

.45 

165, 

8 

.60 

165, 

8)6 

.40 

165, 

4 

.60 

165, 

4)4 

.80 

228, 

3)6 

.90 

228, 

4 

.50 

228, 

4)6 

.60 



Roofing 
1.25 404 

Sash 

.15 20, 6 
.15 20, 8 


Scrub 


.85 

Monitor 

.10 

Mouse 

.25 

Rat ... 

.25 

601 . . 

.25 

510 

.20 

512 .. 

.15 

601 

.25 

604 .. , 

.30 


Shoe 

.20 

22 

.15 

38 

.30 

214 ... 

.20 

608 . . . 


2.70 

1.20 

1.40 

1.65 

8.50 

4.15 

4.75 


.10 


.40 

.60 

.30 


.45 

.60 

1.50 

.15 

.15 

.15 


.80 

1.00 

.90 

1.25 
1.50 
1.75 
1.85 
1.75 

2.25 


1.50 

.20 

.25 

.40 

.15 


.20 

.25 

.20 

.25 

.50 


P5 

.85 

.75 

.50 


BRADS—Wire. Bulk per lb. )6 lb. pkgs. V4 lb. pkgs. 


)4 A % inch 

.$ 

.80 $ .15 

$ 10 

K to 1)6 inch . . 

.20 .15 

.10 

U to 2 inch 


.15 .15 

.10 

BRASS—Sheet— 

•Soft, per lb.. 90c; Half Hard, 85c; 

Sign, 80c; 

Spring, $1.10. 




BREAD MAKER 8 —Universal—No. 2. each. 22.25: No. 4. 

$2.50; No. 8 , 

$8.50. 



BRIGHT WIRE 

GOODS— 



Gate Hooks 

and Eyes— 




1)6 2 

2)6 3 8)6 

4 6 

40_Doz. .20 .25 

.30 .35 .40 

.50 .80 

1040 . . Doz. .80 1.00 

1.15 1.50 1.85 

2.00 8.50 

BROOMS— 

Household 


No. or Brand 

Each 

No. or Brand 

Each 

0 Toy . 

.$ .20 

Pima . 

_$1.35 

00 Toy . 

.30 

Navajo. 

.... 1.30 

Aztec . 

. 1.00 

Warehouse . 

_ 1.25 

Cortez . 

. 1.10 

10 . 

_ 1.20 

Verde . 

. 125 

229 . 

_ 1.40 

Union . 

. 1.15 

230 . 

.90 

Apache . 

. 1.25 




Push or Street 


114 B . 

. 1.00 

252 . 

_ 1.85 

116 B . 

. 1.10 

253 . 

_ 1.45 

120 . 

.75 

254 . 

_ 1.65 

121 . 

.80 

256 . 

.85 

122 . 

.90 

258 . 

_ 1.30 • 

123 . 


260 . 

- 1.40 

BRUSHES— 

Casting 


No. or Brand 

Each 

No. or Brand 

Each 

2 . 

.$ .45 

7 . 

-$ .55 

a .... 

.50 

10 . 

.80 

r» 14 

_ SO 

is . . 

.55 

J 1 ....... 

Counter or Dusting 


is . 

.60 

20 . 

.90 

17 . 

.80 

7 . 

- 1.55 


&f ic . 


Sink 

.15 1 Pot (0).05 

.15 


124 . 

Shaving 

.60 349 ..._ 

... 35 

125 . 

.75 

350 . 

85 

126 . 

.85 

357 . 

90 

221 . 

. 1.00 

871 . 

1 00 

222 . 

. 1.45 

491 . 

..... 75 

250 . 

. dO 

492 . 

*5 

252 . 

.. . 3.00 

493 . 


260 . 

. 2 00 

500 . 

45 

275 . 

.. . .25 

2731 . 

«5 

810 . 

.35 

6870 . 



408, 4 . 

408, 6 . 

00 . 

3 . 

7 . 

1510, Squeegee 


Stencil 

.20 408, 8 . 

.25 408, 10 . 

Window 

.75 1512, Squeegee 

.60 1514, Squeegee 

.85 1516, 8queegee 

.30 


.40 

.50 


.35 


.75 


BUCKETS— 

Common Galv. 

8 ... 

10 . 

12 . 

14 . 

16 . 

Garbage Galv. _ 

00 .$1.60 

02 . 1.85 

03 .2.25 


Each 
$ .40 

.50 

.60 

.65 

.75 

Each 


Stock— Each 

.$ 90 

16. 1.00 

18. 1.15 

20 . 1.25 

Well Galv. Each 

10 Qt.$ .85 

18 Jt. ..Yoo 

Wood— Each 

Short ear.$ .86 

Strap ear.. 

CA £?-^P? rba 8 e — 15 * 23.50; 16, $4.00; 18, $4.50; 20. $5 00 
Oil. Galv.. size 1 Gal., each, 50c; size 2 Gal., 85e; 5 Gal. 
with faucet, $1.50; 5 Gal. with spout, $1.25. 
CANTHOOKS—Maple Handle 2)6x416, each. $2.85. 

CAPS—Roofing. Per lb., 20c. 

CARBORUNDUM—Grain, per lb., bulk, 50c. 
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Cupboard 

Each No. or Brand 

4112, SB, 8HA, KF, 
8002, EA, SHA, E. . 

9400, R> EA. 

9400, SHA, E. 


CATCHE8— 

No. or Brand 

024 ..$ .10 

329, R, EA, E.05 

4002, R, EA, HA.10 

4002, SR, SHA, KF, E .10 

4112, R, EA, HA.10 

Elbow 

10 .05 15 . 

12 .10 18 . 

Forgs 

... .05 12 F . 

... .10 

French Window 

... .10 4102, SR, SHA, KF, 

4102, R, EA, HA.15 

Friction Cabinet 


Each 
i .10 
.25 
.05 
.05 


.15 

.05 


85 F 
11 F 


2103 


. . .20 

E .15 


01820 *4, EA 


21 . . 
J 25 


4433*4, R, EA, KF. . . 
4438%. SHA, E. 


4433%, SHA, KF_ 


4442, SHA, KF, E_ 


.15 01820*4, SHA, E... 

Screen 

.20 R 25 . 

.20 E 25 . 

Show Case 

.25 24 . 

. .20 

. .20 
. .25 

. .45 

Transom 


.85 

4442*4, SH. KF, E. . 

. .25 

.25 

4633, R, EA. 

4633, SHA, KF, E. . . 

. .50 

.25 

. .60 

.25 

8433, EA . 

. .75 

.25 

8433, E .. 

8433*4, EA. 

. .75 

.25 

, .75 

.30 

8433*4, SHA, E. 

, .75 

.25 

8442*4, EA. 

.65 

.25 

.25 

8442*4, SHA, E. 

, .65 


CHAINS— Tire- 

Size Pair 

2*4x28 $3.50 

2%x30 3.75 

3 x28 4.00 

3 x30 4.50 

3 x32 5.00 

3 x34 5.50 

3 x36 6.00 

3*4x28 4.50 

3*4x30 5.00 

3*4x32 5.50 

8*4x34 6.00 

8*4x36 6.50 

4 x30 5.50 

4 x31 6.00 


4 x32 

4 x33 

4 x34 

4 x35 

4 x36 

4 x37 


6.00 

6.50 
7.00 

7.50 
7.50 
8.00 


4 x40 .10.00 


Weeds' 

Size Pair 

4*4x30 6.50 

4*2X32 7.00 

4*4x33 7.50 

4*4x34 7.50 

4*4x35 8.00 

4*4x36 8.50 

4*4x37 8.75 

4*4x38 9.50 

4*4x40 11.00 

5 x34 8.50 

x35 9.00 

x36 9.00 

x37 9.75 

x38 10.50 

x39 11.25 

x40 12.00 

5*4x36 12.00 

5*4x37 13.00 

5*4x38 14.00 

6 x38 14.00 

6 x40 15.00 


CHAIN—Germain Straight Link (coil)— 

6-0. 15c ft.; 5-0, 12*4c ft.; 4-0, 10c ft.: 3 0. 8c ft.; 2-0, 
7*4c ft.; 0, 7c ft.; 1, 6c ft.; 2, 5c ft. 

Norway Straight Link (coil)—*4, 20c lb.; %, 20c lb.; %, 
18c lb. 

Passing Link (coil)—4-0. 12c ft., 3 0. 11c lb.: 2-0. 10c lb. 
Proof Straight Link (coil)—3-16 black. 25c lb.; *4, 22c 
lb.; 5-16, 20c lb.: %, 20c lb.; 7-16. 18c lb.; *4. 16c 
lb.; %, 15c lb.; %, 15c lb. 

Proof Twisted Link (coil)—3-16 black, 25c lb.; *4, 22c 
lb.; 5-16, 20c lb.; %. 20c lb.; 7-16, 18c lb. 

B.B. Proof Straight Link (coil)—5-16, 25c lb.; %, 22c 
lb.; *4, 20c lb.; %, 18c lb.; %. 18c lb. 

Twisted Machine Coppered (coil)—4-0, 16c ft.; 3-0, 15e 
ft.; 2-0, 15c ft.; 0, 14c ft. 

Jack—20 Iron, 10c yd.; 18 Iron, 10c yd.; 16 Iron, 10c 
yd.; 14 Iron, 10c yd.: 12 Iron, 10c yd.; 10 Iron, 12*c 
yd.; 8 Iron. 15c yd.: 120 brass. 10c 'A : 11^ h-^***. 15c 
yti.; 116 brass, 15c yd.; 114 brass. 20c yd.; 113 brass. 
25c yd.; 112 brass. 30c yd.; 110 brass, 45c yd. 

Safety Brass and Nickel Plated—00 A N00, 20c yd.; 0-N0, 
25c yd.; 1-N1, 30c yd.; 2-N2. 35c yd; 3, 40c vd. 

Sash—01 Copper Plated, 3c ft.; 02 Copper Plated. 4c ft.; 
XXXX Copper Plated. 20c ft.: 02P Steel Plain, 2*4c ft.; 
10 Cable, 25c ft.: 56 TTniver«nl, 5c ft. 

Sash Chain Fasteners—12, Set U„ 15c set; 100, Set CB, 
25c set. 

CHALK—Carpenters, per piece, 2*4e. School Crayon, per 
gross 50c; 6 for 5c. 

CHALK LINE—Yellow, per 100 ft. hank, 15c. Braided 
White. 20-ft. hanks, size 120, each 5c; size 220, 5c* size 
820, 5c. 50-ft. fear-, size 150, each 10c; size 250, each 

10c; size 850, each 10c. 

CHECKS—Door—All Makes. Liquid Checks—A-ll, $4.25; 
B-12, $5.50; C-18, $6 30; D-14, $7.85; E-15, $10.50. For 
hold open arm, add 75c each. 

CHISELS (CARPENTERS)—Buck Bros., Socket Firmer, No. 
33, *4-inch plain, 55c each: *4-inch, 60c each; %-ineh, 65c 
each; *4-inch, 70c each; %-inch, 75c each; %-inch, 80c 
en*'h: % -inch. 85c each; 1-incli 90 c each: 1*4-inch, $1.00 
each; 1*4-inch, $1.15 each; 1 %-inch, $1.25 each; 2-inch. 


$1.35 each. No. 36, *4-inch beveled, 75c each; *4-inch, 75c 
each; %-inch, 80c each; *4-inch, 85c each; %-inch, 90c 
each; %-inch, 95c each; % -inch, $1.00 each; 1-inch, 91.10 
each; 1*4-inch. $1.20 each; 1*4-inch, $1.35 each; 1 %-ineh. 
$1.50 each; 2-inch, $1.75 each. 

Buck Bros., Socket Framing, No. 56, *4-inch, 80c each; %- 
inch, 85c each; *4-inch, 90c each; %-inch, 95c each; %- 
inch, $1.00 each; %-inch, $1.05 each; 1-inch, $1.10 each: 
l*4-inch, $1.25 each; l*4-inch, $1.40 each; 1%-inch, $1.50 
each; 2-inch, $1.65 each. 

Buck Bros., Tanged Butt, No. 4, 1*4-inch, $1.25 each; 1*4- 
inch, $1.30 each; 1 %-inch, $1.75 each; 2-inch, $1.90 each. 
Buck Bros., Tanged Turning, No. 21, *4*inch, 45c each; *4- 
inch, 50c each; %-inch, 55c each; *4-inch, 60c each; %- 
inch, 70c each; %-inch, 75c each; %-inch, 80c each; 1-inch, 
90c each; 1*4-inch, $1.00 each; 1*4-inch, $1.30 each; 1%* 
inch, $1.60 each; 2-inch, $1.80 each. 

Everlasting, Pocket, No. 40E, *4-inch, 80c each; *4-inch, 85c 
each; %-inch, 90c each; *4-inch, 95c each; %-inch, 95c 
each; %-inch, $1.00 each; %-inch, $1.10 each; 1-inch, $1.15 
each; 1*4-inch. $1.20 each; 1*4-inch, $1.80 each; 1 %-inch. 
$1.40 each; 2-inch, $1.60 each. 

Cape, No. 150 (50), *4-inch, 25c each: 3-16 inch, 25c each; 
*4-inch, 35c each; 5-16 inch, 35c eacn; %-inch. 35c each; 
*4-inch, 40c each; %-inch, 40c each; %-inch, 50c each. 
Diamond Point, No. 55 (155), %-inch, 35c each; 5-16 inch, 
35c each; %-inch, 40c each; *4-inch, 50c each. 

Regular or Common Taper, No. 40, *4-inch, 10c each; 5-16 
inch, 10c each; %-inch, 15c each; *4-inch, 15c each; %-inch. 
20c each; %-inch, 30c each; %-inch, 40c each; 1-inch, 50c 
each. 

Chrome Nickel Black, No. 46 H (145), *4-inch, 15c each; 

5-16 inch, 20c each; %-inch, 20c each; *4-inch, 25c each; 

%-inch, 30c each; %-inch, 40c each; %-inch, 55c each; 1- 
inch, 70c each. 

Chrome Nickel Polished, No. 56 H (607), *4-inch, 20c each; 

5-16 inch, 20c each; %-inch, 25c each; *4-inch, 30c each; 

%-inch, 40c each; %-inch, 50c each; %-inch, 65c each; 1- 
inch, 85c each. 

CHOPPERS—Meat and Food- 

Universal— Enterprise— 

0 .$1.50 5 $*.50 

1 . 1.85 10 4.25 

2 . 2.25 501 1.25 

3 . 8.00 602 1.50 

CHURNS—Barrel, No. 0, $5.40 each; 1, $6.10 each; 2, $6.85 

each; 3, $7.65 each; 4, $9.80 each; 5, $11.50 each. 

Glass, Dazey (Churns), No. 10, $1.50; 20, $2.00; 30. $2.35; 
40, $3.20. Glass, Dazey (Jars), No. 10, 45c; 20, 80c; 30, 
$1.05; 40, $1.30. 

Tin, without Dasher, 1*4-gallon, $1.50 each; 2-gallon, $1.55 
each; 3-gallon; $1.60 each; 4-gallon, $1.75 each; 5-gallon. 
$1.85 each. 

Dashers Only, No. 40, 15c each. 

CLAMPS—Carriage Makers, No. 12 (plain), 45c each; 13. 50c 
each; 14, 50c each; 15, 75c each; 16, 95c each; 17, $1.30 
each; 18, $1.55 each; 20, $2.10 each; 22, $2.45 each; 60 
(Adj.), 75c each; 61, $1.00 each; 62, $1.65 each; 63, $2.00 
each; 64, $2.65 each; 65, $3.50 each. 

Quilt Frame, No. 1, 10c each; 3, 15c each; 32, 10c each; 
33, 15c each. 

CLEANERS—Window- 

Rubber— Wood Floor— 

10-inch ...$ .25 16-inch ...$ .40 14-inch ...$ .40 

12-inch ... .30 18-inch ... .45 16-inch ... .50 

14-inrh ... .35 

CLEVISES—Malleable, 15c lb. 

CLIPS—Wire Rope "Bulldog”—3-16 to % ine., each 15c. 

*4. 15c; %. 20c; %. 80c; %. 85c; 1-in., 45c. 

CLIPPERS—Bolt— 

New Easy— Extra Cutters 

No. 0 $3.50 No. 0.$2.00 

No. 1 4.50 No. 1. 2.25 

No. 2 6.25 No. 2. O.Ou 

No. 3 8.00 No. 8. 3.75 

O. K.— 

10-inch . 1.50 

14-inch . 1.75 

CLOCKS (ALARM)—Ace. $2.50 each; America. $1.25; Auto 
raatic, $3.95; Bingo, $2.50; Brownie, $2.45; Circle, $2.25; 
Columbia, $3.00; Ideal. $2.25; Indian, $1.35; Iron Clad, 
$2.25; Lookout, $1.60: Prompter, $2.75; Simplex, $3.95: 
Sleepmeter 2, $1.85; Sleepmeter 3. $2.50; Startle, $1.65: 
Tattoo, Jr., $2.25; Tattoo Int., $2.50. 

CLOTH—Emery, Nos. 00 to 2*4, 10c straight; No. 3, 15c. 

2 for 25c. Carborundum or Aloxite—Nos. FF-90, 10c 

straight. 

CLOTH, WIRE—S'creen, 12 M, black, 3*4c sq. ft.; 16 M. 
black. 5c sq. ft.; 14 M, bronze. 15c sq. ft.; 14 M. galvanized. 

4*4c sq. ft.; 16 M, galvanized, 5c sq. ft.; 14 M, Opal. 5c 
sq. ft.: 16 M. Opal, 5c sq. ft. 

COAL—Blacksmith— 

Catch weieht sacks, per 100 lbs.81.85 

Per 125-lb. sack .2.25 

COAL CHUTES—Hercules— 


No. 1, 16x18 .$13.00 

No. 2, 18x20 . 15.00 

No. 3. 20x24 . 20.00 

No. 4, 16x18 . 11.00 


No. 5, 20x24 .$17 50 

No. 6, 16x18 . 14.50 

No. 7. 20x24 . 17.50 

No. 8, 18x24 . 28.00 
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BET AIL SELLING* PRICES—Continued. 


OOLOR8 —Dry— 


Lb. 


Lb. 


Lamp Black.$ 

.25 

Van Dyke . 

.18 

I Tory Drop Black ... 

.86 

Chrome Green. 

$ .25 

Prussian Bint. 

.85 

Chrome Yellow .... 

.25 

Ultra Bine. 

.60 

Ochre Golden. 

.10 

Umber Raw. 

.16 

Ochre Yellow . 

.04 

Umber Burnt. 

.15 

Venetian . 

.04 

Sienna Raw . 

.15 

Indian IU4. 

.15 

Sienna Burnt . 

>LORS—In Oil— 

.15 

Red—Amer Vena, lb 

.60 

Black—Eng Coach lb.$ 

.50 

Eng. Verm. Vi*lb... 

1.40 

ITory Drop, lb. 

.40 

Eng. Verm. 1-lb.... 

2.80 

Lamp, lb. 

Blue—Prussian V4 lb. 

.45 

Tuscan . 

.45 

.40 

Indian . 

.80 

Vi lb. 

.65 

Venetian . 

.25 

1 lb. 1.25 

Rote Pink. 

.60 

Ultrnm V4 lb. 

.20 

Rose Lake . 

1.05 

% lb,. 

.85 

Dutch Pink. 

.75 

1 lb. 

.60 

Carmine . 

1.40 

Cobalt 1 lb. 

.80 

Turkey . 

L70 

Brown—RAB Sienna 1 

.40 

Para . 

. 1.30 

Umber 1 lb. 

.40 

Yellow—Chrome lb. 

, .50 

Van Dyke 1 lb. 

.50 

Ochre—Golden lb.. 

.35 

Green—Chrome 1 lb.. 

.40 

Yellow, 1 lb. 

.25 


Blacksmiths' Round 8hank 

C 116 . Open C 120 Open 

M 110. Open M 112 Open 

M 418 . Open M 412. Open 

S 110 . Open 8 111 Open 

Square Ratchet Shank 

Clll . Open M 400 . Open 

M 109 E . Open S 104 A . Open 

Straight Shank 

C 108 . 0 109 Open 

M 105 . M 106 Open 

M 330 . M 332 Open 

S 105 . S 106 Open 

C 108 A. C 110 Open 

M 107 . M 104. Open 

M 340 . M 314. Open 

8 107 . S 104 B. Open 

Taper Shank 

C 106 . Open M 302 Open 

M 102 . Open S 104 Open 

Bits, Wood (Gyracuae Pattern) 


C 114 A, S 109 A— 


C 114 A, S 109 A— 


COPPER—Sheet, 75c lb. 

CORD (SASH)—Samson Spot (Hanks), No. 6 S, $1.65 hank; 
7 S, $2.20 hank: 8 8. 8 SC, $2.75 hank; 10 8, 10 SC, $4.40 
hank; 12 S, 12 SC. $6.05 hank; WP 12 SC (coils), $1.10 lb. 
Phoenix (coils only)—No. 6 C. 80c lb.; 7 C, 80c; 8 C, 80c; 
10 C, 80c; 12 C. 80c; 14 C, 16 C, WP 8 C. 80c. 

Union (hanks)—No. 6, $1.20 hank; 7. $1.50 hank; 8, $2.00 
hank; 10, $2.95 hank; 12, $3.95 hank. 

COTTERS—Hammer Lock or Regular Spring. 

1-16, 5 64, 3-32 in. V4 in. 5 32 in. 


2 ....... 

.25 

12 ....... 

.50 

3 . 

.26 

13 . 

.50 

4 . 

.25 

14 . 

.55 

5 . 

.25 

15 . 

.55 

6 . . . 

.80 

L6 . 

.65 

7 . 

.80 

17 . 

.70 

8 . 

.25 

18 . 

.75 

9 ... 

.45 

19 . 

.80 

10 . 

.45 

20 . 

.85 

11 . 

.60 

24 . 

. 1.15 


Length— 

Vi-inch. $ 

% -inch 


100 

.20 


1000 

$1.25 


100 
$ .30 


1000 

$2.00 


100 
$ .35 


1000 

$2.40 


C 114, M 109 or M 
390, and S 108- 


Bit Stock 

C 114, M 109 or M 
390, and S 108— 


1 -inch. 
1 V4 -inch. 

1 Vi inch. 

2 -inch. 


.25 

1.40 

.30 

2.00 

.40 

3.00 

1-16 . 

.20 

15-32 . 

. 80 

.25 

1.65 

.35 

2.25 

.45 

3.25 

3-32 . 

.20 

Vi . 

.90 

.25 

1.80 

.40 

2.55 

.50 

8.50 

% . 

.25 

17-32 . 

. 1.10 

.30 

2.05 

.45 

2.85 

.60 

4.00 

5 32 . 

.30 

9*16 . 

. 1.20 

.35 

2.50 

.50 

3.40 

.70 

4.75 

3-16 . 

.35 

19-32 . 

. 1.25 

3-16 in. 

V4 in. 

5-16 

in. 

7-32 . 

.35 

% . 

. 1.35 


Vi -inch. 

$ .50 

$3.75 





1 -inch.. 

.60 

4.25 

$1.00 

$6.75 

$1.75 

$11.00 

1 V4 -inch. 

.70 

5.00 

1.10 

8.00 

2.00 

14.50 

1 Vi-inch. 

.80 

5.50 

1.25 

9.00 

2.00 

14.50 

1 Vi -inch. 

.90 

6.00 

1.50 

10.00 

2.25 

16.00 

2 -inch. 

. 1.00 

6.75 

1.75 

11.50 

2.50 

17.50 

2 Vi-inch. 

1.10 

7.75 

2.00 

14.00 

3.00 

20.00 

CRAYON—Lumber, 

10c; 

Soapstone, 5c. 




CUTTERS—Pipe—Barnes. 

No. 1, 

, $2.95 

each; 

No. 2, 

$8.90; 


Vi . . 
9-32 . 
5-16 . 
11-32 
% . . 
13-32 
7-16 . 


No. 3, $6.50'; No. 4. $13.00; No. 5, $19.50; No. 6, $26.00. 
Saunders—No. 1, $2.25; No. 2, $3.25; No. 3, $8.00; No. 4, 
$12.60. 

DAMPERS—Store Pipe— 8 , 15c; 4, 20c; 5, 20c; 8, 25c; 7, 
30c; 8, 40c; 9, 50c; 10, 60c. 

DIVIDERS—Wing, No. 85, 6-inch, 85c pair; 8-inch, 35c pair; 
10-inch. 50c pair; 12-inch, 75c pair. 

Wing Extension, No. 9,-6-inch, 90c pair; 8-inch, $1.00 pair; 
10-inch, $1.10 pair. 


C 108, M 105 or M 
330, 8 105— 


.40 
.60 
.60 
.60 
.70 
.80 
.75 

Straight Shank Jobbers 


11 16 . 1.40 

13-16 . 1.80 

Vi . 1.85 

% 1.85 

15-16 . 2.25 

1 2.45 


No. 650, 8-inch 


DOLLIE8—Timber— 

No. 649, 6-inch .$7.50 

DOORS—Screen. 

Common, %-inch, 2-6x6-6 .. 

Common, %-inch. 2-8x6-8 .. 

Common, 1 Vi-inch, 2-6x6-6 . 

Common, 1 Vi-inch, 2-8x6-8 . 

Common, 1 Vi-inch, 2-10x6-10 
Common. 1 Vi-inch, 3x7 .... 

DOORS—Ash Pit. 

8x8. each.$1.40 

8x10.1.50 

10x12 1.80 

DRILLS— Millers Falls (Breast) 

No. Each. No, 


..$10.50 


I- 32 

3 64 . 

1-16 . 
5-64 . 
3 32 . 
7-64 . 
Vi . . 
9 64 . 
5-32 . 

II- 64 
3-16 . 
3 64 . 


C 108, M 105 or M 
380, 8 105— 

.15 7 32 . 

.15 15-64 . 

.15 Vi . 

.15 9-32 . 

.15 5-16 . 

.15 11-32 . 

.15 % . 

.15 13-32 . 

.15 7-16 . 

.20 15-32 . 

.20 Vi . 

.20 


.25 

.25 

.25 

.30 

.35 

.40 

.45 

.60 

.65 

.75 

.85 


.$2.15 

. 2.35 

. 2.50 

. 2.65 

. 2.85 

. 8.25 

12x15 . 3.50 

Ash Traps— 

7x9 .55 


Each. 


C 108 A, M 107 or 


Straight Shank, Wire Gauge 


C 108 A, M 107 or 


10 .$ 6.25 029 .$ 5.00 


11 

12 

13 


5.75 87 9.75 

5.25 97 10.50 

6.75 118 6.00 


M 340, S 107— 


M 

840," S 107— 


1 to 5. 

.25 

36 

to 

40. 

.15 

6 to 10. 

.25 

41 

to 

45. 

.15 

11 to 15. 

.20 

46 

to 

50. 

.15 

16 to 20. 

.20 

51 

to 

55. 

.15 

21 to 25. 

.15 

56 

to 

60. 

.15 

26 to 30. 

.15 

61 

to 

80. 

.15 

31 to 35. 

.15 





ELBOWS—Conductor— 






PI. Rd. 

8a 

. Oor. 


Rd. 

Adj. 

2-inch.$ .85 

2$ 



1 Vi-inch.. 

. .$ .25 

3-inch.50 

3)4 

1*2% 


2-inch... . 

.. .20 

4-inch.60 




3-inch..., 

. . .25 

Corrugated—Conductor 




Shoes 

* m 


Yankee 

555 7.50 1555 . 

Millers Falls (Hand) 

1 2.85 5 . 

2 4.00 981 . 

4 . 1.00 

Yankee 

1530 3.75 1545 7.25 

Yankee Automatic 


7.50 


3.00 

5.15 


2- inch.$ .25 

3- inch.30 

4- inch.45 

5- inch.90 


2-inch.$ .25 

8-inch.80 

4- inch.45 

5- inch.90 


ELBOWS—No. 3 Corg., 20c each; 4, 25c; 5, 25c; 6, 30c; 7, 
40c. No. 3 Adj. 4 Pc., 25c each; 4, 30c; 5, 30c; 6, 35c. 
3-inch Adj. Galvd., 35c each; 4-inch Galvd., 45c each. No. 
3 Corg. Jap., 35c each; 4, Corg. Jap., 45c. 

EMERY—Grain— 


41 

42 


2.00 

1.65 


44 

50 


2.35 

3.35 


Flour Emery— 

Per lb. 

Stones—(See Stones) 
Cloth—(See Cloth) 
Wheels—(See Wheels) 


25 


Bell Hangers' or Electricians 

C 114 E, S’ 109 B. . . Open C 114 F (Fish Wire) Open 
Bit Stock 

C 114 . M 390 . 

M 109 . S 108 . 


No. 60, per lb.$ .25 

No. 70, per lb.25 

No. 80, per lb.25 

No. 90, per lb.25 

No. 100, per lb.25 

No. 120, per lb.25 

FASTENERS (SASH)—Bronze, 582 EA, SHA, SHB, E, 35c 
each; 815 EA, 30c; 815 SHA, E, 35c; 1831 Vi EA, SHA. E, 
95c. Cast Iron and Steel, 324, 10c each; 324 R, EA, E, 15c; 
500 R, EA, KF, E. 15c; 542 R, EA, SR, SHA, KF, E, SHB, 
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RETAIL SELLING PBIGE8—Continued. 


FA l S oTf^O E 0 R K n 8 HA d KF, E, 10c; 18814 F, 95c; 88131 R. 
EA, 15c; 83181 KF, SHA, E, 20c. 

FAUCETS— Cork Lined— 8 -ineh each.f .20 

7 -Inch each.$ .15 9-inch each.25 

FELT—Deadening, 8 iie Roll, %*lb., ft};??** Ljfc* 

lb., $6.00. Tarrei 250-ft. roll, $1.85 each; 500*ft. roll, 
$2.60 each. 

FIGURES AND LETTERS (STEEL) — 

Figures Letters 

Bet Each Set Each 

% inch.$ .65 $ .15 % inch.$1.90 $ .15 

8*16 inch. .85 .16 8*16 inch.2.60 .15 

K inch.1.00 .15 % inch. 3.25 .15 

5*16 inch. 1.75 .35 5-16 inch. 4.90 .35 

% inch. 2.50 .45 % inch. 7.00 .45 

2 inch. 4.25 .76 % inch.12.75 .65 


FILES—Band saw, 4 inches long, 15c each; 6, 20c; 8, 85c; 
10, 45c. Knife, 8%-4%, 80c; 4, 30c; 5, 85c; 6. 40c; 8, 
50c; 10, 60c. Regular taper, 8%-4%, 15c; 4, 15c; 4%, 
15c 5, 15c; 5%, 20c; 6, 20c; 8, 80c; 10, 50c. Slim taper, 

3%-4%, 15c; 4, 15c; 4%, 15c; 5, 15c; 5%, 20c; 6, 20c; 

8, 30c; 10, 40c. Warding, 8%-4%, 25c; 4, 25c; 5, 25c; 
6, 30c; 8, 40c. Flat bastard, 8*4, 20c; 5, 20c; 6, 25c; 8, 
30c; 10, 40c; 12, 40c; 14, 75c; 16, $1.20. Half 

round bastard, 8-4, 25c; 5, 25c; 6, 80c; 85c; 10, 50c; 

12. 75c; 14. 85c; 16, $1.15. Mill bastard, 8*4, 15c; 5, 15c; 
6 20c; 8, 25c; 10, 30c; 12, 85c; 14, 60c; 16, 80c. Round 
bastard, 3-4, 15c; 5, 15c; 6, 20c: 8, ?5c; 10 85c; 12, 40c; 
14, 60c; 16, 80c. Square bastard, 3-4, 20c; 5, 25c; 6, 25c, 
8, 80c; 10, 45c; 12, 60c; 14, 80c; 16, $1.00. 

FIXTURES—Grindstone—Auto: 01, $1.50; 02, $2.50. Com¬ 
mon: 15, 75c; 17, 85c; 19, $1.00; 21, $1.25. Am. 

Heavy: 17, $1.00. Extra Shafts, 15*inch, 26c; 17*inch 
85c. Extra Cranks, 25c. 

FLASHLIGHTS— Brer-ready—Complete 

No. 6961 ooch.9 .76 No. 2619 ooeh.1.70 

No. 6962 ooeh.1.00 No. 2616 e.eh. 1.60 

No. 1991 each. 1.25 No. 2680 each.1.25 

No. 2604 each. 1.20 No. 2688 each.2.40 

No. 2681 each.1.50 No. 2684 each.2.00 

No. 2682 each. 1.75 No. 2659 each.8.00 

Kwik-lite Flashlights, Complete with Batteiy— 

Fibre Tubulaxs 6241 Reg. 2-cell-1.50 


Fibre Tubulaxs _ . ---- -—- - .. . -- 

No Each 6343 Reg. 8-cell 1.75 

5220 Baby 2-cell-$1.00 6249 Miners* 2-cell.. 2.00 

5221 Reg. 2-cell. 1.20 6851 Miners’ 8 cell. .2.40 

5828 Rec. 8-cell •...» 1.40 Metal Vest Pocket 

5229 Sfmert* 2-cell.. 1.50 8475 2-cell (Vest)... 1.00 

5881 Miners* 8-cell.. 1.70 8577 8-cell (Vest)... 1.20 

Metal Tubulars 8579 8-eell (Coat)... 1.70 

6240 Baby 2-cell...* 1.25 

Kwik-lite Seamless Cell Flashlight Batteries— 

No. 1208 2-cell Baby Tubular.$ .80 

No. 1202 2-cell Reg. Tubular.80 

No. 1301 3-cell Reg. Tubular.40 

No. 1204 2-cell Penlite.25 

No. 1206 2-cell Vest Pocket.80 

No. 1207 2-cell Vest Pocket.80 

No. 1308 8-cell Vest Pocket.85 

No. 1809 8-cell Coat Pocket. 85 

FLATTERS—Blacksmith—2*in., $1.25; 2%-In., $1.65; 8-in. # 

$2.00; 3%-in., $8.00. 

FORGES—No. 150 Chicago, $11.25; No. 151 Chicago, $12.75. 
FREEZERS— Arctic 


No. Bach No. 

1 .$2.35 6 ,. 

2 . 2.75 8 . . 

3 . 3.35 30 (T 

4 . 4.00 

White Mountain 


Each 

.$5.00 

. 6.50 

(Toy) . 1.95 


10 . 

. 2.85 

18 

12 . 

. 8.50 

20 

13 . 

. 4.20 

22 

14 . 

. 5.00 

24 

16 . 

. 6.40 

26 


FURNACES—(See Pots) 

GALVANIZED WARE— 
Boilers, Coffee— 

No. Each 

801% .$ .90 

802 . 1.00 

803 . 1.65 

804 . 1.85 

806 .$2.00 

808 . 2.25 

810 . 2.75 

812 . 3.25 

Boilers, Wash— 

407 A. 2.25 

408 A . 2.50 


No. 

Each 

409 A . 

, . 2.65 

Bowls, Wash— 


70 . 

. . .25 

80 . 

. . .35 

Buckets, Fire— 


112 . 

. . .85 

114 . 

. . .95 

314 . 

. . 1.10 

Buckets. Well— 


101 . 

. . .75 

121 . 

. . .85 

141 . 

. . 1.00 


Cans, Ash- 
2 % . 

3 . 

4 . 


Cans, Garbage— 

lt> . 5.00 

200 .90 

300 . 1.10 

400 . 1.40 

500 . 1.60 

600 . 2.00 

700 . 2.25 

800 . 5.25 

900 . 6.25 

Cans, Gasoline— 

1 P & B. 3.35 

110 .55 

255 . 1.65 

605 . 1.65 

Cans, Oil— 

01 .50 

02 .75 

25 . 1.50 

105 . 1.25 

205 . 1.85 

Dippers— 

210.30 

Hods, Coal— 

616 . .90 

617 .95 

Kettles, Camp— 

1 Gallon.50 

1 % Gallon.70 

2 Gallon.85 

3 Gallon. 1.00 

4 Gallon. 1.15 

Pails, Cement— 

140 . 1.75 

1140 . 2.10 

Pails, Chamber— 

410 .90 

412 ... 1.00 

GARBAGE CANS—(See Cans) 
GATES—Molasses— 


Pails, Stock— 

12 S. 

14 S . 

16 S. 

18 8 . 

20 8 . 

Pails, Water— 

8 . 

10 . 

12 . 

14. 

16 . 

320 . 

Pans, Refrigerator— 

1 . 

2 . 

8 .. 

Pots, Watering, or 
Sprinklers— 

514 . 

516 . 

518 . 

520 . 

522 . 

526 . 

Tubs, Foot— 

50 ... 

51 . 

52 . 

53 . 

54 . 

Tubs Wash— 

0 . 

1 . 

2 . 

3 . 

10 . 

20 . 

30 . 

410 S . 

420 8 . 

430 8 . 


2 .$ .45 


Perf. 

$ .90 
1.00 
l.tS 
1.40 
1.85 


Proved Level— 


List. Doz. 1.06 

Sug. Ret..Each .10 


FROES—Special—Each, 12-in., $1.65; 14-in., $1.75; 16-in., 

{ 2.00. Common—Each, 12*in., $1.25; 14*ln., $1.85; 16-in., 
1.50. 


List.Doz. 1.60 

Sug. Ret..Each .15 


1 oz. 2 oz. % pt. % pt. % pt. 


GAUGES—Butt— „ 

No. 98.$1.15 No. 95. 1.25 

No. 94. 1.85 No. 95%. 1.00 

Marking No. 90.50 

No. 61.15 No. 91.90 

No. 64.85 No. 92.. 1.50 

No. 65.75 No. 97.75 

No. 77. 1.00 No. 98. 1.00 

No. 71.55 

GLASSES— „ , , 

Ground Level— Proved Level— 

1%.$.50 1% .$.10 

2 ..60 2.10 

2%.65 2%.15 

8_.70 8.15 

3%.75 8%.20 

Gauge Glasses 40% off list. 

GLOBES, LANTERN—Cold Blast—No. Gem, 20c each; Pony, 
30c; 2 Plain, 20c; 2 Bullseye, 35c; 2 Ruby, 40c. 

Railroad—No. 39 Clear, 15 each; 39 Green or Red, 30c. 
Tubular—Cadet, 10c each; Fig. Plain, 20c; 3-0 Ruby, 40c; 
4-0 Bullseye, 35c; 5-0 Wizard, 20c; 6-0, 20c each 
GLUE—Dry—AAA, 60c lb.; B, 55c lb.; CX, 45c lb.; D. 

35c lb.; GX, 50c lb.; LXX, 45c lb. 

Liquid 

Imperial— 1 oz. % pt. % pt. % pt. 1 pt. 1 qt. % gal. 

List.Doz. 1.06 1.80 2.80 4.50 7.00 11.25 21.00 

Sue. Ret..Each .10 .20 .25 .40 .65 1.00 1.75 


1 pt. 1 qt. 
7.00 11.25 


GRAPHITE—Flake, per lb., 75c. 

GRINDERS—Carborundum. No. A, $2.85 each; B, $3.50; C, 
$5.25; D, $5.75; 1, $3.75; 2, $5.00; 3, $7.00; 4, $9.50; 10. 
$7.25; 12, $11.25; 018, $14.50; 62, $12.50; 63, $14.75. 
GRINDSTONES—Family, No. 020, 7-inch, $2.00 each; 8-inch, 
$2.50; 10-inch, $2.85; 12-inch, $8.25. Loose. 15 to 40 lbs., 
$5.00 cwt.; 40 to 200, $4.75; over 200, $5.00. Mounted, 
No. 710, 1-inch $7.00 each, 2 $7.50. 3 $8.00; 04, $8.50; 
05, $7.00; 015, $12.50; 025, $9.00. Fixtures, 15-inch, $1.00 
8et; 17, $1.25; 19, $1.50. 

HACKSAWS—Hand, Star—Length 8-in., 10c each; 75c doz.; 
9-in„ 10c each, 85c doz.; 10-in., 10c each, $1.00 doz.; 

11-in., 15c each; $1.15 doz.; 12-in., 15c each, $1.20 doz. 
Hand, Victor. All regular hand (including rail) blades—8-in., 
10c each, 85 doz.; 9-in., 10c each, $1.00 doz.; 10-in., 10c 
each, $1.15 doz.; 12-in., 15c each; $1.35 doz. 
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HAMMERS—May dole Carpenters Nail. No. 1, $1.20 each; 
lft, $120: 2, $1.00; 3. $1.00; 11. $1.20; lift, $1.15; 12, 
$1.00. 12ft, $1.00; 13, 00c; 14, 85c; 200. $1.50; 611ft, 
$1.60; 710, $1.40; 711, $120; 711ft, $115; 712, $1.00; 
811ft, $1.25. Maydole Chipping, No. 100 $1.75 each; 

101, $1.60; 102, $1.40; 103, $1.25. Maydole Machinist 

Ball Pein, No. 375, $1.75 each; 376, $1.65; 377, $1.60; 
378. $1.50; 379, $1.40; 770, $1.75; 770ft, $1.40; 771, 
$1.30; 772. $1.20; 773, $1.10; 774, $1.00; 775, 90c; 776, 
85c; 777, 80c; 778, 75c. 

HANDLES—Adze, No. 320, House, 60c each; 321, Ship, 60c 
each. 

Anger—No. 1, 75c each; 2, 75c each; 3. 90c each; 4. $2.75 
each; 5, $2.50 each. 

Axe, Broad, No. 315, 60c each. 

Axe, Double Bit, No. 312, 60c each. 

Axe, Single Bit, No. 101, 75c each; 1<>2. 75c each; 103, 
65c each; 201, 50c each; 302, t*Oe each; 401, 40c each; 
*02, 35c each; 602, 40c each; 505, Freighter*, 50c euch; 
506, Bovs, 30c each; 507, Boy Scout, 20c each; 00, Hunters, 
15c each; 1, Hunters, 20c each. 

Chisel, No. 22, 10c each; 93. 25c each; 95, 15c each; 608, 
15c each; 616, 10c each; 617, 10c each; 620, 10c each; 621, 
10c each. 

Drawer, No. 2. all finishes. 60c each: 2ft, 55c each; 7, 
30c each; 11, 25c each; OloOO. 25c each; 01007. 30c each; 
01013. 30c each; 9854, 30c each. 

File, No. 40 (Regular), 5c each; 41 (Large), 5c each; 55 
(5), 15c each. 

Hammer, Adze Eye No. 11, 20c each: Adze Eye 13, 20c 
each; Adze Eye 15, 20c each: Adze Eye 19, 20c each: Adze 
Eye 111L, 15c each; Adze Eye 115L. 10c each; Adze Eye 
1241.1, 10c each; Farriers 23, 20c each: Machinist 25. 14- 
inch, 20c each: Machinist 25, 16 inch, 20c each: Machinist 
25, 18-inch, 20c each: Machinist 25, 20-inch, 20c each; Ma¬ 
chinist 29, 16-inch, 20c each: Machinist 29, 18-inch, 20c 
each; Machinist 33, 16-inch; 20c each; Machinist 125, 14- 
inch, 10c each; Machinist 125, 16-inch, 10c each; Machinist 
125, 18-inch, 10c each; Riveting 21, 12, 13 inch, 20c each. 
Hatchet, Box No. 43, 13 ft-inch, 20c each; Broad 39, 16- 
inch, 25c each; Broad 39, 18-inch, 25c each; Broad 40, 16- 
inch, 20c each; Broad 40, 18-inch, 20c each; Claw 37, 14- 
inch, 20c each: Claw 137L, 14-inch, 20c each: Derrick 47, 
18-inch, 20c each; Lath 45, 13-inch, 20c each; Shingling 35, 
14-inch, 20c each. 

Hoe, OXR, 4ft, 35c each; XR. 4ft. 35c each; XRM, 5ft, 
55c each; XRM, 6. 70c each: XRMC, 6, 70c each; XG. 4ft, 
55c each; XMH, 4ft, 55c each; XMH, 5, 60c each; XP, 51 ft, 
50c each; XP, 52, 60c each; XP, 52ft, 60c each; XP, 52ft, 
70c each. 

Maul, No. 335, 55c each; 336, 50c each. 

Pick, No. 327, Drifting, 75c each; 427, Drifting. 40c each; 
527, Drifting. 45c each; 627, Drifting, 40c each: 325, Sur¬ 
face, 75c each: 425, Surface, 40c each; 525, Surface, 60c 
each; 625, Surface. 40c each. 

Rake, XR, 5ft, 50c each; XR, 6, 60c each. 

HATCHETS—Box, No. USD 2. Underhill's, $2.15 each; 3010, 
Plumb's. $2.15; 3011. Plumb’s. $2.50. 

Broad, No. TB 1. Plumb’s. $2 00 each; TB 2, Plumb's, 
$2.10: TB 3. Plumb’s, $2 25; TB 4. Plumb’s, $2 35; TB 5, 
Plumb’s, $2 65; PTB 1, Philadelphia, $1.45: PTB 2. Phila¬ 
delphia, $1.50; PTB 3. Philadelphia. $1.60; PTB 4. Phila¬ 
delphia, $1.90: PTB 5, Philadelphia, $2.00: 640, Plumb’s, 
$1.75: 641, Plumb’s. $2.00; 642. Plumb’s. $2.15: 643. 

Plumb's. $2.35: 644. Plumb’s. $2.75: 2991. Plumb’s. $1 65; 
2992. Plumb s. $1.75; 2993. Plumb’s. $2 00; 2994. Plumb’s, 
$2 25; 2995. Plumb’s. $2.50: 2996. Plumb’s. $2.85 
Claw. No. TC 1, Plumb’s, $1.75 each: TC 2, Plumb's. $2.00; 
TO 3. Plumb’s. $2.10: PTC 1. Philadelphia. $1.15; PTC. 
Philadelphia, $1.25: PTC 3. Philadelphia. $1.45; 93. All Steel 
75c; 610, Plumb’s, $1.25; 611, Plumb’s, $1.25; 612, 

Plumb’s, $1.50; 2971, Plumb’s, $1.15; 2972, Plumb’s, 

$1.25; 2973, Plumb’s. $1.50. 

Derrick—No. 582, Plumb’s, $2.00 each. 

Flooring (Plumb’s), No. 2985, $2.15 each; 2986, $2.25; 
2987 $2 50 

Half’(Plumb’s), No. TH 1, $1.75 each; TH 2, $2.00; TH 3, 
$2.00; 600, $1.50; 601, $1.50; 602, $1.65; 2961, $1.50; 
2962, $1.50; 2963, $1.50. • 

Lathing, No. TL 1, Plumb’s, $1.75 each; TL 2, Plumb’s, 
$1.75; 100, Underhill’s, $2.15; 110, Underhill’s, $2.35; 545, 
Plumb’s, $2.15; 620, Plumb’s, $1.50; 621, Plumb’s, $1.50; 
1960, Plumb’s, $2.15; 1961, Plumb’s, $2.25; 1962, Plumb’s, 
$2.25; 2980. Plumb's, $1.50; 2981, Plumb’s, $1.50; 2982, 
Plumb's, $1.50. 

Shingling, No. PST 1, Philadelphia, $1.10 each; PTS 2, 
Philadelphia, $1.15; PTS 3, Philadelphia, $1.25; TS 1, 
Plumb’s, $1.75; TS 2, Plumb’s, $1.85; TS 3, Plumb’s, 
$1.85; 90, All Steel, 50c; 565, Plumb’s. $2.40; 591, 

Plumb’s, $1.50; 592, Plumb’s, $1.50; 593, Plumb’s, $1.50; 
2951, Plumb's, $1.25; 2952, Plumb’s, $1.50; 2953, Plumb’s, 
$1.50. 

Warehouse, No. 650 W, Plumb’s, $2.00 each. 

HEADS' (MOP)—Cotton, No. 9, 45c each; 12, 60c; 15, 75c; 
18, 85c. 

Linen, No. 012, 55c each; 015, 65c; 018, 85c; 020, $1.00. 


HINGES A BUTT8 (Screws 
Mo. 900 Li. Strop Hinges. 

Pr. Da. Pr. 

3- Inch -$ .10 $ 1.75 

4- inch .15 1.10 

5- inch.80 1.15 

6- inch.85 1.90 

No. 985 Cor. Strap Hgm. 

Pr. DaTPr. 

4- inch .$ .85 $ 1.40 

5- inch.85 $.75 

6- inch.40 4.00 

8-inch.60 5.60 

10-lneh.90 9.50 

12-ineh . 1.85 11.00 

No. 904 Lt. Too Hingoa. 

Pr. Da. Pr. 

3- inch .$ .15 $ 1.75 

4- inch.10 1.90 

5- inch.10 1.10 

6- inch.15 1.40 

No. 937 Oor. Tea Hingoa. 

Pr. Da. Pr. 

4- inch .$ .85 $ 8.00 

5- inch.40 8.40 

6- inch.60 5.00 

8-inch.75 8.00 

10-inch . 1.20 12.75 

12-ineh . 1.75 17.00 

No. 888 Butts. 


Inclu4o4)— 

No. 788. 

Iftxlft-ln. ..$ .40 

8x8*ln. .40 

8 ft x8 ft-in. .. .40 

4x4*in.50 

4 ft *4 ft-in. .. .75 

6xo-in. ...... 1.00 

5 ft x5 ft-in. .. 1.25 

6x6-in.1.40 

No. 241 FAD2. 
2ftxlft-In. ..$.40 

8x8-ln.40 

8 ft x3 ft-in. .. .40 

4x4-in.55 

4ftx4ft*ln. .. .80 

5x5-in.1.00 

5 ft x5 ft-In. .. 1.80 
6x6-in.1.50 


2 ft xl ft-in. 

8x8-in. 

3ft x8 ft-ln. 
4x4-in. 

4 ft x4ft-In. 

5xo-in. 

5 ft x5 ft-in. 


No. 141 SP 2. 

Goat. 


No. 241 HAN. 
Oont. 



Pr. 

Da. Pr. 

2 ft xl ft-in. 

. .$ .50 

$ .65 

ft-inch . 

_$ .10 

$ .75 

3x8-in. 

.. .50 

.55 

1-inch .. 

.10 

.85 

8 ftx8ft-in. 

. . .50 

.55 

1ft -inch 

.10 

.95 

4x4-ia. .... 

.. .65 

.75 

1ft-Inch 

.10 

1.05 

4 ft x4ft*in. 
5x5-in. .... 

.. .90 

1.00 

1ft -inch 

.15 

1.20 

. . 1.10 

1.80 

2-inch .. 

.15 

1.80 

5 ft x5 ft-in. 

.. 1.85 

1.50 

2ftinch 

.15 

1.45 

6x6-in. 

.. 1.60 

1.75 

2 ft -inch 

.20 

1.60 

1475 FAD2 

.20 

2.20 

aft-inch 

.10 

1.85 

1475 SF2AN 

.25 

2.80 

8-inch .. 

.20 

2.15 

1474 FAD2. 

1ft .25 

2.40 

3 ft-inch 

.25 

No. 840. 

2.50 

No. 160 FAD2. 
Oont. 

Rot. 


2ft-inch .. 

Vrinch .. 
25,-inch .. 
3-inch ... 


Pr. Da. Pr. 

1 ft-inch_$ .15 $1.45 

lft-inch.15 1.60 

2- inch.15 1.65 

2 ft-inch.20 1.80 

2ft-inch .... .20 1.00 

2 ft-inch ... .20 2.10 

3- inch .25 2.20 

No. 781ft. 

Cont. Rot. 

2ftx2ft-in. ..$ .40 $ .45 

8x3-in.40 .45 

8ftx3ft*ln. .. .40 .45 

4x4-ln.50 .55 

4 ft x4 ft-in. .. .75 .85 

5x5-in.95 1.05 

5 ft x5 ft-in. .. 1.25 1.85 

8 ft-in.60 .70 

4- in.70 .80 

4ft -in.90 1.00 

No. 165 FAD2. 

Oont. Rot. 

lft in.$ .85 $ .40 

2-in.40 .45 

2 ft-in.45 .50 

8-in.55 .65 

3 ft-in.65 .75 

4-in..80 .95 

4 ft-in. . 1.20 1.85 

No. 165NAS72. 

Cont. Rot. 

lft-in. .$ .40 $ .45 

2- in.45 .50 

2 ft-in. .. . .50 .55 

3- in.60 .70 

8 ft-in. .70 .80 

4- in.80 .90 

4 ft-in.1.20 1.80 

No. 295 FAD2. 

Pr. Da. Pr. 

lft-in.$ .25 $2.90 

2-in.80 2.WO 

2 ft-in.80 8.85 

8-in.40 4.00 

No. 295 SF2. 

Pr. Da. Pr. 

lft-in. .$ .80 $8.20 

2-in.85 8.70 

2 ft-in.85 4.00 

8-in.40 4.60 

No. 295 N. 

Pr. Da. Pr 

lft-in.$ .85 $8.80 

2-in. .40 4.20 

2 ft-in.45 4.60 

8-in.50 5.85 


2 ft-in.$ .40 

8-in.45 

8 ft-in..55 

4-in.70 

4 ft-in.95 

No. 160 N. 
Oont. 

2 ft-In.$ .45 

8-in.50 

8 ft-in.60 

4-in.65 

4 ft-in.1.00 

No. 160 8 F2. 
Oont. 

2ft-ln. .$ .45 

8-in.55 

No. 295 H. 

Pr. 1 

lft-in. .$ .80 

2-in.85 

lft-in.40 

8-in.45 

No. 289 FAD2. 

Pr. I 

2x2.$ .80 

2ftx2.80 

Iftxlft.85 

2x8.45 

No. 289 SFD. 


2x2 ... 

2ft x2 .. 
Iftxlft 
8x8 .... 


No. 289 N. 

Pr. : 

2x2.$ .40 

2ftx2.45 

Iftxlft.45 

8x8.55 

No. 289 H. 

Pr. : 

2x2 .$ .80 

2ftx2.40 

Iftxlft.40 

8x8.50 

1480 FAD2 Hga .85 

1430 N .40 

1481 FAD2 .25 

1431 8F2AN .25 

1478 FAD2 .25 
1478 SF2AN .25 
1480 FAD2 .25 
1480 SF2AN .25 
1474 FAD2, 2 .80 

1474 SF2, 1ft .25 
1474 8F2, 2 .85 
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No. 


Each 


Cooks French— 


Open Japanned— 


Open Galvanised 


790— 7 

. 1.30 

267— 6 . 

. 80 

15 . 

..$ .50 

15 . 

.$ .75 

790 — 8 

. 2.00 

267 — 8 . 

. 1.30 

is . 

.. .60 

16 . 

. .95 

1500— 6 

. 1.00 

267— 9 . 


17 . 

.. .70 

17 . 

. 1.10 

1500 — 7 

. $1.25 

267 — 10 . 

. 1.85 

|R . 

.75 

18 . 

. 1.35 

1500 — 8 

. ' 1.50 

267 — 12 . 

. 2 00 

qn 

.90 

20 . 

. 1.50 

1910 — 6 

. 50 

Corn— 


IOOKS—Bright. 




1910— 7 

. 60 

2 . 

. 75 

No. 

Dos. 

No. 

Dos. 

1910 — 8 

. 75 

3 . 


0 . 

.85 

104 . 

.$ .45 

2200 — 6 

. l.Oo 

5 . 

. 50 


1 

2 

8 

4 

5 

6 
7 
9 

10 

11 

12 

18 

14 


.75 

.65 

.55 

.45 

.85 

.25 

.20 

.15 

.15 

.16 

.10 

.10 

.10 


105. 

106. 

107. 

108. 
100 . 
110 . 
111 . 
122 . 
118. 
114. 


Gross—60% Discount from List. 
Brass No. 1412— Dos. 

V4 .$ .*0 

$[, 2 for 5c.20 

ffc, 2 for 5c.25 

1, 2 for 5c.80 

Brass Cup No. 181— 

Dos. 

2 .20 

% . 20 

%, 2 for 5e.20 

2. 2 for 5c.25 


.85 

.25 

.20 

.15 

.15 

.15 

.15 

.10 

.10 

.10 


Dos. 

1%. 2 for 5e.8 .85 

1% .40 

1% 50 

1%. 2 for 15e.75 

2. 2 for 15c.85 

Dos. 

1. 2 for 5e.8 .80 

l2 .50 

1%. 2 for 15c.75 

2, 2 for 15e.85 


KXIVF 

Butcher— 

No. 

526— 5 
526— 5V£ 
526— 6 
526— 6'i 


Each 

.$ .65 

.75 

.85 

. 1.05 


526— 7 
526— 8 
526— 9 
526—10 
526—12 
526—14 
790— 6 


.60 

.60 


10 

Draw— 

84— 4 . 

100— 6 . 2.75 

100— 7 . 3.00 

100— 8 . 3.50 

100— 9 . 3.75 

105— 6 . 1.50 

105— 8 . 1.50 

105— 9 . 1.65 

105—10 . 1.75 

105—12 . 2.00 

KNIVES—Hay—Lightning $1.85; Iwan Sickle, 82.00; Iwan 
Serrated, $2.00; Heath's Upright, $1.85. Cforn —Corn 

King, 40c; No. 12 Hooks, 50c. 

KNOBS—Maple, Base, 5c each; 85c dos. 

LACING—Belt- 


2200— 7 
2200 — 8 
3047— 6 
3047— 6 Vi 
3047— 7 
3047— 8 
3047—10 
3047—12 

Cheese— 
675 . 


1.35 

1.60 

.60 

.70 

.85 

1.00 

2.00 

2.50 


1.75 


.eather 

Size *4, per ft.8 -08 

5-16 per ft.08 

Vi, per ft.04 

Vi, per ft. . . .8 .05 

Vi, per ft.06 

Vi, per ft.08 


ft.. 


Size 

Size 

Size 

Size 

Size 


H08E COUPLINGS—Com. Size Vi. each 20c; Vi, 20c; Vi, 20c. 
HOSE (GARDEN)— 

Coupled, 50 ft. lengths—Aztec, Vi inch 21c foot, X inch 23c; 
Deluge, Vi inch 19c, X in- 21c; Delphos, Vi inch 18c; X inch 
20 c; Sierra, Vi inch 20c, X inch 22c; Simi, Vi inch 16c, X 
inch 18c; Solar Cotton, X inch 19c, X inch 21c; Summit, 
Vi inch 19c, X inch 21c; Ten Cee, Vi inch 16c, X inch 18c; 
Torrent, Vi inch 24c, X inch 26c; Union Arrow, plain, Vi 
inch 18c, X inch 20c; Union Arrow, WW, Vi inch 20c, X 
inch 22c; Whirlpool, Vi inch 19c, X inch 21c. 

Reel, Not Coupled, Endurah Ribbed, Vi inch 21c, X inch 
23c; Endurah Smooth, Vi inch 21c, X inch 23c; Goodrich 
Ribbed, Vi inch 22c, X inch 24c; North Star Ribbed, Vi 
inch 22c, X inch 24c; Rajah Ribbed, Vi inch 19c, X inch 
21c; Rajah 8mooth, Vi inch 19c, X inch 21c; Utility Ribbed, 
Vi inch 18c, X inch 20c; Utility Smooth, Vi inch 18c, X 
inch 20c. 

ICE TOOLS— 

No. 815 Plow, B in.$40.00 

No. 816 Plow, 10-in. 47.50 

No. 817 Plow. 12-in. 64.00 

No. 820 Plow, 8-in. 42.50 

No. 821 Plow, 10-in. 50.00 

No. 822 Plow. 12-in. 57.00 

No. 456 Splitting Chisel. 4.75 

No. 495 . 5.85 

No. 520 Ice Hooka, 4-ft. 1.85 

4V4*ft. 1.40 

5- ft. 1.50 

6 - ft. 1.65 

No. 1 Ice Tonga V A B. 1.75 

No. 1 . 2.00 

No. 8 . 2.25 

No. 540, 18-inch . 2.00 

14 Vi-inch . 2.15 

16Vs-inch . 2.25 

Pond Ice Saws—Tiller Handle. 

4V4-foot. 5.75 

5-foot . 6.25 

SVi-foot . 6.75 

IRON—Bars Small Lots. 

(Cutting Extra) 

Common Bar .8 .06 lb. Base 

Angle Iron, Vi-inch .10 

Angle Iron, 8-16-inch.08 

Angle Iron, Vi’inch and hearier.07 Vi 

Rd„ sq. and §q. twisted— 

V4*inch and smaller . 7.50 Base 

5-16-inch . 7.00 

Vi to 2 Vi-inch . 6.50 

8 -lnch and larger . 7.50 

Flats, all sizes . 6.50 

IRONS—Sad. Common, 9c lb.; lira. Potts No. 50, $1.76 set; 

Dover No. 70, 82.75 aet. 

JACKS—Bell Bottom, Net List. 

Wagon—Lanes—OL, each $1.75; 1L, $2.50; 2L, $8.50; 
8 L. $6.75. 

KNIVES ft FORKS—Iron Handled. $1.25. 


Bristol 

111, per inch.$ .01 Vs 

112, per inch.02 

113, per ineh....$ .02V* 

114, per Ineh.08 

No. 1, box 50 ft.60 

No. 2.66 

80c; Step, common, per ft.. 


Junior. 

...$25,00 

Senior. 

..$40.00 

Medium. 

... 80.00 

Force Feed . 

.. 18.00 

MOPS— Slasher 


Cotton 


15 os., each.... 

....$ .75 

15 os., each. 

. . .$ .75 

18 os., each.... 

.85 

18 os., each., 

.. . .85 

21 os., each.... 

_1.00 

21 os., each. 

. . 1.00 

MOP 8TICKS—No. 

7, 25c each; 

No. 18, 25e each; 

No. 70 

or Janitor's. 65c 

each. 




18... 


Fine Blue 


Common 2&3d. 

Common 4&5d. 


.8 .08 


Barb Box 8 to 20d.. 


60d. . 


1.25 

1.50 

1.90 

2.33 

8.35 

4.00 

l.oo 


Common 8 to 
Casing 2&3d. 

Casing 4&5d. 

Casing 6 to 20d. . . . 

Finishing 2A8d. 

Finishing 4&5d. 

Finishing 6 to 20d.. 
Smooth Box 4 to 6d. 
Smooth Box 8 to 20d 
Barb Box 4 to 5d. . 

Barb Box 6. 

Trunk- 

Bulk. lb. 

1 lb. Papers, ea.... 

2 & :::::::::::: 


.08 

Barb Roof Vi to % .. 

.10 

.08 

Barb Roof 1 to 1Vi .. 

.10 

.08 

Plaster Board. 

.10 

.07 

0. C Box. 

.10 

.07 

Out Casing 6ft8. 

.08 

.08 

Galv. Felt. 

.15 

.08 

Galv. Boat. 

.18 

.08 

.10 

Clout— 

Bulk, lb. 

.80 

.08 

.08 

.08 

.08 

Vi lb. Papers, ea... 

.20 

Cigar Box— 

Bulk, lb. 

.80 

!08 

1 lb. Papers, ea.... 

.85 

.08 

Vi lb. 

.20 

V4 lb. 

.15 

.80 

.85 

Horseshoe— 
Capewell, lb. 

.80 

.20 

Northwestern . 

.80 

.15 

Union . 

.25 


Digitized by 


Google 


LADDERS —Extension, per 
20c: best, per ft., 50c. 

LANTERNS—Boys'—No. 539, 45c each; 1590, Cadet, 25c. 
Dash—No. 321, Prisco, $1.85 each; 331, Prisco, $2.15. 

Cold Blast Tubular—No. 320, Prisco (Little Wizard), $1.40 
each; 400, Prisco (Nustyle), $1.65; 477, Prisco, $1.50. 
Hot Blast Tubular—No. 165, Prisco, $1.00 each; 165R. 
Prisco (Ruby), $1.30; 176, Prisco (Bullseye), $1.50; 217, 
Prisco, $1.00. 

LEAD —White—12 H-lb. Keg. $1.85; 25-lb. Keg, $3.65; 50-lb. 

Keg. $7.15; 100-lb. Keg. $14.00. 

LIFTS—Sash—Large Bar, $1.25 dos.; Small Bar, $1.10 dot.; 
Hook, 40c doz. 

LOCKS—Rim—Steel. 75c set; Cast, 60e set. 

LINES, CLOTHES—Cotton, Braided—No. 350, 65c each; No. 
450, 40c each. 

Cotton, Twisted—No. 140, 35c each; 150, 40c. 

Wire, Twisted—50 foot, 20 gauge, 35c each; 75 foot, 20 
gauge, 40c; 100 foot, 20 gauge, 50c; 50 foot, 18 gauge, 50c; 
75 foot, 18 gauge, 60c; 100 foot. 18 gauge, 70c. 

Wire, Solid—100 foot, 9 gauge, 75c each. 

MATS. DOOR—Cocoa—No. 1. $1.25 each; 2, $1.50; 3, $1.75; 
02,$2.25; 03. $2.65; 04. $3.00; 05. $3.75. 

Steel—No. 20, $1.25 each; 40, $1.75; 60, $2.50; 80, $4.00; 
100 rolls, 50c square foot. 

MATTOCKS—Handle* Extra- 

Pick .$1.50 6-lb. long or short ctr 1.50 

5-1b. long or short ctr 1.40 Grab Hoes, No. 2... 1.25 

MAULS—Handles Extra—Pott, east, 7e lb.; R. ft Track, 
920, 25c: Woodchoppera, 960, 25e; Woodehoppera, 960A, 
25c Dble Face (see Hammers). 

MILLS—Older 


MOWERS—Great American—15-in.. $16: 17-in.. $18: 19-in.. 
$20: 21-in., $22. Common—12-in., $6; 14-in., $6.25; 16- 
in.. $6.50. 

NAILS—Base per Keg. $5.80. 50 to 99 lba., add 60e par 

100 lbs. to Keg price. 1 to 50 _lb. 


.08 
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NETTING, POULTRY—Hexagon, Galvanized After Wearing— 
2 inch, 20 gauge—List roll, 12in., $2.14; 18in.. $3.08; 24in., 
3.92; 30in., $4.68; 36in., $3.35; 48in., $7.13; 60in., $8.91; 
72in., $10.69. 

Sell Full Roll—12in., $1.95; 18in., $2 80; 24in., $3.50; 
3oin., $4.25; 36in., $4.80; 48m., $6.40; GOin., $8.00; 
72m., $9.65. 

Sell Cut (lin. ft.)—12in., l\c.; 18in., 2 Vic; 24»n., 3Vic; 
30m., 3%c; 36in., 4V$c; 48m., 5\c; 60in., 7Hc; 72in., 
8V»c. 

1 Vi inch, 20 gauge—List roll, 12in., $3.15; 18in., $4.53; 
24in. f $5 78; 3uin., $6.90; 30m., $7.88; 48m., $10.50; 
60in., $13.13; 72in., $15.75. 

Sell Full Roll—12in., $2.85; 18in . $4.10; 24in., $5.20; 
30in., $6.20; 36in. t $7.10; 48in., $9.45; Coin., $11.80; 
72in., $14.20. 

Sell Cut (lin. ft.) — 12in., 2Vic; l*in, 3Vic; 24in., 4 Vic; 
30in., 5Vic; 36in., 6Hc; 48tn., 8Vac; 60in., lOVic; 72in.. 
12 He. 

1 inch, 20 gauge—List Roll—12in., $4 95; 18in., $7.12: 
2tin ., $9 08; 30in., $10 83; 36m.. $12.38; 46in„ $16.50; 
60in., $20 63; 72in.. $24 75. 

Sell Full Roll—12in., $4.45; 18in , $6 40; 24in.. >8.20; 
30in., $9.75; 36in., $11.15; 48in., $14.85; 60in., $18.60; 
72in., $22.30. 

Sell Cut (lin. ft.)—12in., 4c; 18in., 5Vie; 21in., 7Hc; 
30in., 8 Vic; 36in., 10c; 48in., 13 He; 60in., 16Hc; 72in., 
19\c. 

Vi inch, 20 gauge—List Roll—12in., $8.55; 18in., $12.30; 
24in., $15.68; SOin., $18.71; 36in., $21.38; 48in., $28.50; 
GOin.. $35 63; 72in., $42 73. 

Sell Full Roll—12in., $7.70; l«in„ $11 05; 24in., $14.10; 
30in., $16.85; 36in., $19.25; 48in., $25.65; 6Qin., $32.05; 
72in. $38.48. 

Sell Cut (lin. ft.) —12in., 6V4c; 18in.. 9V4c; 24in., 12Vic; 
30in., 15c; 36in^ 17 He; 48in., 22 Vic; 60in., 28Hc; 70in., 
34 Vic. 

NIPPERS—Nettleton—8-in., $1.75 eada; 10-in., $5.15; 12-ln., 
$3.25: 14-in.. $2.75 
NIPPLES—Right Hand. 

Size 2 IH 8 3 V4 4 5 6 78 


Vi. black 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

Vi. galv. 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

K , black 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

V4 galv. 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

Vi, black 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

Vi. galv. 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

Vi. black 

.05 

.07 

.07 

.07 

.08 

.10 

.12 

.14 

.16 

Vi. galv. 

.06 

.11 

.11 

.11 

.13 

.16 

.18 

.22 

.26 

Vi. black 

.06 

.09 

.09 

.09 

.09 

.11 

.18 

.17 

.18 

Vi. galv. 

.08 

.14 

.14 

.14 

.14 

.18 

.31 

.25 

.83 

1, ilack 

.08 

.13 

.12 

.13 

.13 

.15 

.18 

.23 

.25 

1. galv- 

.11 

.19 

.19 

.19 

.19 

.24 

.28 

.84 

.18 

1 Vi. black 

.11 

.11 

.17 

.17 

.17 

.20 

.24 

.29 

.88 

lVi. galv. 

.17 

.17 

.29 

.29 

.29 

.82 

.88 

.45 

.62 

1H. black 

.18 

.18 

.20 

.20 

.20 

.25 

.29 

.86 

.40 

l*i, galv. 

.21 

.21 

.85 

.35 

.85 

.89 

.46 

.54 

.60 

2. bUck 

.18 

.18 

.27 

.27 

.27 

.82 

.38 

.50 

.54 

2. galv. 

.27 

.27 

.47 

.47 

.47 

.52 

.61 

.68 

.75 

NUTS—Cold 

Punched 

U S.8. Hexagon, Tapped- 

—Size 

V4, 

65c 


lb.; 5-15, 60c; 45e; 7-16, 40c; Vi, 35c; 9-16, 30c; %, 

30c; Vi, 25c: %. 25c; 1, 25c. 

Hot Pressed U.S.S. Square, Tapped—Size Vi, 35c lb.; 5-16, 
30c; H, 25c; 7-16 25c; Vi, 20c; % 18c; Vi, 16c; */., 15c; 
1. 15c. 

OAKUM—Plumbers, 16e lb.; Nary, 25c lb.; Beat Unapun, 
35c lb. 


OAR LOCKS—2-in., per pair 40e; 2V4 -Ul, par pair 60e; 

SV§*in.. per pair, 70c. 

OIL—Boiled Linseed, $1.60 -aL 
OILERS—Chase's Zina 


00. 

0 . 

1 . 

..$ .10 
.. .10 
.. .15 

5 . 

Oopperised Steel— 

.85 

$ .80 

1% . 

.. .15 

14 . 

.85 

2 ~ . 

.. .20 

14B . 

. .40 

a . 

.. .25 

15A .. 

. .45 

4 . 

.. .30 

16 .. 

. .50 

Cannon Pump— 
Brass 

No. 11. 

.$1.65 

Tin 

No. 1. 

$1.00 


No. 12. 1.75 


No. 2. 1.15 


No. 18. 

Felloe— 

No. 8 . 

. 2.00 

. $1.75 

No. 

No. 

No. 

No. 

140 

340 

3. 

5 . 

. 1.85 

. 2.00 

No 4 . 

.. 1.85 

6 . 

. 2.15 

OPENERS (CAN)— 
No. 

4 . 

16 . 

Each. 
..$ .10 
.. .10 


Each. 
,$ .10 
.25 

100 . 

. . .25 




OUTFITS —Gobblers—Eclipse, 

$1.00 

each; Family, 

$1.85; 

Home, No. 1. $2.00 

; No. 2. 

$1.50. 

Lasts and Stands, No. 

15. cast, 90c; No. 

15, extra 

heary. 

$1.85; No. 34, 

mails- 

able. 82.25. 






PACKING—Sheet Rubber—Standard. 20c 1b.; Rainbow, 90c; 
Italian Hemp. Common. 40c; Square Flax, braided, 50c; 
Piston 8piral Steam, High Pressure, $2.26; Steam or water, 
Low Pressure, $1.25. 

PAD8—Sweat—No. 63 N12, Red Edge. 75c; No. 146 A12, 
Blue and White striped. $1.50. 


PADLOCKS— 

Miller- 

No. 

1 

Each 
$1 :i5 

No. 

585 . 

635 . 

645 J. 

Each 
. 1.25 
. 1.25 
. .50 

016 

o*» 

803 . 

. 1.35 

18 . 

.30 

805 . 

. 1.50 

18 B . 

.35 

813 . 

. 1.50 

19 . 

.40 

815 . 

. 1.50 

21 

$ 45 

823 .... 

. 1 75 

75 . 

.50 

833 . 

. 2.00 

121 . 

.50 

843 . 

. 2.50 

5441 . 

.85 

853 . 

. 2.75 

Yale— 


8454 . 

. 1.75 

223 . 

.60 

Hlbymnker— 


225 . 

.75 

1902 . 

. .60 

45a J 

.35 

1903 .... 

.50 

453 X . 

’35 

9902 . 

.60 

563 . 

1.15 

9902 N C. 

. .50 

5«5 

1 35 

21090 . 

.75 

PAN8—Acme Frying— 

No. 00, each. 

$ .15 

No. 4, each. 

.$ .40 

No. 0, each.. 

. .25 

No. 5, each. 

. .45 

No. 1, each. 

. .80 

No. 6, each. 

. .50 

No. 2, each. 

. .35 

No. 7, each. 

. .60 

No. 8, each. 

.85 



PAPER—Asbestos, size 

1116 

and under, 30e lb. cut ; 

over 


1116. 30 o 11». cut. 

Asbestos Mill Board, all weights, 30c lb. 

Sheathing. DRed (25 Red), $1.25 roll; C Red (30 Red), 
$1.5o roll; I)-Gray (25-Gray), $1.25 roll; Imperial Gray 
(30-Gray), $1.50 roll. 

Tarred Insulating, No. 8, roll $1.50 (cut 5c lb.); 10, roll, 
$2.50 (cut 6c lb.) 


PAPER—Building— 

P * B 

No. 1—500.$2.00 

No. I—1000. 3.90 

No. 2—500. 2.95 

No. 2—1000. 5.75 

No. 8—500. 4.00 

No. 8—1000. 7.70 

Red Resin— 

17 lb.$1.15 

20 lb. 1.40 

PAPER—Roofing, Smooth or Sanded—Ply H. $1.85 lb.; ply 1, 
$2 25; ply 2, $2.75; ply 3, $3.25. 

PAPER, SAND AND EMERY—Aztec Ssnd Paper, in Sheets— 
No. 00-H, 40c qr.; 1, 45c qr.; lVi, 50c qr.; 2, 55c qr.; 2 Vi, 
60c qr.; 3, 65c qr. 

PEAVIES— — Socket— —Bang 


Imitation P A B 

No. 1—500.$1.80 

No. 1—1000. 8.40 

No. 2—500. 2.55 

No. 2—1000. 4.95 

No. 3—500. 8.60 

No. 8—1000. 6.75 

25 lb...$1.65 

80 lb. 1.90 



Maple 

Hickory 

Maple 

Bickory 

2 Vi x4 . 


$2.75 

$2.80 

$3.00 

4 Vi . 


2.85 

2.85 

8.10 

JH*4H . 


2.85 

3.00 

8.25 

5 . 


8.00 

8.10 

8.85 

2Vix4Vi . 

. 8.00 

8.25 

8.25 

8.50 

5 . 


8.25 

8.85 

8.60 

3x5 . 


8.50 

8.75 

8.85 


1712, 


3, 


PICKS—Railroad—No. 1710, $1.25 each; 1711, $1.25; 

$1.35; 1713, $1.40; 1714, $1.50; 1715, $1.75. 

Drifting—No. 1, $1.00 each; lVi, $1.10; 2, $1.20 

$1.30; 4, $1.40. 

PINS—Escutcheon—Small lots, 15c os.; large lota, 40% over 
List. 


PIPE FITTINGS (8TOVE)—Caps, No. C 15, 50c each; C 16, 
60c each. 

Collars, No. 013, 014, 25, 25H, 26, 10c each; 27, 15c each. 
Cylinders, No. 54 (1508), 75c each; 64 (1608), $1.00 each; 
65 (1612), $1.10 each; 75, $1.20 each. 

Dampers, No. 3, 4, 5, 15c each; 6 20c each; 7, 25c each. 
Elbows. No. 3 Corg., 20c each; 4 Corg., 25c each; 5 Corg., 
25c each; 6 Corg., 30c each; 7 Corg., 40c each; 3 Adj. 4 
Pc., 25c each; 4 Adj. 4 Pc., 30c each; 5 Adj. 4 Pc., 30c each; 
6 Adj. 4 Pc., 35c each; 3-inch Adj. Galvd., 35c each; 4-inch 
Adj Galvd., 45c each; 3 Corg. Jap., 35c each; 4 Corg. Jap., 
45c each. 

Flue Stops. Nos. 1 and 36, 15c each; 3, 15c each; 30, 20c 
each; 40, 20c each. 

Roof Plates and Saddles, Nos. 15, 16 (Side), 90c each; 50, 
60 (Ridge), 75c each. 


PIPE FITTINGS—Price, 
Vi. Vi 

. each. 

, Vi-in. 

Vi-in. 

Vi*in. 


1-in. 


Blk. 

Gal. 

Blk. ' 

Gal. 

Blk. Gal. 

Blk. 

Bushings . 

$ .05 

$ .10 $ 

.05 $ 

.10 

$ .10 $ 

.15 

$ .10 

Caps . 

.05 

.10 

.10 

.12V 

i .10 

.15 

.15 

Couplings . 

.10 

.10 

.15 

.10 

.15 

.15 

.20 

Crosses . 

.15 

.20 

.20 

.30 

.25 

.50 

.40 

Elbows, 90 Deg. 

.10 

.15 

.10 

.15 

.15 

.15 

.20 

Elbows, 45 Deg. 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

Elbows, Red.. . . 

.15 

.15 

.20 

.20 

.25 

.80 

.25 

Elbows, Street . 

.10 

.10 

.12 Vi 

.20 

.20 

.35 

.25 

Floor Flanges . . 

.20 

.40 

.20 

.40 

.25 

.45 

.80 

Lock Nuts. 

.05 

.05 

.10 

.10 

.15 

.20 

.15 

Plugs . 

.05 

.05 

.05 

.05 

.05 

.10 

.10 

Reducers . 

.10 

.15 

.15 

.20 

.20 

.25 

.25 

Return Bends 

.20 

.35 

.25 

.45 

.30 

.45 

.50 

Tees . 

.10 

.15 

.15 

.20 

.15 

.20 

.20 

Unions . 

.20 

.25 

.20 

.30 

.25 

.85 

.80 

Waste Nuts . .. 

.10 

.10 

.10 

.10 

.10 

.15 

.10 
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HARDWARE WORLD—PLUMBING AND HEATING . 

RETAIL flEIiLTNO PRICES—Continued. 



1-in. 

1 ft -in. 

1 ft-in. 

2-in. 


Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Bushings . 

.15 

.10 

.25 

.15 

.30 

.20 

.85 

Caps . 

.20 

.20 

.40 

.25 

.45 

.40 

.65 

Couplings . 

.20 

.20 

.25 

.25 

.30 

.85 

.40 

Crosses . 

.75 

.45 

.90 

.50 

1.10 

.90 

1.75 

Elbows, 90 Deg. 

.25 

.25 

.40 

.35 

.50 

.45 

.80 

Elbows, 45 Deg. 

.30 

.40 

.65 

.45 

.70 

.65 

1.20 

Elbows, Red.. . . 

.35 

.35 

.60 

.40 

.65 

.65 

1.10 

Elbows, Street . 

.40 

.30 

.55 

.35 

.60 

.75 

1.25 

Floor Flanges . . 

.50 

.35 

.65 

.45 

.80 

.65 

1.05 

Lock Nuts. 

.25 

.25 

.35 

.25 

.40 

.35 

.55 

Plugs . 

.10 

.10 

.15 

.15 

.20 

.15 

.25 

Reducers . 

.35 

.25 

.45 

.35 

.55 

.50 

.90 

Return Bends 

.80 

.65 

1.80 

.85 

1.50 

1.25 

2.40 

Tees . 

.30 

.30 

.50 

.40 

.75 

.70 

1.20 

Unions . 

.45 

.45 

.65 

.60 

.85 

.80 

1.00 

Waste Nuts . . . 

.15 

.20 .30 

Nipples 

.40 

.65 

.60 

.90 


ft, ft, 

Blk. 

ft-in. 

ft- 

-in. 

ft- 

in. 

1-in. 


Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Close . 

.05 

.05 

.05 

.07ft .05 

.07ft .10 

Long . 

.05 

.10 

.05 

.10 

.10 

.15 

.10 

4-in. Long. 

.05 

.10 

.08 

.10 

.08 

.15 

.10 

6-in. Long. 

.08 

.10 

.10 

.15 

.10 

.15 

.10 

6-in. Long. 

.08 

.10 

.10 

.15 

.10 

.15 

.15 

1-in. 

1ft 

-in. 

1 ft -in. 

2 in. 


Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Close . 

.10 

.10 

.15 

.15 

.20 

.15 

.25 

Long . 

.20 

.15 

.25 

.20 

.30 

.25 

.40 

4-in. Long. 

.20 

.25 

.15 

.20 

.30 

.25 

.40 

5-in. Long. 

.20 

.15 

.25 

.20 

.30 

.25 

.40 

6-in. Long. 

.25 

.20 

.30 

.25 

.85 

.30 

.45 


PIPE, GAS AND WATER—Black— ft in., 7c foot; ft in, 7c; 
ftin., 7c; ftin., 9c; ft in., lie; lin., 16c; lftin., 20c; 
lftin., 28c; 2in., 87c. 

Galvanized—ft in., 9c foot; ft in., 9c; ftin., 9c; ftin., 
11c; ftin., 14c; lin., 20c; lftin., 26c; lftin., 85c; 2in., 45c. 
PIPE, 8T0VE—29 Gauge, Nested. Full Joints—Size 3 inch, 
20c joint; 4-inch, 25c; 5-inch, 25c; 6-inch, 80c; 7-inch, 40c; 
3-inch Japan, 30c; 4-inch Japan, 35c; 5-inch Japan, 45c; 8* 
inch Galvanized, 40c; 4-inch Galvanized, 45c. 

PITCH—Asphaltum—5-lb. can, 85c; 10*lb. can, 70c; 25*lb. 

can, $1.50; 5C-lb. can, $2.75; ft Bbl., $4.50; Bbls., $8.00. 
PLANES—Wood Smooth, $1.25 each; Wood Jack, $1.50. 
PLANES—Block-Bailey—No. 9%, $1.85 each; 9%, $2.25; 15, 
$2.10; 16, $2.10; 17, $2.25 18, $2.25; 19, $2.40. 

Block. Stanley—No. 60, $2.10 each; 60*4, $1.95; 61, $1.85; 
65, $2.45; 100, 45c; 101, 40c; 102, 65c; 108, 90c; 110, 85c; 
120, $1.35; 130, $1.40; 131, $2.25; 203, $1.20; 220, $1.85. 
Iron, Bailey—No. 2, 2C, $3.45 each; 8, 3C, $3.60; 4, 40, 
$4.00; 4%, 4ftC, $4.50; 5, 5C, $4.50; 5ft, 5ft0, $5.25; 6, 
6C, $6.00; 7, 7C, $6.75; 8, 8C. $8.00. 

Iron, Stanley—No. 602, 6020, $3.75 each; 603, 603C, $4.15; 
604. 6040, $4.50; 604ft, 604ft0, $5.15; 605, 6050, $5.15; 
605 ft, 605 ft O, $5.60; 606, 606C, $6.50; 607, 6070, $7.50; 
608, 608C, $9.00. 

All Wood—All numbers, Plain (21W) $2.25, (27W) $2.50, 
(029W) $2.65; Razee (23W) $2.65, (27W) $3.00. 

Wood Bottom, Bailey—No. 22, $2.50 each; 23, $2.50; 24, 
$2.50; 26, $2.75; 27, $3.05; 28, $3.40; 29, $8.40; 30, $3.75; 
31, $3.75; 32, $4.05; 85, $3.00; 36, $3.45. 

Rabbet—No. 10, $5.10 each; 10ft, $4.20; 75, 60c; 90, 
$3.15; 92, $3.15; 93. $3.15; 190, 191, 192, $2.10. 

PLIERS—Bernard's—No. 100, 4ft-in., 70c each; 5ft-in„ 90c; 
6ft*in., $1.15. No. 101, 5ft-in., 90c each; 6 ft-in., $1.15; 
No. 102, 4ft-in., $1.35; 5ft-in., $1.60; 6ft-in., $1.95; 8- 
in.. $2.85; No. 103, 4ft-in., 70c; 5-in., 85c; No. 104, 
4 ft-in., 70c; 5-in., 85c; No. 105, 5-in., $1.40; No. 106, 
4 ft-in., 85c; 5-in., 95c; No. 108, 6-in., $1.05; No. 109, 7-in., 
$1.40; No. Ill, 5 ft -in., $1.25. 

Klein’s—No. 201, 6-in., $1.95 each; 7-in., $2.25; 8-in., 
$2.75; 9-in., $3.25. 

PLUG8—Spark—$1.00 eaeh. 

PLUMBS AND LEVEL8—Wood, Stanley or Disston—No. 00, 
$1.00 each; 0. $1.15; 2. $1.50; 3, $1.75; 13, $2.10; 25, 
$2.85; 30, $2.15; 35, $2.85; 45ft, $3.00; 90, $2.75; 93, 
$3.75; 95, $5.50; 98, $2.75; 101, $2.75; 102, 60c; 104, 75c; 
6012, $2.00; 6018, $2.75; 6024, $3.15; 6521, $2.00; 6518, 
$2.50; 6524, $3.00. 


POINTS A CHUCKS— 


For 80 and 31. 

$ .75 

8-inch . . 


For 85. 

.50 

10-Inch . 


Nos. 11 and 15, 2-in. 

.55 

No. 75. . 


8-inch. 

.60 

No. 60. . 


4-inch . 

.66 

No. 80.. 


5-inch . 

.75 

No. 81.. 



6-inch.85 

POLISH (FURNITURE)—Calol, ft pint, 25c each; 1 pint, 
35c; 1 quart, 60c; ft gallon, $1.00; 1 gallon, $1.50; 5 

f allons, $6.75. 

.iquid Veneer, 4 ounce, 25c each; 12 ounce. 50c; 1 quart, $1. 
OCedar, 4 ounce, 25c each; 12 ounce, 50c; quart, $1.00; 
ft gallon, $1.50; gallon, $2.50. 

Johnson’s Prepared Wax, 5 ounce, 35c each; 1 pound, 70c; 
2 pound, $1.40; 5 pound, $3.00. 

Metal—NonOlio, ft pint, 50c each; 1 pint, 75c; 1 quart 
$1.25. 

Shoe—Shuwhite 10c each; Midnight Oil, 25c; Royal, 15c; 


Jet-Oil, 15c; 4 C S Shoe Satin, 10c; 9 C S Shoe Satin, 15c; 
1 C Satinola, 10c; 2 C Satinola, 15c 5 P S Shoe Satin. 10c : 
10 P S Shoe Satin, 15c; 5 P Satinola, 10c; 10 P. 

Satinola, 15c. 

Stove—Liquid, No. 6 Black Silk, 15c each; 8 Black Silk. 
20c; 2 Black Eagle, 20c; 10 E Enameline, 15c. 

Paste, No. 5 Black Silk, 15c each; 10 Black Silk, 20c; 20 
Black Silk, $1.35; 01 Black Eagle, 30c; 95 Black Eagle. 
$1.10; 4 E Enameline, 10c; 6 E Enameline, 15c; 75 Black 
Jack, 15c; 1 Rising Sun, 15c. 


POTS— 

Gasoline Fire— 

21 .$ 8.60 

71 12.20 

72 . 9.85 

5 . 9.80 

Watering Galvanised 
4 Quart.$ .85 

6 Quart. 1.00 

PULLERS—Nail—Rex, $1.45 


8 Quart. 1.10 

10 Quart. 1.40 

12 Quart. 1.50 

16 Quart. 1.75 

Tin— 

4 Quart .$ .55 

6 Quart.65 

8 Quart.85 

10 Quart. 1.00 


each; Rex. Jr., $1.25; Red 
Little Giant, $1.60. 


Devil, $2.00; Morrills, $2.00 


PULLEYS—Brass Screw, No. 350, ft-inch, 10c each; %, 10c 
each; ft, 10c each; 1, 15c each; 1ft, 25c each; 1ft, 35c 

each. No. 370, %-inch, 25c each; 1, 35c each. 

Brass Side, No. 1150, ft-inch, 15c each; ft, 20c each. No. 
1170, ft-inch, 25c each; ft, 25c each. 

Brass Upright, No. 500, 25c each. 

ClotheR Lines, No. 610, 2 15c each, 2ft 20c each; 660. 15c 
each; 670, 15c each; 1610, 2 15c each, 2ft 25c each; 1660. 
20c each; 1670, 20c each; 6350 G, 30c each; 6500, 45c each. 

Hay Fork, No. 1267, 60c ench; 692, 60c each; 796, 75c 

each; 46, 85c each; 1651, $1.95 each. 


PULLEYS—Frame—No. 4 Ottumwa per doi., 65c; No. 5, 
70c; No. 9, 70c; No. 105, 65c; No. 109, 65c. 


PUMPS—P. 8.—1, $3.00; 2, $8.40; 3, $8.85; 4, $4.25. 


PUTTY—Per lb., 10c. 

RAIL (HOUSE DOOR) — 

Prouty 

No. 5 . Foot, $ .15 

Richards-Wilcox 

No. Foot No. Foot 

9 .$ .12 16,019 .$ .50 

132, 0132 .50 150 .10 


RASPS—Flat wood, 8 inches long, 50c each; 10. 75c; 12. 
90c; 14, $1.30; 16, $1.75. Half round wood, 10. 75c: 12, 
95c; 14, $1.35; 16, $1.80. Half round cabinet, 8, 75c; 
10, 90c; 12, $1.25; 14, $1.60; 16, $2.00. 


RAZORS (SAFETY)— Eveready 

No. No. 

700, each .$1.00 706 B, Blades, Pkg...$ .30 

2, each . 3.00 

Gem 

800, each . 1.00 800 B, Blades, Pkg... .35 

Enders 


900, each . 1.00 900 B, Blades, Pkg... 

Durham Domino 

1000, each . 1.00 1000 B, Blades, Pkg.. 

Gillette 

00, each . 6.60 480, each . 

460, each . 5.00 500, each . 

460 B, each. 5.00 500 B, each. 

470, each . 5.00 501, each . 

501 B, each. 6.00 6 X B Blades, Pkg.. 

12 X B Blades, Pkg.. 1.00 

Auto Strop 

1, set. 5.00 2541, set. 

15, set. 6.00 600 B Blades, Pkg.. 

25, set. 6.50 600ft B Blades, Pkg.. 

251, set. 5.00 


.25 

.50 

5.00 

5.00 

6.00 

5.00 

.50 


5.00 

1.00 

.50 


REGISTERS— 

Jap 6x8.$1.55 

Jap 8x10. 1.65 

Jap 10x12. 2.40 

Jap 10x14. 8.15 

Jap 12x14. 4.85 

REGISTER FACES— 

Jap 6x8.$1.00 

Jap 8x10. 1.10 

Jap 10x12. 1.70 

Jap 10x14. 2.20 

Jap 12x14. 2.80 


White 

6x8.... 

.91.85 

White 

8x10... 


White 

10x12.. 

.8.90 

White 

10x14.. 


White 

11x14.. 


White 

6x8.... 


White 

8x10... 


White 

10x12.. 

.3.20 

White 

10x14.. 

.3.85 

White 

12x14.. 



RIVETS—Slotted Clinch, Coppered 8teel—No. 9, 10c box; 9S, 
10c box. 

Tinners', in Papers—Black: Plus 10 % ;tinned ; plus 10 %. 
Tinners’, in Kegs—Black, all sizes. 30c lb.; tinned, 3. 35c; 
3ft, 35c; 4, 35c; 5, 35c; 6, 35c; 7, 35c; 8, 35c; 10. 35c. 


ROPE—Cotton, Thread—Size 3-16, 65c lb.; ft to 5-16, 65c; 
ft to ft. 65c; ft to 1. 65c. 

Manila—Base, 45c lb.. Sisal, Base, 35c lb. 


RULES, BOXWOOD—Lufkin Stanley—No. 171, (36) 35c each; 
No. 372 (36ft) 55c; No. 378 (3) 95c; No. 386 (32) 55c; 

No. 388 (32ft) 80c; No. 465 (69) 15c; No. 488 (57) 50c; 

No. 651, (68) 15c; No. 702 (18) 30c; No. 751. (61) 20c; 
No. 752, (70) 30c; 761, (63) 30c; No. 762B, (7) 90c: 

No. 771, (84) 50c; No. 780, (62ft) 65c; No. 781, (62) 


Digitized by LjOOQle 



























































































HARDWARE WORLD—PLUMBING AND HEATING . 

RETAIL SELLING PRICES—Oontoned. 


171 


65c; No. 861A, (53Vi) 65c; No. 862C, (83 Vi) 95c; No. 
871, (52) 60c; No. 881, (54) 70c; No. 981, (60) 85c; No. 
3851 (66Vi) 50c; No. 3851Y. (66) 50c; No. 3861 (66 V4) 
55c; No. 3881, (66%), 90c. 

RULES, ZIG ZAG—Lufkin Stanley—No. 804 F, 40c each; 
No. 806 F, 60c; No. 8513 (03), 35c; No. 8514 (04), 50c; 
No. 8515 (05). 60c; No. 8516 (06). 70c; No. 8518 (08), 
95c; No. 8523 (403 F), 35c; No. 8524 (404 F). 40c; No. 
8525 (405 F), 50c; No. 8526 (406 F), 60c; No. 8613 (103), 


45c; No. 8014 (104), 50c; No. 

8615 (105), 65c; No. 

8616 

( 106), 80c; 

No. 8624 (854 F). 

45c; No. 8626 

(856 F) 

. 65c. 

SAWS, DIS8TON — 



28-in. 

No. 

18-in. 20-ln. 

22* in. 

24-in. 

28-ln. 

Rip 

7 . 

_$1.90 $2.00 

$2.16 

$2.25 

$2.85 

$2.60 

D-8 k 1874 

_ 2.85 2.60 

2.60 

2.70 

2.86 

3.10 

16. 

_ 2.86 2.50 

2.60 

2.70 

2.85 

8.10 

12 . 

.... 2.70 2.85 

8.05 

8.25 

8.46 

8.70 

112 . 

_ 2.80 2.95 

8.20 

8.85 

8.60 

8.86 

0-21 k 22. . 

_ 2.50 2.66 

2.85 

8.05 

8.25 

8.60 

0-20 k 28.. 

r , „ _ .... .... 

2.85 

8.05 

8.25 

8.60 

D-100 . 

_ 2.60 2.65 

2.86 

8.06 

3.26 

8.50 

120.*. 

_8.15 8.25 

8.40 

8.80 

8.75 

4.00 

0-115 k 15. 

- 8.80 8.90 

4.05 

4.20 

4.40 

4.86 

8AW8—One Man— 

Royal 



Simonda Diaaton 

Chinook C.O. 

Chinook 0.0 

8% ft. 

8.85 $8.50 

6 ft. 

$9.80 

5% 

$6.76 

4 ft. 

8.85 4.00 

6% 

10.80 

6 

6.60 

4% ft. 

4.80 4.50 

7 

12.00 

8% 

7.80 

5 ft. 

4.80 5.00 

7 Vi 

18.25 

7 

8.15 





7% 

9.60 

Simonda Felling tame price aa 

Royal Chinook 

0. 0. 


Atkins No. 400 and 401— 





28 in.. 


22 in 



, 4.86 

26 in. 

. 5.50 

20 in 



> 4.40 

24 in. 


18 In 



4.16 

Atkins No. 68 and 89— 





28 in. 


22 in 



2.70 

28 In.. 


20 In 



, 2.50 


34 in. 


3.90 


Atkina No. 59* 51 and 65 ~ 

38 in.13.90 

36 in.3.90 

34 in.3.76 

Atkina No. 64— 

38 in.$4.00 

36 in. 8.50 

34 in. 8 30 

Atkina No. 66 and 67— 

28 in.$3.60 

36 in. 8.16 

34 in.3.90 

Atkina No. 70— 

39 in.$3.85 

36 in. 3.40 

34 In.3.30 

Hand— 

No. 5 Simonda, No. 13 Diaa 
ton or No. 69 Atkina. 

20-inch .$3.65 

32-inch . 8.00 

No. 8 Simonda, No. 1)8 
Diaaton or No. 51 
Atkina. 

20-tneh.$3.60 

22*inch.3.75 

24-inch. 3.85 

26-inch. 3.00 

28*inch. 8.50 

80*inch . 8.76 

No. DIOO or No. D20 
Diaaton. 

26*inch .$8.35 

28-inch . 8.50 

Back 13 in.3.35 

Back 14 in.2.50 

Back 18 in.2.73 

Back 20 in. 8.00 

Back 23 in. 8.25 

Compass No. 3, 10 in. 


18 in. 3.30 


___ .60 

12 fn.65 


14 in.70 

16 in.78 

No. 10 8imonda or No. 7 
Diaaton. 

18-inch .$1.8o 

18-inch. 1.90 


Buck— 

Com Sgl Braea V tooth . 1.00 

Com Dbl Bract Tuttle tooth . 1.76 

Com Dbl Bract V tooth . 1.6<» 

8AW CLAMPS—Steama. 8, $1.75; 0, $1.00; 105, $3.60; 
200, $1.50; Went, 2, $3.50; Perfection, $1.00; No. 10, 
$1.60; N83, $2.00; No. 11 with guide. 98.86. 

SAW 


Colonial . 1.35 

7 Taintor. 1.10 

28 Triumph. 1.26 

Hammer .86 

]*Ttr .35 


Morin No. 8.8.36 

Morin No. 2ft.3.76 

Morin No. 9 . 1.00 

betting Tool Diaaton— 

No. 100.65 

No. 4 Setting Blocka— 

No. 4 Blocka, Morin. 1.00 
8wagea No. 0 Diaat.. 4.60 
Swages, Whitinge.... 1.00 

Atkina Rex. 1.00 

Atkina Excciaior.75 


22 in.2.60 

30 in. 3.40 

18 in. 3.10 

23 in. 8.00 

20 in.2.70 

18 in. 2.40 

22 in.2.65 

20 in. 3.50 

18 in. 2.20 

23 in.3.10 

20 in. 1.95 

18 in. 1.77 

24-inch . 8.50 

26-inch . $.85 

28-inch. 4.25 

30-inch . 4.75 

20-inch.3.35 

22-inch. 2.50 

24-inch.3.65 

26-inch. 3.75 

28-inch . 3.25 

No. 4 Simonda or No. 120 
Diaaton. 

26-inch.$4.00 

28-inch . 4.25 

No. 112 Diaaton. 

26-inch .$8.25 

28-inch . 8.50 

Butcher No. 10, 16 in. 1.25 

18 in. 1.89 

30 in. 1.50 

22 in. 1.65 

Kitchen No. 3. 13 in. .45 

14 In.5a 

16 in.65 

Mitre 24 in. 8.50 

26 in. 8.79 

28 in. 4.25 

30 in. 5.00 

Neat Complete ITo. 8. 1.50 


301 G. k P.$1.00 

Spec. Morrill. 1.10 

106 Morrill.00 

1 Morrill. 1.00 

10 . 1.00 

77 .60 

X <?ui — 

Morrill No. 8.$1.86 

Baker No. 8.8.36 

SAW TOOLS— 

Clipper Outfit.$ .76 

Morin Raker Gauge— 

No. 1 . 1.00 

No. 6 . 1.85 

No. 9 . 1.60 

Atkina Raker Swage. .40 

5-M Tooth Gauge.16 

Jointera Pikea Perf.. .60 

Jointere No. 7 Sterna .65 
SCALES—Family. No. 11021, $2.50 each: 1102, $2.25 each. 
Peddlers, No. 101, $3.75 each; 103, $3.75 each; 115, $3.75 
each; 4H5K, $3.75 each. 

Spring Balance, No. 87, $4.50 each; 202, $4.50 each; 303, 
$5.50 eneh. 

SCISSORS —Cast, No. 10, 35c each; 44, 7 Vi -inch 35c, 8Vi inch 
40c; 240, 4 inch, 25c, 4 Vi -inch, 20c; 255 4 inch 25c, 4 Vi 
inch 3Or, 5-inch, 35c, 5 Vi -inch 35c, 6-inch, 40c: 320, 65c; 
350, 00c. 

Wiss, No. 4 B H. $1.10 each; 5 B II, $1.15; 4 R, $1.20; 
54 Vi, 85c; 55, 90c; 55 Vi, 95c; 56, $1.00; 56 Vi, $1.05; 
57, $1.10; 154 Vi. $1.00; 155, $1.05; 155Vi, $1.10; 156, 
$1.15; 150 Vi, $1.25; 157, $1.30; 364, $1.10; 364Vi, $1.15; 
305, $1.20; 366, $1.30; 463, $1.00; 463 Vi, $1.05; 464, 
$1.10; 573, $1.30: 573%, $1.45; 574V4, $1.50; 663, $1.30; 
003 Vi. $145; 004, $1.50; 763, 95c; 763Vi, $1.00; 764, 
$1.05: 704 Vi, $1.10; 705. $1.15; 765 Vi, $1.20; 766. $1.25; 
773, $1.00; 7 7 3 Vi, $1.05; 774, $1.10; 814, $1.10; 814Vi, 
$1.15; 815. $1.20; 815 Vi, $1.25; 816, $1.30. 

SCOOPS— Long Handle— No. A4L, $2 each; A6L, $2.15; 744L, 
$2.35; 746L, $2.50. 

D Handle— No. 1AF, $1.75 each; 2, $1.75; 8, $1.75; 4, 
$1.90; 5, $2.00; 6, $2.15; 7, $2.25; 8, $2.85; 9, $2.40; 
10. $2 50; 742. $2.25; 748. $2.25; 744, $2.35; 745, $2.35; 
746, $2.40; 747, $2.40; 748, $2.50; 749, $2.60; 750, $2.65. 
SCREWS— Iron Bench— 


K . 

74 . 

. .$1.00 
.. 1.10 

1% . 

1V4 . 

. 1.50 

1 . 

.. 1.20 

i2 

.2.25 

Wood Hand— 

6 inch. 

. ..$ .45 

14 inch.. 


8 ineh. 

. . .65 

16 inch.. 


10 inch. 

... .85 

18 inch.. 


12 inch. 

.. .95 

20 Inch.. 


Jorgensen— 

No. 0. 

.. .$1.15 

No. 8. 

. 1.85 

No. 1. 

... 1.25 

No. 4.. 

.2.00 

No. 2. 

. . 1.50 

No. 5. 

. 2.50 

CREWS—Wood— 


Oontr. Broken 


Hd. 


FH Brt 


RH Bl. 


FH Bra 


Full Pkg. 

Pk I* 

5c 

Doxen 

to 

$1.00 List 

....60% 

50% 

10c 

Dozen 

to 

2.00 List 

.60% 

50% 

!5e 

Dozen 

to 

8.00 Liat 

....60% 

50% 

20c 

Doxen 

to 

4.09 List 

.50% 

40% 

25c 

Doxen 

to 

5.00 Liat 

!.40% 

80% 

80c 

Dozen 

to 

6.00 List 

.20% 

.ao% 

20% 

20% 

35c 

Dozen to 7.00 List 
Retail 

Oontr’a. by doa. 


STEEL 


Lag 

Cap V. thread . 

Cap SAE . 

Set . 

Machine Iron 30% off Hat. 

Machine Brasa .Hat 

Nute for Machine Screwa—Iron, add 20% to 
Brass, 40% to List Price. 

Bench—Iron—1-inch. $1.00; 1 Vi-inch, $1.25; 

$1.50; 1 Vi inch, $2.25. Wood—2-inch, $1.25. 
GOODS— 



Pins 20% 
List Prloe; 


lM-in, 


Fish Forka. 

IF .9 .75 

Riveted. 
RA . 

.40 

HH4 

8 tone. 

. 1.65 

Socket. 

G078 . 

.95 

99R . 


. 2 25 

G078X. 

.90 

W7 . 

Warren. 

Hoes. 

. 1.10 

Beebe. 

BB6 . 

BB6V4 . 

.90 

.95 

W7Vi 
W8 . 


. 1.15 
. 1.20 

< Acme. 

A . 

1.15 

LY5 

Ladies'. 

Mattock. 

. .65 DE8. 

.75 


Potato Forka. 

P064 1.70 

POOD . 1.85| 

Slniee Forks. 

208 .$2.25 

210.2.50 

212 .2.75 

Ooke Forks. 

710 .$ 2.50 

712 .2.75 

714 . 8.00 

Sharings Forka. 
806L .2.15 


Snathes. 

► I 50 1.35 

1100 1.50 

Smith's Hoes. I 

50A . 1.00] 

Nursery. 

►| No. 7 . 1.00 

German. 

JGE2-0 .90| 

Planter’s Eye. 

| AES.65 

ilAE5.75 


Mortar. 

9 .$1.15 

810. 1.35| 

M210. 1.85 

M29. 1.25 

Tnrincibla. 

1905 .$1.10 

Asphalt. 

914. 2.60 

Turf. 

Edgar .$1.00 

Dandelion. 

Spnds. 30 

Dock Cutter. . .91.25 


Floral Sets. 

1 .50 

2 .55 

8PF . t.85 

4P8F. 2.80 

Floral Shorala. 

F8D.80 

Floral Hoes. 

TY4.65 

Floral Rakes. 

GR6.45 

Clam Rakes. 

1120.8.26 


Digitized by 


Google 
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HARDWARE WORLD—PLUMBING AND HEATING . 

RETAIL SELLING PRICES—Continued. 


SCREW DRIVERS—Yankee—30, $2.00; 81, $2.76; 66, 

$1.50; ISO, $2.25; 181, $2.90. 

SCREW DRIVERS—G. k P.—867—1%, 85c; 8, 40c; 4, 45c. 
SCYTHES—Bush—No. 400, $1.90 each; 450, $1.90. 

Weed—No. 300, $1.90 each; 350, $1.90 each. 

Grass—No. 200, $1.90 each; 250, $1.90; 100, $1.90; 150, 
$1.90. 


STEEL—Mild—See Iron. Tool, 20c; Drill, Com., 20c. 

STEEL GOODS—Forks, Alfalfa-Ao 134ft, $2.00 each; Aol35, 
$2.00 each. 

Forks, Barley—Bol85, $2.00 each; B0505, $2.75; B0I8D, 
$2.00; Bo5oD, $2.75. 

Forks, Barn or Ensilage—No. 508, $2.50 each; 510, $2.75. 
Forks, Hay—No. o 3154ftB, $1.60 each; o 3155B, $1.65 
each; o 3155ftB, $1.75; 0 3164ft, $1.80; o 3165, $1.85; 
o 3165ft, $2.00. 

Forks, Header—Rol54 ft, $2.25 each; Rol55, $2.25; 
Rol55 ft, $2.25; Rol56, $2.35; Rol64ft, $2.40; Rol65, 
$2.50; Rol65 ft, $2.50; Rol66, $2.60; 8ol55, $2.25; 
Sol55 ft, $2.35. 

Forks, Manure—No. o4D, $1.50 each; o5DX, $1.60; o5D, 
$1.75; 06DX, $1.75; o6D, $2.25; 44Z, $1.00; 44X, $1.25; 
44ftX, $1.35; 54ftX, $1.50; 64ftX, $1.75; o44ftXZ, $1.35; 
o44X, $1.40; o44ftX, $1.50; o44ft, $1.50; o54ftX, $1.75; 
o54ft, $2.15; o64ftX, $2.15; o64ft, $2.25. 

Forks, Spading—No. B4D. $1.10 each; LDX, $1.50; oLDX, 
$1.50; L4X, $1.35; oL4X, $1.50; o5H4, $2.50; Jo4, $2.00; 
JoW, $2.50. 

Hoes, Weeding—No. A, $1.25 each; IP, 50c each; 2P, 60 
3W, 60c; 4P, $1.00; 4PM, 50c; 6P, $1.25; 6PM, 65c; 
BB6, 90c; W7, $1.10; W7ft, $1.10; 34W, 75c. 

Hooks, Potato—No. 4BHD, $1.25 each; 4BHFM, $1.25; 
5BOH, $1.45; UHW4, $1.75; 4GNR, $1.15; 5GNR, $1.35; 
6GNR, $1.50. 

Hooks, Manure—No. M40, $1.35 each. 

Rakes. Cast 8teel—No. 10, 85c each; 12, 90c; 14, $1.00; 
16, $1.15. 

Rakes, Hay, Wood—No. 01, 50c each. 

Rakes, Lawn—No. 36LR, $1.15 each; 120R, 65c; 124R, 
65c; 2046, $1.15. 

Rakes. Malleable—No. 10BM, 50c each; 10SM, 50c; 12BM, 
65c; 12SM, 60c; 14BM, 60c; 14SM, 65c. 

Rakes, Steel Bow—No. Bll, $1.10 each SB12, 90c; B13, 
$1.25; 8B14, 90c; B15, $1.35; 8B16, $1.00. 

SHEETS—Galvanized, Full Sheets—10 to 16, 12ftc lb.; 18 
to 24, 13c; 26 to 27, 13c; 28, 14c; 30, 15c.. Black 
Sheets—Full Sheets, 12 to 16, 11c lb.; 18 to 28, 12c. 
For cutting sheets, add 10% to above. Corrugated—Ptd., 
28 Ga., $6.75; Galv., 26 Ga. t $10.50; Galv. 28 Ga., $9.50; 
Rock Face Siding, $10.50. . 


SHEETS (STEEL)—Black, Soft, 18-20, 22-24, 26, 27, 28, 30 
gauge, 15c cut, 10c full sheet. 

Galvanized Flat, 12-14, 16, 18-20, 22-24, 26, 27, 28, 30 

S auge, 18c cut, 12c full sheet. 

alvanized. Corrugated, 26-gauge, 6 to 10 feet, open; 26- 
gauge, 12 feet, open; 28-gauge, 6 to 10 feet, open. 

Painted, Corrugated, 28-gauge, 6 to 10 feet, open. 
SHIELDS— 


ft, each. 

Diamond—Lead 


.20 


Diamond—Expansion 

8*16, each.$ .05 

ft, each.06 

5-16, each.07 

ft, each.08 

ft, each.12 

ft. each.15 

SHINGLES—Tin, 5x7, $3.00. 

SHOES—Horse—Light, extra light or snow. All slsec. 10c lb. 
Mule —No. 00 k 0, 12c lb.; 1, llftc; 2 A larger. 11c. 

Cast Sleigh—Flat. 9c lb.: Concave or Convex. 10c lb. 
SHOT—Air Rifle, No. 25 (bulk), 20c lb.; No. 125 (1-lb. bags), 
20c lb.; No. 525 (tubes), 10c pkg. Balls. Nos. 0, 00, 000 
20c lb. Buck. Nos. 1, 2, 3, 20c lb. Drop, Nos. 1, to 12, 20c 
lb.; B. BB, BBB. 20c lb. 


ftxft, each.$ .04 

8-16xft each.04 

3*16x1 each.04 

ftxft each.06 

ftxl .06 

5*16x1 each.07 


8HOT—Air Rifle, 20c lb., 10c pkg.; Balls, 20c lb.; Buck. 20c 
lb.; Drop, 20c lb. 

SHOVELS—D Handle, Round Point—No. 102, $2.35 each; 
201, $2.00; 401, $1.75; 1003, $2.00; 1004, $2.00; 1005, 

$2.25. 

D Handle, Square Point—No. 104, $2.35 each; 203, $2.00; 307, 
$2.50; 403, $1.75; 404B, $1.75; 1009, $2.25; 1010, $2.25; 
1111, $2.00; 1112, $2.00. 

Long Handle. Round Point—No. 200, $2.00 each; 300, 
$2.00; 400, $1.75; 400A, $2.00; 700, $2.00; 701, $2.25; 

800. $2.25; 801, $2.25; 1000, $2.00; 1001, $2.00; 1002, 

$2.25. 

Long Handle, Square Point—No. 103, $2.35 each; 202, 
$2.00; 304, $2.25; 402. $1.75; 702, $2.25; 1006, $2.00; 

1007, $2.00; 1008, $2.25. 


ASSES' SKIN—25. 45c; 50c, 65c; 75, 85c; 100, $1.00. 


SLEDS—Hand and Coaster. 

Flexible Flyer— 

No. 1 $3.00 

No. 2 8.50 

No. 8 4.50 

No. 4 5.50 

No. 5 . 7.50 

No. 6 15.00 

SMOOTHON—75c lb. 


Jr. Racer . 4.25 

Racer . 5.00 

Tux. Racer . 7.50 

Fire Fly— 

No. 9 $1.75 

No. 10 2.25 

No. 11 2.75 

No. 12 3.25 


SOLDER—ft and ft, 55c lb.; No. 1, 90-100, 49c lb.; Wiping, 
40-60, 50c lb.; Wire, 50*50, 60c lb.; Electrical Wire, 40*60, 
50c lb. 


SNIPS, TINNERS'—Wise, Regular—No. W6ft, $3.75 pair; 
W7, $3.15; W8, $2.50; W9, $2.20; W10, $2.00; Wll, 
$1.50; W12, $1.25. 

Wiss, Curved Blade—W6ftCB, $5.40 pair; W7CB, $4.40; 
W8CB, $3.75; W9CB, $3.45; W10CB, $8.15; WllCB $2.50; 
W12CB, $2.20. 

SQUARES—8teel—No. 8, $1.75 each; 3B, 3G, $2.35; 10, 

$1.25; 14, $1.50; 14B, 14G, $2.25; 22, $1.15; 24, $1.25; 
27, $1.35; 100, 1.25; 100A, $3.00; 100B, 100G, $1.85; 
100CR, $3.00; 100GVR. $1.85; 100R, $3.50; 100RBTI>, 

100RGTD, $3.75; 101, $2.00; 1016, 1018, $3.50. 

Try and Mitre—No. 2 (6), 75c each; No. 2 (7ft). 85c: 
No. 2 (9), $1.00; No. 12 (4), 45c; No. 12 (6), 50c; No. 12 

(8) , 65c; No. 12 (10), 85c; No. 15 (7ft), $1.15; No. 20 
(4ft), 45c; No. 20 (6), 55c; No. 20 (7ft), 65c; No. 20, 

(9) , 75c; No. 20 (10), 85c; No. 20 (12), $1.00. 

STONES, SHARPENING—Aloxite or Carborundum—No. 107, 

$1.25 each; 108, $1.50; 109, $1.00; 110, $1.25; 111, 75c; 
112, 65c; 115 to 117, $1.25; 118 to 120, $1.00; 121 to 123, 
75c; 124 to 126, 75c; 133 to 135, $1.00; 136 to 138, 
65c; 142 to 144, 50c; 145 to 147, 35c. 

Pike's Oil and Water—No. 13, 60c each; 14, 60c; 16. 
10c; 20, 40c; 22, $1.00; 25, 15c; 37, 25c; 40, 25c; 42. 
85c; 48, 50c; 51, $1.00; 52, $1.25; 53, $1.50; 54, $1.00; 
55, $1.25; 56, $1.50; 59, 15c; 60, $1.75; 62, $2.25; 66. 
$2.75; 68, $3.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92. 
50c; 94, 60c. 

Pike’s Scythe—No. 39, 15c each; 40, 15c; 41, $15c; 42, 20c. 
SPRAY PUMPS—Faultless, Tin, each, 60e; Barnes No. 254. 
$4.50; Barnes No. 276, $7.00. 

STAPLES—Netting, Galv., 15c lb.; Barbed Wire,, Polished. 

7 ft c. 


STARRETTS' TOOLS—"Shop" or "Retail"— 

Micrometers, 40% above list. 

Caliper Rules, 40% above list. 

Thickness Gauges. 40% above list. 

Steel Tables, 40% above list. 

All other items, 25% above list. 

G. k P. GOODS—Hack 8aw Frames— 

69. .$1.75 69B. .$1.50 247. .$2.00 5..$ .50 14. .$2.00 

STOCKS k DIES— 


Green River List plus 25% 
Little Giant, List plus 25% 
Armstrong No. 1 pipe $5.86 

No. 2. 7.80 

No. 2ft. $.50 

No. 8, 1ft to 2.18.00 

No. 8, 1 to 2.15.60 


Common No. 1 pipe..$7.75 

No. 2. 2.90 

Stocks Only— 

Common No. 1 Pipe $2.75 
Common No. 2 Pipe 4.75 

Armstrong No. 2-8.50 

No. 8. 6.85 


STOP AND WASTE— 

Rough Brass, Iron Pipe Threads No. 10 T-Handle or 
No. 20 Lever Handle— 

ft inch.$1.26 ft inch.2.00 

ft inch. 1.75 1 inch.$.00 

No. 30 High Grade "Cap" Pattern T or Lever Handle— 
Rough Brass, Iron Pipe Threads 

ft inch.$1.50 ft inch.2.50 

ft inch.2.10 1 inch.8.75 


STOVES—Common Air-Tights— 

No. 16 Unlined.$2.25 No. 22 Lined.$4.60 

No. 18 Unlined. 8.00 No. 24 Lined. 5.00 

No. 20 Lined. 4.00 No. 26 Lined -... 6.00 

STRIP—Weather—Rubber, ft -in. 8c per ft; ft in. 4c ft. 
SUPPORTS—Wagon Tongue- 

No. in. Price No. in. Price No. in. Price 

1 ft $1.50 2 ft $2.00 8 ft $2.75 

SWEEPERS. CARPET—Bissel's—American Queen (N), $4.75 
each; Club (N), $8.50; Grand Rapids (N), $4.25; Grand 
Rapids (J), $3.75; Parlor Queen (N), $5.50; Princess (N). 
$4.50; Superba (N), $6.50; Universal (N), $4.00; Universal 
(J), $3.50. 

TACKS—Bill Posters’, No. 545 Wire, or 555 Cut—3. 35c 
lb.; No. 4, 35c lb.; 6, 35c; 8, 35c; 10, 35c. 

Carpet, No. 434 Cut, or 484 Wire ft lb. papers—3, 10c 
box; 4, 10c; 6, 10c; 8, 10c; 10, 10c; 12. 10c. 438 Cut. 

or 488 Wire ft lb. papers—3, 7ftc box; 4, 7ftc; 6, 
7ftc; 8, 7 ft c; 10, 7ftc. No. 495 Wire in bulk— 
3. 35c lb.; 4. 35c; 6, 35c; 8. 35c; 10, 35c; 12, 85c. 

Gimp—No. 324, 2ft, 15c box; 3, 15c; 4, 15c; 6, 15c; 8, 15c. 
Upholsterers’—No. 304 Cut. ft lb. papers—lft 15c box; 
2. 15c; 2ft, 15c: 3, 15c; 4, 10c; 6, 10c 8. 10c; 10. 10c; 
12 to 16, 10c. No. 305, Cut, or 355 Wire in bulk—3, 35c 
lb.; 4, 35c; 6, 35c: 8. 35c; 10, 85c; 12, 35c. 

Double Pointed—Blued, ft lb. papers—9, 5c box; 10, 5c; 
11, 5c; 12. 5c; 14. 5c. Blued in bulk—209, 80c lb.; 210. 
30c; 211, 30c; 212, 30c 


TAPS—Machine Hand— 

1*16 to 15*64. 

ft to 1. 

1 1*16 to 2. 

Left Hnd Dbl list plu 
Machine Screw— 

lft to 12. 

14 to 24.. 

Machine Nut— 




Disc. 

80% 

1 1*16 to 2. 

,.. .20% 

.80% 

Stove Bolt— 



8*16 . 

-80% 

20% 

ft to ft. 

....26% 

.85% 

Pipe— 


,85% 

ft to 2. 

2ft to 8. 

...40% 

...80% 

80% 

3ft to 4. 

... .20% 


Digitized by Google 
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HARDWARE WORLD—PLUMBING AND HEATING. 


RETAIL 8ELLDTO PRICES—Continued. 


TAPES— 








Starrctt 

Lufkin 

Starrctt 

Lufkin 

No. 510, 35-fi. 

360 

$8.85 




550 

8.00 

No. 510, 50-ft 

868 

4.85 




558 

8.75 

No. 510. 75-ft. 

365 

6.15 




555 

4.75 

No. 510, 100-ft. 

266 

7.75 




556 

6.00 

No. 605, 35-ft. 

340 

8.85 




100 

4,00 

No. 505, 50 ft. 

343 

4.00 




103 

5.00 

No. 506, 75-ft. 

245 

5.25 




105 

6.35 

No. 505, 100-ft. 

246 

6.75 




1360 

8.60 







1368 

4.50 







1365 

5.75 

TEES—Stove Pipe—Cylinder- 
Asbestos 6 inch— 







Adjustable 6 inch— 

.65 

6x4, each. 


. .$ .90 

4 

to 

8. 


6x6, each. 


.. 1.35 

6 

to 

12.... 


.75 

6x8, each.... , 

. 

.. 1.65 


Adjustable 

7 inch— 

.85 

8x6. each. 


.. 1.70 

6 

to 

12- 



TENTS— 

8ixe 8-o*. 

7x7.$10.40 

7x9 . 13.35 

9x9 . 1425 

9%xl2. 16.75 

12x14. 22.50 

12x18. 27.75 

14x16. 29.50 

14x20 . 86.65 

16x18. 40.25 

16x20 . 44.35 

16x24 . 50.50 

16x80. 61.10 

A or Wedge— 

5x7. 6.50 

7x7. 8.20 

7x9. 9.80 

Flys—% nrice of teat. Pina, 8c each. 

THTMBLE8—Aabeetos—Each, 6x4, 90c: 6x6. 
$1.65; 8x6. $1.76. AdJ. Stove Pipe—4 to 8. 5( 
75c. 


10-ox. 

$12.15 

14.35 

16.65 

19.55 

26.25 
82.45 

34.65 

42.55 

47.35 

51.75 

58.75 

71.25 

7.55 

9.55 
11.50 


Poles A 
Stakes 
Per 8et 
$2.35 
2 35 
2.35 
8 25 
3.90 
5.20 

5.20 

6.20 
6 20 
6.50 

* 7.80 
8.45 

1.95 

2.25 

2.60 


$1.35; 6x8, 
Oe; 6 to 


13 . 


THIMBLES—Flue—6-ln.. 10c; 7 in., 10c. 

THICKNESS OUAGE8—40% above list price. 

TIN—Common Roofing—40c per sheet. 

TONGS—Vulcan Chain—81, $8.50; 83, $6.00; 88. $7.00; 
83%. $9.00; 84. $11.00. 

TORCHES (CLAYTON & LAMBERT)—Alcohol, No. 28. $2.00 
each. 

Gasoline. No. 14, $4.00 each; 37, $6.75 each; 38. $7.25 each: 
81. $7.75 each: 32. $8.00 each; 48, $9.25 each; 61, $7.25 
each; 62. $10.50 each; 112, $6.50 each; 114, $6.00 each. 
Kerosene, No. 95, $7.25 each; 96, $8.00 each. 

TRAPS—Fly—Paragon. 35e each; Balloon, 25c; Edgewood 

(1) , $2.00; Edgewood (2), $2.00; Avis (1), $1.85; Avis 

(2) , $1.75; Avis (3), $1.65; Perfect, $1.45. 

Game—0 Newhouse. 40c each; 1 Newhouse, 50c; 1% New- 
house, 70c: 2 Newhouse, 90c; 3 Newhouse, $1.35; 4 New¬ 
house, $1.60; 5 Newhouse, $9.25; 1 Oneida Jump, 30c; 
1% Oneida Jump, 40c; 2 Oneida Jump. 55c; 0 Victor. 
20c; 1 Victor 25e; 1% Victor, 35c; 2 Victor, 45c; 8 
Victor. 60c; 4 Victor, 75c. 

Gopher—Western, 25c each; Noxall. 25c; Maccabee, 25c; 
Easy Set, 25c; Newhouse, 25c; California Pocket, 25c. 
Mole—Reddick, $1.00 each; Out O 8ight, $1.00. 

Mouse—Sure Catch, 5 each; Security, 10c; Choker-Wood, 
15c; Choker-Tim, 15c; Delusion, 25c; Holdero, 50c; 
Cage. 25c. 

Rat—Sure Catch, 10c each; Security, 25c; Holdem, small, 
75c; Holden, large, $1.00. 

TROUGH- 



Eaves— 

5 

inch, per dos.... 

. .85 

4 

in.$ .13% 

6 

inch, per dos.... 

. .40 

5 

6 

in.15 

in.18 

4 

End Caps— 

in. 

.$ .15 


Mitres— 

5 

in. 

. .30 

4 

in. 9 -45 

6 

in. 

. .85 

6 

6 

inch.50 

in.60 

4 

End Pc. Comp.— 
In. 

.$ .85 


Hangers—Wire— 

5 

in. 

. .30 

4 

inch, per dos.$ .80 

6 

In. 

. .85 


TROWELS (BRICK)—Farmers. No. 555 (Handy), 25c each. 
Standard, No. 55, 8 to 12 (177). $1.00 each. 

Disston, No. 10. 10%, $1.50 each; 11. $1.60 each: 11%, 
$1.65 each: 12. $1.75 each: 13, $1.85 each; 14, $2.00 each. 
Marshalltown. No. 19 W, 10%. $1.50 each; 11. $1.50 each: 
11%, $1.50 each: 17 L, 11, $1.75 each; 11%. $1.75 each. 
TURNS—Cupboard—Brass Plated—Small, 30a; large, 25c. 
TWTNE—Sacking—% -lb. hank. 30c. 

TWINE—Cotton—Wrapping, 75c lb.; Budding, 75c. 

Flax—No. 18BB. 40c lb.; 24BB. 40c: 18BC. 1018BC, 50c 
lb.; 24BC. 1024BC, 50c: 36BC. 1036BC. 50c; 30. Sacking, 
40c; 40. Sacking, 40c: 33, Sacking. 70c; 44, Sacking, 75c. 
Hemp—No. 4%, 30c cwt.; 6, 30c; 07, 30c. 

UNIVERSAL PLATES—Mild Steel Bars. 

%-inch and thicker and wider than 6-inch... 9.25 cwt. 
VALLEY—Tin—4-in.. 6c ft.; 10-in., 10c; 14-ln., 14c; 20- 
in., 30c. Tin Valley—Painted 2 side*—14-in., 16c. 


VALVES— 

Standard Globe and 
Angle Valves— 


$ .85 
.90 
1.00 

1.25 
1.50 

2.25 
8.00 
4.35 

6.25 


Standard 

Gate Valvee— 


I 

1 .. 
1 % 

J*. 


.$1.46 
. 1.45 
. 1.45 
. 1.65 
. 2.05 
. 2.80 
. 8.70 
. 5.00 
. 7.30 


86 

lb.. 

..$12.50 

65 

lb. . . 

. . 17.50 

90 

lb 

40 

lb.. 

.. 13.15 

70 

lb... 

.. 18.75 

95 

lb. 

45 

lb.. 

.. 13.75 

75 

lb... 

.. 20.00 

100 

lb 

50 

lb.. 

.. 14.40 

80 

lb... 

.. 21.90 

125 

lb 

65 

lb.. 

.. 15.00 

85 

lb... 

.. 28.15 

150 

lb 

60 

lb. . 

.. 16.35 







WAGONS—Express. 


Steel— 

No. 04 . 

. .$1.50 

No. 03 . 

. . 1.65 

No. 02 . 

. . 1.85 

No. 0 . 

. . 2 25 

No. 1 . 

.. 2.75 

No. 2 . 

.. 8.00 

No. 3 . 

.. 3.50 

Coaster—Star. 

No. 10 . 

,..$5.75 

No. 20 . 

. . 6.50 


WASHERS—Out—8-16, 25c !b. 

able, 18c; Cast, 6c; 8-8, 17c; 
WASTE—No. 1 White, 25c lb.; 

18c. 


No. 80 7.00 

No. 40 7.50 

Wagners— 

No. 18 . 6.50 

No. 30 . 7.50 

No. 24 . 8.50 

Mare—Wells— 

No. 10 . 5.75 

No. 11 . 6.50 

No. 12 . 7.00 

%. 22c; 5-16, 20c; Malle- 
%. 14c; %, 14c; %. 14c. 
No. 2. 22c; No. 2 Colored, 


WATCHES— 

Yankee .$1.85 Junior. 2.75 

Triumph... 1.50 Midget .2.75 

Eclipse .2.00 Radiolite . 2.50 

WAX—Floor, 60c., 

WEANERS—Calf—8haws No. 1, 50c; No. 2, 65«. Hoosier 
No li, 75c; No. 12, 85c. Kantauk—Calf, 40c; Cow, 50c. 
WEDGES—Truckee-AIkl, lb., 15c: Oregon-Atha, 36c; Cedar- 
Atha. 25c; Cedar-Alki, 15c; Falling, 27c; Saw, 19c. 
WEIGHTS—Sash—3 lbs. and over, 4c lb. Evenere or Bal¬ 
anced—%. 7c lb. 

WHEELBARROWS—Brick —No. 10B, $10.00 each; 20, $10.00; 
Garden—No. 2V, $8.75; 3V. $10.50; 21, $6.25. 

Railroad—No. 15. $5.25; 17, $6.25; 19, $6.50. 

Steel Tray, Wood Frame— No. 2A, $11.50 each; 23, $8.25; 
27, $12.00; K29, $16.00. 

Steel Tray and Frame—No. AX, $10.75 each; 4, $12.00; 5, 
$13.50; 10, $18.00. 

WIRE —Plain Fence— 

Black—Nos. 6 to 16. 5 to 24-lb., lots. 9 .08 

Galvanised-Nos 6 to 16, 5 to 24-lb., lots.10 

Black. 1 to 5-1b.$ .10 Galv.. 1 to 5-lb.13 

Barbed Fence— 

Glidden Ptd, $6.80; Glidden Galv., $7.00; Baker Ptd. $6.55: 
Baker Galv.. $7.25; Waukeganito Galv., $8.00; Am. Spcl 
Galv., 80 rd spla, ea„ $4.45; Glidden 80 rd spls, $5.90; 
Baling Wire—14 Ga., Full Cbils, $6.55 100 lbs.; 16 Ga., 
$6.65; 16 Ga., $6.75. 

Broken Coils—1 to 24-lb. add 8c lb.; 25 to 50-lb. add 3c 
lb.: 50 to 100-lb. add 1 c lb. 

Bale Tied— 9% ft.. 15 Ga., per bundle of 250, $8.35 
WIRE, FENCE—Barbed—2-ot. Glidden (galvanised), open; 
2-pt. Waukegan (galvanized), open; 4-pt. Lyman (gal¬ 
vanized). open; American Special (galvanized), open. 
Smooth-Twisted—Two Strand, open. 

WOOL, STEEL—2-oz. Package (all numbers), 15c each; 1-lb. 

package—0, $1.00 each; 1, 75c; 2, 70c; 3, 60c. 

WOOL—Steel—1-lb. rolls—0, 85c; 1. 75c. Wheels—Grinding 
Discount 40%. 


WRINGERS (CLOTHES)—American. Price, Each— 


10 . 

. . .$3.75 

300 


_$5.50 

10 M. 

. . . 3.50 

301 



5.25 

100 . 

. . . 5.25 

302 



6.50 

110 . 

. . . 4.75 

360 

E . 


6.75 

117 E . 

. . . 5.75 

361 

E . 


7.25 

130 E . 

. . . 5.50 

370 

E . 


6.25 

1 so . 

. . . 2.50 

390 

E . 


6.25 

180 E . 

. . . 5.75 

570 

E. 


7.00 

B 180 E 

. 9 75 

571 

E. 


7.50 

190 E. 

_ 5.75 

590 

E . 


6.75 

WROUGHT BRASS 

BUTTS—Narrow. 

Middle A Broad 

Add 

85% to List. 






WRENCHES—Agricultural—No. 

6, 60c each; 8, 

75c; 

10, 

85c; 12, $1.00; 

15, $1.45. 





Alligator—0, 20c 

each; 1, 25c; 

2, 50c; 3, $1.25; 

12, 

80c; 

13, 40c. 







Bemis A Ca'l—No 12. $2.00 each; 15. $2.50; 18. $4.25. 
Coes'—Key (28). $1.35 each; Key (86). $3.00; Knife (6). 
$1.15; Knife (8), $1.35; Knife (10), $1.50; Knife (12). 
$2.00; Knife (15). $2.75: Knife (18), $3.25; Knife (21), 
$4.50; Steel (4). $1.00; Steel (6). $1.15: Steel (8), $1.35; 
Steel (10), $1.50; Steel (12). $2.00; Steel (15), $2.75; 
Steel (18). $3.25; Steel (21). $4.50. 

Crescent—No. 68-8, $1.50 each. No. 188. 4, 70c: 6, 75c: 
8, $1.00: 10, $1.25; 12. $1.50; 15. $2.00; 18, $2.75. No. 
810-10, $2.00. 


ZINC—Full Sheets. 40c lb.* lees than Sheets, 50c lb. 
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HARDWARE WORLD—PLUMBING AND HEATING. 


WHERE TO BUY 

Classified list of the products of progressive manufacturers — Goods that can be 
depended upon. Note carefully our advertising pages for particulars, or address our 

information department. 


AIR PUMPS „ „ . , 

Curtis Pneu. Machinery Oo., St. Louie, 
Missouri. 

AIR HOSE 


Chicago Tubing A Braiding Co., Chi- BABY CHAIRS 


AXES , w 

Simmone Hdw. Co., St. Louis, Mo. 

BABBITT METAL _ 

Whitaker-Gleaaner Oo.. Wheeling, W.Va. 


cago, Ill. 

AIR VALVES 

Beaton A Cadwell Mfg. Oo., New Brit¬ 
ain, Conn. 

ALUMINUM GOODS 


Aluminum. Good, Mff. Oo.. Hunlto- ba ll COCKS 


Perfection Mfg. Co., St. Louis, Mo. 
BAKING PANS _ „ 

Whitaker-Gleaaner Oo., Wheeling,W.Va. 
BALANCES—Spring 

John Chatillon A Sons, New York. 


woe, Wia. 

Buckeye Aluminum Oo., Wooster, O. 

AMMUNITION A Wire Oo Chicago 

p FU? Franks? Si* °- Cal.; Portland, Ore., and Seattle. 

San Francisco, Cal. Pittsburgh 8teel Oo., Pittsburgh and 

ASBESTOS FURNACE CEMENT San Francisco. 

Wm. Connor, Point Ml*. Co.. Troy. BARN DOOR HANGERS 

New York. Hunt, Helm, Ferris A Oo., Harvard, 

GER BITS Illinois. 

James Swan Oo., Seymour, Conn. Lane *Broa. Co., Poughkeepsie, N. Y. 

Peck, 8tow A Wilcox Mfg. Co., South- Richards-Wilcox Mfg. Co., Aurora. III. 


Boston Brass Oo., Waltham, Maas. 


AUGER BITS 

James Swan Oo., Seymour, Oonn. 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington. Conn, and Cleveland, Ohio. 
Progressive Mfg. Co., Torrington, Gt. 
AUTOMOBILE ACCESSORIES AND 
SUPPLIES 

Apco Mfg. Co., Providence, R. I. 
American Ohain Co., Bridgeport. Oonn. 
Automobile Accessories Co., Baltimore, 
Maryland. 

Alcemo Mfg. Co., Newark. N. J. 

Atlas Auto Supply Co., Chicago, Ill. 


juenarus- wuco* mg. v/»., *». 

Safety Door Hanger Co.. Ashland, O. 
Stanley Works, New Britain, Oonn. 
Wagner Mfg.. Co.. Cedar Falla. Iowa. 
BARN DOOR LATCHES 

P. A F. Corbin, New Britain, Oonn. 
Lane Bros. Co., Poughkeepsie, N. Y. 
Stanley Works, New Britain, Oonn. 
BIRD CAGES AND SUNDRIES _ 
O. Lindemann A Co., New York, N. Y. 


Baker, Hamilton A Pacific Co., San BITS 


Francisco, Calif. Buffum Tool Co.. Louisiana, Mo. 

Buffum Tool Oo.. Louisiana, Mo. Peck, Stow A Wilcox Mfg. Oo., South- 

Century Plainfield Tire Oo.. Plainfield, ington Conn, and Cleveland, Ohio. 

N. J. Progressive Mfg. Co., Torrington, Ot. 

Chicago Flexible Shaft Co., Chicago. BLACKSMITHS’ SUPPLI. S 
Chicago Tubing A Braiding Co., Chi- Buffum Tool Co., Louisiana, Mo. 
cago 111. Buffalo Forge Oo., Buffalo, N. Y. 

Machlaery °°*» 8t * LonU * BOILKA GRAPHITE 

Diamond Rubber Co., Akron, Ohio. J °?5tv N^J* 1 C,aclble Co *’ Jertey 

B. F. Goodrich Co., Akron, Ohio. Jll_ __ 

Dunham. Carriaan A Hayden, Sen BOILER HANDLES 

Francisco. Cal. Berger Bros. Oo., Philadelphia, Pa. 

G. & J. Tire Co., New York, N. Y. BOLT CASES 

Gillette Rubber Co., New York, N. Y. American Bolt A 8crew Case Co., Day- 
L. P. Halladav Co., Streator, Ill. ton, O. 

J. TI. Haney A Oo., Hastings, Neb. pm t fT.TPPFPfl 

HonVy mon^Hardware*Co?,* pirTland^Or. H * K ‘ Porter C ° ’ Everett ’ Ma88 

J «»ph Dixon Crucibl. Co.. Jerwy Brooklyn. N. T. 

Dane Broe. Co.. Ponchkeepele, N. T. Ohlcayo Spring Butt Co. Chicago. 111. 
Will B. Lane, Chicago. Ill. L ^ P a Co . Tbln W? , * w S™ t, c5: ik “n 

Machine Appliance Corporation. Brook- BHUin. Ct 

McGraw Tire A Rubber Co., East Pal* BOX OPENERS 

estine, Ohio. Bridgeport Hdwe. Mfg. Co., Bridge- 

Frank Mossherjp Go., Attleboro, Maas. port, Conn. 

Motor Car Supply Co., Chicago, Ill. BRACES 

v°u nd i T S?) °^ St ; £ouis. Mo ‘ „ ^ Peck, 8tow A Wilcox Mfg. Co., 8onth- 
National W ire Wieel Co . Geneva, N.T. ington, Conn, and Cleveland, Ohio. 

Revere Rubber Co., New York. N. Y. 

Romort Mfg. Co., Oakfield, Wia., and BRACKETS—Shelf 

Seattle. Atlas Mfg. Oo., New Haven, Conn. 

Royal Mfg. Co., Rahway, N. J. P. A F. Corbin. New Britain, Conn. 

R. F. 8edgley, Philadelphia, Pa. The Stanley works. New Britain, 01. 

8taybe»toa°Mfg. Qermantovrn, 0 P» B R AKE £"""«> 

l!. T ke'ci{v r *Dt.h I ' ir<IW "* °“ ’ 8 ‘ U Mfg Co. . Pi. 

Belt Lake Hardwire Oo.. Belt Lake Thermoid Rubber Co Trenton N J 
City, Utah. New York. Chicago, San Francisco 

Simmons Hdwe. Co.. St. Lonia. Mo. an< * Los Angeles. 


Lake City. Utah. Htaybesto 

Salt Lake Hardware Co.. Salt Lake Thermoid 

City. Utah. 

Simmons Hdwe. Co., St. Lonia. Mo. an “ 

Swan A Finch Co., New York and BRAZIERS 
San Francisco. Clavton l 

Thermoid Rubber Co., Trenton, N. J., Miehigi 

New York, Chicago, 8an Francisco Turner B 


rrv o rn a XT T Clayton A Lambert Mfg. Co., Detroit, 

Thermoid Rubber Co., Trenton, N. J., Michigan 

New York. Chicago, 8an Francisco Turner Brass Works, Sycamore, Ill. 

Union* mw. A T le M.Ul Co.. Lo. An- IR°NS T . 


gelea. Cal. 

U. S. Tire Co., New York, N. Y. 
Tritch Hardware Oo., Denver. Colo, 


Lane Bros. Co., Poughkeepsie, N. Y. 

BROOMS „ „, , „^ 

Lee Broom A Duster Co., Lincoln, Neb. 


BUILDERS’ HARDWARE 

P. A F. Corbin, New Britain, Conn. 
Corbin Cabinet Lock Co., New Brit¬ 
ain, Oonn. _ 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
Russell A Erwin Mfg. Oo., New Brit¬ 
ain. Conn. „ 

Sargent A Company, New Haven, New 
York, Boston, Chicago, 8an Francisco. 

BUTTS 

The Chicago Spring Butt Co., Chicago. 
Shelby Spring Hinge Co., Shelby, O. 
Stanley Works, New Britain, Conn. 
CANS AND SPECIALTIES 
Stuber A Kuck, Peoria, Ill. 

CAN OPENERS 

United Royalties Corp., New York, 

N. Y. 

CASH REGISTERS _ 

National Cash Register Co.. Dayton. O. 

CASTERS 

Basaick Co., Bridgeport, Conn. 

Fanltleas Caster Co., Evansville, Ind- 
CATCHES—Transom 

P. A F. Corbin, New Britain. Conn. 
Shelby Spring Hinge Co., Shelby, O. 

CEILING PLATES 

Beaton A Corbin Mfg. Co., Southing¬ 
ton, Conn. 

CELLAR WINDOW SETS ^ ^ 

Shelby Spring Hinge Co., Shelby, O. 
Stanley Work*, New Britain, Oonn. 
CHAIN 

American Chain Co.. Bridgeport. Conn. 
The Cleveland Galvaniaed Worka, 
Cleveland, Ohio. 

CHAIR TIPS ^ 

Elastic Tip Co., Boston. Maaa. 
CHEMICAL ENGINES 

O. J. Childa Oo., Utica, N. Y. 

CHERRY SEEDERS 

Enterprise Mfg. Co.. Philadelphia. Pa 
Schroeter Bros. Hardware Co., St. 
Louis, Mo. 

CHISELS 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 

CHURNS „ v 

United Royalties Corp-. New York. 

N. Y. 

CLEAVERS—Butcher’s w , 

John Chatillon A Sons, New York. 

CLIPPERS w „ 

H. K. Porter, Everett, Maaa. 

CLOCKS ^ _ 

New Haven Clock Co., New Haven. 

Conn. 

CLOTHES LINE REELS 

United Royalties Corp., New York, 
N. Y. 

COAT AND HAT HOOKS 

Atlas Mfg. Co., New Haven, Conn. 
Shelby Spring Hinge Co., Shelby, O. 

CONCRETE MIXERS a 

Lansing Wheelbarrow Co.. San Fran 
cisco, Cal. 

COPPER GASKETS ^ „ 

Beaton A Cadwell Mfg. Co., New Brit- 
ain. Conn. 

I CORDAGE ^ v VT „ 

Columbian Rope Co., Auburn, N. Y. 
Portland Cordage Co., Portland, Ore. 
Samson Cordage Works, Boston, Maaa. 
CURRY COMBS ^ 

New York Stamping Co.. Brooklyn. 
CUTLERY ^ „ VT _ 

Geneva Cutlery Go.. Geneva, N. i. 
John Chatillon A Bona, New York. 
International Silver Oo., Meriden, Ct. 
i. Ontario Knife Co., Franklinvllle, N. Y. 
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DIB8 

Greenfield Tap tad Die Corporation 
Greenfield, Maas. 

DOOR HANGER8 

Hut, Holm, Forria A Go., Harvard, Ill. 
Loot Bros. Co., Poughkeepsie, N. T. 
Richorda-Wilcox Mfg. Co., Aurora. DL 
8afety Door Hanger Co., Ashland, O. 
Stanley Works, Nov Britain. Conn. 
Wacnor Mfg. Co.. Oadar Falls, Iowa. 
DOOR LATCHE8 

Lano Bros. Co. Poughkeepsie, N. T. 
Tho Stanley works. Mow Britain, Ot. 
DOOR PULLS 

Bommor Brothers, Brooklyn, N. T. 
DOOR SPR1NG8 

Chicago Spring Bntt Co., Chicago, Ill. 
DRAG SAWS 

R. M. Wade ft Co., Portland, Ora. 
DRINKING FOUNTAINS 

Baffum Tool Co., Louisians, Mo. 

M. L. Klin#, Portland. Ora. 

DRILLS 

Buffalo Forgo Oo„ Buffalo, N. T. 
Goodell-Pratt Ob., Greenfield, Mass. 
North Bros. Mfg. Co.. Philadelphia, Pa. 
DUMBWAITERS 

Sadgwlek Machino Works, Now York. 
DUSTERS 

Lao Broom ft Dustar Co.. Lincoln, Neb. 
DYNAMITE 

Dupont Powdar 0©., Wilmington, DaL 
Giant Powdar Co.. Ban Francisco. Cal. 
Hercules Powdar Co., Wilmington, 
Dal., and San Francisco. 

EGG BEATERS—"Ladd" All-Steel 
United Royalties Corp., New York, 

N. Y. 

ELEVATORS 

Sedgwick Machine Works, New York. 
ENAMELED WARE 

Central Stamping Co., New York.N.Y. 
Now York Stamping Co., Brooklyn, N.Y. 
Lalance ft Groajaan Mfg. Co.. New 
York, Chicago and San Francisco. 
ENGINES * 

Lansing Wheelbarrow Co., San Fran* 
cisco, Cal. 

ESCUTCHEONS 

P. ft F. Corbin, New Britain, Oban. 
Shelby Spring Hinge Co., Shelby, O. 
EXPANSION BOLTS 

Parker Supply Co., New York, N. Y. 
EXPLOSIVES 

Hercules Powder Co., Wilmington, 
Delaware and San Francisco, Cal. 
FA8TENERS—Casement Window 
Shelby Spring Hinge Oo., 8helby, O. 

FAUCETS 

Thoa. SatIH's Sons, Philadelphia, Pa. 
Lane Bros. Co., Poughkeepsie, N. Y. 

PENCE 

United States Steel Produets Co., San 
Francisco, Los Angeles, OaL; Port¬ 
land, Ore.; Seattle, Wash. 

FENCE WIRE 

Pittsburgh Steel Co., Pittsburgh and 
San Francisco. 

FILES 

Delta File Works, Philadelphia, Pa. 
Henry Diaston ft Sons, Philadelphia. 
Nicholson File Co., Prorideaoe, R. I. 
McCaffrey File Co., Philadelphia, Pa. 
Simonds Mfg. Co., Fitchburg, Mass. 

FIRE APPARATUS 

O. J. Childs Oo„ Utica. N. Y. 

FIREARMS 

Colt's Patent Firearms Co., Hartford. 
Conn. 

Remington Arms Co., New York and 
San Francisco. 

FIRE POTS 

Clagton ft Lambert Mfg. Co., Detroit, 

FISHING TACKLE 

Joe Welsh, Pasadena, Cal. 

FITTINGS 

Central Foundry Co., New York. 

M. L. Kline, Portland, Ore. 

Rhode Island Fittings Co., Hffligrovs, 


WHERE TO BUT—Oontiiroftd 

FLOOR AND CEILING PLATES 
Beaton ft Cadwell Mfg. Co., New Brit¬ 
ain, Conn. 

Beaton A Corbin Mfg. Oo.. Southing¬ 
ton, Conn. 

FLOUR SIFTERS 

Fred J. Meyers Mfg. Co., Hamilton.O. 
FOOD CHOPPERS 

Enterprise Mfg. Co. of Pa., Philadel¬ 
phia. Pa. 

Russell A Erwin Mfg. Co., New Brit¬ 
ain. Conn. 

Schlichter Mfg. Co., Hamilton, Ohio. 
FORGES 

Buffalo Forge Co>, Buffalo, N. Y. 
FRY PAN8 

Central Stamping Co., New York. N.Y. 
New York Stamping Oo., Brooklyn. 
Wheeling Corrugating Co., Wheeling, 
W. Va. 

FURNACES 

Oulter ft Proctor Store Co., Peoria, 
Illinois. 

Mangrum ft Otter, San Francisco, Cal. 
FURNITURE SLIDES 

Universal Caster A Foundry Co., New¬ 
ark, N. J. 

GALL CURE 

Williamson Mfg. Co., Sheffield, Ill. 

GALVANIZED GOODS 

Wheeling Corrugating Co., Wheeling. 
W. Va. 

GARAGE EQUIPMENT 

Lane Bros. Co., Poughkeepale, N. Y. 
Richer da-Wilcox Mfg. Oo., Aurora. Ill. 
Hunt, Helm, Ferris A Oo., Harvard, Ill. 
The Stanley Works, New Britain, Ot. 
GARDEN TOOLS 

Bartlett Mfg. Co., Detroit, Mich. 
Buffum Tool Co., Louisiana, Mo. 

J. E. Gilson Oo., Port Washington, 
Wia. 

C. 8. Norcrose ft Bona, Bushnell, Ill. 
Union Fork A Hoe Oo., Columbus, O. 
GARDEN HOSE 

Thermoid Rubber Co., Trenton, N. J., 
New York, Chicago, 8en Francisco 
and Los Angeles. 

GAS RANGES 

James Graham Mfg. Co., San Franeisoo. 
GASOLINE TORCHES 

Clayton ft Lambert Mfg. Co., Detroit, 
Michigan. 

Otto Barns, Newark. N. J. 
GRAPHITE 

Joseph Dixon Crucible Co.. Jersey City, 

N. J.; San Francisco, Cal. 
GRAPHITE PAINT 

Joseph Dixon Crucible Oo., Jersey City, 
New Jersey. 

GRASS CATCHERS 

Excelsior Bag ft Mfg. Co., Troy, N. Y. 
Philadelphia Lawn Mower Oo., Phils 
delphia, Pa. 

Specialty Mfg. Co., 8t. Anthony Park, 
Minnesota. 

HAMMERS 

Vaughan ft Bushnell Mfg. Oo., Chi¬ 
cago. I1L 

HANDLES 

Buffum Tool Co., Louisians, Mo. 

HAND FIRE EXTINGUISHERS 

0. J. Childs Co.. Utica, N. Y. 

HAND CARTS 

Lansing Wheelbarrow Ob., San Fran¬ 
cisco. Cal. 

HANGING SCALES 

Pelouse Mfg. Oo., Chicago, Illinois. 
Triner Seals Co., Chicago, Ill. 

HARDWARE SPECIALTIES 

Bridgeport Hardware Mfg. Co., Bridge¬ 
port, Oonn. 

Buckeye Aluminum Co., Doyleatowu, 0. 
Buffum Tool Co., Louisiana, Mo. 
Crescent Tool Oo., Jamestown, N. Y. 
Delta File Works, Philadelphia, Pa. 
Enterprise Mfg. Co., Philadelphia, Pa. 
Excelsior Bag ft Mf». Oo., Troy. N. Y. 
Fred J. Meyers Mfg. Oo., Hamllton.0. 
Lane Bros. Co., Poughkeepsie, N. Y. 
Lufkin Rule Oo.. Saginaw, Mich. 

New York Stamping Oo., Brooklyn.N.Y. 
Reading Saddle ft Mfg. Co., Reading, 
Penn. 

Richards-Wilcox Mfg. Co., Aurora, Ill 


Salt Lake Hardware Oo., Balt Lake 
City, Utah. 

Schroeter Bros. Hardware Co., St. 
Louis, Mo. 

Shelby Spring Hinge Oo., Shelby, O. 
Simmons Hdw. Co., 8t. Louis, Mo. 
Stanley Works, New Britain, Oonn. 
8trevell-Paterson Hdwe. Co., Salt Lake. 
Thomson-Diggs Co., Sacramento. Cal. 
HARNESS HARDWARE 
Covert Mfg. Co., Troy, N. Y. 
HINGES 

Bommer Brothers, Brooklyn, N. Y. 

F- S F. Corbin, New Britain, Oonn. 
The Chicago Spring Butt Co., Chicago. 
Shelby Spring Hinge Co., Shelby, O. 
Stanley Works, New Britain, Conn. 
Superior Spring Hinge Oo., Chicago 
and Los Angelas. 

HOLLOW HANDLE TOOL KITS 
Bridgeport Hdwe. Mfg. Co., Bridge¬ 
port, Oonn. 

HOOK AND EXPANSION PLATES 
Beaton ft Cadwell Mfg. Co., New Brit¬ 
ain, Conn. 

HORSE SHOES 

Phoenix Horae Shoe Co.. Chicago, Ill. 
United 8tatea Steel Products Co., Ban 
Francisco, Los Angeles, Portland and 
Seattle. 

HOSE 

Goodyear Rubber Co., San Francisco. 
HOSE COUPLING 

Stuber A Kuck, Peoria, Ill. 

HOSE MENDERS 

Stuber A Kuck, Peoria, Ill. 

HOSE REELS 

Specialty Mfg. Co., St. Anthony Park. 
Minnesota. 


HOUSEHOLD GOODS 

Aluminum Goods Mfg. Co., Manito¬ 
woc, Wia. 

Baker, Hamilton ft Pacific Co., San 
Francisco. 

Central Stamping Go., New York, N. Y. 

Cordley A Hayes, New York, N. Y. 

Corning Glass Works, Corning, N. Y. 

I)unham ; Carrigan ft Hayden, San 
Francisco, Cal. 

The Handy Mfg. Co., Chicago, Seattle. 

Heyman-weil Co., San Francisco, Cal. 

Jensen, King, Byrd Co., Spokane, Wn. 

Lalance ft Groajean Mfg. Co.. New 
York, Chicago and San Franciaoo. 

Landers, Frary ft Clark, New Britain, 
Connecticnt. 

Fred J. Meyers Mfg. Co.. Hamilton, O. 

Mangrum ft Otter, San Francisco, Cal. 

New York Stamping Co., Brooklyn, N.Y. 

Nn-8ink Oo., Lot Angeles and 8an 
Franeisoo, Cal. 

Ontario Knife Oo., Franklinrille, N. Y. 

Schlichter Mfg. Oo., Hamilton. Ohio. 

Schlueter Mfg. Co., 8t. Louis, San 
Francisco, Seattle, Denver. 

Strevell-Pateraon Hardware Oo., Salt 
Lake City, Utah. 

United Royalties Corporation. N. Y. 

Wheeling Corrugating Co., Wheeling, 
W. Va. 


ICE CREAM FREEZERS 

North Bros. Mfg. Oo. ( Philadelphia. 


ICE SCALES 

Pelouse Mfg. Co., Chicago, Ill. 
Triner Scale Co., Chicago, Ill. 


IRON AND STEEL 

Salt Lake Hardware Co., Salt Lake 
City, Utah. 

Strevell • Paterson Hardware Oo., Balt 
Lake City, Utah. 

Thomson-Diggs Co., Sacramento, Cal. 
United States Steel Products So., San 
Francisco, Los Angelea, Portland and 
Seattle. 

Wheeling Corrugating Co., Wheeling, 
W. Va. 


JACKS—Carriage, Truck 

Lane Bros. Co., Poughkeepsie, N. Y. 
JAPANNED WARE 

Schlueter Mfg. Co., St. Louia, San 
Francisco, Beattie, Denver. 

JOIST HANGERS 

Lane Bros. Oo., Poughkeepsie,' N. Y. 
KICK PLATES 

Bommer Bros. Oo., Brooklyn, N. Y. 
Shelby 8pring Hinge Co., Shelby, O. 
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KNIVE2S 

John Chatillon A Son*. New York. 
Ontario Knife Co., Franklinville, N. Y. 

LADDERS , „ „ 4l , 

X. W. Fence A Supply Co., Portland, 
Ore. 

KNOBS—Door , , 

P A F. Oorbin, New Britain, Conn. 
Shelby Spring Hinge Oo.. 8helby, O. 
LAVATORY SPRING HINGES 

Chicago Spring Butt Co., Chicago, Ill. 

LAWN MOWERS „ „ . . 

Ooldwell Lawn Mower Co., Newburgh, 

N. Y.. and Chicago, III. 

Milbradt Mfg. Co., St. Louis^ Mo. 
Philadelphia Lawn Mower Co.. Phila¬ 
delphia, Pa. 

Pennsylvania Lawn Mower Co., Phila¬ 
delphia- Pa. 

LAWN SPRINKLERS 

Buffum Tool Co.. Louisiana, Mo. 
Enterprise Mfg. Oo. of Pa., Philadel¬ 
phia, Pa. 

Stuber k Kuck, Peoria. Ill. 

Thompson Mfg. Co.. Los Angeles, Cal. 

LAWN SWEEPERS „ lt 

Philadelphia Lawn Mower Co.. Phila¬ 

delphia, Pa. 

LENSES , w v 

Corning Glass Works, New York, N. Y. 

LEVELS , _ 

Bridgeport Hardware Mfg. uorp., 

Bridgeport, Conn. 

Goodell-Pratt Co., Greenfield, Mast. 
Henry Disston k Sons, Philadelphia. 
Stanley Rule k Level Co.. New Brit¬ 
ain, Conn. 

LOCKS 

P. k F. Corbin. New Britain, Conn. 
Corbin Cabinet Lock Co., New Brit¬ 
ain, Conn. 

Shelby Spring Hinge Co., Shelby, O. 

MANUFACTURERS’ AGENTS 

Bailey A Drake Co., Son Francisco. 

A. H. Coates Oo., San Francisco, Cel. 
George B. Dalton, Los Angeles, Cal. 
Norman Cowon, San Francisco, Cal. 

W. D. Caldwell. San Francisco. 

E. C. Coffin A Co., Salt Lake, Utah. 
Horace Allen, San Francisco. 

S. V. Armstrong, San Francisco. 

Phil Bekeart Co., San Francisco. 

W. F. Boardman A Oo., San Fran¬ 
cisco, Cal. _ , 

A. L. Conger Oo u San Francisco. 

Omer Cox. San Francisco. 

A. W. Dow, San Francisco. 

Geo. F. Eberhord Co., Son Francisco 
Ewing-Lewis Oo., San Francisco and 
Los Angeles, Cal. 

Griffith Sales Co., Sheldon Bldg., San 
Francisco, Cal. _ __ . 

Edward Knoble A Son, Tacoma, Wash. 
Chos. L. Lewis, 8an Francisco. 

French A Llnforth, San Francisco. 

C. W. Gsuse Co., San Francisco. 

W. H. Gilbert, San Francisco and Los 
Angeles. 

R B. Hanna, Loa Angeles. 

Haven A Haven. San Francisco, Cal. 

D. L. Herman, Seattle. 

H. A. Heppner A Oo., Portland. 

Wm. P. Horn Co., 8an Francisco. 

M. Howard, 8an Francisco. 

Hughson A Merton, San Francisco. 

C. N. A F. W. Jonas, Los Angeles, San 
Francisco. 

E. A. Keithley, Ssn Francisco. 

P 0. A A. E. Lowrey, San Francisco. 

O. A. Maydwell A Co.. San Francisco. 
Mayrant Conner. Son Francisco. 
McDonald A Linforth. San Francisco. 
Morgan A Allen, 8an Francisco. 

J. T. McDevitt, San Francisco. 

T. D. McLean Co.. Seattle. 

Osgood A Howell, 8en Francisco. 
8anford Plummer, San Francisco. 

A. Rannle, San Francisco. 

O. S Rhea, Berkeley, Cal. 

Jno. T. Rowntree, San Francisco, Port¬ 
land, Or., Los Angeles, Denver, Colo. 
Rowntree A Wishon, 8an Francisco. 

A. C. Rulofaon, 8an Francisco and Los 
Angeles, Portland, Seattle. 

C. P. Rust A Oo., San Francisco. Ohl. 
0. H. Smith A Bro.. Los Angeles. 

T. H. Speddy, San Francisco. 

0. H. Stenyas, San Francisco. 

Eugene C. Baal, San Francisco. 


t y T rE TTE TO BUT—Continued 

Strimple A Cox, Seattle, Wash. 

J. A. Tut hi 11, Los Angeles, OnL 

8. F. Wilbur Co., San Francisco, Cal. 

Thomas A. Williams, Salt Lake. 

S. G. Wilson, Loe Angeles. 

Fred P. Winchester, San Francisco. 
John J. Wirtner, San Francisco. 
Wright A Lacey, San Francisco. 

MECHANICS’ TOOLS 

Buffum Tool Co., Louisiana, Mo. 

The Keystone Mfg. Oo., Buffalo, N. Y. 
The James Swan Co., Seymour, Conn. 

METAL LATH „ m „ 

Wheeling Corrugating Oo., Wheeling, 
W. Va. 


METAL SHINGLES ^ fl 

Wheeling Corrugating Oo., Wheeling, 
W. Va. 


MILK CANS , „ 

Sturges A Burn Mfg. Co., Chicago, 
Ill. 

MILLS—Coffee, Spice, Corn 

Lane Bros. Co., Poughkeepsie, N. Y. 

MITRE BOXES 

H. C. Marsh Co., Rockford, Ill. 

MITRE MACHINES 

H. 0. Marsh Co., Rockford, Ill. 

NAILS .... 

Pittsburgh 8teel Co., Pittsburgh and 
San Francisco. 

NAIL CLIPS 

H. 0. Cook Oo.. Ansonia, Conn. 

NAIL SETS 

James Swan Oo., Seymour, Conn. 
NAILS, STAPLES. SPIKES 

American Steel A Wire Oo., Chicago, 
Ill.; San Francisco and Los Angeles. 
Col.: Portland, Ore., and Seattle, 
Washington. 

NAIL STRIPPERS 

Dick Smith, Los Angeles, Cal. 

OIL GAUGES 

Apco Mfg. Co., Providence, R. I. 

OIL STOVES 

George M. Clark A Oo.. Division Amer¬ 
ican Stove Co., Chicago and San 
Francisco. 

Ringen Stove Co., St. Lonit, Mo. 
PAILS—Fibrotta 

Cordley A Hayes, New York, N. Y. 

PAINTS 

The Brininstool Oo., Los Angeles, Cal. 
California Paint Oo., Oakland, Cal. 

Wm. Conners Paint Mfg. Co., Troy, 
N Y 

Joseph Dixon Crucible Oo., Jersey City, 

N. J. 

Montauk, Paint Mfg. Oo.. Brooklyn. 

R. N. Nason A Co., San Francisco, Cal. 
Simmons Hardware Co., St. Louis, Mo. 
Salt Lake Hardware Co., Salt Lake 
City. Utah. 

Strevell-Paterson Hardware Co., Sait 
Lake City, Utah. 

PIPE 

Central Foundry Co.. New York. 
Abendroth Bros., Port Chester, N. Y. 
Alabama Flue A Foundry Oo., Annie- 
ton, Ala. _ „ 

American Enameling Mfg. Corp., New 
York. N. Y. „ ^ 

American Foundry A Pipe Co., Penns 
Sta.. Pa. 

Anniston Foundry Co., Anniston, Ala. 
Bessemer Soil Pipe Co., Bessemer, Ala. 
Campbell Mfg. Co., Gadsden, Ala. 
Casey Hedges Co., Chattanooga, Tenn. 
Charlotte Pipe A Fdy. Oo.. Charlotte, 
North Carolina. ^ 

Coosa Pipe A Foundry Oo., Birming¬ 
ham, Ala. ^ , _ 

Crown Pine A Fdy. Co.. Jackson. O. 
Gadsden Pipe Oo., Gadsden, Ala. 
Haines, Jones A Cadbury Oo., Phila¬ 
delphia, Pa. . __ __ 

J. D. Johnson Co., New York, N. Y. 
Krupp Foundry Co., Lansdale, Pa. 
Medina Foundry Co., Medina, N. Y. 
National Foundry Co. of N. Y., Brook- 

National Pipe A Foundry Oo., Attalla, 

Reading^Fonndry A Supply Oo., Read- 

Salem Brass A Iron Mfg. Oo., Salem, 
New Jersey. 

Sanitary Co. of America, Llnfleld, Pa. 


Sommerville Iron Work*, New York. 
Standard Foundry 0o„ Anniston, Ale- 
Superior Mfg. Oo., Bessemer. Ala. 
Union Foundry Co., Anniston. Ala. 

A. Weiskittel A Son Co., Baltimore. 

H. Wetter Mfg. Oo., Memphis, Tenn. 

PIPE BENDERS # , __ 

Buffum Tool Co., Louisiana, Mo. 

PIPE FITTINGS ^ 

Rhode Island Fittings Oo., Hillsgrove. 
Rhode Island. 

PIPE HANGERS ^ „ VT _ . 

Beaton A Cadwell Mfg. Oo., New Brit¬ 
ain, Conn. 

PIPE HOOKS _ ^ 

Berger Bros. Co., Philadelphia, Pa. 

PIPE WRENCHES „ „ 

Peck, Stow A Wilcox Mfg. Co., South- 
ington, Conn, and Cleveland, Ohio. 
Trimont Mfg. Co., Roxbury, Mass. 

PISTON RINGS „ _ 

Automobile Accessories Oo., Baltimore, 

PIVOTS—Ball Bearing 

Bommer Bros., Brooklyn, N. Y. 

Stanley Rule A Level Oo., New Britain. 
Conn. 

PLATES—Kick 

Bommer Bros., Brooklyn, N. x. 

pT TpDQ 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
PLUMBING SPECIALTIES ^ 

Armstrong Mfg. Co., Bridgeport. Ot. 
Buffum Tool Co., Louisiana, Mo. 

C. F. Church Mfg. Co., Holyoke, Mass. 
Otto Bern*, Newark, N. J. 

Boston Brass Co., Waltham, Mass. 
Clayton A Lambert Mfg. Oo., Detroit. 

Michigan. _ „ _ 

Orescent Tool Co., Jamestown, N. Y. 
Excelsior Bag A Mf<f. Oo., Troy, N. Y. 
Hays Mfg. Co., Erie, Penn. 

M. L. Kline, Portland, Ore. 

Nye Tool A Machine Works, Chicago. 
Rhode Island Fittings Oo., Hillsgrovo, 
Rhode Island. ~ 

Thos. Savill’s Sons, Philadelphia, Pa. 
Trimont Mfg. Oo.. Roxbury. Maas. 
Turner Brass Works, Syracuse, Ill. 

POLISHES „ T A . 

The Cedarwax Co., Los Angeles. 

POWDER—Smokeless . 

Hercules Powder Co., Wilmington, 
Del., and San Francisco. 


PRUNING HOOKS _ M . . . . 

Henry Disston A Sons. Philadelphia. 

PRUNING SHEARS „ 

Granucci Hardware Co., San Franelsco. 
N. W. Fence & Supply Co., Portland, 
Ore. 

Peck, 8tow A Wilcox Mfg. Co., South 
ington, Conn, and Cleveland, Ohio. 

PUMP VALVES AND PLUNGERS 
Berger Bros. Co.. Philadelphia, Pa. 

PU Goulds Mfg. Oo., Seneca Falls. N. Y. 
Groetken Pump Co., Aurora, Ill. 
Lansing Wheelbarrow Co., San Fran- 

Pac\f?c’ Hardware A Steel Co.. 8an 
Francisco, Cal . 0 

Pacific Pump A Supply Co., San Fran¬ 
cisco, Cal. 

PUSH PLATES 

Bommer Bros., Brooklyn, N. Y. 

P. A F. Oorbin, New Britain, Conn. 

RADIATOR VALVES-Key and Wood 
Beaton & Cadwell Mfg. Co.. New Brit- 
ain. Conn. 

RAILWAY CAR MOVERS 

G. D. Rowell A Son, Appleton, Wis. 

Jas. Graham Mfg. Co., San Francisco, 
California. _ « « 

Ringen Stove Oo., St. Louis, Mo., San 
Francisco, Cal. 

RAZORS „ n v v 

Uenova Cutlery Co., Geneva. N. \. 

RE Greenfield Tap and Die Corporation, 
Greenfield, Maes. 


Digitized by 


Google 


HARDWARE WORLD—PLUMBING AND HEATING 177 


REFRIGERATORS 

Baldwin Stfriimtor Co., Burlington, 
Vermont. 

Maine Mfg. Oo., Naskua, N. H. 
8immona Hdw. Oo., 8i Lon la. Mo. 

RIVBT8 

Edwin B. Stimpoon Oo., Brooklyn^N.Y. 
RIVETING MACHINE8 

F. H. Smith Mfg. Co., Chicago. Dt 
ROA8TERS 

Central Stamping Co., Brooklyn, N. T. 
ROOFING CEMENT 

Wm. Conners Paint Mfg. Co., Troy. 
New York. 

Philip Carey Co. Cincinnati, O. 

ROPE 

Colombian Rope Co., Auburn. N. Y. 
Portland Cordage Co., Portland and 
Seattle. 

RULES 

Lnfkin Rule Co., Saginaw, Mich. 
Stanley Rule A Level Oo., New Brit¬ 
ain. Conn. 

SASH CORD 

Sam son Cordage Works Boston, Maas. 
SAWS 

Henry Dt Baton A Sons, Philadelphia. 
Ooodell*Pratt Co., Greenfield, Mass. 
Jas. Ohlen ft Sons Saw Mfg. Co.. Co- 
Iambus, O.; San Francisco and Port¬ 
land. 

8immona Hdw. Co., St. Louia. Mo. 
8imonds Mff. Co., Pitch burn, Maes., 
San Francisco and Portland. Ore. 

L. 8. Starrett Co.. Athol, Maas. 

SAW SETS 

Peck. Stow k Wilcox Mfg. Co.. 8onth- 
ington. Conn, and Cleveland, Ohio. 

8CALES 

John Chatillon k 8ons, New York. 
Detroit Automatic Scale Co., Detroit. 
Mich. 

Pelouse Mfg. Oo., Chicago, HI. 

Triner Scale k Mfg. Co., Chicago. 

8CREW CASES 

American Bolt A Bcrew Case Oo., Day* 
ton. O. 

8CREW DRIVER8 

Buffum Tool Co.. Louisiana, Mo. 
Bridgeport Hardware Mfg. Oorp., 
Bridgeport. Conn. 

Peek. 8tow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
Henry Disston A Sons, Philadelphia. 
Goodell-Pratt Co., Greenfield, Maas. 
North Bros., Philadelphia, Pa. 

The James Swan Co.. Seymour, Conn. 
8tanley Rule A Level Cb., New Brit¬ 
ain, Conn. 

SCREEN DOOR 8ET8 

B«miner Bros.. Brooklyn. N. Y. 
Chicago Spring Butt Co., Chicago. Ill. 
Stanley Works, New Britain, Conn. 

SHARPENING MACHINE 

Hyfield Mfg. Co., New York. N. Y. 

SHEATHING PAPER. 

Brown Company, Portland. Maine. 
SHEETS 

Brier Hill Steel Co., Youngstown, O., 
and San Francisco. 

SHEEP SHEARING MACHINES 
AND TOOLS 

Chicago Flexible Shaft Co., Chicago. 
SHEETS—Black and Galvanised 
Wheeling Corrugating Oo., Wheeling, 

SHOTGUN SHELLS 

Peters Cartridge Co., San Francisco 
and Cincinnati. O. 

SHOW CASES 

Duluth Show Caae Co., Duluth, Minn. 


WHBBB TO BUT—Oo n t ln pod 

SKILLETS 

New York Stamping Co., Brooklyn. 
Wheeling Corrugating Oo., Wheeling. 
W. Vn. 

SLIDING DOOR LATCHE8 

i.mi Bros. Co., Poughkeepsie, N. Y. 

K > char da- Wilcox Mfg. Co., Aurora. 111. 

SNAP8 

Covert Mfg. Co., Troy, N. Y. 

SP1TT* ions— Flbrotta 

Cordlev A Hayes. New York City, 

N. V. 

SPORTING GOOD8 

Colt a Patent Firearm a Co., Hartford, 
Conn. 

Du Pont Powder Oo„ Wilmington, Del. 
Honeyman Hardware Co., Portland, or. 
jfu*ru, King, Byrd Co., Spokane, Wn. 
Peters Cartridge Co., Cincinnati, U. 

KfininictMti Anna Co., New York and 
>au Frunrinro. 

Stiewii Pa'erauo Hardware Co., Salt 
Lake City, Utah. 

SPRAYING OUTFITS 

(juultia Mfg. Co., Seneca Falla, N. Y. 

SPRINKLERS AND HOLDER8 

Beaton A Cadwell Mfg. Co., New Brit¬ 
ain, Conn. 

STAMPED 8TEEL HARDWARE 
8helby 8pring Hinge Oo., Shelby, O. 

ST E E1 >S— Bu toiler's 

John Chatillon A Sons, New York. 

STOCKS AND DIES 

Armstrong Mfg. Co., Bridgeport, Ol. 
Greenfield Tap and Die Corporation, 

Greenfield, Mast. 

8TOVKS 

Ceorge M. Clark A Co.. Division Amer¬ 
ican Store Co., Chicago and Ban 
Fmncuru. 

Culler a Pruci«»r Stove Co., Peoria. 111. 
lies* Snyder Aifg. Co.. Maaailion, U. 
Jaa. Uraham Mfg. Co.. Sau Francisco. 
Jensen, King, Byrd Co., 8pokane, Wn. 

Kiuweb aiuvs Co.. St. Uouia, Mo., baa 
Francisco, Cal. 

8pokane Stove Repair Works, Spokaat. 
Washington. 

8TOVE PIPE CRIMPER 

Pack ham Crimper Oo., Mecbaaicaburg, 
Ohio. 

STOVE PUTTY 

William Conaera Paint Mff. Cb., Troy, 
New York. 

8TOVE REPAIRS 

Myer S. Rubens, Spokane, Wash. 
ap..hune .*>!•»»• Repair Worka, Spo¬ 
kane, Wash. 

SWINGS 

Perfection Mfg. Co., St. Louia, Mo. 

TACKLE BLOCKS—Automatic 

Lane Bros. Oo., Poughkeepsie, N. Y. 

TANKS—Pneumatic Water Supply 
Wm. B. Seaife A Sons, Pittsburgh, Pa. 

TAP8 AND DIE8 

Or mi fir Id lap and Die Corporation, 

Greenfield, Maas. 

TAPES 

Lufkin Rule On.. Saginaw, Mieh. 

L. 8. Starrett Co., Athol, Maas. 

THREADING MACHINES 

Armstrong Mfg. Co., Bridgeport, Ot. 
Greenfield Tap and Die Corporation 
Greenfield, Mass. 

TIMBER HANGERS 

Lane Bros. Co., Poughkeepsie, N. Y. 
TINWARE 

Central Stamping Co., New York, N. Y. 
Si-hlueter Mfg. Co., St. Louis, San 
Francisco, Seattle, Denver. 

TIRES 

Century Plainfield Tire Co., Plainfield, 

N. J. 

Diamond Rubber Co., Akron, 8an 
Francisco and Seattle. 

B. F. Goodrich Co., Akron. Ohio. 
Gillette Rubber Co., New York, N. Y. 
Hartford Rubber Works Co.. New York 
McGraw Tire A Rubber Co., Eaet Pal¬ 
estine. Ohio. 


Thermoid Rubber Co., Trenton, N. J., 
New York, Chicago, San Francisco 
and Lot Angeles. 

U. 8. Tire Co.. New York. N. Y. 
TIRE PUMPS 

J. H. Haney A Oo., Hastings, Nab. 
TOGGLE BOLTS 

Rieharda-Wilcox Mfg. Co„ Aurora, Ill. 
TOOL8 

Mound Tool Co., 8t. Louia, Mo. 

Peck, 8tow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
Whitman A Barnet, Akron, Ohio, New 
York and San Francisco. 

TOOL HOLDERS 

J. H. Williams A Co., Brooklyn, N. Y 
TOOL ROLLS 

Buffum Tool Go.. Louisiana, Mo. 
Exeelalor Bag A Mfg. Co., Troy, N. Y. 
TOOTH BRUSH HOLDERS 

E. J. Chubbuck, San Francisco, Cal. 
TORCHE8 

Turner Brass Works. 8ycamore, Ill. 
Clayton A Lambert Mfg. Oo., Detroit. 
Michigan. 

Otto Berni, Newark, N. J. 

TOYS 

Baker-Smith Co., San Francisco. 
TROLLEYS—Overhead 

l*ane Bros. Oo., Pougbkaapalo, N. Y. 
TRUCKS 

Lansing-Company, Ban Francisco, Cal. 
Universal Castor A Foundry Oo., New¬ 
ark. N. J. 

TRUNKS AND BAGS 

Salt Lake Hardware Oo„ Salt Lake 
City, Utah. 

TUBS—Fibrotta 

Cordley A Hayes, New York, N. Y. 
VACUUM BOTTLES 

Landers, Frary A Clark, New Britain. 
Conn. 

VARNISH 

California Paint Co., Oakland, Cal. 
VISES 

Goodell-Pratt Co., Greenfield, Maea. 

H. C. Marsh Co., Rockford, Ill. 
WASHING MACHINES 

Eagle Woodenware Mfg. Oo., Hamilton. 

WASHERS—Wrought Steel 

The Stanley Works. New Britain, Ct. 
Wrought Washer Mfg. Oo., Milwaukee. 
WASTE 

Royal Mfg. Co.. Rahway, N. J. 
WEEDERS 

J. E. Gilson Co., Port Washington, 
Wia. 

WHEELBARROWS 

Lanaing Wheelbarrow Co., 8sn Fran 
cisco. Cal. 

WINDMILLS 

Pacific Pump A Supply Co., San Fran¬ 
cisco, Cal. 

WIRE AND WIRE SPECIALTIES 
Pittsburgh Steel Co.. Pittsburgh, .Pa 
American 8teel A Wire Oo., Chicago. 
111.; San Francisco and Loa Angeles 
Cal.: Portland, Ore., and 8eattle. 
Washington. 

WIRE WHEELS 

National Wire Wheel Co.. Geneva, N.Y. 
WRENCHES 

Buffum Tool Co., Louisiana, Mo. 
Bridgeport Hdwe. Mfg. Oorp., Bridge 
port. Conn. 

Crescent Tool Co., Jonestown, N. Y. 
The Keystone Mfg. Co., Buffalo, N. Y. 
Will B. Lane, Chicago, Ill. 

Frank Moaaberg Co., Attleboro, Mass. 
Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
R. F. Sedgley, Philadelphia, Pa. 
Trimont Mfg Co.. Roxbury. Mas* 
Whitman A Barnes, Akron, Ohio, New 
York and San Francisco. 

WRINGERS 

Eagle Woodenware Mfg. Co., Hamilton. 
Ohio 

WROUGHT STEEL WASHERS 
Stanley Worka, New Britain, Conn. 
Wrought Washer Mfg. Co., Milwaukee. 
Wisconsin. 
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A rf a n nt Va pSwdV e r ry Co°.1* Portflnd^omage Co.!!!!!'.! 44 
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HamUton & Pacific Co. 59 Hess^Snyd^^Mfg. Co.• 49 


Raker, Hamilton A Racine ^o. o* 

Baker-Smith Co.. -. 1 “J 

Baldwin Refrigerator Co. 34 

Bartlett Mfg. Co. 


Weil Co. || Safety Door Hanger Co. 47 


Heyman-weii . 

A. M. Holter Hdw. Co 


^ __ _ _ c Salem Brass A Iron Mfg. Co. 15 

Bartlett Mfg. Co. Honey man Hardware Co. 56 galt Lake Hardware Co. 54 

Bassick Co. . • • • • • • • • ‘.i7i Hunt, Helm. Ferris & Co. » Samson Cordage Works. 47 

Beaton & Cadwell Mfg. Co. Hy f ie id Mfg. Co... 42 sanitary Co. of America. 15 


Beaton & Cadwell Mfg. Co. idi Hy f ie id Mfg. Co. 42 sanitary Co. or America. 15 

Beaton & Corbin Mfg. Co.14» x Sargent & Co. 69 

lerger Bros. Co. .7X international Silver Co. 22 Wm. B. Scaife & Sons.147 

^KHpm<>r Soil Pipe Co. 15 lr\ing rui jsaig. ^ c„kii A i,tur Mfp r*n . ... 48 


Berger Bros. Co. 


Bessemer Soil Pipe Co. 15 

Bommer Bros. * .’L eg Schlueter Mfg. Co. 35 

Boston BrassiCo..... • .. 14 £ Jensen-Kin g-Byrd Co. 56 roeter Bros. H dw. Co. 46 

Bridgeport Hdw. Mfg. Co.60 j. d. Johnson Co. 1& R F sedgley. 62 

Brier Hill Steel Co. 96 X Sedgwick Machine Works. 64 

The Brininstool Co.Keystone Mfg. Co.i|l S helby Spring Hinge Co. 36 

Buckeye Aluminum Co. 5i Krupp foundry Co. 15 simonds Mfg. Co. 26 


Schlichter Mfg. Co. 48 


Buckeye Aluminum Co. 31 

Buffalo Forge Co. - ‘ 

Buffalo Sled Co.. • 40 


Simmons Hardware Co. 4 

33 Dick Smith . 50 


Burraio aiea . a* I; T ., ance & Groslean Mfg. Co. 33 Dick Smith . 

Buffum Tool Co. .Cover UtmA ?™ } g^ leLTk K . 25 Smith Mfg. Co.. RH... 


California Paint Co.137 ^ne.\:!! ! 

Campbell Mfg. Co. 15 Lansing Company . specialty * 

Philip Carey Co.135 Lawson Mfg. Co. 39 Spokane Si 

Casey-Hedges Co. 15 Le^Broom & Duster Co. 64 Works ^ 

Cedarwax Co ..Lindemann, O. & Co. 42 standard^F 

fSV pTainf r i y eU,°Tire' Co.!!!! I!!It? C ° -„. 

« Tn t x ^'o ance Corporation 

Chicago Spring Butt Co .......... 28 Maine Mfg. Co ... 


un Bros CO. . 45 Somerville Ironworks. 15 

wm R Lane° :.!.122 Smooth-On Mfg. Co.145 


i r. Lindemann, O. c 
Lufkin Rule Co. 


Specialty Mfg. Co.A* • • v 60 

Spokane Stove & Furnace Repair 

Works .155 

Standard Foundry Co. lo 

Stanley Rule & Level Co. 2i 

Stanley Works.. • ■-Coyer 

Starrett, L. S. & Co.3-140-141 

Staybestos Mfg. Co.119 

Edwin B. Stimpson Co. 48 


Spring x>utt uo. w,n,,,c ***ci Hawin stimpson . ■* 

Tubing & Braiding Co-126 Mangrum & Ctter. strevell Paterson Hardware Co- 5 

...._r._ T 4 r Marsh .. ._o »/■_>. k 


unicagu a uumg w jjA j...!, r»r» 

John Chatillon Sons. 29 H- C. Marsh Co. 


O. j. Childs Co....74f McCaffrey FlleCo .. ... t 44 ;V-Burn Mfg. Co. 45 

E. J. Chubbuck. 55 McCraw Tire & Rub 15 Superior Mfg. Co. 15 

C. F. Church Mfg. Co.14< MedinaFoiindryto.. . 22 Superi0 r Spring Hinge t-o. ••••37 

George M. Clark & Co. 35 Meriden Brlttannia Co... Swan & Flnch Co .H4-11K 

Clayton A Lambert....... ... • . • • -153 Meyers Mfg. Co., Fred J.;; Jas . Swan Co. 38 

pinvninrul Calvanizinsr Works Co. . 41 Milbradt Mfg. Co....... 


Clavton A Lambert.153 Meyers Mig. to., r reu . 

Cleveland Galvanizing Works Co.. 41 Milbradt Mf g. Co.. .. ^.- 

Coldwell Lawn Mower Co. 45 Montauk Paint Mfg^ Co. 

Coleman Lamp Co.. 49 M otor , ^J Al s ^ ply C 

Colt’s Patent Firearms Co. 63 JJound Tool Co.. . --- 

Columbian Rope Co. 30 1-rank Mossberg Co.. .. 

Connors, Wm., Paint Co. 46 H 

H. C. Cook Co. 55 R . x. Nason Co.. •;•••••• 

Coosa Pipe A Foundry Co. 15 Xational Cash Register Co. 


Stuber A Kuck. 63 

Sturges A Burn Mfg. Co. 45 

Superior Mfg. Co. 15 

Superior Spring Hinge t-o.• • • • 37 

Swan A Finch Co. 114 ’ 1 i^ 

Jas Swan Co. 38 


Thomas Savill’s Sons.lfl 

Thomson-Dlggs Co. 58 

Thompson Mfg. Co. 57 

Thermoid Rubber Co.* 103 

Tide Water Oil Company. Co 'fX 

Trimont Mfg. Co.15« 


Cordley A Hayes 


lass Works. 23 National Foundry Co... 15 Triner Scale Mfg. Co. 


National Pine A Foundry Co 


Corbin Cabinet Lock Co.Cover National Wire Wheel Co 


Corbin Screw Corporation 


New Haven Clock Co. 


Tritch Hardware Co.. 
Turner Brass Works. 


P. A F. Corbin.... 1$ New York Stamping Co. 24 


Covert Mfg. f'o. 

Crescent Tool Co. 

Crown Pipe A Foundry Co. 


S. Norcross A Sons. 41 


Foundry Co... 

.._J__ _ o U»tnl Pft 'a ° 


153 North Bros. Mfg. Co. 30 Hnion Hardware A Metal Co. 52 


Northwest Fence Supply Co. 


2? United Royalties Co . ••••••••••• Sj 

64 TTnivoreai Pustpr A Foundry Co... 29 


Culter A Proctor Stove Co’.. 49 N,i-Sink Co. 64 universal Caster A Foundry Co... 29 

Ctirtis Pneu. Machinery Co. 127 Nye Tool A Machine Works. 15 < u. S. Steel Products Co. 14 


Delta File Works 


Automatic Scale Co.31 Ontario Knife Oo 


lames Ohlen A Sons Saw Mfg. Co. 64 


Diamond Rubber Co.101 

Henry Disston A Sons. 36 


Onward Mfg. Co. 55 


ughan A Bushnell. 43 


R. M. Wade A Co. 

__ Xtftr rVl . OD 


5»' nixon Cruribl* Co.!!!!!:: -.1 Pacific Pumn * Supply Co. 68 R M. «;;; 

Duluth Show Case Co.^- v - „46 Pacific Co .Weed Chain Tire Grii 

Dunham. Carrlgan A Hayden Co. ..129 Packham tjrinipi r Co. Weiskittel A Son Co 


Grip Co. 


IHinnam, rarr^an « myueu ••”•'_ • 40 Weiskittel 

Du Pont Powder Co.. .1 Pook^sf^w^WUcoi’ Co.!!!!!!!!! 11 Joe^Velsh 

Kagle IVoodenware Mfg. Co. 62 penn'^yl'^nfa Lawn Mower Co.!!!! 28 J 


Fagle Woodenware Mfg. Co.. 

Clastic Tip Co. 

Enterprise Mfg. Co. 

Excelsior Bag A Mfg. C>. 


H. Wetter Mfg. Co....... . 

Wheeling Corrugating Co. 


i'ennsyivania l^awn muwn .... p, Rnrnes 

Peters ^Cartridge Co! !!!! ^ 1’• 65 WhHtaker-Oleaaner Co 


G. A J. Tire Co.113 Pioneer Paper Co 


Gadsden Pipe Co. 


Pittsburg Steal Co 


98 Wrought Washer Mfg. Co. 
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THE BUFFUM TOOL CO. 

LOUISIANA, MO. 

High Grade Tools for High Grade Workmen 

••Swaetlka” Trad* Mark Registered U. 8. Patent Office 

No 1HJ3 Ever Ready Tool Set. List Slt.00 per doz. 


[tel 

— -- . - 

... 



BUFFUM TOOL CO. 10UI51 AMA.FTU/ 



S-yPSi'S 1 gP 


These are the 
tools every auto- 
mobile owner 
needs. 

Display them 
and you will make 
sales. 






No. 1754— Three-Corner ed Bearing Semper 
List 25c each. 


F»ao imtmo l* Ri-owg* 



If your Jobber 
cannot supply 
you, write to us 
or our agents. 


Ford Spindle Bushing Remover 
No. 2713—14 Tempered Steel. List per dor.$9.00 

C. W. GAUSE COMPANY 

WESTERN SALES AGENTS 
Boom No. 605 Williams Building 

693 Mission Street • - San Francisco, California 
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Corbin Ccxbinet Lock Comj 


THE AMERICAN HARDWARE CORPORATION SUCCESSOR 

New Britain, Conn.,U.5.A. 

CHICAGO _ PH! LA I 


NEW YORK 





















NGandHEATING 


Stanley Hinges need no inside space for operation and 
Permit all the doors to be opened at one time—an important 

advantage. 

In the above illustration the gracefulness and stylish 
characterful lines of the Stanley Hinges are evident. 

The doors here are hung on Stanley Garage Hinges No. 


1457, the 24-inch at top and bottom, with 10-inch at the 
center. There are larger Stanley Hinges for massive doors. 

Stanley Door Holders No. 1774 make it impossible to 
have an accident due to a swinging door crashing into the 
auto. These, with Stanley Bolts, Latches and Pulls are in 
constant demand by builders and garage owners. 


You should carry a complete line of Stanley Garage Hardware because there’s a call for it; it sat¬ 
isfies perfectly every garage requirement, and there’s a good profit for you in handling it. 

Today write for Stanley Garage Hardware catalog and information on “Selling Stanley 
Garage Hardware.’’ Write today for a Stanley Garage Hardware window display. 

THE STANLEY WORKS, New Britain, Conn., U. S. A. cE7c ac b o.’ slIH! 

Manufacturers of Wrought Bronze and Wrought Steel Hinges and Butts of all kinds, including Stanley Ball-Be^ 

Brackets. Chest Handles. Peerless Storm Sasn Hangers and Fasteners: Screen Window and Blind. Trio 
Twinrold Box Strapping, and Cold Rolled Stripped Steel. Stanley Garage Hardware is adapwfllS^R 


"Ball Bearing Washer 


A Garage Is No Better Than Its Hinges 

STANLEY HINGES 

Swing Heavy Doors Easily, Quietly; Weather Tight 


■ 







































A TRADE BUILDER 



CLEANS EVERYTHING 


THAT’S WHY EVERYBODY NEEDS 

SPEE-DEE 

APPEALS TO ALL CLASSES OF TRADE WITH 
ITS THOUSAND DIFFERENT USES— 
MAKES GOOD FOR YOU AND YOUR CUSTOMERS 


BIG PROFIT 


ORDER FROM YOUR JOBBER IN TIME FOR THE 

BIG SPRING CLEAN-UP DEMAND 

WRITE FOR FULL PARTICULARS AMD SELLING HINTS 

MANUFACTURERS 

STATES CHEMICAL CO. 

602 W. AUSTIN AVE. CHICAGO, U. S. A. 
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If Ifs a “W. ROSE” 

That*$ All Need Be Said 

Covering the United State* and Canada with a clean forged accurate line of 
tools for plasterers and masons has presented to Wm. Rose & Bros, 
unrivaled opportunities to study the preferences of these workmen 





Pattern No. 7777 
6 y$ In. Wide 
Leather Handle 


The Trowel for the West 


Pattern No. 223 
6y 2 In. Wide 
Hardwood Handle 




Brick Hammers 

Genuine Crucible Steel 


A brick hammer needs to be dressed but the 
metal a regular hammermaker uses is not in¬ 
tended for reheating or for holding an edge or 
corners. So you need our W. Rose Brick 
Hammer more than the W. Rose Trowel you’ve 
esteemed so long. 

For Sale by all Jobbers 
Write for Catalog 


WM. ROSE & BROS. 

SHARON HILL, PENNA. 

Selling Agents, WIEBUSCH & HILGER, Ltd., 110 Lafayette Street, New York 
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LCITLERYJ 

FULLY V 00LS / STANDARD 


AMERICA 


GUARANTEED 

Under the 

K&HKtlfm 

^ ^ Trade Marie 

-We manufacture Tools 
and Cutlery for every use and 
are anxious to sell Them to 
Dealers who believe in getting 
a legitimate profit. 

HANDLE A LINE THAT SHOWS YOU 

A SATISFACTORY PROF/T 

SIMMONS HARDWARE COMPANY 

ST. LOUIS. U.S.A. 

TNI RECOLLECTION OF QUALITY REMAINS LONG AFTER THE PRICE IS FORGOTTEN.' 

TRADEMARK RCC U.3 RAT 0rr c.c SIMMONS 


n 
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QUALITY FIRST 

I ATLASI 


Tacks of every kind 
Small Nails of every kind 
Iron Rivets 
Copper Rivets 
Staples 



Wire Nail Specialties 
Shoe Eyelets 
Shoe Lacing Hooks 
Capped Nails 
Capped Tacks 


ARE THE STANDARD OF QUALITY 


TWENTY THOUSAND kinds and sizes 
in iron, steel, copper, brass and zinc; also 
electro-plated, galvanized, tinned, enameled 
and japanned 


MADB BY THB 

LARGEST and OLDEST MANUFACTURERS of TACKS 
AND SMALL NAILS IN THE WORLD 


ATLAS TACK COMPANY 

FAIRHAVEN, MASSACHUSETTS, U. S. A. 
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Help Get More Wool 


YOUR COUNTRY NEEDS IT 


Don’t let sheep owners in your locality shear 
with hand blades—it’s barbarous and waste¬ 
ful. They cut the sheep, do a rough job, and 
leave on each animal about a pound of wool 
that should be shorn. 

Machine shearing gets all the wool. Can’t 
cut the sheep, and saves time and labor, to 
say nothing of increasing the wool produc¬ 
tion which is needed so urgently. 

The additional wool obtained will more than 
pay for a machine the first shearing. 

There are Stewart Machines for shearing 
every size flock — hand-operated machines 
for small flocks and power machines for 
big flocks. 

Got our catalogue and get after every sheep 
owner in your locality. 

You can sell a number of shearing machines, 
helping yourself and your country. Will 
you do it now? 

Write immediately for Catalogue No. 65. 


Chicago Flexible Shaft Company 

5604 West Twelfth Street • • Chicago, Illinois 
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The Union Fork & Hoe Go. 

Manufacturer* of a Complete Line of 
High Grade 

Forks, Hoes, Rakes 
and Hooks 


General Offices 
COLUMBUS, OHIO 

Factories 

FRANKFORT, NEW YORK 
COLUMBUS, OHIO 


“They’re Just Right—Strong But Light” 
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Have you read 
our booklet FILE 
FILOSOPIIY? If 
not, by all means 
get it at once. 

Nicholson 
File Co. 

Providence, R. I. 

U. S. A. 


Shrewd merchants find it was to feature the 
NICHOLSON imprint at the very commence¬ 
ment of the sale. 

They discover in this familiar stamp a means 
whereby they can gain instant recognition and 
approval resulting in a saving of time and sell¬ 
ing expense. 

The NICHOLSON trade mark stands for over 
fifty years of specialized experience; stands 
for a guarantee of shape, cut, quality and 
temper; for maximum service and positive file 
satisfaction. 


The Imprint of 
File Quality— 
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Here Are a Few 
Good Sellers 

BUFFALO NO 2-E BLOWERS 
are designed for a variety of pur¬ 
poses—for blowing furnaces, forge 
fires, church organs—for removing 
scale from power hammers, chips, 
sawdust in woodworking plants, for 
exhausting dust from small grind¬ 
ers and buffing machines. 

BUFFALO 20” UPRIGHT 
DRILLS are machine shop tools— 
designed for accurate work. 

Garages, machine shops, auto re¬ 
pair shops, blacksmiths who repair 
tractors and other farm machinery 
all find this an excellent machine. 

Has machine cut gears, can be 
changed instantly from back gear 
to plain drive; crown gear bronze 
bushed, ballbearing. 

All parts accurately fitted and 
finished. An exceptionally good 
seller—worth investigating. 

BUFFALO NO. 651 FORGE is a 
popular cast iron blacksmith forge. 
Equipped regularly with Buffalo 
No. 200 ballbearing silent blower. 
Gear ratio 47^ to 1. 

Substantial dependable machine 
that will handle all regular black¬ 
smith work. 

Be sure and ask for Catalog of 
Buffalo "Line.” 

Buffalo Forge Co. 

BUFFALO, N. Y. 

Pacific Coast Office. 

823 Higgins Bldg. 

Los Angeles, Calif. 
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If expensive designs in combina¬ 
tion with high grade, dependable 
locks are not within the client’s 
means, influence his choice to the 
dependable locks—the ornate 
trimmings can be added at any 
time. Good locks are a necessity 
and a constant source of satisfac¬ 
tion; poor locks a menace and a 
daily irritation. 

Russwin Locks are made in all 
grades of quality. A cheap lock 
will not, under any trade mark, 
give satisfaction and service. In¬ 
fluence the choice to good locks 
—to good Russwin Locks. 


RUSSELL & ERWIN MFG. CO. 

Tto American Hardware C 

New Britain, Conn. 

New York San Francisco Chicago London. Eng. 
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In Union There is Strength 

Teamwork in selling brings results. This husky bunch of silent, 
but active, salesmen will do business for you “by the wholesale . 99 
They’re used to doing big things when you get them working 
together. 

One sells Braces, another sells Chisels, a third sells Pruning 
Shears, while the others are selling Pliers, Snips and Screw Drivers. 

They all SELL. 

And while each one is selling its particular specialty, all together 
they are selling PEXTO. Their Pexto goodness helps them sell 
themselves, and this continuous performance is the thing about the 
Pexto proposition that will put the profits in your cash drawer. 

If you have one or two of these Pexto Displays working for 
you, you will more than double up sales by having the others on 
the job. If you have not tried this Pexto plan, write your jobber 
for prices. For business sake, do this today. 

The Peck, Stow & Wilcox Company 

Mfrs. Mechanics* Hand Tools, Tinsmiths' 
and 8heet Meta! Workers' Tools and Ma¬ 
chines, Builders' and General Hardware 

Southington, Conn. Cleveland, O. 

Address correspondence to 207 W. Center St., Southington , Conn. 

PEXTO 

MECHANICS' HAND TOOLS 
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Here, in the new Cannon Ball Combination Garage Door Set (Sliding-Folding) is the most 
modern hanging ever devised for this purpose. It fits any door opening and insures against 
sagging—is easy to install and if floor raises or swells the hanger adjusts the door. 

It is neat in appearance and substantial in use—fits 
any door thickness and makes ’em absolutely weather- 
tight— gives a ^convenient entrance by the swinging 
door and the doors fold inside requiring minimum space 
and are automatically and securely held open. Comes 
packed in complete sets. 

WHITE FOE 

our new special deal on Cannon Ball. Its a sure fire sales- 
maker and profit increaser. 

HUNT, HELM, FERRIS & CO. 

Main Office and Factory, 54 Hunt Street, Harvard, IIL 

Baker, Hamilton & Pacific Co.San Francisco, Cal. 

Dunham, Csrriffsn A Hayden Co.San Francisco, Cal. 

Honevman Hardware Oo.Portland, Ore. 

Seattle Hardware Co. Seattle, Wash. 

Schwabacher Hardware Co. 8eattle, Wash. 

Showing the Oarege Door, open, with the J} 0 °H“ ' 6 ^'. '//////.'.'.'.'.'.'.'.'.'.'.'.'..'.'. . Be '&& wSh! 
new Cuinon Ball Combination H a ngin g jemen-King Bjrd Co. Spokan., w..h. 




FREE 


This Counter Display arouses 
interest and starts inquiry 
on Cannon Ball Garsfe 
Sets. It makes sales quick 
— tells users the whole 
story. And it's FREE to 
you on our new proposition. 


We’ve put back of the Cannon 
Ball Combination Garage Door 
Set (Sliding-Folding) the kind 
of Sales-Help that you’ll recog¬ 
nize on sight as being a four¬ 
teen carat business - booster. 
And realizing the fact that the 
more business you do on our 
goods, the more prosperous we 
are, there isn’t a penny’s cost 
attached to this co-operation we extend. 

Write for particulars. 

Cannon Ball 

Combination Garaqe Door Sets 

( Fbldmq i Sltdinq ) 
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Profits 

There are two ways of making 
more profit. The first lies through 
selling more goods—the second way 
is by making more money on what 
you sell. The new plan we’re put¬ 
ting back of Gannon Ball goods . 

insures you extra profits from both 
sources. And they’re safe profits, - 

too, simply because the Cannon Ball 
satisfies your trade. There’s big 
money in it if you act right NOW, 
but the fellow who delays too long is going to get 
left. Action brings reward. Better write right now. 

Cannon Ball 

Bam Door Hanqars tl Track 



FREE 


Here is the new Counter 
Display on Cannon Ball 
Barn Door Hangers—it is a 
real working model and 
shows the features better 
than any amount of verbal 
description. Comes to you 
without cost on our new 
combination deal. 

Write for particulars. 


Ten years of use—heavy advertising and probably the widest sales of any barn door hanger 

in the country are back of the Cannon Ball Line. Say ‘‘CANNON BALL” to your customer 

and he knows you’re offering him a reliable article. Their construction is simple—they are 

wonderfully durable and the one way by which a man 

can hang barn doors and forget them. No attention— 

no repairs. The Hangers are made with light running, 

noiseless steel ball wheels mounted on strong steel 

frames. Frictionless and flexible and built with long 

roller bearings. The tubular track in which they run 

completely protects the hanger. This track is built in tS/Ml 

3 ft. sections and comes crated so that it can be stored 

under the counter, or furnished in long lengths, as- m " 

sorted, if you wish. ? 0, 384 

wurrR! Cannon Ball 

waiTBI Barn Door 

Send your names and we’ll send particulars of the new Cannon Hanger 

Ball deal that makes more sales and profits for YOU. 


HUNT, HELM, FERRIS & CO. 

Main Office and Factory, 54 Hunt Street, Harvard, Ill. 


No. 387 
Cannon Ball 

Track 
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Ideal Poultry 

and 

Rabbit Fence 


Is a Fence and Not a Netting 

The horizontal wires in the Ideal Pence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 

AMERICAN STEEL & WIRE COMPANY 
United States Steel Products Company 

SELLING AGENTS 

San Francisco Los Angeles Portland Seattle 

Awarded the Grand Priie at the Panama-Pacific Exposition. 
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Several Good Points 

to Remember 

The earliest “CAST” IRON PIPE Is 
today in service, and is as good as new- 
This cannot be said of any other pipe. 

“CAST” IRON SOIL PIPE In all house- 
drainage is the most economical. 

“CAST” IRON SOIL PIPE has an un¬ 
equalled record for sanitary service. 

“CAST” IRON SOIL PIPE gives per¬ 
manent and unfailing service. 

“CAST” IRON SOIL PIPE no matter 
where Installed lasts longer than the 
building — any building. 

Specifications and illustrated literature will be mailed upon request by any or all of 
the following Independent and competing makers of Cast Iron Soil Pipe and Fittings 


l nion Foundry Co.Anniston, Als. 

Weiskittel St 8on Co., A.Baltimore, Md 

Wetter Mfg. Co., H.Memphis, Tenn. 

Abendroth Brothers.Port Chester, N. Y. 

Alabama Pipe A Foundry Co.. .Anniston. Ala. 
American Foundry St Pipe Co.. Penns bta., Pa. 

Anniston Foundry Co.Anniston. Ala. 

Bessemer Boil Pipe Co.Bessemer. Ala. 

Campbell Mfg. Co.Gadsden, Ala. 

Casey-Hedges Co., The. . . .Chattanooga, Tenn. 

Central Foundry Co.New York, N. Y. 

Charlotte Pipe St F’ndry Co., .Charlotte, N. O. 
Coosa Pipe St Foundry Co.. .Birmingham, Ala. 
Crown Pipe Sk Foundry Co.Jackson, Ohio 


Gadsden Pipe Co..Gadsden, Ala. 

Haines, Jones & Cadbury Co. . Philadelphia. Pa. 

Johnson Co., J. D.New York. N V 

Krupp Foundry Co.Landsdale, Pa. 

Medina Foundry Co.Medina, N. Y. 

Nat’l F’ndry Co.. N. Y., Inc..Brooklyn. N. Y. 

National Pipe St Foundry Co.Attalia, Ala. 

Reading Foundry St Supply Co.. .Reading, Pa. 

Salem Brass A Iron Mfg. Co.Salem, N. J. 

Sanitary Co. of America.Linfield, Pa. 

Somerville Iron Works.New York, N. Y. 

Standard Foundry Co.Anniston. Ala. 

Superior Mfg. Co.Bessemer, Ala. 
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Goodell-Pratt Tools 

Particularly Adapted 
to Motor Car 
Maintainance 


Motor Sets 
Socket Wrench Sets 
Sim Wrenches 
Adjustable Wrenches 
Screw Drivers 
Hack Saws 
Valve Grinders 
Bearing Scrapers 
Hand Drills 
Breast Drills 
Bench Vises 
Bench Grinders 
Bench Drills 


DON’T 
NEGLECT 
THE MOTOR 
TRADE 


MOTOR BBT NO. 699, $16.00 


Tool Book No. 13 
contains information 
about these and the 
rest of the 

“1500 Good Tools” 


11500 GOOD TOOLS! 



Goodell-Pratt Company 


Greenfield 


Mass., U. S. A. 
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Big Game Hunters Want This Gun 


REMINGTON 
UMC 




RZ 




'emingto/i 

High Power Sporting Rifle 


REMINGTON 

UMC 




Measures 
27 J Inches 
Taken Down 


Measures 
401 Inches 
Overall 




More About the Gun 

The Remington UMC High Power Sporting 
Rifle holds a leading place in the estimation of 
sportsmen because of its many outstanding fea¬ 
tures. 

The slide action permits the shooter to hold 
the gun close on the game with the slightest pos¬ 
sible deviation. This is a factor more important 
in big game hunting than in any other branch of 
the shooting sport where rapidity and accuracy 
of fire are essential to safety. 

The solid breech is a wall of steel that pro¬ 
tects the shooter against “blowbacks,” carries 
all the smoke and gases away from the face and 
prevents the entrance of rain, snow and dirt into 
the mechanism. 

Attractive lines, balance, simplicity, safety 
and accuracy combine to make this famous Rem¬ 
ington rifle a distinctive arm for the hunter who 
goes after the largest game found on this con¬ 
tinent. 


How and Where to Sell It 

This rifle was brought out in response to re¬ 
peated requests from sportsmen in every part of 
the country. Big game hunters wanted a high 
power repeating rifle that embodied the famous 
Remington UMC slide - operating repeating 
mechanism. 

The demand for an arm of this kind is appar¬ 
ent. In every locality there are hunters who will 
use only a slide action rifle for big game. Shoot¬ 
ers just entering the big game class are easily 
impressed with the superiority of a rifle of this 
type and especially when it has the Remington 
name stamped upon it. 

Sell the keenest hunter in your community a 
Remington High Power Slide Action Rifle. The 
satisfaction he will obtain from his gun in actual 
use will do more to stimulate sales among this 
man’s shooter friends than all the talking either 
you or we can do. 


ORDER FROM YOUR JOBBER 

Send to Us for No. 14 Ride Folders 

The Remington Arms Union Metallic Cartridge Company, Inc. 

Woolworth Building, New York City 
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Retail Price 


Delivered 


Here s a Real 
Live Seller! 





THE 

Wade Drag Saw 

Cuts Over 20 Cords a Day 


The Wade Saw it the 
liveliest possible ma¬ 
chine you can han¬ 
dle. Farmers and 
mill men every¬ 
where are grabbing 
them up as quick as 
we can make deliv¬ 
eries. If you want to 
make quick profit¬ 
able sales— 

Get Our 
Dealer 
Proposition 


Oldest and largest inde* 
pendent wholesalers of 
Farm Machinery in the 
Northwest 


865 


A r* 

. siNCE 

isosnwima* 


322 HAWTHORNE AVENUE. PORTLAND. OREGON 
910 N. HOWARD STREET. SPOKANE. WASHINGTON 




52 Years experience has 
given us the Ability to 
Test and judge the Effi¬ 
ciency of Farm Machines 
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Your Customers Will Prefer 

the Best Advertised 
Stumping Powder 

Large space advertisements of Giant Farm Pow¬ 
ders appear throughout the buying season in all of the 
18 farm papers and in many of the large newspapers 
published in the Pacific Coast States. Every week 
these advertisements reach more than 590,000 farmers 
and others who have stumps to blast, trees to plant, etc. 
No other explosive is advertised so heavily in your 
selling territory. 

You can increase your sales by taking orders for 




— AGRICULTURAL 

We will help you by telling consumers to buy from 
you. We will also help you by furnishing instructive 
books on blasting for you to give to your trade, by 
sending you store signs, fence signs, etc., and by sup¬ 
plying newspaper electrotypes. 

You need not carry Giant Farm Powders in stock. We will arrange 
to have shipments made promptly from our nearest magazine. 

Remember that Giant Farm Powders are the only genuine “Giant 
Powders” for agricultural use. They are made in the West especially 
to suit Western farm conditions. Farmers who have used them will 
have no other make, because Giant Farm Powders go further and do 
their work cheaper and better. 

Mail the coupon for our val¬ 
uable big book, “Helping the 
Retailer Sell Giant Farm 
Powders.” It tells the many 
ways we will help you to build up a profitable business in Giant Farm 
Powders. No matter what explosives you are selling now, we will 
show you how you can benefit from Giant sales co-operation. 

Tear oat the coupon or write a letter now, before you turn the page . 

^ The Giant Pawder Co., Con., 227 First Natl. Bank Bldg., San Francisco, CaL^ 


Get this book; it means 
more profits for you 


| Send us your books “Helping the Retailer Sell Giant Farm Powders.’ 


A few of the 40 Giant 
* • advertisements now 
Appearing in farm papers 


Digitized by 


Google 












HARDWARE WORLD 


21 



Digitized by 


Googl< 






22 


HARDWARE WORLD 



£>he merit of a product is attesled by the demand. 

Uhe volume of demand is evidenced by the size of the works. 

Clnd when the works, steadily increasing,year after year 
attain immense proportions_ 

THEN is conclusively demonstrated the continued and 
absolute confidence of a vast army of users in the 
excellence, worth and reliability of the doods. 



HENRY DISSTON SONS, INC. 
KEYSTONE SAW, TOOL,STEEL^ FILE WORKS 




F-HILADELPH1A. 



v i »AT Off 


THE LARGEST IN THE WORLD. 



The Shelby “CHIEF” Floor Hinge 


With Improved Pivot and Socket 

“The hinge without woes. 

As the wise buyer knows.** 

The attractive features about the Shelby 
Chief Double - Acting, Ball - Bearing Surface 
Floor Hinges are, strong construction, durabil¬ 
ity, beauty, simplicity of installation, and low 
price for superior quality. 

Sell the Shelby Chief and watch your 
profits grow. 


A NEW CATALOG READY FOR YOU 

A card will bring you one of our new No. 18 catalogs just off the press, which illustrates Floor Hinges, Spring Butts, Door 
Checks. Push and Pull Plates. Door Holders, Push Bars, Foot and Chain Bolts, Door Bolts, Cupboard Turns, Cupboard 
Catches, Card Holders, Toilet Paper Holders, Garage Door Holders, Chest Handles, Casement Window Adjusters and 
Fasteners Sash Locks, ^ash Lifts. Mortise Locks and Latches, Basement Window Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooks. Hall Hooks, Screen Window Hangers, Door Braces, large line of Screen Door Hinges, and a number of items not 
mentioned. Ask for catalog today. 


SHELBY SPRING BUTTS 

Are made entirely of wrought metal; they are very 
strong, durable and attractive; made in 3, 4, 5, 6, 7, 8 
and 10-inch sizes. 

They have no equal. 

The Shelby Spring Hinge Co., Shelby, Ohio 

Coast Representatives: 

Pond Hardware Specialty Co. D. L. Herman 

Los Angeles, Calif. Seattle, Washington 
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is message 
reached jrou yet 7 ° 


It introduces a brand new group of customers—a new source of profits 


T HEBE’S a copy of it for 
every sporting goods and 
hardware dealer in the 
United States — the Winchester 
Junior Bifle Corps Plan. 

This plan we have mailed to our 
full list of dealers. If, by any 
chance, you have not received 
your copy, write for it. Here's a 
business-building plan you can’t 
afford to miss. It gives complete 
facts about a nation-wide move¬ 
ment that opens to you a vast and 
rofitable new market—the mar- 
et of America’s red-blooded boys 
—19,000,000 of them. 

What the W. J. R. O. Means 

The W. J. R. C. was founded 
for the express purpose of raising 
the standard of marksmanship 
among America’s boys and girls, 
and familiarizing them with the 
safe, intelligent use of firearms. 
Its growth has been truly remark¬ 
able. Today thousands of young 
people are competing for the 
famous Winchester Marksman and 
Sharpshooter medals. 

This is the way the W. J. B. C. 


works. Free certificates of mem¬ 
bership and official buttons are 

issued. When a member has 
proved his skill on an authorized 
target, a diploma and one of the 
famous Winchester medals are 
awarded. In this manner a genu¬ 
ine enthusiasm for target shoot¬ 
ing is being fostered that is bound 
to stimulate sales of .22 Win¬ 
chesters and ammunition in every 
city and village in the United 
States. 



Marksman Medal and Sharpshooter 
Medal Awarded W. J. R. C. Members 
Who Earn Them in Target Contests 


How Ton Can Co-Operate With 
Profit 

We want active, progressive 
dealers in every town to act as 
local representatives — to super¬ 


vise the activities of the W. J. R. 
C., sign targets and present med¬ 
als. This requires but little at¬ 
tention, but it means a big amount 
of extra profits for your house. 
When you read the W. J. B. C. 
Plan, you ’ll see just how your 
business can be increased. 

This circular shows what other 
dealers think of the W. J. R. C. 
movement, and the results they 
have obtained. Points out what 
you can make it do for you. It 
shows also how your advertising 
in leading boys’ periodicals will 
send the boys to your store. It 
shows you how you can establish 
vour store as Winchester head 
quarters in your town. 

Get in on this profitable move¬ 
ment today. If you have not re¬ 
ceived your copy of the plan, tear 
out this coupon and mail it. You 
will find it well worth your while. 

WINCHESTER REPEATING ARMS CO. 

Dept. 000 New Haven, Conn. 


Winchester Repeating Arms Oo. 

Dept 000 New Haven, Conn. 

Gentlemen: I have not received my 
copy of the W. J. R. C. Plan. Please 
send it by return mail. 

Name . 

Street . 

City. State. 


wiNCtfesmt 

World Standard Gun* and Ammunition 
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GOOD PROFIT-BIG DEMAND 

Unique Garden Tools 

Combination Trowel, Hoe, Weeder and Turf Trimmer 
Attachable to One Common Handle by 
Simple Twist of the Wrist 

Made of Finest Steel 

A BRAND NEW IDEA IN GARDEN TOOLS, COMBINING COMPACT- 



It Will Pay You to Stock These Tools Now. They Satisfy and Build Up Your 
Trade, Bringing a Good Profit to You 

SOLD BY FIRST CLASS JOBBERS EVERYWHERE 


W. P. HORN CO., Pacific Coast Representatives 

Lot Angchi Rialto Building, San Francitco, Cat Portland 

NEW YORK STAMPING COMPANY 

BROOKLYN, NEW YORK 
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What American Business Thinks of N. C. R. 
Service in War Time 


As an aid to compliance with the 
Government’s request (or the conservation 
of man power and motive power, the 
N.CR System has received a striking 
endorsement from American business. 

“We recommend National Cash 
Registers to any who wish to con¬ 
serve, " 

“Cash registers save in auditing 
and cashier service. ” 

**National Cash Registers and 
Electric Credit System cause cus¬ 
tomers to carry packages instead 
of asking for delivery ." 

“We recommend the cask reg¬ 
ister system to every merchant who 
desires efficiency and economical 
service in his store ," 


The following excerpts from the hundreds 
of replies to die above telegram are from de¬ 
partment stores, five, ten and twenty-five cent 
stores, druggists, stationers, grocers, hardware 
merchants and many more fines of business. 

“The cash register gives correct 
records and is a great labor saver. ” 


records and is a great labor saver. ” 

“Without registers we could not 
handle the business with present 
force.” 

“Your cash register has be e n a 
great help in systematising our 
reports and records. ” 

“Your product is essential to the 
conduct of our business. ” 

“Cash registers speed up service 
to customers ." 


Whatever your busi¬ 
ness, the N. C. R. Sys¬ 
tem will help to put 
it on a war-time effi¬ 
ciency basis. 


For farther information fitt oat thm coupon and mad it today. 

D«pt 13704 National Cash Ragiatar Company, Dayton, Ohio 

Please give me full particulars regarding your up-to-date s ys t em for a Hardware 
Store. 
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Sell Saws That are Mechanically Right 

That is the way to satisfy your customers. They want saws that cut right, that hold 
their cutting edge, that are made of high grade steel. While the carpenter is today not 
so much interested in finish, he still likes to have a good looking saw and surely there is 
no other which compares with the Simonds in finish. 

There is none which excels it in quality. It leads them all in profit to Dealer and 
value to Customer. Send for catalog and terms. 

Simonds Manufacturing Company 

“ The Saw Makers” 

Portland, Oregon Seattle, Washington 

San Franeiseo, California Vancouver, B. C. 



MADE BY 


SUPERIOR Screen Door Check 

The only Cheek that has the jack-knife lever which 
allows the door to open elear up against the wall with¬ 
out strain on the Cheek. 

It also has a positive plunger and automatic inlet 
valve for air. 

The above features together with the low price 
makes it the best Cheek for user, dealer and jobber. 

Qqickly and easily attached by anyone. 

If your jobber can not supply you, write us and we 
will give you the address of your nearest jobber who 
handles our Cheek. 


SUPERIOR SPRING HINGE COMPANY, 136 West Lake Street, Chicago 



Revolving Bolt and Screw Cases 

Dealers in Hardware, Auto Supplies, etc., find that 
time and space are saved by using the Revolving Cases 
for keeping loose Bolts, Screws and Auto Accessories. 
Everything is kept right at the clerks 1 fingers’ end. 
Catalog sent on application. All jobbers handle these 
cases. 

Mean Bolt & Screw Case Co., Dayton, 0. 
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Stanley 

‘T^VI^LASTING” 

Chisels 

STRONGEST — FASTEST — 
MOST DURABLE CHISELS 
MANUFACTURED 

Blade, Shank and Head One 
Piece of Steel. Exceptionally 
Well Made and Highly 
Finished 

May Be Had Singly or in Sets 

Packed in Canvas Rolls 
or 

Fancy Hardwood Boxes 
Made in all Standard Sizes 
Special Circular Upon Request 


Every Building in Your 
Community Needs From 
Several to Several 
Hundred 

The R-W Swing Door Closer and Check 
meets particular favor among users be¬ 
cause— 

It is scientifically adapted to the use for 
which it is bought. 

Spring cannot be overwound. 

Liquid occupies separate chamber from 
spring mechanism which prevents leakage 
of oil. 

Adapted to right or left hand swing 
doors. 

Simple and effective spring adjustment. 

All parts machined to a perfect fit and 
are interchangeable. 

Made in six sizes for various weights 
of doors. 

Regularly finished in gold bronzo. Fin¬ 
ished in silver bronze or ivory black with¬ 
out additional charge. Prices for other 
finishes on application. 

Fitted with soffit, flush or corner 
bracket, or furnished without bracket. 

No. 643 Door Closer and Check is a 
worthy unit of the R-W line and conforms 
in every respect to the high character es¬ 
tablished by Richards-Wilcox products. It 
will sell itself in your community if you 
give it a start. 


Write for foldor 
tlon and prices. 


giving complete deacrip- 
Bent without obligation. 


Stanley Rule & Level Co, 

New Britain. Conn. U.S.A 




Aurora . Illinois , USA. 

Rtah*r**Afc« CanWUn CaJ.UXcndan.Okit 
"AAanfar ibr any rfoor thmt sm/tofrnm m 
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THE JAMES SWAN 

COMPANY 

SEYMOUR 

CONNECTICUT 

mm 

Chisels 

Augers -- 

Draw Knives 



Nail Sets 
Gimlets 


Gouges 
Screw Drivers 


New York Office: 100 Lafayette Street 

WE WERE AWARDED THE MEDAL OF HONOR ON MECHANICS’ TOOLS AT THE PANAMA- 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento, California 


Samson Spot 
Sash Cord 


Extra quality^ guaranteed free from 
all imperfections. Can be distin- 

g nishea at a glance toy the Colored 
pots. Specified by architects and 
builders everywhere. 

We manufacture braided cord in all 
sixes, colors and grades, for all pur¬ 
poses. Carried by all Jobbers. 




CLOTHES USES 

SOLID BRAIDED ROPE 

SHADE OORD 
MASONS’ LINES 
CHALK LINES 

Send for catalogue and sample*. 

Samson Cordage Works 

Boston, Massachusetts 



“Easy Empty Grass Catchers 


“Favorably knows 
the world over" 
now made with 

Re-Inforced 
Non-Slipping 
Bottom 

Rigid Light 
Durable 

Many exclusive 
patented features 
and strong selling 
points explained in 
Catalog No. 14. 

Writ§ far it 

■oma of Our feeifio Coast Jobbers 
California Xdw. Oo. Padfl© Xdw. ft ftteaft On. 
railing-VoOalmai Go. Tho Behaw-BaSohar Oo. 
Xonayman Xdw. Oo. Sohwabaehar Xdw. Oo. 
xeUsy-Kason Xdw. Oo.8aattl# Xardwara Oo. 
Marsh aD-Walla Xdw. Tba Tbomsoa-2Mggs 
Oo. Oo. 

Dunham. Oarriffam ft Xaydan Oo. 
Xefftnaa Xdw*. Oo. 

The Specialty Mfg. Co. 

St. Paul, Minn., U. S. A. 
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“WOBLD'B BEST” 
nr MU AMS TAOt 

World’s Bost 
Tubular Track 

Bam, Factory 
and 

Warehouse 
Door Hanger 

BXOLUHVB PBATUBBB 
Prams U best grad* mallsabl* trom. 

Whesl nadinMth track prevents derailment. 

Wide bearing of the wheel distributee weight and 
makes it the Baslsst Banning Hanger on the market. 

Packed one pair in box complete with bolts; one- 
half do sen pairs in a ease. 

Track has Slidable Bracket, which has made the 
World's Best Hangers so popular with the building 
trade. 

If your Jobber can't supply you we will. 

SAFETY DOOR HANGER CO. 

ASHLAND, OHIO. XT. A A. 

O. V. ft P. W. JONAS, Rialto Bldg., San Prandsoo, OaL 
and Equitable Savings Bank Bldg., Lea Angeles 
Western Representatives 


Hercules Knife Handle Screw Driver 
Forged Steei Handle Plate, High Oarbon Steel Tempered 
Blade, Hardwood Handle 


No. 102 Round.2 to 12 inches 

No. 12 Square.7-10x4 tt inches 


Challenge Plain Handle Screw Driver 
Red Varnished Handle 


Pull Tempered Blade 

No. 82 Mechanics' .2 to 12 inch 

No. 84 Cabinet .8)4 to 12)4 inch 

No. 86 Electricians' .2 Va to 12Va inch 

No. 37 .3-10x1)4 lush 

Write your Jobber for prices. 

0. W. CAUSE CO. J. C. McCARTY 

Western Sales Agents Eastern Sales Agents 

693 Mission Street, San New York City, N. Y. 

Francisco, Cal. 


The Bridgeport Hdw. Mfg. Corp. 

BBXDOBPOBT, CONN, 
tfitrhleai Scr e w Dr i ver s 

Tempered Blade Runs Clear Through the Handle. 
Rubberoid Finished Handles. 


j&gmfeA 

it- 

Cty 


The Milbradt Power Lawn Mower 

A bsolutely Reliable 
Operation Simple and Economical 

Valuable Improvements Have Been Made on THE 
1918 MILBRADT POWER LAWN MOWER 

The Gearless Differential adopted prevents all slip- 
Climbs steeper grades and works over 
•'•••• •*.<*' ground. 

v The Separata Clutch automatically engages or re- 

- cutting cylinder with the rmising and lowering 
^ 11 - me. 

| machine cuts 38 inches wide at twice the 

f a horse. Cuts high or low grass or 

JJ weeds. 

A perfect Power Lawn Mower that will 
, close and clean, quickly and eao- 

comically. Simple in construction and 
operation. 

We will ship subject to spproval 
I and guarantee to be satisfactory in 

^ ev **y »wpwt. 


MILBRADT MFG. CO. 

2414 Nartli Teeth Street, St. Louis, Mo 
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W E 


are sending 
a package of 


counter literature, 
booklets, hangers 

and trade 
aids to 

EVERY 
dealer we 
know of who 
has stocked 
any of the 
“PENNSYLVANIA'" 
Quality brand of 
lawn mowers. 

If you have not 
received yours, 
please notify us, 
stating the 
brands carried 
and from whom 
purchased. 


OS® 


Look for this mark 
on the handle of all 
* ‘PENNSYLVANIA’ * 
Quality Mowers. 

'Pennsylvania" 
"Pennsylvania Jr." 
"Pennsylvania Oolf" 
"Pennsylvania Patt¬ 
ing Greens Mower’' 
"Continental" 
"Great American 
B. B." 

'■hock Absorber 1 


"Quaker City" 

"Bed Olood B. B." 
"Orehld B. B." 
"Daisy" 

"New Belmont" 

"Bellevue" 

"Panama" 

"Delta B. B." 
"Blectra" 
"Pennsylvania 
Pony" 

"Pennsylvania 
Horae’' 

"Pennsylvania Grand 
Horse" 

"Pennsylvania Trio 
Horse*'—86-inch 
cut 



Pennsyu 



►OHATCP / 

Braun StSons 

PHILADELPHIA 


Works 



There is a Difference 
in Rope 

There may be very little dif¬ 
ference in the appearance of 
a new rope of one brand and 
. that of another, but if one 
considers of what a rope is 
made, how it is made, by 
whom it is made, where it is 
made and the reputation of 
the manufacturer, he will 
see that there must be a dif¬ 
ference. If you will consider 
all these questions before 
you place your next rope 
order — you will decide on 

COLUMBIAN 


Columbian Rope Company 

Auburn “7*# Cordag # City” New York 
Branches: New York, Chicago, Boston 
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1,000,000 


DROP FORGED WRENCHES 

ALL SIZBS AND FINISHES 

IN STOCK 


THE WHITMAN ft BARNES MANUFACTURING CO. 

BetabIiiM 64 Yttn 


GBNBRAL OFFICES: Akm. OU» 


NBW YORK STORB: 64 Bead# Street 


FACTORIES: Akr—. Obfe. Cbbe*. Ittaoie. 8<. OmL 


Surface Floor Spring Hinges. 

Are slow acting with a positive holdback feature when 
opened to 90*; will INSURE AGAINST ACCIDENTAL 
release of door. INVISIBLE TOP PIVOT AND 
SOCKET. MADE OP WROUGHT METAL. NO 
MORTISING REQUIRED. SAVES TIME AND 
MONEY—COST NO MORE. Write for catalog and 
prices. 

LAWSON MFC. CO. 

Comer Superior and Franklin Streets, Chicago, Illinois 

New York Office, 86 Welker street 



s n. 


“Forstner” Brace and Machine Bits 

Tor Fine Carpenter, Cabinet and Pattern Work 

Specially Adapted for Hardwood Working 

_— The Forstner AAbor Savina Auger Bit, 

unlike other is guided by ita Circular 

Him instead of ita center: consequently 
will bore any arts of a circle and can be 
guided in any direction regardless of grain 
or knots leaving a true polished surface. 
It Is preferable and more expeditions than ehlsel, gouge, scroll-saw, or lathe tool combined, for oore¬ 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy scroll twist columns, newels, 
ribbon moulding and mortising, etc. 

Manufactured by THE PROGRESSIVE MFC. 00., Dept. “A,” Torrlngton, Conn. 

Enquire of Your Hardware Jobbers, or Write Us Direct Supplied in Bets Write for Catalogue 
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GENUINE 

“PHILADELPHIA” 

LAWN MOWERS 




THE WORLD'S STANDARD SINCE 1869 

Genuine “Philadelphia” Lawn Mowers have never failed to give absolute satisfaction. We 
rf» employ only highest 

J if grade of materials 

/ / and workmanship to 

produce the most per- 
feet lawn mowers 
and some of them 
)\ have been in commis- 
skm twenty- five 
years, which proves 

mgEMmk/ fgp they are all that we 1 

claim for them. 

yrjj? ~~ Now is the oppor- 

* JJ tune time to place "ovebbbook.” • 'independence 1 ■ 

orders bouAb beabinos 

"GRAHAM” and "A” AU SUM, Prae- Mora Practical and Par Snporlor to Old 

tic ally Indestructible Catalog 021 r6<|U68t Fashioned Bell Bearlngi 

The PHILADELPHIA LAWN MOWER CO. J&SISSSK.'Src 

HAVEN & HAVEN , 508 Minion Street, San Francisco, California, San Francisco Selling Agents 


' 'OVEBBEOOK, * * * ‘INDEPENDENCE*' 
ROLLER BEABINOS 
More Practical and Far Superior to Old 
Fashioned Ball Bearings 



Are yon handling the 

10-in. and 14-in. 0. K. Cotters? 

If not, my Pacific Coast representatives 
will tell you why you should. 

Addreaa 

Omar Oox, Jonas & Oox, 

Underwood Bldg., Newhouse Bldg., 

San Francisco, OaL Salt Laka City, Utah 

Sands a Oox, Turnbull a Oox 

San Fernando Bldg., Mint Block 

Los Angelas, OaL Denver, Colorado. 

Strlmple a Oox, 

L. 0. Smith Bldg., Seattle, Wash. 

H. K. PORTER 

Bolt Clipper Specialist 

0 ASHLAND STREET, EVERETT, MASS. 


Tlie “PONT” 

Is the very best Hand Machine that 
money can buy, for setting Tubular 
or Bifurcated Rivets 



"THB POBT** 

IT* 8 GUARANTEED 
SOLD BY J0BBER8 EVER YW HER E 

Made by 

F. H. SMITH MFG. CO. 

CHICAGO, U. 8. A. 
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Motor Driven Pumps for Farmers 

Every fanner with a private lighting system is a prospect for a Goulds “Hi-8peed 
or a Goulds 4 * Pyramid ’' Pumping outfit. Both are equipped with y 4 h. p. 32 volt 

C1,rr6nt motor*, which arc cspcriaNy adapted to the current generated by farm 
lighting syatema Alao they are furnithed in varioua other motor driven and engine 
driven outfits. The ”Hi-8peed"—a new pump—ia a marvel. It operates at 500 revo- 


lulions per minute It ia simple in construction: few parts to wear—no gears to 
grtnd. It is actually noiseless When driven by motor, only the slight hum of 
“°V? r c *® ** V*** II »■ 8e,f oiling. And most important 

°f oil this Hi - fitoeed Pump is the same high quality which has char¬ 
acterised Goulds Pumps since 1848. Yet the price is much less than that 4 

of any other pump approaching it in serviceability and general attrac- I 

j tiveaees. a result of its remarkably unique, simple, original design. P 





YOU CAN BUILD 13 8TYLES FROM ONE OUTFIT WITH EXTRA PARTS 

The component parts of each style are interchangeable with the corresponding parts of 
each of the other styles, you need to keep on hand only one 
outfit and a stock of extra parts — a great dealer proposition. 

Goulds “Pyramid" Pumps have been recognized for many 
years as leaders among small pumps for private 

water supply systems Figure 1531 “Pyramid" aoiiT ns “WTnprrrv. 

«" H h n electric motor, form ”Q” £ U1 F 

aV drive (shorn n at the left), has a capacity of 6 gal r.,rrr..t t o«5iiI^K" end* •w^hilTa 

rvAdBEtl w\\ Ions per minute against 100 feet elevation. It ia <-ep*citjr A s (a |i. l0 * per minute. t Outite- “h 

MJr \w adapted to either elevated or pneumatic tank water- sad "L"—her* • eagaeblj of a guiion* per min«u 

Y% supply systems. This "Pyramid” Pump has many fctfchihllfcb analevnlftsnsi Mint 

| # exclusive patented features not found in any other small capacity 

^""Sc. /Jk A f pump It is a typical Goulds product—high quality in every respect 

f and guaranteed to do the work for which it is recommended. 

\ Writ* fday far dttmilt and )ric*% *n hath th* "Hi-Spatd” and tk* "Pyramid” 


GOULDS “PYRAMID” PUMP 

Fr^-ni q" Prive—reared |o I 4 h p X2 
toll direct current motor ('specify of 6 
gall>>ni per minute egsinet ISO feet 
of elevation 


The Goulds Manufacturing Company 

Main Office and Works Seneca halls. N. t7 


tfW York Ri-atnn 

IS Hurray St. M Pearl St. 
Pittsburgh 

SSS Henry W. Oljver Bldg. 


niicago 

L 13-14 S Clinton St. 
Atlanta 

M National Bank Bldg 


Ptuladolpfeia 
111 N. Third St. 


INI Ghrter BMg 


Sold by AH 


Buy a 


Leading Jobbing and Supply Houses SAMSON or ROWELL 


Railway Car Mover 


LITTLE SWITCH ENGINE 


t B. MMU a SOnTiWMn. WbC!.* YOUROWN 

ICaynat Comer. 60 S MM on St ( Saa Frandaco. Padflo Coast Representative PRICE EACH* AS .00 



GARDENS —GARDENS —GARDENS 


n* !ZS^ w * r * th * n *° m * MT p^p*! unnd in 
increased production, is our Country's ory 
. vi1°SSISS?B- 1 GARDgN._CULTIVATpR.HOE8 


. . ^wuui i vatuk-hoed 

AND f WEBERS are playing an Important part 

•LaiS! - JiS^X’ w i d# nao J«n?«nt They are favorite 
tools, but—the demand almost exceeds th# pos¬ 
sible supply. 

CALEBS: Don't delay your orders. 

are buying heavily, that you may be 
supplied. Early buying may pay you bir divi¬ 
dends. 

Remember the name—"NORCROSS." 

C. 5. NORCR08S & SONS 

SaMfMtmn BUSHMILL. ILL* U. S. A. 
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Clover Leaf Manila 

Rope 

Nothing Better 


Trmd* Mmrk 


PORTLAND CORDAGE COMPANY 

Portland, Oregon-Seattle, Washington 

Established 1887 



GARDEN HOSE 


THE 

BRANDS 

OF 

GARDEN 

HOSE 

WHICH 

INSURE 

QUALITY 


WHITE FOB CATALOGUE AND PRICES 

Goodyear Rubber Company 

B. H. PEASE, Prest. J. A. SHEPPABD, Viee-Prest. H. B. PEASE, JR, Treat. 0. F. BTJKTON, Secy. 
Non 687 , 689 , 691 Market and Seoond Sts. Hot. Si, 63, 66 , 67 Fourth 8t b Pino 9L 

BAN FBANOISOO, CALIFORNIA PORTLAND, OREGON 

GOODS SOLD TO THE TRADE OHLT 



INSIST 

UPON 


BRANDS 
AND YOU 
GET 


BEST 
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TOOLS A 

Pexto ]— 

Stanley -1 *\ 

Lufkin M 

Klein Jj MM 

Marshalltown 1 11 

Maydole r J 

Disstoo 

Yankee 

Walden 

Gathered to Give Sendee to Retail Dealers 

Strevell-Paterson Hardware Co. 

SALT LAKE CITY, UTAH 

Wholesale only. 

H-W-2 


Honeyman Hardware Co. 

Ninth and Hoyt Streets 

Fourth and Alder Streets 

NOW IS THE TIME TO ORDER 
YOUR SPRING 
... STOCK OF... 

Garden Tools 

Poultry Netting 

Lawn Mowers 

Pruning Shears 
and Saws 





Here’s the Sprinkler that’s 
in Big Demand 

CONTRACTORS IN YOUR 
OWN TOWN USE THIS BAR- 
ROW. 

ARE YOU SUPPLYING 
THEMf ASK FOR PRICES. 

WAREHOUSE TRUCKS, CASTERS, 
CONCRETE MITERS, SCRAPERS, 
HAND CARTS, FIBRE WHEELS, 
MILK CARTS, ETC., ETC. 


THOMPSON’S 

IMPROVED TWIN LAWN SPRINKLER 

Throws fine mist-like spray. Very novel 
design. Non-corrosive. Made of zinc, lined 
with brass. Covers large area. Order now. 
Sold thru leading jobbers. Write at once 
for descriptive folder of sprinklers and 
permanent systems. 

388-848 Brennan St. near 2nd 
SAN FRANCISCO, CAL. 


Thompson Manufacturing Company 

East Eighth and Santa Fa Avenue 

LOS ANGELES 
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The MARSH-AYER 

MITRE BOX is Recognized as the Best 

WHITE ron rULL nrrORMATIOJ*. 

H. G. MARSH GO. 

212 Race Street • • Rockford, Illiaoie 

WB8TBBH BBPBBSBMTBTirBS. 

Omer Oox.San fraaeiaeo, California 

Banda * do*.Loa Anmlaa, OalHorala 

Btrimpla * Co*.. • gtkMlj. «SS* 1, VR 0 S 

Jonea * Cox.Salt Lake City. Ctah 

Turnbull k Cbx.Danrar, Oolorado 


Shaving and Saving 

Our Government is 
preaching SAVING— 
most men are practis¬ 
ing it by SHAVING 
—shaving themselves. 

The majority use 
safety razors and buy 
extra blades. 

At the low price 
asked for sharpening 
blades men won ’t 
bother with trouble¬ 
some sharpening de¬ 
vices. That’s why a 

HATFIELD 
Grinding 
MACHINE 

is a good investment for stores that sell razors 
and shaving accessories. It keeps men coming to 
your store. 

The Hatfield sharpens every one of the 300 
different makes of safety razor blades at the 
rate of twelve blades in five minutes. 

We have compiled a booklet which tells all 
about this wonderful machine and shows the 
actual profits that dealers are making with it. 

You’ll find it of real interest. 

HYFIELD MFG. COMPANY 

21 WALKBR ST., NBW YOKE CITY 



Berger's Hooks and 
Pipe Fasteners 



MANY STYLES FOR WOOD OR BRICK 
SEND FOR CATALOG AND PRICES 

MAinCBY 

V BER6ER BROS. CO. 

Office: 220-231 Arch Street 
Store: 237 Arch Street 
W&rerooms and Factory: 
100-114 Bread Street 
PHILADELPHIA 

Manufactirara Tinners’ 
and Reefers’ Supplies 



American 

Seal 

Cements 


ASBESTOS 7UBVAOB OBMBHT will withstand nor* 
heat than iron, bakes u hard u tho easting itself, 
and will not eraek, shrink, crumble or fall oat. 

BXaASTIO OIL ROOT CEMBHT is a superior article fa 
colors for bedding slate and til# roofs and repairing 
leaks In tin, metal, gravsl and composition roofs. Es¬ 
pecially adapted for pointing op around skylights sad 
fire walls. 

OABBOIT OBMBHT, ths peer of all lightweight ce¬ 
ments, is made up of long asbestos fibre, and elastic, 
adhesivo waterproof gums. The ideal cement for mak¬ 
ing an old roof new, using the old roof as a founda¬ 
tion. 

T-00 it a waterproofing cement in oolora, especially 
recommended for use ou side walls exposed to henry 
driving rains, preventing the water from permeating 
than# walla. 

Manufactured by 

The Wm. Connors Paint Mfg. Go. 

1852 TROY, N. Y. »18 
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Number 200,' 
Assortment — 
Contains two 
Number 3 end 
four Number 
5 Pliers. 


Number 3—0 
inches long. 

Holds Nuts 
3 16" to H" 
out side meas¬ 
urement. 

Number 5—7 inches long. Holds Nuts 7*16* to 1* out¬ 
side measurement. 

Packed Vfc dosen in a box. 

This is one of the most popular tools we hare erer 
manufactured. For sale by all jobbers. 

VAUOHAM S BUSHNELL MFC. CO. 

fakers of Fine Tools CHICAGO 


Tbsra Is a Oiftosncs in Washers 


ONLY 


I 



£"■*••*» “F •**sr « 0»I — «lty. Ov Weaken 
art node of the Boot tutorial aad vltk Um 
• tnaot oara That's why tko largest loon of 
Waahons prof or thooo of our maka. 


Wo also mako 


umm% Washers mi Cast 
Bwgbt mi Stool Phts 


I- SOS —a- 

■ii wasasrs 


**-■ - 

rBM m 


Wrought Washer Mfg. Co. 


Ooeat W ep w — 



DOUBLE ACTING 
SPRING BUTT HINGIS 

horo the weight 
■ u pporting ,— 



coJly un 
durability. 

Bommer Floor Surface Spring Hinge 

Hao Boloaoo aad Bo l db a ok foatana, Ban 
B oa tin g aad Allgamoat Berios 

Tho moot durable hinge of ite tyno; holds the 
door open when swung to »• degress. The spring- 
action can be entirely releasee so door will swing 
H froe, without spring-action, by Inserting & 

■ fire nail (when the door is open) into a 

■ hole provided in tho side plates. The 

■ spring - ae- 

i ■ tlon can be 

restored by 

fit . « HP withdrawing 

^^2^BB**lSVype 

BOMMKR BROTH CMS, Min, Brooklyn, N. Y. 
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TOM QAMAQMU, SHOPS AND PAOTOHX2SS.—A simple, practical, efficient hoisting and 
tarrying device for handling heavy objects. Will pay for itself many times over In any garage, 
shop, factory or store where heavv objects must be handled. With this outfit one man can han¬ 
dle any object weighing up to 700 lbs. Two or three men can move a ton. Outfit consists of 
the Wagner 8elf-Cleaning Track, roller-bearing tandem carrier and centre pull triple sheave 
hoist. Write for pilots. Also ask for the Wagner 96 page catalog of Barn Door Hangers. 
Trolley Tracks, Studding Sockets, Hardware Specialties. Sleds and Non-Ttpping Coaster Wagons. 

WAONEE MPO. CO., DEPT. C, CEDAR FALLS, IOWA. 
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AN 

UNEQUALED 


In every race there’s a “CHALLCNQC” a “RIVAL” and a “BANNER” 

m AND WITH THESE LINES ON HAND YOU CAN LAND EVERY PROSPECT 

fi/FiCtN TAPES, BOXWOOD and SPRING JOINT RULES 

THE/l/FK7N?UL£ Pt 

a GUARANTEE # W Im**. INLifiyiHilLl.T. 

Stocked by Your Jobber mm V c—i - 


aiAHiaw ncm cmi 

IN Lafayette SL N. T. 
Send for Catalogue 


JENSEN-KING-BYRD CO. 

Spokane, Washington 

HARDWARE JOBBERS 

UNIVERSAL RANGES 

CONGRESS AUTO TIRES 

GUNS, AMMUNITION, FISHING TACKLE 


Wagner Trolley Overhead Carrier 
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PARKER 
SASH CHAIN 


THIS IS NO PREB OPPBR OF 

WILLIAMS SUPERIOR 
DROP-FORGTED WRENCHES 


You Buy 
the 

Wrenches 


We Provide the 
Display Boards 


SALESMAN” 

A 

Automobile 
Selection— 
Length, 54" 
96 Wrenches 

” SILENT 
SALESMAN” 
B 

General Hard* 
ware and 
Machine Shop 
Selection— 
Length, 54" 
120 Wrenches 


I. H. WILLIAMS & CO. 

“THE WEBNCH FBOFLB” 

(t S. Qtaloo Si., Chicago it Rkfcwb St.. Brooklyn. N. V. 


has gained favor amongst users because— 

The links are punched lengthwise with the 
grain, thus realising the tensile strength. By 
this method, the fracture whieh is liable to 
occur by punching the links across the grain, is 
eliminated. 

WHITE FOB 8AMPLE CARD AND PRICES 

PARKER SUPPLY CO. 

MANUFACTURERS 

784 East 136th St. New York 


Service for the User 
Business for the Dealer 


In selling Sturges Milk Cans 
you have one big point of su 
periority which good dairy 
men do not overlook. Each 
Sturges Can is built with 
Guaranteed Capacity 
Saves time and work for thedairy 
man. Starves Cans sell quickly— 
and hold the better class of trade 
—and bring better profits to the 
dealer. Write for catalog No. 29X 

STURGES St BURN MFC. CO. 

Established 1865 
C HICAGO . . ILLINOIS 

Quick Shipments 
Made from 
Pacific Coast 
' Warehouses 


The ORNAMENTAL IRON FENCES 

of Handsome Manor Grounds, Cemeteries, 
Parks, Etc., Are Protected by 

Dixon’s Silica 
Graphite Paint 

whieh is both an ornamental paint, and the 
loweat-cost-per-year paint, because it lasts longer. 
The paint for the dealer, jobber and mill supply 
house to recommend and thus best please the 
customer. Made in first quality only for over 
fifty years. 

Write us for booklet 230-B. 

Made in Jersey City, N. J., by the 

Joseph Dixon Crucible Company 

Established 1827 
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Pittsburgh Perfect 


Wire Nails 

ALL KINDS 

Barbed Wire 
Baling Wire and Ties 

AT RIGHT PRICES TO YOU 

PITTSBURGH STEEL CO 

359-365 Monadnock Building 
SAN FRANCISCO 

Shipped from Mill or San Francisco Stock 

A. C. RULOFSON CO. 

Sales Managers 


YOU CAN READILY SELL 

Dick Smith” Seif-Feed Nail Stripper 

To Fruit Growers , Box Makers , Conners 
Packers and Mechanics 


Will save time and money in your own packing 

I Best Construction —11-64 Bessemer rod 107 coke tin. 

i ^ 1 Lock corner sugar pine box. 

•jj Fastest —Self-feeding. No time lost in keeping full. 

Most Economical —Adjustable. Works nails from 
^ 2d to lOd equally well. 

Strongest —Put together in a way to insure dura- 

Handiest —Light weight. Only 10 pounds. Closes 

Write for prices and full information. 

DICK SMITH V 1738 West 51st Place, Los Angeles, California 

OR ANY WESTERN JOBBER 
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rtAT LINK 

CHAIN 

Nots the smooth round* 
•d edges end perfect 
finish of this piece of 
Hodell Chain. Compere 
it with ordinary stamped 
link chain with its rair- 
«ed edges and rough 
finish. No wonder the 
customer always picks 
Hodell Chain in pref¬ 
erence to the old tarpe. 
No wonder Hodell is 
the most popular and 
biggest selling flat link 
chain on the market. 
It will hob you build 
up I four chain busi- I 
ness. Wrilo for som 
pi— and our dealer 
proposition 

The Cleveland Gal¬ 
vanizing Works Co. 
Cleveland. O. 

ftaa Ptaociien 
Lem Aanln 

SeeMfc 

3t*w Tort City 







Quality or Prlco? 

Before purchasing Hardware Store Fixtures be sure you 
are right— than bay. 

Do not tot price alone be the Inducement. 

1 so ember there’s just as big a change to skimp and 
deceive in the quality of store fixtures as there is in 
any line of merchandise— so bo rare you are right, first 
as to quality —then price. 

“Duluth” Sectional Hardware Store Equipment 

is the best quality that skilled lsbor and highest grade 
materials can produce. It pays to buy the best—in the 
long run it is oy far the cheapest. 

Write us today for our attractive and interesting new 
Cstslog No. IOC of complete Hsrdwsre Store Equipment. 

DULUTH SHOW CASS COMPANY 

DULUTH, MINNESOTA 


5 Point Scratch Weeder 


TACKS S ^ LL NAILS 

Gobblers 9 Nails, Glazier Points, Etc. 



GILSON GARDEN 
TOOLS—Quick Sales — Liberal 
Profits. — Liberty Adjustable 
Cultivator-Weeder is an imple¬ 
ment of double efficiency which 
cuts the weeds snd cultivates at 
the same time. The malleable 
teeth of special design make this possible. Our Scratch 
Weeders are ideal tools for close work in beds or for 
greenhouse work. The pointed tines are self-cleaning, snd 
will not clog. Ask your jobbsr. If he can't furnish 
information, write ns. 

J. E. GILSON 00.. Port Washington, Wls. 


Double-Pointed Ticks sad Staples 

Send for Illustrated Catalogue, most convenient 
and comprehensive 

~ THE SHELTON TACK CO. 

Successors to 8helton Co. 

Shelton, Conn. New Tork Office, 06 Warren St. 


Do You Sell Hose Menders? COLD WELL 


Improved Perfect Cllnehlng 
Hose Menders are fast sellers. 
Made with seamless brass tubes 
and heavy galvanised elampe. 
Also all steel retinned. Every 
clamp Is turned inwardly to 
grip the hoea Prloes right. 

Send for our general catalog 
—to-day. 

BTUBCIt A BUCK CO. 

Peseta, Mlasls 

154 Cha m ba n Strut. J. M. S hwwssd. Mseagar 
ds—M alta BaMfcg. Wfltom P. Hm, Mssacer 


WALK TYPE 
MOTOR MOWERS 

Also manufacturers of triple gang mowers, 
single horse mowers and hand mowers—150 dif¬ 
ferent styles and sizes. 

Writ* for pric # lists and full particulars 

Cold well Lawn Mower Company 


Fsetory snd Offices 
at Nawburgh, Hew Tork 


Chicago Office 


Bt, Chicago 
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Have You Sold Any of These 
Motor Lawn Mowers? 


EVERY PARK, CEMETERY, PUBLIC SQUARE, GOLF LINKS 
OR PRIVATE PLACE IN YOUR TOWN, SHOULD HAVE 
ONE OR MORE OF THESE TIME-SAVING LAWN MOWERS 



A Motor Lawn Mower Consisting of a Light Powerful Gasoline Motor 
Mounted on a Frame of a Traction Roller and Arranged to Propel 
a 25 - Inch Lawn Mower Unit. 

Has a 3£ Horsepower Motor, Single Cylinder, Four Cycle, Water 
Cooled, 3-Inch Bore, 3-Inch Stroke, and a Speed of 1200 R. P. M. 

Write Us for Specifications 
and Prices 

Baker, Hamilton & Pacific Company 

San Francisco, California 
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m 


ovePipe 


is made from Even Colored, Polished, Planished or Galvanized 
Steel Sheets, in all gauges, and in 4" to 7" diameters. 

Six style locks to choose from, all simple, strong and capable of 
making a perfectly rigid joint. 

Corco Stove Pipe is shipped in steel casks with wood heads that 
save a joint on every package. With paper wrapped or wood 
crated pipe the outside joint is usually battered 
and rusted when delivered and must be thrown 
away. 

Madelikc this Corco Pipe, in the steel drum, comes to you 
with the outside joint in the same good con 
The Com stm pipe dition as the inside sections. Makes handling 

booklet, ahowins *n and storage easy. Can be used over again. 

style lock., will be ^ 

mailed on request. 

Whitaker - Glessner Company 
WHEELING CORRUGATING DEPT. 

Wheeling, W. Va. Af.m6.ra of National 


Brandi Offices and Warehouses 
New York Philadelphia Chicago St. Louis 
Kansas City Chattanooga Richmond 


Members of Nmtionmt 
A—ocimtion of Sheet mnd 
Tin Plmtm Manufacturers. 


Shipped like this 


vpiT Firearms 


The Proven Best 
by Government Test " 

Colt’s Patent Fire Arms Mfg. Co., Hartford, 


Through All Wars 
The National 
Standard 

Tried and trusted by 
“our boys” in their 
heroic defense of our 
national honor, 

Colt Firearms 

are today as they 
have been for genera¬ 
tions back, the great 
American weapon of 
dependability. 

The best is none too 
good for Uncle Sam 
in the field—nor for 
the HOME. 

Rovolvora 

Automatic Pistols 
Automatic 

Machine Guos 

Conn., U. S. A. 


Pacific Coast R ep resentative, PUL B. Bekeart Co., San Francisco 
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PRICE LISTS 


THE NORTON DOOR CHECK AND SPRING WITH REGULAR ARMS 

Besides the sizes specified foT certain size doors it is good judgment to 
take into account the wind pressure, suction blowers, heating system by 
forced air, elevator draughts, etc. 

8ize A—Suitable for light inside and screen doors.$ 3.50 

/Wk Size B—Suitable for light inside doors 2 ft. 6 in. wide by 1% in. thick 4.25 

Size C—Suitable for doors 2 ft. 8 in. wide by 1% in* thick. 5.00 

JgSEEjKifc Size D—Suitable for heavy inside or light outside doors 3 ft. by 7 ft. 

by 2 in. thick. 6.00 

f jps. Size E—Suitable foT heavy outside doors 3 ft. by 8 ft. by 3 in. thick.. 8.00 

OTHfeHL Size F—Suitable for extra heavy outside doors. 10.00 

Regular finish—Norton Maroon Bronze. Packed one in a box with 
screws and wrench. 

Checks furnished in Gold, Aluminum or imitation Bower Barff without 
extra charge. 

THE NORTON DOOR CHECK AND SPRING WITH HOLD OPEN ARBIS 

Arms Made Reversible, Tom Over for Other Hand 



Size A—Suitable for light inside and screen doors.$ 4.00 

Size B—Suitable for light inside doors, 2 ft. 6 in. wide by 1 % in. thick. 5.00 

Size C —Suitable for doors 2 ft. 8 in. wide by 1% in. thick. 6.00 

Size P—Suitable for heavy inside or light outside doors 3 ft. by 7 ft. by 2 in. thick. 7.00 

Size E —Suitable for heavy outside doors 3 ft. by 8 ft. by 3 in. thick. 9.50 

Size F—Suitable for extra heavy outside doors... 12.00 

Packed one in a box with screws and wrench 
Regular Finish Norton Maroon Bronze 

Checks furnished in Gold, Aluminum or Imitation Bower Barff without extra charge 

THE NORTON HOLD OPEN ARMS ONLY 

Size A.$1.50 

Size B . 1.75 

Size C . 2.00 

Size D. 2.25 

Size E . 2.50 

Size F. 2.75 



180 DEGREE HOLDER 

Special design for Hold Open Arms when doors opep 
180 degrees. Same price as Regular Hold Open Arms. 
This 180 degree Holder is used in connection with a Regu¬ 
lar set of Arms. 


The Tritch Hardware Co. 

DENVER 

Distributors for Colorado, Wyoming and New Mexico 
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No. 400 Blower 
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CHAMPION 

BLOWERS 
FORGES DRILLS 


No. 408 Forge 


No. 203 Drill 


CHAMPION TOOLS 

Built for Service 

Carried in Stock by all 
Leading Jobbers 

Write for 365-Page Cata¬ 
logue 


THE 

CHAMPION 
BLOWERAND 
FORGE CO. 

Lancaster, Pennsylvania, 

U. 8. A. 


Sell Satisfaction 


i ou market confidence when you 
offer the powerful Samson Punch,’be 
cause it delivers 100% punch service 
to the customer, 100% satisfaction; 
no question about it. 


SAMSON PUNCH 


MT The wide ranfe of Samson uses 

in the great variety of trades — 
J workers in sheet metsl, furnace 

mj piping, roofing, leather, paper, 

J fabrics, etc.—assure maximum 

ml write for \\ •* ,e# Po«*»bilities. 

m! The Samson punches sheet 

K Prices and iron and soft steel up to 20 

K . ml gauge; paper, cardboard, leather, 

W Discounts m etc f up to ^ inch. Takes seven 
w s Interchangeable punches and 

dies — sizes from l/16*inch to 
H*inch diameters. Drop forged steel, nickel plated. 
Sold on every continent on the globe. 

MACHINE APPLIANCE CORPORATION, 351 lay SL. Brooklyn. N. Y. 


1 


1191 


We manufacture everything from dependable hand fire 
extinguishers to large chemicel engines and chemical 


tanka for fire department service. 


, _ _ _ ere s good profit 

in being oar agent. We carry the stock. Write us for 
catalog and special hardware discounts Manufacturers 
of Fire Apparatus. O. J. CHILDS CO., Utica, N. T. 
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HAMMOND LUMBER COMPANY 

WHOLESALE HARDWARE 

WHOLESALE PAINTS 

Specializing In BUILDERS’ Hardware 

Sargents Locks and Hardware, Galvanized and Painted Corrugated Iron, 

Nails, Bolts and Barbed Wire, Northwestern Expanded Metal Lath. 

Beaver Board, Black Bock Board and Composition Roofings, Felt Insulating and 

Upson Board. Building Paper. 

Cal-pa-co Paints and Painters’ Supplies. 

Full and complete lines of these materials stocked in carload quantities. 

We solicit your inquiries. 

Offices and Warehouses, Twentieth and Alameda Streets - - Los Angeles, CaEforaia 


A. M. Holter Hard¬ 
ware Company 

BmuMmM It$7 
HELENA, MONTANA 


WHOLBSALB 

Hardware, Sparting Geeds 

Ammunition 
Blacksmiths' Supplies 
Pipe 

and Fittings 


Mill and Mine Supplies 


The 

Schaw-Batcher Co. 


SACRAMENTO, CAL 


WHOLESALE 

HARDWARE 

Pipe aid Fittings Sargent ft Ce. 
Canton Steel Sniders' Hardware 
Anmamitioa Mi said Mining 
Sporting Goads Snppies 
Bhcksnfth 


pi IPMT IVORY RRANn Second Growth Hickory Handles 

D Mm 1 wl I I W Mm ■ w mm Special attention given orders for 



ion given orders for 
hand made Axe. 
Pick, Sledge and 
Hammer Handles. 

IVORY HANDLE 
COMPANY 
Hope, Arkansas 
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IK m HUM LEMCSS 

■kib mv mr 

—After tuing them an en¬ 
tire season anglers tell os 
they are freeh and show no 
signs of wear whatever. 
They never break becaoae 
there are N 0 knots or 
splices. They are invisible 
in the water. 

—Five breaking strains, 80 

r unds to 4 pounds; lengths 
6 and 9 feet. Endorsed 
by the Test and Tryout Do* 
pertinent of the National 
sportsman. Booklet o p o n 
request. 

—This ad and 25c brings 
yoo a 3-foot sample, 50e 6 
feet, 75c 9 feet. 

Good Dealers Everywhere 
Sell Then 


Sff* “UNIVERSAL” 


Vfelsh Leader 

Robertsons Original 
"Telarana Nova" 

\ No Knot, - No Ssbcn'. 
V Strong. Durable. / 
Invisible ^ 


JOE WELSH 

PASADENA. CALIFORNIA 
Eirlssiw Aftnf U. S. end 


BARTLETT Compound Lever 


SNIPS and 
PRUNING 
TOOLS 


The Omp s ti dl Lmr gives aft even enttlng. 

The combination of the beet tool atoel and the patented 
compound lever makee a mechanic’s snip for herd, dif¬ 
ficult cutting. Made in all sisee. Folly guaranteed. 
Dealers are Invited to write for full particulars. 

Our tree trimmers andpronsrs are made on the com¬ 
pound lever principle. Tnev ere practical and satiafae* 
tory. Write for catalog. Address 

BABTLBTT MAMUTAOTUWO OO. 

36 B. Lafayette Aee. Detroit, ABaft. 


Lau’s Ball Baarlag Parlar Osar Haigirs 

Are the easiest run- 
ning, most nearly 
f noiseless, strongest, as 

If ( 1 well as the most dur- 

HL H M si*It* hangar .in the 

I JgJ iw market today. For 

\ W \ % \ twenty five 

i'jsuniversnlly 

| an the v r y best 

I jW II ^ 3^31 catalog of other 

lljl I m 5 JI goods. 

gTjBffi LANE BR0S - co ' 


Columbus 

0 hio.u.sa 


Dumbwaiters 
and Elevators 


setorsd by Spedafists and Guaranteed 
Send ios Citdsf end Diecounts 


SLIDES 

Are an Absolute Business Getter 


No. 4— H” Diam. 


No. 3— H m Diam. 


No. 2—13/16* Diam. 



No, 1—1* Diam, 


An ideal article to in¬ 
crease the service, abil¬ 
ity of many pieces of 
furniture where Casters 
are unsuitable. 


They are easy sellers 
and afford a good mar¬ 
gin of profit for the 
merehant. 

“Universal” gild— eaa 
be attached with per¬ 
fect safety to the most 
fragile pieee of furni¬ 
ture—the unique posi¬ 
tion of the prongs obvi¬ 
ate the possibility of 
splitting the furniture 
or causing an ugly pro¬ 
jection. 

They are constructed of 
high grade steel, ease 
hardened and neatly 
niekel plated. 

Made in four sizes— 
Fifty sets of size one, 
two, and three, and one 
hundred sets of size four 
in a box. At so slight a 
cost yon cannot afford 
to pass them up. 


Write for 
SAMPLE CARD 
No. 25 H.W. 











Y0 


Kaauf aotured exclusively by the 

IMiersal Caster & Foindiy Works 

Division of The Bassidr Oo. 
BRIDGEPORT, OONN. 

EUGENE 0. SAUL 
Pac. Coast Representative: Monadnoek Bldg. 

San Francisco, GaL 


196 LIBERTY STREET .... NEW YORK 
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Brier Hill Steel 

Comply 

A. C RULOnOH. Pm’t 


BRIER HILL STEEL CO. 


OF CALIFORNIA 


Brier Hill Steel 

ConpMf 
J. S. BISHOP, Soe> 


STEEL SHEETS 

ALL KINDS 

Stock or Mill Shipments 

^ WRITE FOR PRICES ~^sT 

*■* WE WILL DO THE REST «■» 

Large Stock in San Francisco 


3 S 9 -3 6 5 MONADNOCK BUILDIN9, SAN FRANCISCO 





THERE ARE MANY REASONS 

For the Cootiooed aod Increased Growth off Ow Trade 


EVERYTHING IN HARDWARB, IRON, PIPB AND HOUSE¬ 
HOLD UTENSILS, SPORTING GOODS AND CUTLERY 

THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL 
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H. ROTH & SONS mt-im Mb** st 


JOBBERS OF 

Hardware, Household 
Specialties 
Machinery and 
Miscellaneous * 
Merchandise ^ 


WE ARE NOW RECEIVING OUR 
IMPORTATION OF 

Genuine Swiss Rieser 


Pruning Shears 


WILL BB LOCATED IN 

OUR NEW BUILDING 

IN COURSE OP CONSTRUCTION AT 
942-944-946 MISSION ST., SAN FRANCISCO, CAL. 
MAY FIRST 

Wa Solicit Year Patronage mad laqairiea 


Fully Warranted. Hand Made of High Grade Steel 
All Sizes and Patterns Carried hi Stock 


EXTRA BLADES 

EXTRA BOLTS EXTRA SPRINGS 


OIIR PRICES WIU INTEREST YOU 


Granucci Hardware Co. 

Importing Agents for North America 

633-647 Front Street, San Francisco, CaL 


100-Shot Gallery Championship 


Shooting 


WON BY ARTHUR HUBALEK 
Score 2476 out of a possible 2500 


.22 Short Semi-Smokeless 
CARTRIDGES 

Second place in the Championship event was won by Mr. L C. Buss, 2464, Mr. 
Hubalek tied (or first honors in the Continuous Match , and Mr. E. Kogler won the Bull’s 
Eye Match, all using P at e ra. 

This tournament was held under the auspices of the Zettler Rifle Club, New York 
City, March 13-16, and attracted the best off-hand shots in the country. Range 75 feet, 
standing position. 

All but two of these expert amateurs selected Patera Semi-Smokeless Cartridges as 
the most dependable for such an important contest 


TIn IBS-Shot 


THE PETERS CARTRIDGE COMPANY 

Pacific Corat Brandi: 565-567 Howard Straot, San Frandaco 
oil .Walla Hardware Co., Portland - Spokane, Duluth, Winnipeg - Edmonton 
Hibbard, Spencer. Bartlett A Co.. Chicago, 111. 

Boiler A Britain, Inc., San r ran deco 


13 Mt Bf Hm past 21 ywv 
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Garry Your Stock on Our Shelves 


HE successful retail merchant today 
is constantly planning how to keep 
_ his investment in merchandise at 
the lowest possible point and still main¬ 
tain a profitable volume and satisfactory 
turn-over. This problem exists in every 
business and is of the utmost importance 
in these times of high prices and fluctu¬ 
ating values. 

The solution lies in purchasing goods in 
small quantities from the nearest home 
jobber who carries a complete stock and 
can fill orders promptly and give every 
day helpful service. 


We carry the largest and most complete 
stock of Hardware and Auto Accessories 
between Chicago and San Francisco and 
thousands of successful merchants in this 
Inter-Mountain country are profiting by 
the service we are rendering. 

Merchants who will let us CARRY THE 
STOCK ON OUR SHELVES, and send it 
to them as it is needed will keep their own 
investment at the lowest possible figure, 
and will be able to confidently face the 
future, knowing that they are well forti¬ 
fied to meet any emergency. 


THE SALT LAKE HARDWARE GO. 

Salt Lake City, Utah — Pocatello, Idaho 




Pop Up—Automatic Lawn Sprinkler In Operation On the 
Orounds of the 

UTAH STATE CAPITOL BUILDING 

Can be regulated for any spray from a fine mist to a very 
coarse stream. Hade for half inch connections. Has 
25'-0" distribution with 75 pounds pressure. Made of 
non-corrosive metals. Has but three parts, nothing to 
wear out. Flush with ground when not in use, made to 
cover one half circle or full circle. Write for sample— 
booklet and prices. For Sale by 

W. D. ALLEN MFG. CO., Chicago, Ill. 
PITTSBURG VALVE & FITTING CO., Barberton, Ohio. 

or 

AUTOMATIC LAWN SPRINKLER CO. 

Salt Lake City, Utah 
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Retails for 
$ 1.00 
SOLD ST 
Hardware Stores 
Paint Stores 
Department Stores 
Decorating Establish¬ 
ments 

Write for free descrip¬ 
tive circular sad prises 
to the trade. 

Tbs M MJ-Slir Csopaay 

tt3-L W. B s Omsa Bldg. t Loo Angeles, OsL 

(Factory: Baa Fraacisco) 


sr kffi&ss 

PolishesV C.4P 

Furniture, Hardwood Floors 

Interior Woodwork J P 

made clean and bright with one operation. Sweep 

household needs It. 

There’s a good pro f it for sweep merchant. 

For speolal introdaotorp offer to dealers write 
TBS OBOIBWAZ OO. 

JUS Story Building Los Angeles, Cam. 



^ “QUICK MEAL” 

All Blue Porcelain Enameled and 
g Black Porcelain Enameled Ranges 

\ ___, are “Rust Proof,” “Sanitary” and 

tf r r>jFr Easy to Keep Clean, being Elnam- 
I j ** eled Inside and Outside. 

/i ' -v Not affected by the Hottest of Fires. 

J Write for Catalogue and 

Agency 

Ringen Stove Company Division of American Stove Company 

C. FL SCH1ECK, Pacific Coast Agent 

715 Indiana Street, near 19th SAN FRANCISCO, CALIFORNIA 
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THE MONARCH 

(Trade Hark Beg. XL 8. Pat. Offiee) 

REFRIGERATORS 

Made in Zinc, White Enamel Porcelain and Seamless Porcelain Lined. Handsome 
Strongly-made, Up-to-date Refrigerators at prices which net yon a good profit. 
Ash and Oak Oases. Strong, removable Air Fines. Removable 
Waste Pipe and Trap. Retinned Wire Shelves, bright as silver. 

Strong Hardware in Roman gold and nickel plate. Good Casters. 

An old established line—on the market 25 years. Has always been a good seller in large 
and small stores, because it looks right and is reliable—there are no come-backs. 
“It’s the Frigid’Frigerator”—the “Box that’s on the Boom." 

Large Stock Carried in Los Angeles 

UNION HARDWARE & METAL CO. 

Distributors for California, Arizona and Nevada. LOS ANGELES, CALIFORNIA 
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HERRICK 

DRY AIR 

REFRIGERATORS 


SANITARY TOOTH BRUSH HOLDER 

StOaoB Sight 
Hit CAPACITY aad 
8TYLB 

This it u attractive 
Bathroom Fixture. It 
•tamped out of on* 
piece of aheet ateel 
and beautifully enam¬ 
eled. 

▲ SPLENDID 
DETAIL AETZOLB 

The holder U a aelf aeller and earriea a profit to the 
dealer. 8end for illuatrated circulars. 

B. J. OHUBBUOK OO., Dept. 5 
Oeaat Diatrltetera 

7S1 Market Street 8an Prandaco, OaL 


GENUINE 

I 1 HUNTER’S SIFTER 

PI^H Tbs Standard for a 
^ f Quarter-Century 

Sectional Vies Order from you Jobber. 

Showing Conet ruction 

Combi nee strength, beauty, uoofulnoM and dura¬ 
bility. Clean it neee always poaalbla Mads In one 
pises of extra heavy tin plats, nlekel trlmminga 
Handle ewsdged to body. No soldered Joints to 
oomo loose. Kasy to re mors all parts for cleans- 

***' THE FEED J. MBTEBS MFG. OO. 
Bender Street Mammon, Olds 


BEAUTIFY FURNITURE 
PROTECT FLOORS and Flow 
Coverings from injury by nsinf 
GLASS ONWARD SLIDING 
FURNITURE SHOE 
In since o4 C oo t se e 

If your dealer will not supply you 
write ns. 

ONWARD MFC. CO. 

Menaahe. Wie. Kitcbea er, Oat 


‘A NS ONI A” NAIL CLIP 10c. 

Made by the mak¬ 
ers ef the M Oem” 
nail Cllppar. 
Twelve In a bos er 
11 on a display 
card. Fast ten- 
oent tales. 


H. C. COOK CO. 


El^Mrsm 
- AN SONIA, CONNECTICUT 


BAST TO OT RID OP TBB POCKBT 
OOPBBR WITH TD 


THB TRAP THAT TAKES THE OO OUT OF QOFHEE 


MANGRUM & OTTER, Inc. 

827-831 Mitaion Street 
SAN FRANCISCO 

Distributors for Northern California 

We Offer You the Exclusive Agency in Your Town 
Writs Ua for Catalog and Particulars 


-BUILT ON HONOR" 
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QUALITY, plus SERVICE, equals SATISFACTION 


HERCULES 

Gasoline Engine 

Most complete and up-to-date engine 
made. Has less parts and tool proof. 

Fitted with Webster Oscillating Magneto 
REQUIRING NO BATTERIES 
Always Easy to Operate 

Sizes 1 3, 5 , 7, 9, and 12 Horse Power 


THE EAGLE WOODENWARE IHFG. CO. 


Manufacturers, 

Hamilton, Ohio (I. S. A. 


Win hold s 10, ll or It tmk 
olothoo wringer. 


For Irrigation—Power, Belt. Electricity, Air, 
Vacuum. Chip, Spray, Wine, Oil, Mines, Steam, 
Water Works. Wind Mills, Road Sprinkling, 
Rams. Hand, Deep and Shallow Well Pumps, 
Goulds Celebrated Triplex Pumps. 


Centrifugal Pumps Pipe, Pipe Fittings, Brass Goods, Tanks, 
With Oil Bearings Wind Mills, Gasoline Engines 

WOODIN & LITTLE 

PUMP HOUSE 

33 TO 41 FREMONT STREET SAN FRANCISCO, CAL. 


In offer ing you our line of goods, we are offering you 
QUALITY and SERVICE, find complete Satisfaction comes 
only in the selection of goods that have stood the teat of 
time. In stocking onr goods, you get this SATISFACTION. 


"ft u Our products are built of high 

grade material and are guaranteed 
against all defects. The increasing demand for these 
goods is conclusive evidence that they are the Standard 
of Comparison, the Highest point of Mechanical Skill, 
and the Acme of Perfection. 


OUE STOCK OF PUMPS POE EVERT 
SERVICE AND USE 


W. & L. Pneumatic Water Supply Systems 


Our EAGLE MOP WRINGERS and BUCKETS COM- 

DTVTCm ..J OTTDUDTAD WAT T\TXTO _ 

WASH BENCHES have the reputa¬ 
tion of never failing to satisfy. You 
will find these two lines, quick sell¬ 
ers and big profit producers. 


Goulds Pyramid Pumps 
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F aultless Paster ftunpany 


Evansville 



Indiana 


Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 


% 



Full Size Plate 2-8 


“Move the FAULTLESS Way ” 
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White Mountain Refrigerators 


“The Chest With the Chill in It” 

The name “WHITE MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Ef¬ 
fort, Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow-White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excel lent qualities 
found in all “WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated 1918 r/ 
catalogues and booklets. R 


Maine Manufacturing Company - Nashua, N. H., U. S. A. 




York City Bouton, 


bbavox omens:— 

Atlanta. Chu Dallas, Texas San Yranoiseo, OaL 
Melbourne, Australia 




Denver, Oolo. 


The Ontario Knife Company, Frankiinviiie, N. Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TMADE 


If you are s wholesale dealer and have not our catalog and prices, you should write for them at once 



B UTCH BB 

SKINNING 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGETABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles. 


We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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YOUR CUSTOMERS WANT THE BOOMER 

IT YOU OHLY SHOW IT TO THEM 

BOOMER CANNON 


Adapted for tnijr mo. Ia the ettoegeet aad moot durable Cannon Store made. Ooaatrueted ao that a 
•beet iron drum may be attacked, and than inereaee the heating eapaelty. 

Made in aix aiaea. 1 t t 4 S 6 

Diameter of Fire Pota 1J%" 16“ 18’ 80" 88" 84H" 




Weights, 188 840 800 888 588 878 

OU* LOW PKICBB WILL SUBPRI8B YOU—Write for them. 

THE HIM-SNYDER CO* Manufacturers - - MASSILLON* OHIO 

Trade mark “Boemr” Beglatered—Ho. 68288 


EveryoneSerSLunShould Know 

About the Practical end Exclusive Features Embodied in the 

LEXINGTON ALL-CAST WARM AIR FURNACE 


WILL MAKE YOU MONEY 
BECAUSE 

—it does an average ironing for less than two cents. 

—it has a valve that regulates the heat instantly. 

—it is the right weight—right size—right shape. 

—it ia highly polished and nickel plated throughout. 

—it has an always cool wood handle protected by an 
asbestos insulated lid. 

—it is used and praised by over 850,000 housewives. 

Write us now for doimU s also name of 
nearest distributer 

ROYAL IRON MFO. COMPANY 
553 Wayne Street Big Prairie, Ohio 


Sell the Coleman “Quick-Lite” 


This newest Coleman Lamp is the best seller yet So 
simple, economical and safe, that customers buy quickly. 
Every sale means a liberal profit to you. 


LIGHTS WITH 


MATCH 


The Coleman “Qulck-Lite” is the most wonderful lamp to handle. No 
torch needed. Lights with ordinary matches like any plain kerosene 
lamp. Makes and bums its own gas from common gasoline or kerosene. 
Gives s brilliant, steady light of 800 candle power without glare or flicker — more light 
than 20 old style oil lamps. Can't explode. No danger if tipped over. Very ornamental 
and comes in variety of styles. 

Dealers wanted in all parts of the country. Write at once for catalog 86 and 
proposition. Address nearest office. 

THE COLEMAN LA MR COMPANY 

Wichita, Kant., •«. Paul, Mian., Toledo. Ohio, Dallas, Toaes, Chicago, III. 


We do not make extravagant claims. As a 
consequence the Lexington proves s pleasant 
surprise rather than a disappointment. Lexing¬ 
ton dealers are enthusiastic. Lexington users 
are Boosters. 

CULTIB * PBOOTOB HOYS OO. 

Peoria Established 186S TlHsels 
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Are-You Ready 

For the 

Big JSpring Drive? 


The time is ripe to begin your offensive 
against the worst enemy man has, the fly. 


Oil Stoves 


Division American Stove Company 

CHICAGO 

HOLBROOK, MERRILL A STETSON 
San Franoisoo and Los Angeles Jobbing Agents for California 


It is important to strike the first blows 
hard, for unless you do, new recruits will swell 
the enemy’s ranks so rapidly, the fight will 
be lost 


With Avis Sanitary Fly Traps on the 

firing line, every fly is a “goner” and every 
resident of your city a “comer” to your store. 
Get your order in today. 


If your Jobber doe s not have 
them, write to us 


Manufactured 

...by 


A. B. Avis 

Pomona, Cal. 


THEY SAVE TIME—THEY SAVE OIL. 


GEORGE M. CLARK & COMPANY 


Clark Jewel oil stoves immediately secure 
the attention and admiration of your customers. 
They cannot help but admire the pleasing * 
Olive Green enamel finish and excellent work¬ 
ing qualities of these stoves. 

Clark Jewel oil stoves are strong and dur¬ 
ably made. The burners are short and close to 
the top. The hot blue flame strikes the bottom 
of the cooking vessel direct and gives quick 
results with little oil. 
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Each of the three, 
LIGHTNING, 
GEM or BLIZ¬ 
ZARD, has served 
the housewives of 
America for thirty years, 
and like the cream they 
create, are in demand in all 


Order Now 
Be Prepared 

Either Pair a 
Safe Choice 


seasons. 


They are built of the best 
material and workmanship 
possible — their ingenious 
construction makes them 
easy to operate, quick freez¬ 
ing and economical to both 
dealer and user. 

The Blizzard being simpler 
in construction and cheaper 
in price makes it a good run¬ 
ning mate with either the 
Lightning or Gem. They sell 
themselves and 
stay sold! This 
means easy net 
profits for you. 

Any Jobber 
Can Supply You 


NORTH BROS. 

WG. GO. 

Philadelphia 

Pa. 




B 168-18 

High Closet, Tea Shelf, Pouch Feed and Reservoir 
Can be had without Pouch Feed 
Can be had without Reservoir 
Three Sixes—lfl, 18, 20-inch Oven 

Non-Corrodible 
“Lorain” 

Enameled Body Range 

The “ Lorain M has been famous for 
many years as a snappy, quick baker with 
a high percentage conservation of fuel. 

Now, with the addition of the new “B M 
Series line with stippled dark blue porce¬ 
lain enameled body, you can offer your 
trade a range that has all the advantages 
of a steel range with the anti - corrosive 
features of the best cast-iron range. 

The “B” Lorain is very handsome and 
is a winner on sight. The body is sani¬ 
tary and can be kept free of all grease 
and dirt as it will wash with water. No 
blacking required—a conservation of time, 
labor and temper. 

Write for Catalog and Agency 

National Stove Co., Div. 

American Stove Company 
C. H. Schieck, Pacific Coast Agent 
715 Indiana St. (near 19th St.) 

San Francisco, California 
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No. 117 
Japanned 
$ 1.10 

No. 118 
Tinned 
$1.20 



Cherry Time is “Harvest” Time 

FOR THE HOUSEWIFE, AND FOR 
Rfc. ^aue^ YOU! There’ll be more stoning and 
preserving of cherries this year than 
j over—more cherry stoners needed, 

m\ iu^fA W Lend your help! Almost every 
^ W housewife will w a n t a cherry 

L _ stoner; the best. Tell her how the 

J “ENTERPRISE” Cherry Stoner 

does the work easily, quickly, perfectly, without waste, and your sale is made. Saves 
time and labor. Saves the juices. Doesn’t crush or mangle. Keeps the cherries almost 
round. Sends the fruit into one receptacle, the stones into another. They “ preserve ’ 9 
better, look better, taste better, when stoned with an * 1 ENTERPRISE. ’’ 

Cherry harvest is short. Order your “Enterprise” stoners NOW. A demon¬ 
stration in your window will help swell sales. 

Free folders, telling of the “Enterprise” Cherry Stoner’s efficiency, will help to 
increase vour profits. Lot us know how many you want, and send name and address 
for imprint. 

You can make good profitn, and meet all competition with the **ENTERPRISE” Line 

THE ENTERPRISE MFC. CO. OF PA., PHILADELPHIA. V. S. A. 


O. LINDEMANN & CO. 

35 and 37 Wooster St., New York EatabUshad 1863 


_,.Wm 
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Parrot Cages Must Be Strong 

Ours are Positively the Most 
Durable 


Mono lactam at JAPANNED. BRASS and 
TINNED WIRE 


ATLAS 

10 Cent 
Fly Swatter 


This swatter has an 
extra long handle —10 
Inches. It is very neatly 
and securely bound with 
soft green felt —cannot 
mar tne finest furniture. 
Especially adapted for 
parlor or drawing room 
use. Wa have made it 
extra strong and flexible 
— will outlast any now 
on the market. 

Our 5 cent swatter Is 
the best ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
Insertion of your ad. If 
you desire. 

Now is the time to 
place stock orders. We*U 
gladly quote prices and 
terms. 


Bird Cages and Cage Sundries I I ^ ®°“ 


Pacific Coast R apraaa ntativ— 

A. L. CONGER CO. 

731 MARKET STREET, SAN FRANCISCO, CALIFORNIA 


HUGHSON * MERTON 


Pacific Coast Agent* 


Saa Francisco Los Angelas 

and Portland, Oregon 
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CORDLEY & HAYES 

Hot Water and 

“XXth Century” Bottle Coolers 

Hot weather is coming fast—will soon be here. Don’t let it catch you 
unprepared. 

Business houses, offices, theatres, hotels, hospitals, public buildings, etc., in 
your citv are going to install water coolers. Be ready to supply them with the 
line which you can absolutely guarantee—“XXth Century” Sanitary Bottle 
( oolers. 

“XXth Century” Coolers were chosen by the United States Government in 
competition with other coolers. The Government has bought them for the 
past seven years. This fact leaves no room for doubt as to the quality and 
efficiency of the “XXth Century”—the most sanitary cooler made. 

In this cooler the ice cannot come in contact with the water and con¬ 
taminate it. The ice container is made of “Fibrotta,” a non-conductor of 
beat and cold, which reduces the consumption of ice to a minimum. This year 
when ice is going to be high, this is a very important selling point. 

Perfect cleanliness is insured by nesting the glass water bottle into a porce¬ 
lain jar, which is surrounded by ice and equipped with our new patented nickel- 
plated push faucet. 

Style No. 560. illustrated, is very popular. Neat and trim, carried in stock 
in mahogany finish. Can be had in a variety of different finishes on order. 

To insure good deliveries, place your order early. Send for complete cata¬ 
logue at once. 


Style No. 560 


■ORDLEY 

COOLER 


& H 


AYES 

EADQUARTERS 


40 Leonard Street, New York City 


QUALITY—SATISFACTION 



MANUFACTURED BY 


You’ll Find Both in Our 
“De Luxe” Line of 

DAIRY PAILS 
CREAM CANS 
WASH BOILERS 
JAPANNED WARE 
WASH TUBS 
WATER PAILS 
WELL BUCKETS , ETC. 

Also a Complete Line of Pieced, Stamped, Japanned 
Galvanized Ware 


SCHLUETER MANUFACTURING CO. 

ST. LOUIS, MO. 

Addrsm: Omer Cox, San Francisco*^*** A*<tox^Salt Bake City, Utah; Sands A Cox, Los Angeles. 
Cal.; Turnbull A Cox, Denver, Colo.; 8trimple A Cox, Seattle, Wash. 
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SOLDERING 

I copper! 


14 IN. 

COMBINATION 
hand maos 

STEEL I 

CANKER TONGS| 


MAMP WIIUA« 
m i»oiioNoui 
SOUJERlMPAXTt 
WALK)I PUSftAll 
own OWN 
[COMPOUND 


BLOCK TIN I 

CAN 

LsiSfiJ 


SOLDERING] 

jjgrriwu«;n 


2 PATENT 
LONG HANDLE 

CANNING 

TPAVB 

W ITH 

wxr.vmnaT 


><iANNEM 

g$gnag 




SCHROETER’S No. 150 “NOME" CHERRY STONER 


Removes the stone without crushing ry 

the cherry, works fast, is self-feed- 
ing. Operated by natural more- 
pent of^the 

ena and ^ 

w i*d t h 3^ in! 7f J 91 

baked blue 

enamel. One each in cardboard box. Weight per doz. in 
shipping case, 30 lbs. Retail Price, Each 75c. 

S tep's No. 10 Rotary Grater 

ite Horseradish, Cocoanuts, Po- 
Oheese, Bread, Crackers, Tur- 
1 Vegetables of all kinds. This 
s being sold to hotels, meat 
. lunch stands, restaurants, 
i, confectioneries and private 
Size— 13 inches over all. 
i—T urquoise, blue, enamel. 
Weight, boxed, 3% lbs. 

If Interested write for 
dealers’ prices and catalog 
showing § larger size Orat¬ 
ing Machines, The 4 'Home** 
N u t Cracker, “Koast - De¬ 
fender” Target Cannon. 

J%gg{jgL Fur £d ure 

+ ^UnZSTBrass Polish 
Catalog alto contains 45 good recipes for the housewife 

SOMETH MOS. HARDWARE CO., Hfg. Dept., isstfaetinn as* Patsstses 
717 and 71t Washington Avu., 8t. Louis, Mo., U. 8. A. 




now war Bet- 
anno BUL 

Made only 
in 20 • pound 
capacity. 

Black enamel finish, glass front, steel top; list price, 
$3.50 each. 

Same style, tile top; list price, $3.75 each. 

Blue enamel finish, glass front, tile top; list price, 
$4.00 each. 

Insist on the Triner. Your jobber can supply yon. 

TRINER SCALE St MFC. CO. 

West Twenty-First Street Chicago, Illinois 

W. P. Horn * Co. 

Pacific Coast Representative 
Rialto Building, San Francisco, Csl. 

Los Angeles, Cal. Portland, Oregon 


TRINER “LIBERTY” 


PARCEL POST SCALE 


With indi¬ 
cator showing 
amount of 
postage in 
the r e g u lar 
s t a m p e and 
a d ditional 
amount re- 
quired in war 
stampe. 

Bare# work 
and prevents 
inaccuracy in 
c o m p u ting 
poet age re- 


VPwr (Wj3l 

HHrQMRINATlOti] 
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WhScAN C~AR HYING 
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Hamp Williams has worked two years industri¬ 
ously equipping a factory to manufacture the 

HAMP WILLIAMS 
HOME CANNER 

so that the people may can their vegetables and 
fruits in tin cans or glass jars for home and market, 
and not let them rot and go to waste as they have 
been doing. This Canner complete and with direc¬ 
tions how to can everything, on which yon can put 
up 500 cans daily, 

Retails for Only $14.00 

Every Retail Hardware Dealer in this country 
should have one of these canners in his front door. 
It would be worth many times its cost as an adver¬ 
tisement for people to talk and think about. Order 
one and get the agency for your town. 


HAMP WILLIAMS HARDWARE CO. 

Manufacturers HOT SPRINGS, ARKANSAS 
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Prepare Early 

For a Big Sale of Canning 
Supplies This Year 

A&J f 'mux.R5 



Our article was in large demand and 
proved a repeater last season. Increased 
output and central location enables us to 
fill orders promptly. 

Writ* for Price s and Sample 

The Handy Manufacturing Co. 


Maritime Building 
Seattle, Wash. 


208 Wabash Avenue 
Chicago, I1L 


Are you selling enough razors? We send 
you this handsome metal display case free 
with your first order of Genco Razors. 

Write Today 


Cento 


GENEVA CUTLERY COMPANY 

157 Qatea Ave n Geneva, N. 7. 

Largest manufacturers In the world of high gride more 


2BROOMSJ 

8upply your customers with 
this patented broom which can 
be worn down close to the 
handle. This is an entirely new 
feature not found in the ordi¬ 
nary broom, and will rapidly 
increase your sales. 

Lee Broom * Duster Company, Ldncoln, Neb. 
(Nearly 50 years making better brooms) 



Lalance & Grosjean Mfg. Go. 


Manufacturers of the Celebrated Lines of 

( Nickel-Steel ) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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MADE IN OHIO, U. S. A. 

ALUMINUM 

“Real Solid” 


ANNOUNCEMENT 

The “MAT. IOLXD" LINE his been for SO 
years, the 8trong, well known, dependable 
Aluminum line of Kltehen Utensils. 

Our Policy is and has been to give the dealer 
foods of such quality that assures him not 
only his PROFI T, but the housewife's contin¬ 
ued patrons fa we have now added 

A New Line off 

"REAL SOLID WARE” 

This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness ana 
Durability. 

We have eliminated unneces¬ 
sary expense of CAST ALUM¬ 
INUM HANDLES, etc., and are 
Putting MORE METAL into 
the BODY of our UTENSILS. 

TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and burn off 
handle. 

* 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers' Shelves. 

We have added 25 New Items, all prac¬ 
tical This makes the "REAL SOLID" 
Line the most complete on the market 

Write Today and get our New 
1918 Catalog Just off the Press. 

Thi Buckeye Alumnum Company 

WOOSTER, OHIO 


PELOUZE 

New Hanging Scale 

Capacity 
20 lbs. by ozm. 

The Dial is 
large and dis¬ 
tinct - finished 
with glass sash 
and nickel plat¬ 
ed rim. 

Very sensitive 
and accurate. 
Approved b y 
the Department 
of Weights and 
Measures. 

MADB IN SBVBRAL STY LBS 

Pelouze Manufacturing Co. 

CHICAGO 

Manufacturers of Psmily, Gundy, Msrket, Dairy 
Postal and Ioe Seales 

SWING-LEWIS 00. 
Representatives 

San Francisco Log Angeles 



With Radium Dial and Hands 


The Popular One-day Intermittent 
Alarm Clock 

The Radium Dial for night use and the 
Intermittent Alarm features make a com¬ 
bination of usefulness which will appeal 
to anyone requiring an alarm dock. The 
radium material used on the dial and the 
hands is of the highest quality, and guar¬ 
anteed to last several years. 

The clock is only 8% 
inches high and has a 
2-inch dial. Alarms in¬ 
termittently in 20-sec- 
ond intervals for five 
minutes. 

The daintiest and aaoat 
useful clock on the mar¬ 
ket. Just right to “slip 
in the grip.'* 

MORGAN A ALLEN GO. 

160 Poet Street 
San Franciaoa, California 
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The Appeal 
of National 
Advertising 

The silverware itself, as 
you display it, is a power¬ 
ful argument. The pat¬ 
tern, the finish, the un¬ 
qualified guarantee, please 
and convince. Finally, the 
appeal of the national ad¬ 
vertising campaign is per¬ 
sistent and convincing, 
ever reminding your cus¬ 
tomers that 

Stvmty Y«mr PUu — 1917 

i847 ROGERS BROS. 

S 1 LVE R WA R E 

has proved its quality and 
worthiness either in their 
own experience or that of 
their friends. 

The advertisements re¬ 
produced are some of 
those recently published 
in leading magazines. 

Striking window displays 
have effectively linked the 
advertising and the dealer. 

Write for window cards 
based on the illustrations 
in these advertisements. 

INTERNATIONAL SILVER COMPANY 

MBRIDBN, CONNECTICUT 
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BALDWIN Dry-Air 

Refrigerator 

150 Handsome Styles 

ASH, OAK, SOFTWOOD OASES 
OPAUTE GLASS, VITRIFIED POR¬ 
CELAIN, AND METAL LINED 

‘The Cold, Clean Kind” 

Baldwin’s do better work with less ice than 
any other refrigerator made. They keep 
food preserved in the best possible manner, 
because of their positive one way current 
of absolutely pure, cold, dry air, moving 
swiftly around articles stored, and constantly 
cooling and purifying every square inch of 
the refrigerator. 

Many Baldwin Refrigerators in constant use 
for 35 years are still giving the utmost satis¬ 
faction. 

Don’t sell a “cheap” refrigerator— 
it wastes your customer’s money 
and is a source of annoyance every 
day he uses it 

Baldwin’s are lined with snow-white opalite 
glass 7-16 inch thick; vitrified porcelain, 
seamless porcelain, white enamel or metal. 
There are 150 styles in stock. Don’t experi¬ 
ment with new makes of unknown quality- 
sell the Baldwin—the “kind the old folks 
used.” 


SEND A POSTAL FOR OUR BIG CATALOG 

The Baldwin Refrigerator Co. 

BURLINGTON, VERMONT 



"Th* B M with tkt Stto4b CtU r«p«” 
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Detroit Weigh 


MAKES 


Hardware Pay 


A Detroit Automatic Hardware 
Scale is more essential than 
yoor Cash Register, as it determines 
the amount of your profit. It instant¬ 
ly and automatically gives the weight 
price and value of any commodity 
placed on the platform. 


No. 74 


no lb*. 

Capacity 







CHaTILLON 


1 / 

1*1 


INCLUDING 

HOUSEHOLD SCALES GROCER SCALES 
CANDY SCALES POSTAL SCALES 

PHYSICIANS’ SCALES ICE 8CALE8 
and 

Scales for every purpose and specially 
designed for that particular net 
Send for Catalogue 
LIBERAL PROFITS 


FOSTER BROS 




INCLUDES 

BUTCHERS' TOOLS 

OF EVERY DESCRIPTION 

Knives, Cleavers, Slicers, Butchers' Steels, Etc. 

We have a complete line of other 
butchers' and household cutlery such as: 


Ice picks Family cleavers Meat choppers 

Ice tongs Fish knives Tenderers 



Carving sets Scalers 
Forks Hooks 

Blades, etc. 


Paring knives 
Saws 


Taken together these two lines offer 
the dealer the most satisfactory source 
from which to obtain the best scales, cut¬ 
lery, etc., to meet every demand of his 
trade. 


We send free for the asking a Profit 
Percentage Chart—which includes full 

instructions how to sell wire screen without 
waste or mental effort in figuring square feet. 


BIG PROFITS TO OUR 
DEALERS 


Send for catalogues, prices 
and trade discounts 


Detroit Automatic Scale Co. 

Detroit, Michigan 


JOHN CHAflLLON 6 SONS 


EttablUhtd 183S 


85 CUFF STREET 


NEW YORK CITY 
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The New Boston Rubber Chair Tip 


SprinGriP 

TBAOB Kill 


Jl 




THE RUBBER TIP AND ITS PARTS 

I WABKSm BBiBB BAIL VWMXXa lOCIET 


WA8KBB AID VAIL 
MOULDED XV SAMI 


ran roi oataloo 


Assortment Box 
of 

Rubber Chair 
Tips for 
Furniture 


rubber chair tips 

F r;' 

St, »p and A^L V 

; S * 

* : A 

^ Tip 

company 


THE ELASTIC TIP CO. 

370 Atlantic Avenue 
BOSTON - MASS. 
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UNIVERSAL 


NEW FOOD CONSERVATION 

Window Display 







The large food sign, cut-outs and show cards shown in the above win¬ 
dow are ready to be sent to you. These are lithographed in many colors and 
make a striking display. 

Ask your jobber how to get a window trim like above and Food Con¬ 
servation Sign No. D803 and Show Cards No. D800. or write direct to us. 

LANDERS, FRARY & CLARK, New Britain, Conn. 
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MASTER-KEYING 


WITH THE CORBIN PIN TUMBLER CYLINDER 



Keying System For Group or Hospital Buildings 


This chart explains the key-combinations for locks supplied by us for a group of hospital 
buildings, and illustrates the accurate classification, the large number of segregated groups, 
and the ease of adaptation of our master-keyed pin tumbler cylinder lock for complicated 
installations. Even this intricate lay-out could have been extended without duplication or 
affecting the security. The regular Corbin master-keyed cylinder, with one key-way for all 
keys is used. The same method is employed in industrial plants, in hotels, mammoth office 
buildings, or structures of any other kind where it is desired to limit the entrance to some 
persons and give general control to others, and still maintain security. 

The Service Keys are indicated by the small circles. There are (1) single and (2) sets 

alike, but each single key or set is different from all others. 

The Master Keys indicated by larger circles give admission to each of the different groups 
of buildings and to no others. 

The Two Grand Master Keys enable the chiefs of the Medical and Business Corps to enter 
any door under their jurisdiction and no others. 

The Great Grand Master Key enables the head of the institution to enter any door at will. 

Any Key in the entire system can be fitted as a service key to a desk, a wardrobe or a 

padlock. The service key to the janitors* quarters can be made to pass the janitors* closets in 
all buildings; the plumbers* key can be fitted to the shut-off cabinets as well as their apart¬ 
ments ; the housekeepers* room key can be made the same as that for the supply cupboard. The 
number of combinations is practically endless. 

The Special Keys are not master keyed. They fit lockers, fire boxes, etc., where individual 
service alone is desired. 

We are specialists in master key systems. Can we be of service to you? 

P. & F. CORBIN 

The American Hardware Corporation, Successor 

new york Chicago NEW BRITAIN, CONN. Philadelphia 
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ESTABLISHED IN 1834 


THE OLDEST HOUSE IN THE BUSINESS 


Blue 

Glazed 

Enamel 



Gray 

Mottled 

Enamel 


DEEP 

“MODEL” 

Seamless 

FRUIT PRESERVING KETTLES 

1814 inches long, V1\U inches wide, lO 1 /^ inches deep 
Capacity—Seven One-Quart Fruit Jars 

ONE-PIECE BODY 
(Makes Cleaning Easy) 

Save food and help win the war. The secret of 
canning is simply removing the causes of decay, and 
preventing fermentation. It is all important that 
the vessels used must have: 

HARD SURFACES and BE FREE FROM SEAMS 

The “DEEP MODEL FRUIT PRESERVING 
KETTLE” is smoothly enameled, under intense heat 
Without Seams or Crevices 
that harbor the dangerous organisms. 

It will insure the success of your work. 


Represented in California 
by 

BARRETT & ROSS 

91 New Montgomery Street 
San Francisco, Cal. 

In the State of Texas 
by 

C. V. MILLARD 

[San Antonio, Texas 


The “Deep Model Pre¬ 
serving Kettle” is espe¬ 
cially made deep to cover all 
the contents in Sterilization. 


Represented in the States 
of Washington, Montana, 
Idaho, Oregon, Colorado 
and Utah by 

FRED A. LEE 

1626 Thirteenth Avenue 
Seattle, Wash. 


THE CENTRAL STAMPING COMPANY - NEW YORK 
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—and then 


came Mirro 


First the discovery of the wonder 
metal, aluminum, destined to play so 
great a part in world progress— 

Then its development as a metal of 
household utility, expressed in a hun¬ 
dred utensils for domestic use—* 

And then, Mirro, the aluminum that 
so completely reflects good house¬ 
keeping— 

Mirro, the outcome of a quarter 
century of better aluminum making by 
one of the world’s largest concerns in 
this great field of endeavor. 

Not alone in unusual beauty, nor in 
the host of new conveniences, nor in 
innate craftsmanship, nor in wondrous 



durability, but, rather in the sum of all 
these, meeting in every piece— 

That is the secret of Mirro. 

The features of this Mirro Double Boiler will 
readily appeal to the discriminating home* 
keeper. What a splendid gift it would make 
for a bride desirous of having aluminum that 
reflects good housekeeping. 

(1) Hollow steel handles insure comfortable 
handling. (2) Handles come together so that 
complete boiler can be easily lifted with one 
hand. (3) * Rivetless, no-burn ebonized knob, 
an exclusive Mirro feature. (4) Tightly rolled 
beads, free from dirt-catching crevices. (5) 
Rounded edges make cleaningeasyand thorough. 
(6) Beautiful Colonial design. (7) Famous 
Mirro finish. Note that same cover fits both 
upper and lower vessels, and that Mirro Alumi¬ 
num is also made in plain round style. 


Dealers: If you are not already handling this popular and big 
selling line, write today for dealer catalog and interesting sales plan. 


Aluminum Goods Manufacturing Company, Manitowoc, Wis., U. S. A. 

Makers of Everything in Aluminum 


mirno 


ALUMINUM 

Reflects 

Good Housekeeping 

Google 
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PUT VIM IN YOUR DAY’S WORK 

Money is simply the measure of industry. 
What the nation has to have is production, ir¬ 
respective of money values, urges the Philadel¬ 
phia Public Ledger. Its got to have production 
not only of specific articles, but also in the in¬ 
cidental services which speed up or retard, as 
the case may be, the functioning of industry. 

It is a time when the nation expects the en¬ 
gineer to drive his locomotive with more than 
ordinary efficiency and skill, the street cleaner 
to do better work, the weaver of cloths to be 
more than ever “on the job,” the miner to get 
the last ounce of coal that one man’s energy in 
a day should give, the skipper to get the maxi¬ 
mum from his ship, the salesman in the store to 
be a better salesman because he is part of the 
monster organism and his efficiency may release 
another man. 

The lackadaisical attitude, the free-and-easy 
method of doing work, is in these days and in 
this crisis not alone deplorable; it is positively 
criminal and superlatively unfair to the hosts 
who are about to offer their blood in defense of 
our institutions. No man can dare to be care¬ 
less now without inviting the reproaches of his 
neighbors. Waste of his energy, a refusal to use 
it generously in service, is evidence of unworthi¬ 
ness and of failure to appreciate the reality of 
the crisis through which we are passing. 

We appeal to men everywhere to realize that 
in their weekly envelope, in addition to wages, 
is a message of gratitude from the nation of 
which they are a part if during that week they 
have mixed patriotism with theii labor and 
driven a few extra rivets for the sake of Old 
Glory. 

We hear a lot about inefficiency in high 
places and there has been blunders and will be 
more, but there is a big question for every indi¬ 
vidual to ask himself: Am I doing my share? 
The answer is not what you are getting paid, 
but the amount of soul and enthusiasm you are 
putting into your job and your stick-at-ive-ness. 


TEAM-WORK THAT COUNTS THE MOST 

“It ain’t the guns nor armament, nor funds that 
they can pay, 

But the close co-operation that makes them win 
the day; 

It ain’t the individual, nor the army as a whole, 
But the everlastin’ team-work of every bloomin’ 
soul. ’ ’—Kipling. 


Between a full moon and a full man there is 
a difference of several thousand miles. 


When a man gives advice that doesn’t pan 
out his friends are not apt to let him forget it. 


THIS “MADE-IN-GERMANY” WAR 

(Bichard H. Edmonds, in the Manufacturers' Record.) 

If Germany had waged its war without bar¬ 
barism ; if every soldier in its armies had been 
a decent man; if there had been no outraging, 
no murder, no destruction of homes or of 
churches and cathedrals, Germany would still 
deserve the utmost punishment that could be 
inflicted by civilization upon any country be¬ 
cause of this unholy war for its own material 
advancement. 

But the world has been engulfed by awful 
woe; millions and millions had died and other 
millions have been maimed for life; hundreds 
of millions have suffered in the agony ot see¬ 
ing their loved ones forced by Germany into 
this awful war to save the world from German 
domination and damnation. Women and chil¬ 
dren have been outraged, the chivalry of the 
high seas has been supplanted by the foulest 
campaign of hell-devised murder of innocent 
non-combatants that even the devil himself, as 
expressed through Germany, could devise; the 
very existence of all civilization has been 
threatened and if Germany were to succeed the 
whole world would sink back into the dark 
ages of atheism and barbarism. 

We are face to face with all of these ter¬ 
rific realities and all the fearful possibilities, 
the very thought of which staggers mankind. 

And all of this has been brought about 
wholly by this “Made-in-Germany” war, 
started by Germany for the sole purpose of 
forcing Germany’s domination and damnation 
over other countries. 

These are the facts which our people should 
fully understand, and then they will slowly 
come into realization of Germany’s crime, sur¬ 
passing all the crimes combined of all nations 
from the very beginning of time. Then they will 
realize that this “Made-in-Germany” war is in¬ 
deed a “Made-in-Hell” war and it is a fight to 
the death. 


A GENTLEMAN 

A gentleman is clean inside and out—a man 
who looks neither down to the poor, nor up to 
the rich; who is considerate of women, of chil¬ 
dren/and of everybody; who is too generous to 
cheat) and too brave to lie; who takes his share 
of the world and lets others have theirs; who 
can win without bragging and lose without 
squealing. 

Crooked things do not grow high. Crooked 
men are always the low-down, the crawlers and 
the creepers. Compare the oak and the pine 
with the poison ivy and the thistle, a foot-run¬ 
ner with a foot-pad, a man with a mannikin, 
honor with dishonor. 


If a man has the right kind of character 
his reputation won’t dent him much. 
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“AMERICAN'S CREED,” WINNER OP $1000 

“The American’s Creed,” for which the city 
of Baltimore offered a prize of $1000, was made 
public here today. Its selection was the result 
of a “National Citizens’ Creed Contest” ap¬ 
proved by President Wilson, Speaker Clark and 
a host of famous Americans. The author of the 
creed, who wins the $1000 prize, is William 
Tyler Page of Friendship Heights, Md., near 
Washington. 

It reads: 

“The American’s Creed—I believe in the 
United States of America as a government of 
the people^ by the people, for the people; whose 
just powers are derived from the consent of the 
governed; a democracy in a republic; a sover¬ 
eign nation of many sovereign states; a perfect 
union, one and inseparable; established upon 
those principles of freedom, equality, justice 
and humanity for which American patriots sac¬ 
rificed their lives and fortunes. 

“I therefore believe it is my duty to my 
country to love it, to support its constitution, 
to obey its laws, to respect its flag and to de¬ 
fend it against all enemies.” 


NOT “BIT,” BUT “UTMOST” 

“What Is Tour Utmostt” is the slogan in 
a campaign now being conducted by papers in 
various states, particularly in the Pacific North¬ 
west. The idea behind it is interesting. When 
England went to war every person was asked 
to do his or her “bit.” War was still regarded 
as a storm which would soon blow over, but the 
tragedy of Tpres quickly roused the British to 
their peril, and it was seen that they must do 
their utmost. America is in the same position, 
and must do her utmost, and the papers con¬ 
ducting this, “What Is Tour Utmost?” cam¬ 
paign are publishing blank forms, enumerat¬ 
ing crops suited to their territory, and asking 
farmers to indicate thereon what specific food 
staples they will plant this spring and in what 
respect their acreage and also their planting 
schedule has been enlarged. 

The response is very great, and it serves two 
useful purposes: First, to interest farmers in 
actual increased food production; second, to 
encourage a careful survey of possibilities and 
arrange a comprehensive planting and breed¬ 
ing plan before the season begins. Incidental¬ 
ly the letters received in connection with this 
campaign show how farmers are meeting labor 
difficulties, using labor-saving; tools, adapting 
soils to suitable crops, planting cover crops, 
follow crops and the like. 


Alimony may be defined as first paid to the 
injured. 


Hard luck is a polite name for the sleeping 
sickness. 


SELF DEVELOPMENT 

From time immemorial all phases of prog¬ 
ress have depended upon the development of 
the individual. 

A man scratched a picture on a bone and 
we had art in a rudimentary stage. 

Another threw a rock at his neighbor and we 
had war. 

Somebody swapped stone hatchets with 
somebody else and we had salesmanship. 

There isn’t an object we can see, feel and 
weigh but what is the result of individual de¬ 
velopment, the result of one man’s thought and 
action. 

You are a salesman. Before you are that, 
however, you are an individual working out 
your human destiny. Insofar as you advance 
yourself, improve your mind, quicken your sen¬ 
sibilities, you are progressing, developing 
yourself. Your company or firm is only a tool 
whereby you hew your way upward. In your 
hand you have the opportunity to make your 
living, come in contact with hundreds of men, 
see part of your country, and do that greatest 
thing, develop yourself. 

First of all, you are working for yourself. 
And the thing that counts is what you are do¬ 
ing for yourself. Get the idea? It isn’t your 
business that governs your destiny—it is what 
you do with your business—what you accom¬ 
plish for yourself that is going to make you 
more of a gentleman, more of a scholar, more 
of a traveler, more of a student of human na¬ 
ture, more of a character. 

From time immemorial all phases of prog¬ 
ress have depended upon the development of 
the individual. How far you advance beyond 
the state of your progenitors who swapped 
stone hatchets depends upon you. 

A LITTLE LAUGHTER 

If you use a little laughter and you use a little 
song 

You will find your world is never going to go 
so very wrong; 

If you spread a little darkness on the other 
man’s distress, 

If you use a little sweetness and a little tender¬ 
ness, 

If you stoop sometimes to sort of lift another 
feller’s load, 

If you do a little dance step as you go along 
the road, 

You will find that all of these things you have 
found the time to do 

In some happy form or other will come laugh¬ 
ing back at you. 


If you have no ambition to accomplish any 
one thing, you have about as much chance of 
learning what it is like at the top of the ladder 
as the man who will not try to climb. 
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44 THAT WHICH IS ETERNAL” 

Twenty years ago a little woman went with 
her husband and seven children to 44 take up” 
a ranch in Western Colorado. It was real pio¬ 
neering, for they lived fifteen miles from the 
nearest neighbor. Their water had to be hauled 
five miles in barrels. There was very little 
money and a great deal of hard work, which 
perhaps, after all, was a blessing, because it 
served to break the monotony of the desert 
life. This woman was well educated and had 
always enjoyed associating with intellectual 
people. She missed good books and magazines. 
She longed for music, but there was not enough 
money for even a phonograph. 

After twenty of these starved, monotonous 
years her two boys found good positions in 
the city three hundred miles away. They wrote 
her that they were going to send her money to 
buy some good clothes and a ticket to Califor¬ 
nia where they wanted her to spend the winter. 
Just at that time our country was plunged into 
war and the message from her boys which had 
made her so happy was followed by another 
asking, “Shall we enlist?” 

The mother sat down in her log cabin home 
and wrote this letter to her boys who were to 
have been the means of liberating her from 
her prison of poverty and monotony: 

‘‘This is a matter for you to decide your¬ 
selves If I were in your place I know I should 
go. If you should not live to come back, life 
is but a little span at best and you would have 
a part in establishing the finest civilization of 
which the world has ever dreamed. On some 
cathedral in Italy, I cannot recall just now 
which one, there is an inscription, ‘That only is 
important which is eternal. * ” 

Her boys have gone; the dream of the win¬ 
ter in California has gone. She has taken up 
her life again in the desert, but the most won¬ 
derful sunsets in the world are seen on the 
desert. 


YOUR WINDOWS YOUR ADS 
We’ve said it many times before, we expect 
to say it many times again: Your store win¬ 
dows are one of your advertisements, provided 
you give them the right kind of attention, and 
change the display often. 

Your windows are there to pull money in 
off the street for you. And if they are not do¬ 
ing that you are overlooking a good bet. 

Don’t you do that. 


GUARD OLD CUSTOMERS 
Unless your old customers continue to re¬ 
ceive the same careful attention that they ex¬ 
perienced when they opened their accounts 
with you, there is a decided possibility of them 
becoming new customers at your competitor’s 
store. 


THE FELLOW WHO CAN’T GET IN 

We’ve sung the praise of the fighting men 
Who have gone to their country’s aid; 

We’ve censured the slacker with scornful word. 
Called him a traitor, weak and afraid; 

But we haven’t a single word to say 
For the fellow who can’t get in. 

To give him the credit that’s really due 
I think it is time to begin. 

He’s just as brave as those who have gone 
To sail the sea and to fight 
In the awful trench or the war-ridden plains, 
For all that is noble and right. 

He’s superior far to the slacker man, 

Who’s a cad, ignoble and base. 

Yet at home with the coward he’s bound to stay, 
With him he must take his place. 

Can’t you feel his bitterness of heart, 

At seeing his best friends go 
To the big adventure over there, 

With its glory of fighting the foe. 

Although he longed to go with the rest 
And do his manly bit, 

To take his part in the great world war 
They told him he wasn’t fit. 

He ’ll not share the joy of those who have fought 
And have gained a noble renown 
When the nation’s struggle is over and done, 
Because he is now turned down. 

It takes the bravest heart to face 
The scornful remark and the sneer; 

A world of courage to grind on at home 
Without any word of cheer. 

Let us keep up our songs to our soldier boys 
And our sailor lads in blue; 

And go on in contempt for the slacker, 

Who’s a coward through and through. 

But in all our various poems and songs 
Let us help one another to win, 

Let us give an encouraging bit of praise 
To the fellow who can’t get in. 

—H. M. K. 


PRAISE 

Deserved, sincere praise makes life worth 
while. It is a tonic stimulating brain and body. 
Praise, reaching us at the right moment has 
the effect of quickening our sensibilities, re¬ 
freshing our hearts, filling us with hope, cour¬ 
age and vigor. Praise clears our blurring 
vision and points the way to future accomplish¬ 
ments. No man nor woman can succeed with¬ 
out such encouragement. Therefore, say the 
kind word, make that thoughtful expression of 
appreciation today—now—when it can be of 
practical worth. 


Stop to think but don’t stop thinking. 
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PRICE CUTTING MEANS “GETTING 
SCARED" 

“Price cutting does not at all mean ‘meet¬ 
ing competition.’ It simply means ‘getting 
scared.’ 

“Ton know better than your customer 
whether or not your product is rightly priced. 
You ought also to know why similar or sub¬ 
stitute products are lower priced. Make the 
difference clear in your own mind and you can 
make it clear to your patrons. 

“If your competitor is selling exactly the 
same thing that you are selling, at a lower cost, 
he is losing money and is driving straight for 
the rocks. Don’t cut your own throat for the 
sake of keeping him company." 


LOYALTY 

(By H. W. Brown) 

“This above all: To thine own-self be true, 
And it must follow, as the night the day, 
Thou canst not then be false to any man." 

If we were to epitomize all moral and social 
codes; condense all business and professional 
ethics; brief all criminal and civil laws from 
the beginning of time—we could find no better 
law to govern, no better rule to follow, no 
purer definition of Loyalty. 

Loyalty is a word frequently used, its ap¬ 
plication being confined almost entirely to one’s 
fidelity to one’s country, or superior. Loyalty 
has a much broader meaning and in the larger 
sense is that adherence to one’s highest idea of 
right which causes one to do right for right’s 
sake. 

We are confronted with new business condi¬ 
tions each day—the entire ethics of the world 
are undergoing a change. Human thought and 
endeavor are struggling toward a higher plane. 

Our nobler and higher viewpoint of life is 
the means through which we must permanently 
attain. 

The first and guiding thought must be: To 
our own selves be true—true to our own high¬ 
est idea of right—and then it will follow that 
no false thought will be formed, no false word 
spoken, or false action taken against social or 
business associates, or against our country. 

We will adhere to the highest sense of right 
for right’s sake. We’ll need no law, judge or 
jury to tell us when we’re wrong—we’ll need 
but heed the instant signal from within to know 
what thought, intention or act is not square. 

The world’s best definition of Loyalty will 
then be engraved upon the heart of every man, 
and will be retraced by each beating pulse. 

The reward of Loyalty will be the nobleness 
of the act itself—the penalty for the disregard 
of Loyalty will be the insistent hissing of the 
souL 


THINK WELL OP YOURSELF 

Think well of yourself. Be good to your¬ 
self. You are very important to you. In you 
are all the elements of a successful man. You 
have within you the latent force that will lift 
you successward. 

Don’t pity yourself. Don’t lessen your own 
value in your own eyes. Have confidence in 
yourself. Believe in your .own ability to do 
big things. Only by having faith in yourself 
can you compel others to have faith in you. 

Treat yourself as a man of worth. Demand 
much of yourself. Be your own hardest task¬ 
master. Be determined to better the work you 
are doing. 

Show how you can produce more at less cost 
of mental and physical energy. Prove that 
you can sell more of your product at a profit. 
Think big thoughts and back them up with 
big deeds. You can when you will. You will. 


A RETAIL SALESMAN’S CATECHISM 

(Selections from a manual given to all employes of a 
great Western department store.) 

Q. What should be my constant study f 

A. To assist in selling more goods. 

Q. How am I to do this? 

A. By cultivating tact; studying custom¬ 
ers’ ways; posting myself about the goods; 
keeping the stock neat and attractive in ap¬ 
pearance; being wide awake, watchful and 
agreeable while on duty, and knowing what is 
advertised. 

Q. How shall I dismiss a customer? 

A. Just as pleasantly as I received him or 
her; never showing any irritation or disappoint¬ 
ment if no sale be made. 

Q. What do I need to know about the ad¬ 
vertising? 

A. What goods are advertised in my de¬ 
partment for the day or week, especially if the 
price is changed. 

Q. What shall I do with the goods adver¬ 
tised ? 

A. Display them well, if they are goods 
desirable to push. Hold them back for cus¬ 
tomers who call for them, if desirable to limit 
the sale. 

Q. How can I further increase my sales? 

A. By suggesting to the buyer goods 
called for, attractive novelties that belong in 
the stock and specialties for which a demand 
could be created. 


KEEP FRIENDSHIP IN REPAIR 
Dr. Samuel Johnson said: “If a man does 
not make new acquaintances, as he advances 
through life, he will soon find himself left alone. 
A man, sir, should keep his friendship in con¬ 
stant repair. ’ ’ 
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ARB WE FACING A REVOLUTION IN 
METHODS OF SELLING MERCHANDISE T 

(Copyright by Elton J. Buckley) 

If the Federal Trade Commission at Wash¬ 
ington succeeds in certain prosecutions it has 
just begun against business men, we will be fac¬ 
ing a revolution in business methods, for cer¬ 
tain practices will become taboo that have had 
the sanction of immemorial custom, and in some 
cases, of favorable court decisions. 

This especially applies to a prosecution 
which the Commission has begun against Sears, 
Roebuck & Co., the Chicago mail order house, 
which does an interstate business all over the 
United States. Understand that the Federal 
Trade Commission can only prosecute interstate 
commerce transactions. Practices and transac¬ 
tions carried on wholly within a State are be¬ 
yond its reach. 

I have obtained an official copy of the com¬ 
plaint against Sears, Roebuck & Co. and here 
present it, as the foreword of what I believe I 
have truthfully characterised as an attempted 
revolution: 

That the respondent, Sears, Roebuck k Company, 
with the purpose, intent and effect of injuring and 
embarrassing its competitors, for more than two (2) 
years last past, has circulated catalogues throughout the 
various states and territories of the United States, the 
District of Columbia, and in foreign countries, among 
customers and prospective customers of competitors, 
containing certain advertisements wherein it is repre¬ 
sented that: 

(a) The quality of goods, wares and merchandise 
handled and sold by its competitors is inferior to that 
of similar merchandise sold by respondent. 

(b) Certain of respondent’s competitors do not 
deal justly, fairly and honestly with their customers. 

(c) Respondent can and does buy its commodities 
in markets, which are not accessible to its competitors, 
and by reason thereof is able to give customers better 
advantages in quality and price than those offered by 
competitors. 

And that such advertisements and statements are 
false and misleading and calculated and designed to de¬ 
ceive the trade and general public. 

Included in this prosecution was a complaint 
against that well known scheme used by all 
mail order houses, of offering some staple such 
as sugar way below the market when purchased 
with certain other goods. I have no intention 
of discussing that; what I want to discuss is 
the fact that the Federal Trade Commission is 
prosecuting a retail dealer because he gave his 
customers to understand that his goods were 
better than his competitor’s; that certain of his 
competitors weren’t treating their customers 
fairly, and that he bought goods in markets 
more favorable than the markets his competi¬ 
tors bought in. 

The prosecution is brought under the Fed¬ 
eral Trade Commission Act, which forbids 4 ‘un¬ 
fair competition.” 

The important thing about this is that every 
business man who advertises, whether manu¬ 
facturer, jobber or retailer, is doing these 


things every day, and has always been pro¬ 
tected in doing them—if they stayed within 
certain limits—by the general custom and even 
by the courts. 

Of course, if one’s representations that his 
competitor’s goods are poorer than his, pass 
certain limits, they are illegal, and the maligned 
competitor has an action against him for trade 
slander or libel, as the case may be (slander if 
the words are spoken, libel if they are written). 
But there is no difference between saying that 
your goods are better than your competitor’s 
and saying that your competitor’s goods are 
poorer than yours. Of course, if the represen¬ 
tations you make about your competitor’s 
goods are true, you have a right to make them. 

There is a case in which a furniture dealer 
advertised a solid mahogany bedroom set, ‘‘pos¬ 
itively of the quality always selling for $150,” 
for $116.50. On the next day a competitor said 
in his own advertisement that: “the solid ma¬ 
hogany bedroom set advertised yesterday by a 
competitor as $150 value was in part veneered 
and had never been sold for mofe than $100.” 

A law suit resulted, the first advertiser 
claiming to have been libeled. He got a ver¬ 
dict, the court saying that the reflection upon 
the first man’s merchandise went far beyond 
the ordinary limits of competition and adver¬ 
tising rivalry. But such things have been said 
generally from time immemorial, with no at¬ 
tention from anybody. I have no knowledge of 
how specific Sears, Roebuck & Co. were in their 
statements about competitors; if they have 
made the usual general statements that every¬ 
body makes about their goods being better than 
competitors’—or competitors’ being poorer than 
theirs—they cannot be successfully attacked 
for it, in my judgment, unless the Federal 
Trade Commission can overturn the settled law 
of the country. 

Everything I have said above applies also 
to Clause B in the charge, i. e.. that Sears, Roe¬ 
buck & Co. have represented in their advertis¬ 
ing that “certain of their competitors do not 
deal justly, fairly and honestly with their cus¬ 
tomers.” How can a prosecution for a thing 
like that get anywhere, remembering that some 
of everybody’s competitors don’t deal justly, 
fairly and honestly with his customers? If 
Sears, Roebuck & Co. were specific in their 
statements, pointing directly and unmistakably 
to certain competitors, then there may be some¬ 
thing in the charge. If they simply glorified 
themselves, pointing out like the Pharisee, how 
much fairer and quicker and squarer they were 
than their competitors, I repeat that they can¬ 
not be convicted unless the settled law of the 
land is to be overthrown. And they cannot be 
convicted at all if what they said was true. 

The subject matter of the third charge has 
also been passed by as dealer’s talk. Literally 
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thousands of sellers of merchandise are fond 
of representing in all sorts of ways that they 
possess mysterious and fruitful sources of sup¬ 
ply denied to their competitors, and that is 
why, etc., etc., etc. Nobody who does this is 
very specific, therefore the matter has aroused 
little or no attention. But it should arouse at¬ 
tention now that the Federal Trade Commis¬ 
sion has officially denominated it unfair com¬ 
petition and has prosecuted somebody for do¬ 
ing it. 

Apropos of this subject, the Federal Trade 
Commission, I am informed, has also begun 
prosecution against thirty-eight other concerns, 
all manufacturers, who are charged with un¬ 
fair competition 4 4 because they systematically 
and on a large scale” gave employes of cus¬ 
tomers, prospective customers and competitors’ 
customers gratuities such as liquors, cigars, 
meals, theater tickets, valuable presents and 
entertainments. Here is another good old cus¬ 
tom of the trade forced to don a sinister guise 
as 14 unfair competition.” 


WOULD YOU BE DIFFERENT t 

If you want to be different from the com¬ 
mon run of people, about all you have to do 
is to save some money. According to figures 
which the government has published, sixty-five 
people out of every one hundred who die in 
American, leave not a penny behind them. Out 
of the thirty-five that are left, twenty-five man¬ 
age to get together $1,300 during their life¬ 
time, but die with less than that. Only nine 
people out of a hundred leave an estate or 
property worth more than $5,000 when they 
die. Ninety-eight per cent of the people live 
from hand to mouth, and only two per cent 
may be called well-off in this world’s goods. 
Ninety-seven out of every hundred who live to 
be sixty-five have to depend on relatives, or 
friends, or charity for support. 

If you want to be different from the com¬ 
mon run, save some money every month, ac¬ 
cumulate a small fortune by the time you are 
ready to quit work, and get yourself in such 
financial condition that you won’t become a 
dependent upon somebody, or some society, by 
the time you are sixty-five. 


THE SALESMEN OF TODAY 

The salesmen of today is not the same as 
he was some years ago. He represents the 
highest type of manhood, in him is embodied 
all that is to be desired in a man. His word 
is his bond and he is not only a credit to his 
firm but to the nation. As he flits from town 
to city he wields a moulding influence for good 
on all with whom he comes in contact. By his 
integrity and straight dealing he creates a con¬ 
fidence which is strengthening and acts like a 
tonic. His customers trust him and he would 


die sooner than betray that trust. The firm 
that he represents can go to sleep and sleep 
soundly, convinced that their representative is 
doing his duty whether they are asleep or 
awake. 


BUILDING BUSINESS FOR THE FUTURE 

America’s best business men are looking 
ahead and preparing for what may come after 
the war. Merchants and manufacturers of 
vision, regardless of the fact that they may 
have little or nothing to sell today, know that 
they will have commodities to offer when peace 
comes again, whether it be a year or ten years 
from today. They are planning to get and hold 
business, they are cultivating good-will, they 
are extending service, they are putting their 
names and the virtues of their wares before the 
public, which is expected to buy them when the 
war is over. 

Their central thought is that there will be 
something doing every day after the war, just 
as there was before it, and, so far as national 
interests permit, they intend to preserve their 
organizations on the old lines and extend their 
business by the application of those principles 
which have stood the test of time. They are 
holding public attention and good-will so far as 
the limitations of war will allow. 

These leaders in industry might well serve 
as a pattern. Too often is the war being held 
forth as an excuse for flippant treatment or 
for slipshod work, particularly in certain lines 
of retail trade. The delivery boy insists on 
using the front door instead of the rear, 6n the 
ground that saving his time is necessary to 
winning the war; the very ash man takes ad¬ 
vantage of the situation to trail cinders over 
the pavements, perhaps adding to the discom¬ 
fiture of the Germans by so doing, but certainly 
discommoding perfectly good Americans at the 
same time. The war, in short, has been made 
the excuse only too often for poor service and 
shabby treatment. 

Certainly men in business are always more 
or less at the mercy of the persons they em¬ 
ploy, and we always have with us the type of 
mind which will utilize such an advantage as 
is represented by scarcity of labor to demon¬ 
strate its own lack of breeding and good busi¬ 
ness sense. There could be no better policy on 
the part of business people in general than to 
make a special effort, at this time, to create 
good-will by increased courtesy and even in¬ 
creased service, where the latter is at all pos¬ 
sible. Business is going to be here after the 
war; so are the customers. 


The man who hollers down a well 
About the goods he has to sell, 

Will* never reap the golden dollars 
Like he who climbs a tree and hollers. 
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STATUS OP THE BUYER WHO BUYS 
FIXTURES OR WHAT NOT ON 
INSTALLMENTS 

(Copyright by Elton J. Buckley) 

My observation is that the installment 
method of selling merchandise—fixtures, ve¬ 
hicles, musical instruments, farm implements, 
store appliances, even stocks of goods—is grow¬ 
ing every day. Thousands of such transactions 
are constantly going on in all lines of business. 
It is so much easier to sell on easy payments 
than to sell for cash that the use of the method 
is sure to increase. 

In all these transactions, no matter what 
they are called—conditional sales or leases— 
the seller always tries to play safe by holding 
title to whatever he sold, until full payment is 
made. This he does in various ways, by leases, 
or by property notes, or what not, the object 
of all of these being to enable the seller, if the 
buyer falls down on his payments, to step in 
and take back the cash register or whatever 
it may be. 

With this brief preliminary, I reproduce the 
following letter, written to me by a Blooming¬ 
ton, Ind., hardware dealer: 

We are members of the Indiana Retail Hardware 
Association. 

We use a property note. Occasionally, a customer 
sells the goods bought under that note before paying 
for them. Recently we had a very aggravating case. 
We know the courts uphold the property end of this 
contract, but we have had no experience with it in a 
criminal way. 

Do you know of any case of criminal prosecution? 
If so wbat was the charge, and what was the result ? 

A property note is the paper which the in¬ 
stallment buyer signs when he gets what he has 
bought. It is what the seller relies on to hold 
title in himself till full payment is made. The 
form used by this correspondent is, I think, the 
general form. I reproduce it: 

Bloomington, Ind.191... 

.after date, I, we or 

either of us promise to pay to the order of 
FOSTER k HUDLESON 

.Dollars $. 

Negotiable and Payable at the Citizens Loan and Trust 
Co., Bloomington, Ind. 

With 8 per cent, interest after date until paid and 
attorney’s fees. Value received without any relief 
whatever from Valuation or Appraisement Laws. 

The drawer and endorsers severally waive present¬ 
ment for payment, protest and notice of protest and 
non-payment of this note and all defenses on the ground 
of any extension of time of its payment that may be 
given by the holder or holders of either of them. 

The express condition of the Bale and purchase of the 
for which this note is given is such that the title or 
ownership does not pass from the said Foster k Hudel- 
son until this note and this interest is paid in full and 
if the same should become due and remain unpaid, or 
any portion of the same.hereby author¬ 

ize Foster k Hudelson, or their agents to enter upon 

.premises and take possession of the said 

property, or wherever it may be round without process 
of law, and any payment that shall have been made 
shall be' considered compensation for the use of said 


property. And it is further agreed that said property 
shall not be removed from the maker’s present resi¬ 
dence, and such removal shall be considered a conver¬ 
sion of said property by the maker of this note, and 
this note shall be due if the maker attempts to move 
from his present residence, or removes or attempts to 
remove said property from said residence, or dispose 
of said property before this note is fully paid, and it is 
further agreed that if any part of this note or any note 
of the series of notes of which this is a part, becomes 
due and remains unpaid then all of this note or all of 
the series of notes of which this is a part, shall become 
due and collectible upon any such default. 


Maker’s Name Here.Sign 

Name..... Post Office.Here 


Without doubt this note will accomplish its 
purpose, in other words, it does legally hold 
title to whatever is sold under it in the seller 
until payment is fully made. As between the 
seller and the buyer only, the seller who uses 
this note can always take the scale, or the coun¬ 
ter, or the piano away from the buyer if the 
latter doesn't keep up his payments. But it 
may be different where the rights of the buyers' 
creditors are involved For instance, A is a 
retailer who has bought a cash register from 
C on one of these notes. He gets behind in his 
business and B, a jobber, sues him and levies 
on his stock and fixtures. C steps in and says: 
“Don't take the cash register; it is mine—read 
this installment note.” C may not be able to 
do this. Certain States have a law that to 
make the title-holding business good as against 
creditors of the buyer, as in the cash register 
illustration, the property note, or the lease, 
must be recorded. Even in these States, how¬ 
ever, the plan is binding as between the seller 
and the buyer without recording, and where 
there is no law requiring recording, it is good 
even as against creditors of the buyer. 

With the title firmly held in the seller, it fol¬ 
lows that the buyer cannot do anything what¬ 
ever with the article sold, except what the seller 
has told him he can do. If he buys a cash reg¬ 
ister, he cannot remove it from the State, or 
often even from his present store. If he does 
remove it, or makes any improper use of it, or 
above all, if he sells it, he is not only liable for 
its value in a civil action, but he is criminally 
liable, for he has converted somebody else’s 
property to his own use. There aren't many 
cases in which criminal action has been brought, 
for the seller usually follows the article sold 
and gets it back, as he can usually do, for no¬ 
body can legally sell what he doesn't own. But 
there are enough cases to show that the courts 
will always hold a buyer criminally responsible 
if he disposes of something which he has bought 
on some plan holding title in the seller. 


“A. Swindler,” read the sign in front of 
a store I once saw. I went in and asked the 
proprietor why in thunder he didn't display his 
full name. “It would look worse,” he said. 
“My first name is Adam.” 
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Silent Treatment for Boorish Buyers 

(By H. 0. Barrett) 


H ERE’S a situation which occasionally con¬ 
fronts me/’ remarked a young salesman, 
“and I don’t know how to meet it. I’ll 
succeed in securing an audience, somewhat 
against the will of the prospect, perhaps, and he. 
to evince his resentment, will sit at his desk 
reading letters or the newspaper, leaving me in 
the position of talking to a dummy. What does 
your experience suggest?” he concluded, ad¬ 
dressing the sales manager. 

“That is a problem which must often be 
faced,” was the reply. “One’s natural impulse 
is, of course, to pursue a policy of frightful¬ 
ness; to wreck the premises and shoot the pro¬ 
prietor. But no man who can’t control his na¬ 
tural impulse will ever become a star salesman. 

“When I was a novice at the game I used 
to keep on talking, calmly ignoring the pros 
pect’s boorishness. But I found that this plan 
seldom resulted successfully. A man so man¬ 
nerless is not amenable to such tactics. 

“A better plan is to cease talking and wait 
for attention. There is a certain dignity about 
silence which is lacking in talking to a wooden 
Indian. I found that silence almost always 
wins. Just sit there calmly, impassively, un- 
resentfully, but with an air as though you 
meant to sit there until the crack of doom if 
need be. This policy is thoroughly disconcert¬ 
ing. Never fear but that the man is acutely 
conscious of your presence. He is more uncom¬ 
fortable than you are. And because he has a 
sneaking suspicion that he is in the wrong he 
is anxious to end the suspense and close the 
interview. Nine times out of ten he concludes 
that the easiest way out of the difficulty is to 
hear your story and turn you down. Well, all 
you’re after is a hearing. Silence will give it 
to you. 

“In the tenth case he will fly into a rage 
and begin to become insulting. Then, of course, 
you’re master of the situation. To adopt a 
soothing attitude, refusing to take him seri¬ 
ously, puts him in a situation which generally 
means an order. A man in a rage talking to a 
man who is calm and collected is at such a 
disadvantage that he is practically lost. Calm 
him down with a sympathetic, fatherly air, and 
his inevitable reaction is a panicky condition of 
utter demoralization, during which you can 
sign him up for almost any amount. The 
scriptural injunction of heaping coals of fire on 
your enemy’s head is one of the salesman’s 
safest guides. A man whose rage has evapo¬ 
rated because he found nothing to fan it into 
a flame is one of the easiest prospects one 
•could ask for. 


“Try the silent cure on the next boor you 
meet. You’ll find that it is a deadly attack.” 

CHEERFULNESS 

(By H. 8. Jenison.) 

Good cheer was not designed to be dis¬ 
played only on special occasions, put on and 
taken off like one’s Sunday suit. On the con¬ 
trary, it improves with everyday use, smoothing 
progress through life even as a lubricant upon 
the bearings of an engine. The Good Book 
speaks of the oil of praise for the garment of 
heaviness. 

It is unfortunate for a man to take himself 
so seriously as to wear an expression indicating 
that his religion does not agree with him. “A 
cheerful heart doeth good.” 

Books which demonstrate the gospel of good 
cheer, and people who radiate it, are an inspira¬ 
tion. We are not so constituted as to rise to 
the height indicated in the injunction of the 
great Apostle—“Rejoice always”; but temper- 
mental conditions can be enhanced by making 
the attempt. 

“Build for yourself a strong box, 

Fashion each part with care; 

When it’s strong as your hand can make it, 

Put all your troubles there. 

“Hide them from sight so completely 

That the world will never know half, 

Fasten the strong box securely, 

Then sit on the lid and laugh.” 

The malady of complaining is as contagious 
as mumps or measles, and as undesirable to 
have in the family, one member of whom com¬ 
ing to breakfast in the “Slough of Despond” 
casts gloom like a dense fog over the entire 
household; and no matter how good the meal, 
it is rendered unenjoyable as a repast of dry 
bread and water. 

The dissemination of gloom via the letter 
route is also reprehensible and a misuse of post¬ 
age. Mental sunshine should be sent the boys 
in camp and on the firing line, through the me¬ 
dium of cheerful messages from home. Pessi¬ 
mistic letters are depressing to the one who in¬ 
dites them and disheartening to the recipient. 
Better cut out the wailing, and express pride in 
your boy for doing his part to help set the 
world free and make it a safe place for you and 
others. 


Your window is your store’s face. A clean¬ 
shaven face appeals—so with a window. An 
unclean window, dirty, untrimmed, will drive 
business away. 
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A DECISION WHICH KILLS PLAN OP FIX¬ 
ING RESALE PRICES BY CONTRACT 
BETWEEN SELLER AND BUYER 

(Copyright by Elton J. Buckley) 

Having in mind a decision handed down by 
the United States Supreme Court a few days 
ago (American Graphophone Co. vs. Boston 
Store of Chicago), I am warranted in asserting 
that the plan by a manufacturer or other seller 
of merchandise of forcing his buyer to hold to 
a certain resale price, this being done to pre¬ 
vent cutting and to stabilize the market, is, in 
this country, dead. Under the decision I re¬ 
fer to any such scheme as that, whether done 
under cover of a patent or in connection with 
ordinary merchandise, is dead before it is born. 

In the case I name, the American Grapho¬ 
phone Co. is a manufacturer of talking ma¬ 
chines and records. It had the same ironclad 
selling scheme which the Victor Co. and many 
other concerns had, viz., one reciting that a 
sale of machines and records was made upon 
the sole condition that the buyer should resell 
at certain prices only, and that if he didn’t the 
seller should have the right to step in and take 
away all the goods he had on hand. There 
was also a provision about being responsible 
for damages. The contract contained a lot of 
legal strings which were suppose to compel the 
buyer to sell at the one price, or suffer the 
seller to do all sorts of harsh things to him. 

The Boston Store of Chicago, a department 
store, bought some goods from the concern 
named, under this kind of a contract. As soon 
as it got the goods it cut the price of records 
and advertised the cut. The Graphophone Co. 
brought suit for injunction, claiming that the 
cut was a violation of the contract, and that the 
cutting of the price caused it irreparable dam¬ 
age. The United State court that heard the 
case refused the injunction, and the Grapho¬ 
phone Co., with its whole selling scheme at 
stake, appealed to the United States Supreme 
Court. This court a few days ago handed 
down a decision to the effect that contracts 
seeking to empower a seller to dictate the re¬ 
sale price of the article sold are not legal, and 
the court will not enjoin their violation, even 
though the buyer got his goods upon the ex¬ 
press condition that he would not cut the price; 
also without regard to the injury which the 
cutting may do the seller’s business. 

The United States Supreme Court, in this 
decision, which is too lengthy to reproduce here, 
says that it is already on record in decisions 
that a seller of merchandise cannot interfere 
with the resale price of goods which he has sold 
outright; that contracts to this effect are void 
because in restraint of competition; that this 
is so both of patented and unpatented merchan¬ 
dise, and that all the law laid down in these 
other decisions on these points applies to the 


Graphophone case. It takes up some little ar¬ 
guments that the Graphophone Co. had put up 
to show that the law of the other cases didn’t 
apply to this case, and pricks them as if they 
were soap bubbles. In fact, it leaves the whole 
scheme of price-fixing by contract between 
seller and buyer, as dead as a door nail. It 
can never legally be attempted again unless 
there is some new legislation. This legislation 
the American Fair Trade League has been for 
two or three years endeavoring to get through 
Congress, but without success or the apparent 
chance of success. 

Under this decision the seller of an article 
who wants to keep the cutter from slaughtering 
it, has only two ways left in which he can 
do it: 

First—He can refuse to sell the cutter him¬ 
self, but under certain United States court de¬ 
cisions (not the Supreme Court) he cannot com¬ 
pel his other buyers to refuse to sell him. If a 
cutter whom he has refused to sell gets goods 
from somebody else and cuts them, the manu¬ 
facturer is helpless. 

Second—He can stop selling altogether 
and appoint his former buyers as his agents 
to distribute goods for him on a commission. 
Such a distribution plan can be easily worked 
out; of course, it is more troublesome than the 
sale plan. But it gives the original seller ab¬ 
solute control over terms and prices until his 
goods reach the consumer, which no other plan 
now possible under present law in this country 
can do. 

The cutter, under recent decisions, can come 
pretty close to doing as he pleases with goods 
he has bought. 


TOO BUST TO READ 

A young man recently said he was 1 * too 
busy to read.” He had come to ask advice. 
“Are you 

Too Busy to Bead 

of business methods that will help you do your 
work better? Are you 

Too Busy to Bead 

up-to-date articles that will ke$p you in touch 
with men in your line and things of today that 
concern your welfare in business Are you 
Too Busy to Bead 

the world’s best humor that will help you keep 
sweet and contented ? Are you 
Too Bnsy to Bead 

about the men who do things the way they do 
it as well as about the pitfalls and dangers 
which lurk about the man who is not careful? 
Are you 

Too Busy to Bead 

literature that will inspire you and lift you be¬ 
yond your present world? 

Then I am sorry for you, and I am too busy 
to try to help you.” 
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Worthy Sons of Worthy Sires 


A successful merchant recently said: 11 One of the fine, splendid things that I like about 
Hardware World are the articles that appear in your pages about manufacturers. Tou don’t 
know the inspiration and encouragement I have gotten out of some of these articles. When 
I am selling a manufacturer’s line, I like to see what he looks like. Through the pages of the 
Hardware World I have come to feel I know many of the manufacturers, whose photos you 
have used, and about whom you have told us something. Your publication seems to have the 
personal touch in a way that is lacking in others. You know we don’t have the opportunity 
of personally meeting the manufacturers whose goods we sell, but the Hardware World 
has always done the next best thing in letting us get acquainted through its pages." 


Yes, and that is typical of many similar ex¬ 
pressions and while most manufacturers do not 
wish to appear in the limelight, and are usually 
most modest when it comes to personal pub¬ 
licity, yet the Hardware World would be lack¬ 
ing in its duty and obligation to the trade gen¬ 
erally if it did not continue its policy of letting 
its readers meet manufacturers whom they 
would not have the privilege of meeting in any 
other way. 

Of all the manufatcurers with whom we have 
come in contact there are none who are more 
reticent or modest than those responsible for 
this trademark, and yet back of it is 
an institution which for almost fifty 
years has been adding each year 
to its prestige, so that on any article 
bearing its imprint, it has come 
to be recognized as the “sterling” mark is to 
silver. 

It has not been the aim of the Vaughan & 
Bushnell Mfg. Co. to have the largest institution 
of the kind in the world, to annually add new 
factories and plants to their equipment—com¬ 
mendable as these things may be—rather their 
aim has been to develop along more conserva¬ 
tive lines, to build more securely and to be 
fully content to devote their efforts to seeing 
just how good an article could be made rather 
than how many. 

It was in 1869 that Alexander Vaughan and 
L. M. Bushnell founded the institution bearing 
their name. Their sons, Sanford S. Vaughan 
and Charles E. Bushnell are continuing the es¬ 
tablishment of their fathers along much the 
same lines as their ancestors would, who early 
instilled into them the importance of merit and 
quality. 

Their early life was spent in learning the 
business in the office and shop. Experience in 
merchandising lines was also found advisable 
for Mr. Bushnell, and for awhile he was con¬ 
nected with one of Chicago’s jobbing institu¬ 
tions. About twenty years ago he joined the 
organization and has paid particular attention 
to the financial end of the business, serving as 
secretary and treasurer. 


An Authority on Tool Making. 

Sanford 8. Vaughan, who was likewise bora near 
the site of the present establishment, had a some¬ 
what similar training in the office and factory, giving 
special attention to the manufacturing end of the busi¬ 
ness, and is recognized as an authority on tool making. 

There is nothing like having someone directly in 
charge who has more than the usual interest for per¬ 
petuating the name of the institution, which was the 
pride of their fathers. Just as the Senior Vaughan and 
Bushnell passed the business on to their sons, so their 
sons have a pride in wanting to hand down to their 
posterity an institution the quality and reputation of 
whose products could not be surpassed, hence from the 
raw material to the finished article it has been their 
constant aim never to sacrifice quality for anything 
else. 

There will always be a demand for fine tools. It 
is the old story, so well expressed by E. C. Simmons of 
the 4 4 recollection of quality always being remembered 
when price is forgotten.” 

Another wmiwu ne un, 

We are sorry that we have not a photo of Mr. 
Bushnell to accompany this item, but can assure 
Hardware World readers that he is fully as hand¬ 
some as Mr. Vaughan on the opposite side of this page. 

But to atone for this omission there is equally as 
handsome a man in the person of their sales manager, 
Irving 8. Kemp, who has been identified with the in¬ 
stitution for a number of years. 

There is always an * 4 affinity 1 ’ between men of sim¬ 
ilar ideals. In your boyhood you probably heard it ex¬ 
pressed as 44 birds of a feather flock together” and 
doubtless that is the reason why Mr. Kemp is identi¬ 
fied with the institution today. Outside of his own 
immediate household there is nothing he takes so much 
pride in as selling Vaughan A Bushnell tools. We pre¬ 
sume there is hardly a jobbing institution in the coun¬ 
try with whom Mr. Kemp does not enjoy personal 
acquaintance, and there is no one more welcome than 
he. His early business experience was with his father, 
a well known manufacturers’ representative, but it is 
in his present relations with the trade that he has 
become so favorably and widely known. 

In the far west Vaughan i Bushnell have always 
felt that they were fortunate in having as their sales 
representative, The John T. Bowntree Co. It is said 
there is not a more efficient or better informed selling 
organization in the country. 

Those of our readers who have not had the opportu¬ 
nity of meeting Messrs. Vaughan, Bushnell and Kemp 
personally will be glad of the opportunity of knowing 
two of the men who have much to do with this organ¬ 
ization, and those who do know them will be glad to 
see them again face to face in this way. 
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SANFORD S. VAUGHAN 
President Vaughan & Bushnell 

A Reference to Whose Institution Appears on Previous Page 
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IRVING S. KEMP 

Sales Manager Vaughan & Bushnell Mfg. Co. 

Who Also Helps to Maintain the Prestige of V. & B. Tools 
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Could You Do It? 

“Develop a Business of Over $100,000 in a Town of 250 Population. 99 


T HE DEVELOPMENT of an exclusive retail 
hardware business of $100,000 yearly in a 
small town of only 250 population in this 
day of keen competition is no small task. It 
takes lots of hard work. It takes a great deal 
of time and thought spent in working out new 
and up-to-date business-getting ideas and busi¬ 
ness-holding methods. 

Especially is this so where the town is lo¬ 
cated right in the midst of a half dozen good 
cities, none of which are more than fifteen miles 
away and with excellent roads running into 
them. But nevertheless this has been the rec¬ 


ord of W. H. Hardy & Son, of Markleville, In¬ 
diana. 

This little village of Markleville has all the 
stage settings that are supposed to be the death 
of small communities. Such cities as Anderson, 
Muncie, Indianapolis, and New Castle are all 
within easy reach by automobile. Competition 
from the large mail order houses is big, yet in 
spite of these facts, Mr. Hardy has succeeded in 
building up a very successful business. 

It is rather a difficult task to undertake to 
set down all the things which have contributed 
to the success of Mr. Hardy’s business, and give 
to each its share of commendation. This is ren¬ 
dered a difficult task owing to the fact that the 
success of this store depends upon a hundred 
different phases, all of which have played a 
very important part in building this business 
to its present volume. But there are a few 
high-lights which have contributed more than 
all the others in the success of this store. 


These have been: 

(1) Carrying full lines. 

(2) Holding to sound prices through thick 
and thin. 

(3) Using sales plans that push hard for 
trade and hit at mail order house competition. 

(4) Records that show just what every de¬ 
partment is doing. 

(5) Systematic method of stock keeping. 

Believes in Carrying What People May Need. 

The very first principle of Mr. Hardy’s suc¬ 
cess has been due to the fact that he always 

carried a full line 
of hardware, thereby 
enabling him to make 
every sale that comes 
his way and to elimi¬ 
nate any lost sales 
through an insuffi¬ 
cient stock. 

Mr. Hardy also re¬ 
ligiously adheres to 
the one-price policy. 
Every article in the 
store is marked at a 
price to insure a le¬ 
gitimate profit, and 
you must either pay 
that price or leave it 
alone. No favoritism 
is shown to anybody, 
and no matter if you 
be the biggest or the 
smallest buyer you 
get the same price. 
Mr. Hardy follows 
the market as closely as possible, whether it be 
up or down. 

FoIIowb Market Closely. 

Just as soon as he learns of a change in the 
price of any article in stock he immediately 
changes his retail price to correspond with the 
market value. He firmly believes, and rightly 
believes, that every time you sell an article at 
retail for less money than it will require to re¬ 
place it you have lost money no matter what 
you may have paid for it. 

Catalog Houses Don’t Frighten Him. 

The mail order house competition is no ter¬ 
ror to Mr. Hardy. The methods he has em¬ 
ployed has practically driven mail order com¬ 
petition out of his community. Mr. Hardy em¬ 
ploys two canvassers who make regular trips 
through a wide territory surrounding this com¬ 
munity. Through them the store keeps in 
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touch with every family 
within a radius of twenty 
miles. 

They know just as soon as 
a new family moves in. They 
keep in close touch with the 
needs of every farmer and by 
making regular trips to the 
homes of every farmer with¬ 
in the community they don't 
give the mail order house a 
chance to get hold. The 
courtesy of these outside rep¬ 
resentatives together with 
the splendid service rendered 
by the firm has built up a 
large patronage. 

Mr. Ilardy is also a firm 
believer in advertising and 
while the town does not sup¬ 
port a newspaper, he relies 
upon circulars and printed 
price lists, which are sent out 
regularly to a large list of 
customers. 

Every Spring Mir. Hardy Holds an Annual 
Opening. 

This is one of the events of the town and 
from 1500 to 2000 people are drawn to the store 
upon these occasions. These events are usually 
held after the spring stock has been received. 
Everything is arranged in an attractive man¬ 
ner and demonstrators are on hand to show the 
goods. To advertise this occasion Mr. Ilardy 
uses circulars and also offers prizes to stimulate 


interest. The circulars used announce the 
opening and the date upon which the opening 
is to be held, together with a list of prizes of¬ 
fered. At the bottom of the card is space for 
entering name and address. 

This Is Important. 

On the back of this circular is a list of 
articles on which the holder is requested to 
check all articles that he will need that season. 
During the demonstration tickets are given out 

bearing a number 
and these dropped 
into a box and each 
day a drawing is 
made and the winner 
is given the prize. 
A special offer is 
made for the return 
of these circulars 
with all articles 
checked on the back 
which they will need 
during the coming 
season. This gives the 
store a line on pros¬ 
pects and their wants 
and this information 
is taken care of by 
the canvassers. Dur¬ 
ing the demonstra¬ 
tion last March on 
the two days of the 
opening the follow¬ 
ing prizes were dis¬ 
tributed : 

First Day — One 
washing machine, one 
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electric lantern, one set of silver knives and 
forks, one feed basket. 

Second Day—One rubber tire buggy, one re¬ 
peating rifle, one set of buggy harness, one 
aluminum roaster, one copper tea kettle. 

The store is departmentized and each de¬ 
partment’s sales are kept separate. The sales 
slips are printed so as to indicate from which 
department the sale is made. With these rec¬ 
ords Mr. Hardy knows just what each depart¬ 
ment is doing. If any line is not making the 
proper showing he gets behind it and boosts it 
up if that is possible. 

Won’t Allow Stickers to Accumulate. 

He knows just how long a certain article 
has been in stock and when he feels it has been 
in stock long enough and that it was time it 
was moving he puts a price 
on it that will move it. He 
doesn’t allow any stickers to 
lay around, if he can’t get 
the full price out of them he 
gets what he can and uses 
that capital to invest in other 
goods. 

It will be noticed that Mr. 

Hardy believes in a sys¬ 
tematic method of stock 
keeping. On both sides of 
the store, running the entire 
length, are up-to-date cabinet 
cases with sampling doors 
upon which the stock is dis¬ 
played. Each article is 
marked in plain figures. 

With this method of stock 
display the customers can pick out their goods, 
getting the thing they want without any trou¬ 
ble; it has also been the cause of more sales, for 
when a customer comes into the store he will 
notice the goods displayed and will often times 
look around and will see extra articles which 
he wishes and will make extra purchases, 
where had the goods not been so well displayed 
they would never notice these articles and go 
out without making any extra purchases. 

In 1916, realizing the opportunity connected 
with the automobile industry, Mr. Hardy 
erected a garage; this building is modern in 
every respect, being built of brick and having 
every modern convenience. This building is 
46x106 feet, and while he does not handle auto¬ 
mobiles, two men are kept busy here all the 
time doing repair work. 

I might also add that the store building was 
erected in 1914 because his former quarters 
were too small for his fast-growing business 
and in order to take care of it right he was 
compelled to build. This store building is 
44x106 feet, costing better than $12,000. This 
building is equipped with every modern con¬ 
venience, having an electric equipment for fur¬ 


nishing light for the store; also operating an 
electric elevator and water supply. This build¬ 
ing is also equipped with a hot air furnace and 
a fire proof vault. Mr. Hardy keeps eight men 
employed to handle the business connected with 
the store, and they are always busy. 

While Mr. Hardy has accomplished a re¬ 
markable record, he has in nowise reached his 
limit. 

Now you, Mr. Merchant, Mr. Hardy has no 
monopoly on his methods. We have told you 
sufficient for you to have a splendid under¬ 
standing of how he has succeeded. 

We will venture he has more competition 
and worked under greater difficulties than the 
average merchant. 

You can do as well if—IF—you will dili¬ 


gently apply the same principles. But no one 
can do it for you. 


Mr. C. E. Shields, president of the Bock 
Island Manufacturing Company of Bock Island, 
Illinois, who has been touring the Pacific Coast, 
spent several days recently at the office of the 
John H. Graham Company, San Francisco, their 
sales representatives in the far west. 


The Girl“ Ai suppose this wah is the most 
feahful struggle the world has evah seen?” 

The Man: “Oh, I don’t know. I once 
saw two Jew burglars trying to take money 
from a Scotchman!” 


Desire to take something that doesn’t belong 
to one is at the bottom of most wars. Selfish¬ 
ness is the root of all evil. 


Your window is a big asset for you. Are 
you capitalizing it? You should. 


When we call a man a brick we don’t mean 
that he is made of common clay. 
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THEY WERE HUNS THEN 

An interesting bit of history has been 
gleaned from the Fortnightly Review of Feb¬ 
ruary, 1871, which was shortly before the sur¬ 
render of Paris. Its author was Frederic Har¬ 
rison, a man of high repute and a writer of 
strict veracity, still living. He said: 

4 ‘Every village they (the Germans) have 
passed thru has been the victim of what is only 
organized pillage. Every city has been practi¬ 
cally sacked, ransacked on system; its citizens 
plundered. Its civil officials terrorized, impris¬ 
oned, outraged or killed. The civil population 
have been, contrary to the usage of modern war¬ 
fare, forced to serve the invading armies, 
brutally put to death, reduced to wholesale star¬ 
vation and desolation. Vast tracts of the rich¬ 
est and most industrious districts of Europe 
have been deliberately stripped and plunged 
into famine, solely in order that the invaders 
might make war cheaply. Irregular troops, 
contrary to all the practices of war, have been 
systematically murdered, and civil populations 
indiscriminately massacred, solely to spread 
terror. A regular system of ingenious terror¬ 
ism has been directed against civilians, as hor¬ 
rible as anything in the history of civil or re¬ 
ligious wars. Large and populous cities have 
been, not once, but twenty, thirty, forty times, 
bombarded and burnt, and the women and chil¬ 
dren in them wantonly slaughtered, with the 
sole object of inflicting suffering. All this has 
been done not in license or passion, but by the 
calculating ferocity of scientific soldiers.” 

This might have been written of the army of 
1914; it might be a record of every step of the 
German progress since that fateful summer, but 
it is the story of nearly fifty years ago. How 
blind our statesmen and leaders were not to 
have known and prepared. It might have re¬ 
ferred to Louvain, for example, the story of 
whose barbarous destruction is so graphically 
told by Brand Whitlock in his description of 
the ruin of Belgium. 


THAT DAY DO WE REALLY BEGIN TO 
LIVE 

As children, and as 44 young folks,” our 
thoughts are centered solely on self. We fig¬ 
ure only on our good times, our ambitions, our 
success. 

But as we grow older and assume the re¬ 
sponsibilities of life our ideas change. 

We learn that our own success turns to dust 
in our hands if we do not have the confidence 
and respect of our fellow-men. We learn that 
our neighbors respect us and have confidence 
in us in direct proportion to the helpful inter¬ 
est we display toward them. 

We learn that we get out of life only that 


measure of confidence and respect which we 
put into it. 

And the day we learn that, the day we begin 
looking around for things to do to help others 
along the rough path of life— 

That day do we really begin to live! 


TRUTHFUL COURTESY BROUGHT HIM 
THE BUSINESS 

Here’s an actual experience of a certain 
mid-Western small town jeweler. Its needless 
to add that he does the best jewelry business 
in his town: 

4 4 When I first started in the jewelry busi¬ 
ness I worked for a man who could see only 
the dollar of today. He could not see the ad¬ 
vantage of building for future business. 

4 4 One day, while he was busy in the back 
of the store an ordinarily dressed man about 
sixty-five years old, came in. My employer 
did not think there would be a sale of any ac¬ 
count, so he did not come forward, and the 
customer was left to me. 

44 The man had recently purchased in a 
neighboring city a fine gold watch. He 
thought he had been cheated because the watch 
was not running. I looked at the watch and 
saw at once it was all right, he had forgotten to 
wind it. I told him the truth. I did not keep 
the watch just to run up a repair bill on him 
as I easily could have done. 

44 When he’d left I supposed I wouldn’t see 
him again. My employer was very angry about 
the way I had handled the matter. He thought 
I should have taken the watch, 4 regulated’ it 
and charged for repairs. 

44 1 had forgotten all about the incident. 
One day while I was busy the same old man 
and his wife came in. My employer started to 
wait on them, but they surprised him by ask¬ 
ing for me. They said if I was busy they would 
wait, and I had told them the truth once and 
they could depend on me to do it again. 

4 4 Their daughter was to be married in a 
few days, and they bought a bill of over $200 
cash for me. They have been among my best 
customers ever since. 

“You bet, truthful courtesy pays in any 
business.” 


Sign observed in hardware store window: 
44 Everything for shaving—cut prices.” 
Suggested extensions of the principle: 
Brooms and mops—sweeping reductions. 
Great mark-down in pencils! 

Slaughter sales of livestock today. 

Soap and scrubbing brushes—clean-up sale. 


Most 44 conversation” about books consists of 
telling each other about the books you have 
read which the other fellow hasn’t. 
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Plan and Think 


(By Jacob H. Newmark 

T >U must meet business half-way. You 
must go out and find it. 

You are not going to get the maximum 
results if you sit in your office and expect all 
of the business to come to you. 

Remember that as each new day brings with 
it new desires, hope and ambition, so does each 
new day bring into view new automobile pur¬ 
chasers. 

New business is created with the birth of 
each day and you are entitled to some of it. Go 
out and get it. 

That is why salesmen should work the whole 
year. Many of them seem to think that there 
are certain times when it is almost impossible 
to interest a prospect. They are wrong. This 
is imagination, and, of course, they weaken 
themselves by thinking that way. 

Just make up your mind that you are going 
to do business in dull times. And you will in¬ 
variably do some. 

Think in the positive, not in the negative. 
Positive thoughts bring results. Negative 
thoughts bring zero—but that's what you in¬ 
vited and that's what you get if you think that 
way. 

Not only think, but act. When you think 
the duty is only half performed. Your think¬ 
ing will not do much good unless you act. 
When you have an idea, act on it. Do not 
allow it to cool, for if you do you will quite 
likely lose your enthusiasm and, eventually, 
forget it. 

The resourceful man will win when the man 
who refuses to use his brain will invariably fail. 

This is one of the most important things in 
business life. Cultivate resourcefulness. Ex¬ 
ercise your brain each day. The brain, like 
any other part of your body, will waste with¬ 
out use. 

Remember that the brain grows—the more 
you give it to do, the more it wants to do and 
the more it is able to do. 

The resourceful man will do business when 
others complain that it is dull. The resource¬ 
ful man finds a way, because he believes that 
he can do certain things, and this confidence 
helps him to accomplish his desires. 

The man who starts out to accomplish a cer¬ 
tain thing, does it—if he makes up his mind he 
is going to do it. 

The man who wins in business knows all 
about his business. And, if he doesn't happen 
to be the “top notcher" in his town, he patterns 
after the man who is. Study the most success¬ 
ful dealer you know. 

The man who wins, plans the work of the 
men under him—he keeps them busy—he in¬ 


in Automobile Business) 

spires them—helps them. And the man who 
wins leads his men—you must set the pace. 

And if you have ever noticed, you have found 
that the successful man is invariably the en¬ 
thusiastic man. He has enthusiasm. He has 
imagination. He has optimism. He has faith. 
And he is cheerful and happy. 

The man who wins, sees to it that each per¬ 
son entering his front door is courteously re¬ 
ceived and that he takes a good impression 
away with him. The more people you know, 
the easier it is to do business and the amount 
of business you do will depend on the number 
who have confidence in you and your organ¬ 
ization. 

Every day should see some movement to¬ 
ward getting some amount of new business. 

That's the way to grow. 

Somewhere, some place, it is waiting for you. 
But it remains for you to reach out for it. 

And you should figure that every effort you 
make, even if it isn't productive immediately, 
is a move toward the future development of 
your business. 

And that is the important thing to remem¬ 
ber. Little things done each day count up in 
the long run. 

But the thought to bear in mind is to create 
something each day, to add something to your 
total business. 

And the best way to do that is to think. A 
little thinking will show you the way to new 
business. 

Try it today. One thought will lead to an¬ 
other and, before you know it, ideas will be 
piling on each other so fast that you will have 
material a-plenty to work with. 

You never need to be out of ideas—not if 
you think. 

And the more you think, the easier will you 
find it to plan for more business. 

The thinking man wins. He cannot help but 
win, because constant thinking helps one to rea¬ 
son clearly and correctly and by this method 
he arrives at a basis of action that will prove 
helpful to his business. 

Emerson said: “Nothing great was ever ac¬ 
complished without enthusiasm.” 

And it is true, too. Without it we are lost, 
and with it we can accomplish wonders, for it 
turns failures into successes. 

Couple enthusiasm with faith and persist¬ 
ency and no one can stop you. The enthusiastic 
man always lands on top. 

This type of man thinks—plans—acts—he 
finds a way of doing things. And he is never 
down-hearted—he hasn't time to be, for en¬ 
thusiasm keeps him up—and keeps him busy. 
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Has it ever occurred to you that Monday is 
the most important sales day of the weekT 

Monday should be the big day of the week, 
because it follows Sunday. 

On Sunday, nearly every car owner is out 
driving and those who do not own a car are out 
walking. 

Have you ever noticed how each one walk¬ 
ing gazes at the cars as they whiz by T It seems 
a natural thing to do, too. 

Those who are walking would like to be rid¬ 
ing. And thus it is that on Sunday people 
long most for a car. 

And so on Monday get after your prospects 
with determination. 

You will find them in just the proper frame 
of mind—some of them may have been in the 
parade walking. 

Try it next Monday. 

Get in touch with a number of the “ hottest ” 
prospects who have never owned a car and you 
will find that Sunday has put them in a closing 
mood. 


WALLACE ROWE, PRESIDENT OF PITTS¬ 
BURGH STEEL COMPANY, RECOVERING 

Mr. Wallace Rowe, president of the Pitts¬ 
burg Steel Company, has been very ill for some 
months. His many friends all over the United 
States and Canada will be delighted to learn 


that he is rapidly recovering his accustomed 
health. He is now at Atlantic City, where it is 
hoped the sea breezes will restore him to his 
usual robust health. 

Mr. Rowe is accompanied by his family, 
which is an assurance that he is receiving the 
best and tenderest of care. 

KEEPS DOWN COMPLAINTS 

This Kipling-like verse is sent by the Peir- 
son Hardware Co., Pittsfield, Mass.: 

To Our Patrons 
Keep your temper, Gentle Sir, 

Writes the manufacturer. 

Though your hardware’s overdue 
For a month or maybe two 
We can’t help it, please don’t “squeal.” 
Can’t get iron, can’t get steel, 

Can’t get shafts, or plugs or coils 
Can’t get lubricating oils. 

So our hardware we’re afraid 
Is a little bit delayed. 

Still you’ll get it, don’t get vexed, 

Maybe this month, maybe next, 

There’s no harm in hoping so; 

Keep on hoping, don’t say die! 

You will get it by and by. 


Time heals all wounds; and softens all home¬ 
liness—to one’s friends. 



PEXTO BOOTH GOOD ILLUSTRATION OF WELL BALANCED DISPLAY 

Note particularly the accompanying illustration. It is a good example of a well balanced 
display. It shows how attractively a booth can be arranged despite the breadth and variety of 
articles to be given prominence. 

The Pexto booth, usually well handled, was exceptionally impressive at the Pennsylvania and 
Atlantic Seaboard Hardware Association and t be New York State Retail Association joint an¬ 
nual convention and exhibit at Madison Square Garden, New York City, February 12th to 15th. 

Many visitors were entertained by the Perk, Stow & Wilcox Co. representatives, and much 
present and prospective business lined up. 
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How One Salesman Learned His Lesson 


T HE DAY seemed unusually dark and 
dreary to Burke as he gazed abstractedly 
out the window. Not once had the sun 
broken through the solid mass of clouds which 
hung threateningly overhead. 

And the day was remarkably in keeping 
with Burke’s mental condition. Ordinarily, he 
would not be considered an envious individual, 
but it seemed to him that unquestionably he 
had been wronged; that he had not been given 
a square deal. Had he not given eight of his 
best years to the Jackson Hardware Co., the 
largest retail establishment of its kind in the 
state? Had he not served them faithfully? 
Had he not at all times looked after their in¬ 
terests to the best of his ability? Why, then, 
when a man was needed to take up the respon¬ 
sibilities of head salesman, had he not been 
selected? Certainly he was the logical man for 
the job. It was neither right nor just that this 
position should be usurped by one who had 
been with the firm only four years. 

Burke was now getting a salary of $15’.00 a 
week, just $3.00 more than he received at the 
time of entering Jackson’s employ. Lawson, 
the new head salesman, had been with the com¬ 
pany only a little over two years when he was 
placed on an equal salary basis with him. This 
seemed to Burke a little inconsistent, but he 
bore it all without a murmur, for he had a 
family to support, and could not afford to take 
chances on telling the boss what he thought of 
him. But now, when this one position which 
he had so long coveted and which he had 
thought was safely within his grasp, was given 
to another, it was too much. No matter what 
happened, he would now see Mr. Jackson and 
have a talk with him. He had fully intended 
to take the matter up the first thing that morn¬ 
ing, but he somehow quailed at the thought of 
a clash with his superior, and kept putting it 
off from time to time until it now lacked only 
an hour of closing time, and Mr. Jackson might 
be leaving his office at any minute. 

He Finally Had It Out. 

4 * Well, I’ll see him now, and have this thing 
out,” he muttered finally, and gathering him¬ 
self together for the supreme effort, walked 
rapidly in the direction of Jackson’s private 
office. 

Burke tried to assume an attitude of perfect 
composure, but his voice quaked noticeably as 
he informed his chief that there was a little 
matter he wished to speak to him about, if he 
could spare a few minutes. He was reassured 
somewhat when Mr. Jackson wheeled around in 
his chair, and in no unkindly manner, requested 
him to speak. 


“I understand that Lawson has been chosen 
as head salesman,” began Burke, quite steadily 
now, “and, while I don’t wish to mix in your 
affairs or question your judgment for a mo¬ 
ment, yet I was greatly disappointed, for 1 
naturally feel that I should have had first 
chance at that position, in view of the fact that 
I’ve been with you so long and have endeavored 
at all times to give you the very best that was 
in me. As you know, I’m getting to an age 
where I must begin to think seriously of the 
future. I must get out of the rut soon and 
become something more than an ordinary clerk, 
or I’ll be too old; besides, $15.00 a week, you 
know, is a rather small salary on whicn to 
keep a family.” 

“Mr. Burke, I expected to be called on for 
an explanation as soon as you learned of my 
decision in this matter. I’m glad of an oppor¬ 
tunity to talk to you in this regard, for I want 
to make my position clear, and, if possible, 
eliminate any hard feeling you may have to¬ 
ward me. 

“Now, Burke, you’ve been what I call a 
very good fifteen-dollar-a-week clerk. You 
earn your salary, but that’s all. If I were con¬ 
vinced that you deserved an increase, it would 
afford me real pleasure to give it to you, but 
I cannot now see my way clear to do so, neither 
can I see where you’ve shown the qualifications 
that would warrant me making you head sales¬ 
man. 

“Bear in mind that business is a cold¬ 
blooded proposition. The successful business 
man must not let sentiment usurp the place of 
judgment. True, you’ve been with us a long 
time, and in some respects have been an excel¬ 
lent employe, always on time, always willing to 
serve and you’re not a loafer, but there are 
other things that must be considered in select¬ 
ing a man for this position. 

His Weaknesses Brought to Light. 

“Lawson has been with us not more than 
half so long as you, but he has shown marked 
aptitude in picking up the higher points of 
salesmanship. He has studied the profession 
thoroughly. He knows how to meet people; 
how to interest them ^pd how to close sales. 
He has made his business a part of himself, and 
has prepared for the position ahead. He has 
learned from others, and has originated ideas 
of his own. 

“Did you ever notice how he corners the 
traveling salesmen and asks them all sorts of 
questions about the selling points of their 
products? Do you know that he subscribes for 
trade magazines and that he takes them home 
with him to study at night? 
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4 * When he has spare time daring working 
hoars, he utilizes it in better acquainting him- 
self with the goods he is selling. Many times 
I’ve seen him take a catalog or circular, seat 
himself in front of a stove, refrigerator or some 
other commodity and study the reading matter 
and the article together. In this way he 
equips himself with a knowledge that enables 
him to talk intelligently and convincingly to 
customers. Lawson brings more money into 
our coffers than any other man on the force, 
and naturally he’s the man we feel inclined to 
recompense most liberally. 

44 As previously stated, you’ve been a hard 
worker, but you've not always put in your time 
in the most profitable manner to yourself and 
the firm. I’ve often noticed you doing a lot 
of odd jobs around the store which were not in 
line with your regular duties, and while I ap¬ 
preciate your industry, yet I keep an eight- 
dollar-a-week man to look after the rough 
work. The time occupied in performing his 
duties you should utilize to better advantage. 
The producers are the men who get the large 
salaries, always. 

“Burke, you’ve made a mistake, but there’s 
always a chance for the man who will profit 
by his errors and remember this one thing, 
4 Never make the same mistake twice.’ Now, 
I’m telling you all this in a kindly spirit in the 
hope that it may help you in future, and I trust 
it will be received as it is given. 

The Truth Was What Hurt. 

All the way home that night Burke kept 
turning over in his mind the conversation with 
Mr. Jackson. He was forced to admit that his 
employer had told the exact truth, and he saw 
the matter now in its true light, but he knew, 
nevertheless, that it was going to be a mighty 
difficult task to go on in the service of the 
Jackson Company, especially in view of the 
fact that he would have to serve under Law- 
son. 

Utterly dejected, Burke walked into his lit¬ 
tle flat that night and greeted his wife so in¬ 
differently that she immediately realized 
something was wrong. 

“Hello, what’s this!” he suddenly ejacu¬ 
lated, as he breathlessly tore open a letter ad¬ 
dressed to him. The words, 4 4 Thomas Carey 
Co.” appeared in the upper left hand corner 
of the envelope, and his heart leaped at the 
thought of what it might be; but no, he would 
indulge in no unfounded hopes that might be 
suddenly shattered. But a moment later he 
fairly leaped into the air. Scarcely could he 
believe his own eyes, but there it was in plain 
typewritten letters: 

Mr. Thomas Burke, 

Plainville, Ill. 

Dear 8ir:—Some time ago you made application 
with us for a position on our sales foree. We re¬ 


ceived favorable reports from your references, but 
heretofore have had nothing to offer. 

However, a vacancy has now occurred in our 
ranks, and we will give you a trial at $18.00 a week 
to start. Opportunity for advancement will depend 
largely on you. Yours very truly, 

THE THOMA8 CABEY COMPANY. 

44 A chance to start all over again, with a 
new company and at a larger salary,” mused 
Burke. “By George, I’ll take it! I’m not too 
old to learn and I’ll not make the same mis¬ 
take twice.” 


TWO FOR FIVE 

The quick wit of a traveling salesman who 
has since become a well known proprietor was 
severely tested one day. He sent in his card 
by the office boy to the manager of a large 
concern, whose inner office was separated from 
the waiting room by a ground glass partition. 
When the boy handed his card to the manager 
the salesman saw him impatiently tear it in half 
and throw it in the waste basket; the boy came 
out and told the caller that he could not see the 
chief. The salesman told the boy to go back 
and get him his card; the boy brought out five 
cents, with the message that his card was torn 
up. Then the salesman took out another card 
and sent the boy back, saying: 

4 4 Tell your boss I sell* two cards for five 
cents.” 

He got his interview and sold a large bill of 
goods. 

To some 44 Home, Sweet Home” makes no ap¬ 
peal, because there are no adventures there. 


“HARDWARE WOBLD HAS PERSONALITY 
PLUS.” 

Editor Hardware World: 

Every time we reeeive an issue of the “ Hard¬ 
ware World” we think it is the best issue you 
have ever gotten out. It seems difficult now 
you eould improve upon it from month to month. 

We eonfess we don’t understand how you do 
it. There is always something in the * ‘ Hardware 
World” that appeals to us as no other magazine 
does. It must be the personality of the people 
baek of it, who apparently injeet so mueh of 
their own spirit and desire to make eaeh issue 
better than the preceding, to put the hardware 
trade on a higher plane, to enthuse and inspire 
the younger generation of hardware men, that 
enables you to keep addins to your prestige. 

We wish to tell you also we get a great deal 
of good out of the personal stories and life of the 
hardware men as you publish them from time to 
time. 

Your last issue containing some half dozen or 
more was the best in our mind you have ever 
issued. We like to know some of the obstacles 
and difficulties some of the men at the head of 
such institutions have had to overcome. It not 
only serves to inspire us in our own business, but 
we know it is very helpful and beneficial to the 
entire trade. 

Your manner of writing these up is something 
we have never seen equaled by any other pub¬ 
lication. 

ENTEBPRISE HARDWARE CO. 
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Merely a Matter of Money with Morton 

Who Was to Blame, Morton or His Clerk? 


W ILL MORTON thrust his head out of 
the door of the little office at the rear 
of his store and glanced up front. 
There were no customers in sight, so Morton 
saved himself the task of walking the length of 
the store by making use of the earliest form of 
4 * wireless. 1 ’ 

44 A1,” he called, 44 come back here, will 
you?” 

A1 Johnson removed his gaze from the fasci¬ 
nating blonde who was passing along the other 
side of Main Street, and proceeded leisurely 
toward the back of the store. 

44 Come in and sit down. Also close the 
door,” his employer directed as the salesman 
paused inquiringly just outside the office. John¬ 
son obeyed directions, crossing one carefully 
creased trouser leg over the other, and leaning 
back until the chair rested on its two rear 
legs. 

44 All ready, sir,” he stated cheerfully. 

44 A1, you are not worth the money I*m pay¬ 
ing you,” announced Morton calmly and with¬ 
out preliminaries. 

If he had landed a torpedo squarely against 
the side of an unsuspecting liner, Morton could 
not have aroused much more consternation than 
this simple statement of his produced. The 
front legs of the salesman's chair hit the floor 
with a bang, and he was on his feet in instant 
protest. But at that, it was Morton who got 
in the first word. 

44 Sit down, Al,” he said. 44 I’m not going to 
say anything I can’t prove, and, besides, I have 
not mentioned any salary reductions yet, have 
I?” ’ 

‘‘Bring on the proofs, then,” was Johnson’s 
answer, as he dropped back into his chair, 
44 but don’t give me another shock like that un¬ 
less you want my lifeless corpse on your 
hands.” 

44 Well, Al, I’ve known you ever since you 
were big enough to tie a tin can to a dog’s tail 
—I know what you can do and what you can’t. 
One thing I’m mighty sure of is that you can 
close more business than you have been doing 
lately. I’ve had an idea for some time that 
you weren’t jingling the cash register bell very 
often, except to change somebody’s ten dollar 
bill, but I couldn’t tell for sure. In fact, up 
until a little while ago I haven’t had any way of 
knowing what you fellows were doing in the 
way of earning a profit for the business. But 
the last time Ed Moon was here he gave me 
some ideas that I’ve been putting to work. 
They’re some little ideas, too. 


Every Salesman Must Pay His Own Salary. 

44 Here’s the dope, Al. Of course you know 
the money I pay you comes out of the money 
you take in. You must sell enough to pay for 
the cost of the goods and your salary, and still 
leave enough to cover the overhead expenses 
on what you sell and give me a reasonable 
profit. That’s fair enough, isn’t it?” 

44 Sure,” the salesman agreed. 

44 You can see. too,” Morton continued, 44 that 
if you can’t induce enough shekels into the 
cash box, I’m going to lose money on you. 
Every salesman is an investment. That seems 
like a heartless way to look at things, but I've 
got to keep that idea in mind if I want to stay 
in business. 

44 A man’s salary can’t be more than a cer¬ 
tain per cent of his sales. If it is, he isn’t sell¬ 
ing enough to pay for the amount invested in 
him. This salary percentage is different, of 
course, for every store, depending on a good 
many different conditions. The average for 
hardware stores all over the country is between 
9 and 10 per cent. In some places it is less; 
in others more. 

He Had the Goods on Al. 

4 4 Now, here are the figures, Al, showing 
your sales for the last month, the gross profit 
on them, and your month’s salary figured as a 
percentage of your sales. This is how I know 
I’m paying you too much right now. I might 
have guessed at it before, but there’s nothing 
like having the facts.” 

Al took the sheet which Morton handed him. 
His employer watched him keenly, smiling at 
the varying expressions on the young man’s 
face as the meaning of the figures became clear 
to him. Finally Al looked up and met Mor¬ 
ton’s glance squarely. 

44 1 guess you’ve proved your case all right. 
Morton,” he admitted. 44 My sales are a lot 
less than they should be. The joke’s on me— 
guess I sort of figured since my last raise that 
I didn’t need to work as hard as the other 
fellows.” 

44 Yes,” added Morton slyly, 44 and I suppose 
your mind’s been over on Holly street a good 
deal, too. I’ve heard about the way you’ve 
been wearing out old man Lane’s parlor fur¬ 
niture.” 

44 Well, perhaps that has had something to 
do with it,” the young fellow returned, blush¬ 
ing a bright/ red. 

44 Now, Al,” Morton said, 44 getting back to 
business matters, there are several things we 
might do under the circumstances. One of them 
would be to cut your salary to fit the amount 
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of business you are getting now, but I know 
what Mary Lane’s ma would say if she found 
that out. I’d a lot rather keep on paying you 
the same amount and put it up to you to boost 
your sales until you are worth all you’re get¬ 
ting, and more. You can do it, I know.” 

“You bet I can,” A1 agreed. “And what’s 
more, I’m mighty grateful to you for putting 
the facts of the case up to me the way you 
did.” 

Morton dots Down to Brass Tacks. 

“From now on, Al, I’m going to have the 
facts about every man’s sales on hand all the 
time. When he stops hustling, I’ll have the 
figures to show him, and we’ll try to find out 
what the trouble is. If he’s the right sort, he’ll 
brace up, just as you’re going to do. If he gets 
sore and quits, he’s not the kind of man I want 
working for me, that’s all. 

“There’s another thing, too, about this busi¬ 
ness of keeping track of each man’s sales. It 
works two ways. It not only rings the alarm 
bell when a man is loafing, but it tells me when 
he is getting the business, too. If his salary 
percentage gets below the average and stays 
there, that man has earned a raise, and he’s 
going to get it. That’s the only fair way to 
judge a salesman *8 value to the business. It 
has guesswork beat a mile.” 

“How do you get these figures!” asked AL 
“It must be a lot of work.” 

How Morton Kept Tabs on His Clerks. 

“It’s easy,” Morton answered. “I’ve been 
figuring them myself from the sales slips you 
fellows make out. You know I insist that you 


put your initials on your slips, so that all I need 
to do is to sort the slips into piles and add up 
the amount of each man’s sales for the day. 
I add up the cost of the goods each man sells 
from the cost marks on the slips—that’s why 
about a month ago I asked you fellows to start 
copying the cost mark on your sales slins. Then 
I can subtract the cost from the selling price 
and get the gross profit on your business. 

Morton Cuts Out Guesswork. 

“There’s going to be a girl bookkeeper with 
an adding machine in here before long to get 
those figures and a lot more—expenses stock 
on hand, sales by departments as well as by 
clerks, accounts receivable and payable, and 
so on. I’m going to get a real look at the con¬ 
dition of my business every day or every week 
at the least—not once a year like I have been 
doing. I’ve figured what a bookkeeper’s time 
will cost me, and I’ve figured what it has been 
costing me to blunder along by guess and by 
gosh, and I discovered that I could pay a girl 
ten dollars a week to get me this information 
and still be making a lot of money on the in¬ 
vestment. 

“Now run along, Al, and get busy. I’ve 
been talking longer than I intended to. There’s 
old Deacon Seward looking at that separator 
again. Qet out there and sell him one.” 

Half an hour later Al made his way back 
to the office where Morton was busily adding 
up figures. 

“Here’s the deacon’s order,” he remarked 
casually. 


DEALERS CAN USE THIS IDEA FOR WINDOW DISPLAY 



At the recent exhibit of the New 
York State, Pennsylvania and Atlan¬ 
tic Seaboard Hardware Assn., at 
Madison Square Garden, New York, 
the exhibit of The Goulds Manufac¬ 
turing Company, who was the only 
pump manufacturer to exhibit, at¬ 
tracted a good deal of attention be¬ 
cause of the two working exhibits of 
their new line of “Hi-Speed'* Noise¬ 
less Hduse Pumps, which were de¬ 
signed so as to show the dealer how 
to arrange a suitable working ex¬ 
hibit for his store window or display 
floor. The two outfits which are 
shown herewith consisted of the 
pomping outfit mounted on top of a 
metal-lined tank from which the 
pump took its suction, and discharged 
into a pneumatic tank of the size 
commonly used for hot water in a 
kitchen. From this tank the water 
was discharged through a faucet into 
the metal-lined tank underneath the 
pump. 

These working exhibits not only il¬ 
lustrate the absolutely quiet opera¬ 
tion of the “Hi-Speed” Noiseless 
Pumps and other details of operation, 
but when used as a window display create enough attention to draw into your store customers for water supply 
pumping outfits. More dealers each year are realizing the value of having in their stores exhibits of farm 
equipment. The Goulds Manufacturing Company will be glad to show any dealer who is interested in a window 
display of the << Hi-8peed ,> outfit, just how these two exhibits were constructed. 
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WHEN AN ADVERTISEMENT DOESN’T 
TELL THE TRUTH! 

(Copyright by Elton J. Buckley.) 

“About a month ago I bought a certain 
store fixture from a concern in Ohio, dealing by 
mail entirely. They advertised this thing in a 
trade journal, stating that it had four differ¬ 
ent operations, and also stating * guaranteed 
for life against all defects. ’ I had seen the ad¬ 
vertisement before quite a number of times, al¬ 
ways stating the same thing. Another repre¬ 
sentation was that it would cost so much per 
hour to run it by electricity. 

“I tested the apparatus when it arrived, and 
found it not up to claim in several points. It 
really only has three operations instead of four, 
the fourth being almost impossible to work. 
They sent me a receipt for my money, in the 
upper part of which it says: ‘Guaranteed 
against defects for six months/ And by ac¬ 
tual test I find that the cost of operating by 
electricity is two and a half times as much as 
they said it was. 

“Please advise me whether I have any way 
of getting my rights in this case. I had no par¬ 
ticular correspondence with these people; the 
thing I purchased was completely described in 
the advertisement, and when I sent for it I or¬ 
dered the one advertised in such and such a 
paper. E. K. K.” 

There is an important legal principle in¬ 
volved in this case, and in answering this in¬ 
quiry, I will discuss it for the benefit of who¬ 
ever it may concern. The principle is this:— 

To what degree is a merchant or manufac¬ 
turer responsible for statements which he puts 
in advertisements, catalogues, circulars and such 
matter regarding the quality or character of 
goods he is offering for sale? 

The nutshell answer, though this will require 
explanation, is that if he is making specific 
statements regarding the quality or character 
of his goods, which he knows the buyer will 
probably rely on when he buys, his printed 
statements will be considered warranties and 
he will be held bound by them. If he is simply 
indulging in the extravagant laudatory lan¬ 
guage and opinion which every seller is permit¬ 
ted to use without responsibility—up to a cer¬ 
tain point—then what he says is not a war¬ 
ranty and he is not bound. 

I extract this from a leading case:— 

“Descriptions or statements contained in 
written or printed invoices or advertisements 
are not necessarily or presumably warranties; 
they are more properly to be considered gener¬ 
ally dealers’ talk—and the burden is on the 
buyer to show that they meant more. It is a 
matter of common knowledge that dealers and 
traders make use of extravagant language in 
advertisements praising the quality of their 
goods, and the buyer cannot rely upon such 
representations and insist on them as warran¬ 


ties, unless other facts and conditions are 
proven such as are requisite in the case of 
verbal representations.” 

Statements in an advertisement can very 
easily constitute warranties, when they are so 
specific that the prospective buyer will natu¬ 
rally rely on them in making the purchase, or 
where they are evidently intended as a war¬ 
ranty by the seller, or where they state mate¬ 
rial facts relative to essential qualities of the 

thing advertised. , , 

A very good case in point is that cited by 
this correspondent. The seller there put in his 
advertisement a complete description of his 
product. The advertisement was his salesnmn ; 
the buyer would have to rely on it if he relied 
on anything. There is no doubt in my mind 
that the court would hold everything m that 
advertisement to be a binding warranty. 

The same applies to all sales conducted by 
mail, where the description of the thing sold is 
conveyed through advertisements. In that, as 
in the above inquiry, all the talking is done by 
the advertisement, and therefore the talking 
must not mislead. 

Here is the law right on this point from a 
New York case:— 

“Prom examination of all the cases it may 
be safely ruled that a sample or description in a 
sale note, advertisement, bill or invoice, is 
equivalent to an express warranty that the 
goods are what they are described or repre¬ 
sented to be by the vendor.” 

Of course, no buyer can hold a seller respons¬ 
ible for misstatements in an advertisement 
which he didn’t see till afterwards. There are 
cases where a buyer bought something that 
didn’t turn out as he expected. He hadn t 
bought through an advertisement, but subse¬ 
quently he found an advertisement that made 
misrepresentations about the article, and this he 
tried to turn to his own advantage. The court 
has always ruled that as he hadn’t seen or re¬ 
lied on the fraudulent advertisement he could 
not bring it into his case. 

Any seller can safely express his opinion in 
an advertisement without making himself liable 
as on a warranty. But he must make it clear 
that it is only an opinion. In one case a manu¬ 
facturer advertised at $75 a patent store coun¬ 
ter in these words: “Equal in quality of wood 
and workmanship to any counter sold by oth¬ 
ers at $125.” A merchant bought one by mail, 
but found it wasn’t as represented either in 
wood or workmanship and they had a law suit. 
The counter manufacturer said, “Oh, that was 
only my opinion,” but the court said, “Not at 
all. You went far beyond mere opinion and 
made a positive express statement which went 
to the quality of the counter, and which you 
could not but know would be relied upon.” 
The “opinion” was held to be a warranty, and 
the counter man lost his case. 
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Here are a few advertising expressions 
which courts have held were warranties, bind¬ 
ing the advertiser:— 

An advertisement described a cooking uten¬ 
sil as “copper fastened.’’ It was not copper 
fastened, but the seller endeavored to work out 
of it by pointing to another part of the adver¬ 
tisement, which said “to be taken with all 
faults/’ The court said the copper fastening 
was an express warranty. 

In a piano catalogue it was stated “every 
piano warranted for five years. ” This was held 
to be an express warranty, without anything 
more. 

A Pennsylvania man bought a wagon out of 
a mail order dealer’s catalogue. It was No. 
278, represented to have a certain kind of 
brake, and to hold so many people. The 
buyer found it wouldn’t stand the strain of the 
number of passengers it was supposed to hold, 
and the brake wouldn’t work the way the ad¬ 
vertisement said it would. He rejected it and 
refused to pay, and the court said he was justi¬ 
fied. 

Notice one thing that runs through all these 
cases, viz., that the buyer must have relied upon 
the representations in the advertisement. That 
makes the law apply particularly to mail order 
advertising of any kind, where the buyer and 
seller never come in contact, not even through 
agents. And in my judgment, it does not ap¬ 
ply anywhere near so strictly to cases where 
the advertisement was merely a bait to get a 
buyer to go somewhere and negotiate. For in¬ 
stance, a manufacturer advertises something in 
a trade paper, names his local agent and tells 
the buyer to go to see him and examine the arti¬ 
cle. The advertisement makes specific state¬ 
ments about the article, some of which are not 
true. The buyer goes to the local agency, sees 
the article, sees it demonstrated, tests it him¬ 
self and talks at length with the agent. If the 
machine subsequently fails to make good all of 
the advertised representations, it would be ex¬ 
ceedingly hard to convict the manufacturer, un¬ 
less the agent in some way continued the mis¬ 
representation. The court would likely hold 
that the buyer bought upon his own inspection 
and his own talk with the agent. In other 
words, he did not rely on the advertisement. 

I think I should say to this correspondent 
that his remedy is to reject what he bought, no¬ 
tify the seller of his rejection and that the ap¬ 
pliance is held subject to his order, and enter 
suit to recover his money. 

A man in the course of an animated conver¬ 
sation, noticing that Mr. Wilson’s eyeglasses 
were perched perilously near the tip of his 
nose, remarked: 

“Your glasses, Mr. President, are almost in 
your mouth.” 

“That’8 all right,” was the quick response. 
“I want to see what I’m talking about.” 


An Educator 
for the Merchant 
and Salesman 

The advertising pages of 
the “Habdwabb World” are 
one of the splendid educa¬ 
tional features of it 

They serve as a persistant 
edncator of the best goods, 
most economical labor sav¬ 
ing appliances, best mechani¬ 
cal equipment and moat prof¬ 
itable selling lines. 

They give the talking 
points, the merits, the sell¬ 
ing points, of the various 
lines that are usually han¬ 
dled by the hardware mer¬ 
chants. 

In no other way can a 
merchant or a salesman get 
the points so quickly and so 
effectually as by noting our 
advertising pages. 

It is always the man who 
is best informed of what is 
to be had, where it is to be 
gotten quiekly and cheaply, 
what its merits are, that is 
the best salesman. 

The knowledge gained 
from its advertising pages 
probably in the majority of 
eases, is acquired uncon¬ 
sciously and without mental 
exertion. 

A dealer or a salesman is 
perhaps wholly unaware that 
he is getting a valuable ad¬ 
dition to his general knowl¬ 
edge of merchandising and 
of the goods that he sells. 
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FUEL CONSERVATION IN OPERATING 
COOKING AND HEATING STOVES 

Recommended by U. S. Fuel Administrator 

To avoid waste of fuel and insure perfect 
operation of cooking or heating stoves or 
ranges, the following directions should be 
carefully observed. 

Proper combustion of the fuel, especially 
soft coal, cannot be attained unless the stove 
or range is set to a flue large enough to pro¬ 
vide the necessary “ draft / 9 

The minimum size of the needed flue or 
chimney is always indicated by the diameter 
of the pipe collar on the stove or range. 

All makers of good stoves and ranges exer¬ 
cise great care to have all smoke outlets, as 
well as draft doors and the dimensions of the 
flues in the stove or range, proportioned exact¬ 
ly to the size of the fire box, which in turn is 
determined by the size of the baking oven on a 
cook stove or range, or the radiating surface 
of a heating stove. 

To guard against excessive fuel consumption, 
the smoke pipe should never be reduced below 
the diameter called for by the circumference 
of the collar where it is attached to the stove 
or range, and the area of the flue or chimney 
should never be smaller than that of the pipe. 

Not more than one stove or range should 
be connected with one flue or chimney. 

To economize in fuel, the pipe should fit 
tightly into the flue thimble and be provided 
with a collar, and each joint should fit snugly 
over the next lower one. 

Any opening, no matter how small, into the 
pipe or flue, above the stove or range, interferes 
with the draft and consequently detracts from 
the proper operation of the stove or range and 
furthermore results in a great waste of fuel, 
because it is impossible to extract all the heat 
units of the fuel unless it is used in a proper 
manner. 

Much fuel can be saved by seeing to it that 
no currents of air are permitted to enter the 
stove or range when it is being used to cook, 
bake or heat, except through the fuel chamber. 

All properly constructed stoves and ranges 
are designed to conserve fuel and are pro¬ 
vided with dampers, slides or registers to assist 
in this purpose. It is an easy matter to com¬ 
ply with the above instructions and regulate 
them as they should be. 

All openings in a modern stove or range 
above the fire, are intended as checks, except 
in the type known as “Hot Blast” stoves, 
which are constructed to provide air to the 
fuel bed from the top. 

These “checks” are for use where slow com¬ 
bustion is wanted or to hold fire, for instance, 
over night in a heating stove. 

The quantity of fuel to be used in a heating 
stove is necessarily regulated by the tempera¬ 
ture and the capacity of the fire chamber, but 


in order to get the full benefit of its heating 
power, perfect combustion is the first requisite. 

In a cook stove or range best results in 
operation, that is cooking and baking, and the 
greatest economy in fuel are obtained by filling 
the fire box only two-thirds full of coal, not 
larger than egg size. 

By opening the draft slides under the grate 
an extremely hot fire will follow. 

While baking, when a slow, steady heat is 
needed, the draft opening under the grate 
should be regulated according to heat required. 

Large lumps of coal should not be used in 
a cook stove or range because they prevent 
an “even” fire and the inner parts of large 
lumps do not come in contact with the needed 
air to produce perfect combustion, a large part 
of such coal passes up the chimney in the 
form of gas or sooty smoke. 

Do not stir the coal bed with a poker or lift 
the bottom of the fire bed to the top. Poker 
should be used only to remove “clinkers”— 
which will not form if these directions are 
followed unless the coal is of a very inferior 
quality and “slaty”—simply shake the grates, 
with the implement provided for that purpose 
with all good stoves, to clear the fire box of 
ashes, thereby bringing down the fuel bed 
closer to the bottom and allowing room on 
top for the introduction of more fuel, as it 
may be required which should be evenly dis¬ 
tributed in the fire box and not heaped up in 
one spot. 

See that ashes are not allowed to accumulate. 
Clear the grates and linings by “shaking 
down.” Empty the ash pan before it over¬ 
flows—accumulated ashes will not only ob¬ 
struct the free access of air to the fuel bed 
but are the immediate cause of linings and 
grates burning out in a short time. . 

With an ash pit filled to contact with grates, 
one hour is sufficient to cause the entire de¬ 
struction of the heaviest and strongest grate. 

To get the full benefit of the full heating 
power of any fuel burned in a stove or range 
it should be cleaned at regular intervals and 
all accumulations of soot and ashes in the flues, 
smoke pipe and chimney removed. 

Soot is a better insulator than asbestos and 
with a thick coat of it around an oven it is 
next to impossible to get it hot enough to 
bake except by consuming far more than a 
reasonable amount of fuel. 

Cracked lids and warped top plates on cook 
stoves should be replaced with new ones, the 
air that is drawn in through their openings 
interferes with the heating of the oven and 
necessitates the burning of more coal for baking. 

These recommendations are made under the 
auspices of the U. S. Fuel Administrator. 

Their observance will 

Save Coal for Uncle Sam 

Save Money for you 

Save trouble in operating your stove. 
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SOME OF HENRY FORD'S RULES FOR 
SUCCESS 

Everything begins with thought. 

If a man knows where he is going, nothing 
will stop him. 

Every man gets what he deserves; if his 
thinking is wrong, he will lose out. 

Most people make the initial mistake in busi¬ 
ness of thinking about the dollar. 

If a man is trying in his business to serve the 
good of others, the money will come, it is bound 
to come; he can not fail. 

One of the first things every man must 
realize, if he is going to succeed, is how little he 
can accomplish alone, the second is that every¬ 
one has some good in him and can do something 
well. 

I believe in big business; the bigger the or¬ 
ganization the bigger the opportunity for more 
men to contribute the special good in them¬ 
selves. 

Every man can do some one thing well, but 
no man can do a lot of things well at the same 
time. 

In business there is no escaping the law of 
compensation; if you do a man a mean trick, 
you pay; if you do yourself a mean trick, you 
pay. 

If a man worries, it is because he has done 
something that’s not on the square or else be¬ 
cause he hasn’t thought deeply enough to clear¬ 
ly understand his problem. 

Most people eat too much, and in conse¬ 
quence they sleep too much and don’t think 
enough. 

My advice to every business man is: work 
and read and think, and then work some more, 
and then some, but don’t ever stop thinking. 

Don’t ever be afraid of criticism; criticism 
is the greatest educator in the world, if we will 
only let it be. 


This war will be the test of us, 
And kill some of the best of us, 
But make men of the rest of us, 
And leave no east or west of us. 


WINDOW AS AN ASSET BEING OVER¬ 
LOOKED 

Mr. Dealer, did you ever stop to figure what 
you are paying in rent per month for your win¬ 
dows ? Did you ever stop to consider what you 
can get a building for without any windows on 
the street, as compared to a building with win¬ 
dows! 

The difference will give you some idea of 
what the owner of the building considers his 
windows are worth. 

Do you realize that in the drug store busi¬ 
ness and in many other lines, the window is con¬ 
sidered so valuable that the manufacturer of 
drugs cannot make a display in the druggist 
window without actually paying for the space— 
yet you, with many other dealers, are not mak¬ 
ing any use, or at least very little use, of your 
window space. If you had to pay $40 a month 
for a man who did nothing at all, you would 
consider yourself abused, yet you pay this much 
and sometimes even more for window space and 
don’t use the space. 

Window displays, if properly arranged, 
neatly and attractively, are one of the big busi¬ 
ness getters. They center attention to your 
place, they brand it as one of the up-to-date 
establishments where anything may be pur¬ 
chased. If your prices are properly displayed 
with windows cards, etc., and the prices are 
right, you soon establish a reputation of selling 
at reasonable rates. 


AN ENTERPRISING MERCHANT’S 
EXPERIENCE. 

Editor Hardware World : 

We have had marked success in handling 
automobile-accessories, including tires, lubri¬ 
cating oils and kindred lines. Just so far as 
we watch our markets and get after this busi¬ 
ness aggressively, persistently, following it up, 
just so far do we get results and this line is 
one that gives satisfaction and pleasure in han¬ 
dling, both for the dealer and consumer. 

Yours very truly, 

Bush City, Minn. C. M. JOHNSON. 
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THIS CARLOAD OF 

Diamond Tires 

FOR ARtttCR & WIGGINS CO. Portland 


Receipt of cmrloed shipment of 
Diamond Tires and Tubes by 
Archer A Wircins, 

Portland, Ore. 



£3 



M OTOR cars must carry more 
“ton-miles” this year than 


ATA ton-miles 
ever before. 


A purchased Thrift B 
Stamp is a Soldier’s I 
Life Insurance 8 
Policy. 

On sale at all 
Diamond District | 
Offices 


The railroads have more than they 
can handle. Interurbans can’t take 
up all the slack. 

We’re face to face with the biggest 
transportation year the automobile 
industry has ever seen. 

Scores of far-seeing hardware mer¬ 
chants, anticipating the demand for 
“practical,” low-cost tires that deliver 
big in mileage, ordered Diamonds by 
the carload. 

Now they are reaping a rich harvest. Car- 
owners, urged by the necessity of the times, 
insist on Diamond mileage for their money. 

You ought to be getting your share. Ask 
your Hardware Jobber for the Diamond 
proposition, or write us. 

The Diamond Rubber Co. 

< Incorporated ) 

AKRON, OHIO 
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What Is a Merchandiser? 

A merchandiser is a man who legitimately takes advantage of every opportunity for selling 
goods, service or himself. He also creates opportunities that he may take advantage of them. 

Regardless of what dictionaries may say, we have made our own definition of ** merchandiser . 99 The man 
who merely supplies demand is not a merchandiser, although he might get by in some dictionaries. When we say 
“merchandiser” we mean get-up-and-get, initiative, spizz and the work habit. And these are what you must have 
if you would GET ALL OF YOUR 8HARE. 


T >U must be a merchandiser or be several 
laps behind the parade. There is no al¬ 
ternative. 

There are merchandisers and trailers in this 
trade—lots of them. The merchandisers are 
getting a lot of business and velvety profits 
that might go to the trailers if the trailers 
would only wake up and be merchandisers. 

And the man who just spins around like an 
over-excited hen and doesn’t accomplish any 
more than if he spun less is not a merchandiser. 
He is a waster of time and energy. 

The merchandiser is the man who goes at 
things in a common sense way. He learns what 
methods are the shortest cut to profitable busi¬ 
ness. *He takes every idea he can get and 
makes it work. He is the man who thinks and 
finds the best ways to sell goods and get busi¬ 
ness. He keeps his nose up out of the rut and 
becomes a business man instead of an ex¬ 
mechanic. 

Makes His Bratus Work. 

He is the man who makes money with his 
brains instead of with his hands. The money 
that hands can make is limited. There is no 
limit to what brains can make. 

Let us illustrate: Let us first take a 
garage: 

The ex-mechanic-dealer’s place is not 
scoured and clean. If he used his brains he 
would know that the first impression of the 
customer is worth thousands of dollars and 
the front would be as attractive as the front of 
the best store in town. 

A motorist drives up for gasoline. He has 
to toot his horn several times before he gets 
waited on. The gasoline man, when he flips 
the filler pipe out, dribbles gas over the car. 
Some of it gets on the cushions and loosens a 
little dirt, and the dirt gets on the dress of the 
man’s wife. She is disgusted. She classes the 
man as “a filthy, ignorant thing.” 

He Isn't Intelligent. 

She isn’t entirely wrong. The man can hard¬ 
ly be classed as “clean” if he spills gasoline all 
over his customers’ cars, and he isn’t exactly 
“intelligent” if he doesn’t know better than to 
make customers blow their horns until he gets 
ready to wait on them. And then probably the 
man who drew the gas was wearing clothes 
that made him look like what the woman said 
he was. 

The motorist pays for his gas and goes on, 


classing him as a low-grade man. This garage- 
man has hurt the whole industry. 

But here’s how the merchandiser would do 
it: 

His would be a model business place. He 
knows that his brains can earn more than his 
hands, so he is the boss of the business and 
hires hands to work for him. He watches the 
place and sees that it is kept clean. When 
the motorist spots his place he has a thrill of 
joy. He says to his wife: “That looks like a 
real place.” 

Before the car has stopped there is a neat 
and clean man at the pump. When he removes 
the filler hose he is careful. 

Do It This Way. 

When he goes in to get change for the mo¬ 
torist ’s five-dollar bill he comes out with a com¬ 
bination spotlight-mirrorscope and deftly fits it 
to the windshield. This is done while the mo¬ 
torist is pocketing his change, and all the time 
the salesman—for he is a salesman—is explain¬ 
ing the spotlight. The motorist buys the spot¬ 
light, and as he goes down the street he wiggles 
it in the joy of ownership. 

He says to his wife: “That is a regular 
place.” And several times that day he says: 
“I don’t see how I ever got along without that 
spotlight mirror.” 

Go back and real our definition of “mer¬ 
chandiser.” Don’t you see now how the mer¬ 
chandiser-man made his head make money for 
him? How he took advantage of the oppor¬ 
tunity to sell goods? 

And don’t you see how the ex-mechanic-man 
took only what his hands would earn for him? 
He didn’t get all of his share. The merchan¬ 
diser-man is getting most of it because he uses 
his head. _ 

A NEBRASKA MERCHANT’S VIEW. 
Editor Hardware World : 

My experience in auto accessories, oils and 
kindred lines is to get into it. The hardware 
man’s store is generally more central, and there 
are many who would rather purchase away 
from the garage, thinking they can save, be¬ 
cause they look upon the auto repair garage 
jobs as holdups whether they are or not. The 
dealer can make this business profitable, and 
can increase to suit his capital. If he works 
up in tires he can build up on larger scale and 
pay him well. Yours truly, 

THE ARNDT HARDWARE, 

F. W. Arndt. 
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T HE new Brake Inspection 
Movement has obtained 
the unqualified endorse¬ 
ment of motorists all over 
the country. Police Commis¬ 
sioners, presidents of automo¬ 
bile clubs and other prominent 
officials and motorists have as¬ 
sisted in riving the movement 
the most widespread publicity. 

The car owners In your vi¬ 
cinity are interested in this 
nfew movement for the peri¬ 
odical Inspection of brakes on 
motor vehicles, because it 
means greater safety to them¬ 
selves and to their cars. This 
interest can be turned into 
profit for you. It offers a won¬ 
derful opportunity for you to 
obtain general overhauling Jobs 
before the touring season 
opens. Don’t let a motorist go 
past your window without re¬ 
minding him of it, at least by 
a slim. 

When your customers come 
in for brake lining give them 
the best. Thermoia Brake Lin¬ 
ing Is superior to any other 
brake lining on the market for 
three reasons. 

I. Mors material, greater s er vi ce — 

There is 40% more material 
and <0% more labor used In 


the manufacture of Ther- 
mold Hydraulic Compressed 
Brake Lining than In any 
woven brake lining. 

2. Crapnalised —Thermold Hy¬ 
draulic Compressed Brake 
Lining is Grmpn&llzed, an 
exclusive process which re¬ 
sists moisture, oil and gas¬ 
oline. 

3. Hpdraulic compressed. aniform 
tkroagkoat- Every square inch 
of Thermold is hydraulic 
compressed at a pressure of 
2000 pounds. Thermold Is 
uniform all the wav 
through. It will give uni¬ 
form service until worn 
card board-thin. 

Endorsed bp amtomobile manmfaetmren 

The engineers of fifty - one 
leading car manufacturers, ten 
of the most prominent axle- 
makers, all leading jobbers and 
thousands of dealers have se¬ 
lected Thermold Brake Lining 
because of its dependability. 

If you have not received your 
copy of "The Brake Inspection 
Movement and What It Means 
to Dealers," write for it today. 

Our guarantee: Thermold will 
make good or WE WILL. 


Ihermotd Rubber Compaq!] 

Factory sad Main Office: Trenton, N. J. 

Branches: 

Jf«w York " Cblcofo Son fmariim Indianapolis Detroit Lm Angvlea Philadelphia 

Pittsburgh Boston London Paris Turin 

Canadian Distributors 

The Ceaadiea Fairbanks-Morse Company. Limited. Montreal 
Brooches in all principal Canadian cities 


Will your car do this? 


Automobile engineers have proven 
that when brake mechanism is right 
and road conditions average, any 
car should stop at distances and 
speeds given by the chart. 

V 1 means the square of the velocity 
or speed of your car. 10.8 ia the 
proved factor of retardation under 
average road conditions. This fac¬ 
tor decreases on smooth, slippery 
roads to 6.7 and increases as nigh 
as 17.4 on rough, worn roads. The 
chart represents the average condi¬ 
tion and other conditions can read¬ 
ily be figured by changing the fac¬ 
tor within the given limits. 
Remember that your brake mechan¬ 
ism is not "right” unless its brake 
lining has the ideal co-efficient of 
friction. The better the brake 
lining the quicker your stop. 

Thermold 

Brake Inspection Chart 
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PAYS $555 FOR CAR; $584 FOR FIXTURES 

Canadian Purchaser of Automobile Starts in Buying 
Accessories and Doesn't Stop Purchasing Until He 
Has Acquired List as Long as His Arm. 

This is the story, absolutely true, of a man 
who bought a Ford and then decided to get 
everything extra that he could find to "doll it 
up.” The story came out at the National Ex¬ 
position of Ford Accessories, two weeks ago, 
and our only explanation is that the gentleman 
was not an American, but a Canadian. 

To begin with, he bought a Ford at Calgary, 
Alberta, for $555. He then went to the Motor 
Car Supply Company of that city and began 
buying. It is with profound respect and un¬ 
bounded interest that we publish the following 
list of accessories, together with the prices 


which he paid in Calgary: 

Electric starter.$130.00 

Carburetor. 22.50 

Seat covers . 32.00 

One-man top . 37.00 

High-tension magneto. 70.00 

Bailed non-stall differential. 22.50 

Leak-proof piston rings. 8.00 

Eight special grease cups. 1.00 

Accelerator—Apco.90 

Electric tail lamps. 1.50 

Electric side lamps. 6.00 

Klaxon horn... 4.00 

More Room steering wheel. 9.00 

Special steering wheel horn button. .60 

Eight-day clock . 8.00 

Ammeter . 8.00 

Dashboard switches. 4.00 

Speedometer . 13.00 

Dash and trouble lamp. 2.75 

Cigar lighter and reel. 6.00 

Instrument board. 2.00 

Aluminum running boards. 6.00 

Tool box. 3,25 

Robe rail .75 

Rear view mirror. 3.00 

Windshield cleaner . 2.00 

Cork insert trans. bands. 4.00 

8teerezer .. 3.75 

Moto-meter . 5.00 

Radiator cap.50 

Oil can holder.30 

Starting handle and holder. .25 

Shock Absorbers . 15.00 

Radius supports. 2.50 

Cut-out . 1.50 

Dem. wheels . 32.00 

Spare rim and tire. 23.00 

Tire-carrier . 5.00 

Non-skid tires. 13.30 

Exhaust deflector.25 

Gasoline gauge. 2.00 

Oil gauge. .40 

Lenz . 4.50 

Pedal pads.75 

Alweather protector . 2.25 

Electric heater. 3.50 

Door pads. 1.00 

Trojan roller bearings. 18.00 


Total .$543.10 

In addition to this he carries in his tool box 
as equipment the following, which cost him: 

Pull-U-Out .$18.25 

Special jack . 3.50 

Special pump. 7.00 


Socket wrench set. 8.00 

Weed chains . 5.00 

- $ 41.75 

Accessories billed to car. 543.10 


Total .$584.85 


In addition to all this the company is figur¬ 
ing on furnishing him with an all-weather top 
for the coming winter. 


MISSOURI MERCHANT WANTS TO 
EXCHANGE EXPERIENCES. 

Editor Hardware World : 

Our experience in handling automobile ac¬ 
cessories has been a success. In 1910 we started 
in a small way, and did very well, but as our 
city, which is about 700 population, needed a 
garage, we turned over our accessory business 
to help them along. 

This went along alright until 1915, when 
the garage didn’t seem to give service, which 
we saw, as we began to have calls for acces¬ 
sories, so we again embarked, and today our 
present investment runs around $1500 to $2000. 
Our stock consists mainly of tires, tubes, 
patches, horns, bumpers, pumps, jacks, etc. 

We have just recently installed a sidewalk 
gasoline and oil station, which has already paid 
for itself. It helps to increase our accessory 
business. 

We think it is a mighty good side line of a 
hardware store, for as well, we also sell the 
Buick, Chandler and Oakland automobiles. 
Why not get in and get the cream while it’s 
good! We shall appreciate through the col¬ 
umns of the Hardware World, others’ experi¬ 
ence, especially in the smaller places. 

Yours very truly, 

WELLING BROS. HARDWARE CO. 


Your Government asks you to give it noth¬ 
ing, to make no contribution. It asks you to 
avoid waste, reckless expenditure. 

Your Government asks you to save and in¬ 
vest your savings with it in its great enterprise 
of insuring you, your family, your income 
against the tribute exactions of a conquering 
war autocracy. 

It is your country’s right to demand. 

It is your privilege and duty to respond. 


SO ANNOYING 

The latest example of English as she is 
spoken comes from Egypt, where a native inter¬ 
preter, who had overstayed his leave, wrote the 
following letter to his chief: 

"My absence is impossible. Some one has 
removed my wife. My God, I am annoyed.” 


When selling a customer, be sure to sell 
him a round-trip to your store. It’s the "re¬ 
peater” who pays your rent. 
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GILLETTE 
Safety Tires 

A Co-operative Selling Plan 
that Puts Our Whole Organ¬ 
ization Behind Every Dealer 

The Gillette Distributing Plan is, in ite 
way, as remarkable as the Gillette Tire 
itself. 

Every Gillette Dealer is practically a 
member of our organisation. His business, 
the trade he builds, is of course his own— 
and will remain his no matter how big or 
prosperous it becomes. But his selling prob¬ 
lems are ours. We are all interested in the 
correct solution of those problems—for the 
smallest as well as the largest of our 
Dealers. 

The Gillette Contract is short, simple, 
easily understood. It confers upon the 
Dealer certain advantages which are 
plainly printed and thoroughly explained. 

While the Gillette Dealer has for sale a 
Quality Tire, with an unbroken record of 
extraordinary performances, he has also the 
assurance of splendid profits, and an in¬ 
creasing business that will always belong 
to him! We will never establish branch 
offices to compete with him. He is our 
branch office. We are all growing to¬ 
gether, parts of the same organisation, 
equally valuable, one to another. 

This extraordinary tire and unusual dis¬ 
tributing plan has attracted a grade of 
Dealers such as we wish to have—ambi¬ 
tious, far-seeing men, who recognise this 
great opportunity and possess the ability 
to make the most of it. 

The 

Gillette Rubber Company 

GBNBRAL SALBS OFFICE 
1834 Broadway, New York 

CHICAGO OFFICE FACTORIES 

122 MICHIGAN AVENUB BAU CLAIRE. WIS. 
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A Little Talk About Advertising 

(By George M. Bittelmeyer) 


M ANY dealers do not seem to realize the 
necessity of keeping their business be¬ 
fore the public through persistent ad¬ 
vertising. 

They think that everybody in their locality 
knows all about them, and it would be a useless 
waste of money to spend any of it for printer’s 
ink. 

That is where they make a vast mistake— 
and, sooner or later, they are bound to find it 
out. 

No man can expect to run a successful busi¬ 
ness in these days, when competition is so keen, 
without advertising. 

It is the rankest sort of folly to attempt to 
get along without it. 

You may say, “ Well, advertising is all right 
for those who can afford it, but I can’t afford 
to spend any money for that purpose. My 
business won’t justify the expense.” 

The man who can’t afford to advertise can’t 
afford to stay in business, and if you do not 
think that your present business is sufficient to 
justify the expense—there is another argument 
WHY YOU SHOULD ADVERTISE. 

To be an advertiser it is not necessary for 
you to be a plunger. 

Some of the biggest advertising successes in 
the United States began in a small way. 

A one-inch advertisement looks small in 
the eyes of some people, yet it -has proven to 
be the wedge that started a number of large 
enterprises on the road to success. 

You may say, “Well, I tried advertising 
and quit, because I found out that it didn’t 
pay.” 

How do you know ? 

Maybe you didn’t give it half a chance. 

You can’t run an ad in a newspaper a time 
or two, and then say that it didn’t pay, because 
every owner in your county didn’t come to you 
the next day. 

The only kind of advertising that counts is 
the persistent kind. 

One drop of water will not wear away a 
stone, but let the water keep on dripping and 
you will soon see what the result will be. 

So it is with advertising. 

One ad will not make much of an impres¬ 
sion, but when an advertisement is run regu¬ 
larly it is bound to be noticed. 

The only kind of advertising that will win 
the confidence of the public is honest adver¬ 
tising. 

P. T. Barnum once said that the American 
public liked to be humbugged. That may have 
been true at one time, but not in the year of 
1918. 


Nothing will turn a man against you quicker 
than the feeling that you have taken advan¬ 
tage of him in some way. 

Not only will he resent it himself, but he 
will take the trouble to tell all his friends about 
it. 

Not so many years ago a concern advertised 
to give an automobile away free to every one 
who would sell a certain number of packages 
of a household preparation. Everybody who 
answered the ad and sold the goods got a pic¬ 
ture of an automobile. 

You can’t do a thing like that now, because 
the public won’t stand for it. 

You may give as another reason for not ad¬ 
vertising, that people don’t read ads. 

You might as well say that people don’t 
wear clothes. 

The majority of the advertisements in mag¬ 
azines and newspapers are read with as much 
interest as the reading matter. 

The only ads that are not read are those not 
worth while. 

One of the best reasons for advertising is 
that it is a guarantee of substantial business 
character. 

When a business advertises all the time, the 
public concludes that it must have the goods to 
back up their advertising, or they couldn’t af¬ 
ford to keep it up. 

The business that does not advertise is 
sometimes looked upon with suspicion. 

One of the best advertisements a garage 
owner can have is the agency for a well known 
line of accessories. 

He gets the benefit of a large national ad¬ 
vertising campaign, and when customers come 
to him for these goods, it paves the way for 
the sale of other things. 


COLORADO MERCHANT FINDS BUSINESS 
QUITE SATISFACTORY. 

Editor Hardware World : 

The automobile accessories we have gradual¬ 
ly worked into and only handle what lines we 
have the most demand for. As the automobile 
gets more plentiful, it demands a larger assort¬ 
ment of stock. So far we have found the ac¬ 
cessory part of our business, while not very 
large, quite satisfactory. Yours truly, 

THE CEDAREDGE HDWE. CO. 


Your safety, your family’s safety, your edu¬ 
cation, your opportunities, are due to Amer¬ 
ican institutions. These are threatened by the 
most merciless and powerful foe that ever 
fought. 
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Pneumatic Tires * Motor Cycle Tires + Inner Tubes 







Value 

T HE foundations of McGraw value are: 1. Large 
output, enabling economical production. 2. A high 
grade tire at a reasonable price. 3. Warranted mileage. 
4. Widespread service. 

These fundamentals have made the McGraw Plant 
one of the largest tire factories in America and have 
built a permanent, profitable business for wholesale 
distributors through whom McGraw, Imperial, Pull¬ 
man and Congress Tires and Tubes are sold. 

There are other factors also, which emphasize the 
value of McGraw Products and Policies to the distrib¬ 
utor, dealer and user. Let us tell you more about them. 




The McGraw Tire & Rubber Co. 

East Palestine , Ohio 


Distributing Warehouses * New York * Atlanta ■ t Sl Louis * San Francisco 
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Pushing Auto Accessories 


N EVER was there such an opportunity for 
hardware dealers to build up a trade in 
auto accessories as at the present. While 
the war has curtailed to a limited extent the 
auto of the purely pleasure type, the sale of 
commercial vehicles has gone up by leaps and 
bounds, and the hardware man has now a much 
larger public to interest than when the auto 
was a luxury instead of a commercial necessity. 

Just at present there is considerable agita¬ 
tion over the glareless lens for headlights, and 
many states have passed laws making their 
adoption compulsory. For the dealers who 
wished to attract the public to their stock of 
auto supplies no better entering wedge could 
be imagined than exploiting of this one feature. 
Once you have gotten people interested in a 
single article of a line, if they find it good, they 
are pretty apt to consider that the rest of your 
merchandise is also 0. K. 

To start the campaign, then, it is well to 
run a series of original ads in the newspapers, 
to wake up people to the fact that you sell non¬ 
glare lens. A glance at the ads of some who 
have already tried the scheme will undoubtedly 
give the man of original ideas a hint for the 
working out of some original publicity of his 
own. 

What a Small Town Dealer Did. 

The Torrance Co., Torrance, Cal., had two 
pictures in the paper resembling very greatly 
the well known cartoon, “Outbursts of Everett 
True.” In fact they were headed “Outbursts 
of E. True—with apologies to Condo/’ and so 
closely resembled the cartoon that many peo¬ 
ple read it without at first realizing that it was 
an advertisement. The upper picture showed 
the familiar fat figure of E. True seated in an 
auto, blinded by the light from the headlight 
of an approaching machine. The second ma¬ 
chine showed him yanking the offender out of 
his seat by the crooked handle of his umbrella, 
and exclaiming: “Get a pair of glareless auto 
lens, you poor fish. I’ll teach you to go around 
glaring your lights into peopled eyes.” Be¬ 
neath the pictures was the paragraph: 

How many times during the evening do 
you feel light emulating your old friend, 
Everett True—and yet are you sure that 
you are not doing the same thing with 
YOUR headlights? Be safe and sure. 
Put on a pair of glareless auto lens. Do 
it now, today—don’t wait for the law to 
make you. 

The Torrance Company. 
Another firm that had a very effective news¬ 
paper advertisement recently was the Field- 
Lippman Co., St. Louis, Mo., whose two-col¬ 
umn ad read: 


I- 1 

! WARNING TO MOTORISTS 

| Don’t Wait for the Police ‘ ‘Roundup” 

The Headlight Law Says: 

The lighted filament of electric head¬ 
lights shall appear blurred and indistinct¬ 
ly defined and free from scintillation and 
brilliant or metallic luster. 

There you have it. A law such as over 
twenty states have put into effect. A 
fair law for all. This law is now in ef¬ 
fect in Missouri and the St. Louis police 
force will rigidly enforce it. 

| Be prepared to defend your peace by 
I putting on one of the lenses we recom- 
| mend. 

(Then followed a description of four 
| standard glareless lenses, each with price 
j quoted.) 

| MONEY BACK IF THEY FAIL TO PASS 
Put On Free at Our Store 
I FIELD-LIPPM AN 


Such an advertisement should be backed up 
with an effective window display, for every 
merchant realizes that the window is one of his 
best salesmen, and that a display of merchan¬ 
dise, backed by several pertinent signs will 
bring his line to the attention of scores who 
would never see the printed ad. The. Field- 
Lippman Co. of course knew this, and their 
window ably complemented their outlay in 
printer’s ink. In the center of the display was 
a large cardboard owl, four feet high, the eyes 
being removed, and auto headlights substituted. 
A card by the side of the big bird suggested: 

I—- 

| BE LIGHT WISE 

| Who-o-of You-o-o! Equip your motor 
I with Blank Lens. 


On either side were series of steps, covered 
with black and white checked paper, over which 
were thrown drapes of red or green paper. On 
these steps were arranged sirens, headlights, 
tool kits, air pumps, auto blankets and other 
auto accessories advertised through the col¬ 
umns of the paper. 

Live Texas Merchants. 

Another plan worked with much success by 
a large El Paso hardware firm—Krakauer, Zork 
& Noyes—was a Father and Son Week, where¬ 
by, through the interest of the boys, countless 
fathers were brought to the store, many of 
whom had never before been inside the store. 
Nobody was asked to buy, but the enticing 
manner in which the auto accessories were dis¬ 
played was the best possible invitation to pur¬ 
chase. In the window, with a background of 
camping and sporting goods, were two large 
figures made of iron pipes, while around the 
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Century- Plainfield 

TIRES 

A Big Service Tire 
A Big Guarantee 
An Oversized Tire 
Satisfied Users 

Century 

Plainfield Tires 

carry the highest guar¬ 
antee because they are 
super-service tires —they 
are high QUALITY tires, 
too, they’re oversized. 

The company makes 
good on every Century 
Plainfield Tire that fails 
to give service. 

Some Good Territory Open. 

Write for Dealers’ Proposition. 

TERRITORIAL DISTRIBUTORS 
BAKER, HAMILTON A PACIFIC 00. J. B. WOOD TIRE 00. 

SAN FRANCISCO 923 E. 3rd ST., LOS ANGELES. 

R. M. WADE A 00. 

PORTLAND AND SPOKANE 


Smooth Tread 5000 miles 
Non-Skid 6000 miles 

Ford Sizes 

Smooth Tread 6000 miles 
Non-Skid 7500 miles 



CITT SBBVICB STOBS 


HOBLLG- RUBBER SALES CO. 

Brandi and Warehooao 

450 Golden Gate Avenue 

SAN FRANCISCO 


'PLAINFIELD 


Tire Ok 


** A sabddlary of the Bobber Innolstad Metals Ooroorstion, 
ezeloslTs manofacfOrera of the BXMOO Bobbe r produc ts by the 
BLCHEMO proom.” FACTORIES, PLADfFEELD, N. J. 
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middle was a coil of rope. Cloth heads were 
attached to the pipe forming the neck, and big 
auto goggles were fastened to the heads. One 
of the figures was taller than the other, and 
this was labelled Krakajack Father; while the 
smaller one was called Krakajack Son. Be¬ 
tween them was a large card lettered in red and 
blue: 


FATHER AND SON WEEK 
March 25th—March 30th 
During this week we will give to each 
boy, accompanied by his father, and mak¬ 
ing a purchase of one dollar or more, his 
choice of a baseball glove or bat. 


These bats and gloves were displayed in 
the window and gave an added impetus to the 
eagerness with which the lads besieged their 
fathers to go with them to the store. At one 
side was a stand holding several sirens, in each 
of which were small American, French and 
British fiags, and a couple of dimalite head¬ 
lights lighted at night. At the other side was a 
table on which was an open auto kit, and spread 
out on the surface were wrench, hammer, 
screwdriver, tweezers, oil can and chamois 
cloth, each with a little card stating the price. 
Behind the table was the life size cut-out of a 
young man on a motorcycle, and a card by his 
side read: 


A Saturday holiday spent in the open 
air, with a wheel and a kodak, will build 
up a healthy constitution and put the stu¬ 
dent in trim for the confinement of the 
school room and a week of books. 

Be sure your wheel is in first class con¬ 
dition and equipped with all the neces¬ 
sary accessories. Visit our store when in 
need of same—our line of auto, motor¬ 
cycle and bicycle supplies is complete. 


HARDWARE MERCHANTS COULD NOT 
GET ALONG WITHOUT ACCES¬ 
SORY BUSINESS. 

Elma, Wash., March 21, 1918. 
Editor Hardware World: 

Our experience with auto accessories, includ¬ 
ing tires, lubricating oils and*kindred lines has 
been very good. Our business in these lines 
is of quite a proportion—we try to handle 
strong advertised lines of all of them, and only 
ones that we can guarantee to our customers. 

We think that the hardware store is a logi¬ 
cal place to handle accessories; with the already 
large stock of bolts, washers, wrenches, all sorts 
of mechanics ’ tools, lubricating oils, and grease 
on hand, that by adding a few staple sizes of 
good tire and tubes, a few cans of cement and 
patches he has fairly good stock; that he can 


increase his sales considerable—above all, after 
once getting started, get the new things that 
come out for the autoist and drop the dead ones. 
We don’t think that we could get along with¬ 
out the auto accessory line now. 

Yours very truly, 

MINARD ft CO., 

By Geo. W. Schmidt. 


KEEP FISHIN’ 

Hi Somers was the durnest cuss 
Fer catchin’ fish—he sure was great, 

He never used to make no fuss 
About the kind of pole or bait. 

Er weather, neither; he’d just say, 

“I got to ketch a mess today.” 

An’ to the creek you’d see him slide, 
A-whistling soft and walking wide. 

I says one day to him, says I, 

“How do you always ketch ’em, Hit” 

He gave his bait another switch in, 

An’ chucklin’ says, “I jest keep fishin’.” 

Hi took to readin’ law at night 
And pretty soon, the first we knowed 
He had a lawsuit, won his fight, 

And was a lawyer! I’ll be blowed! 

He knowed more law than Squire McNabb! 
An’ though he had no gift of gab 
To brag about, somehow he made 
A sober sort of talk that played 
The mischief with the other side. 

One day when some one asked if Hi’d 
Explain how he got in condishin’, 

He laughed an’ said, “I jest kept fishin’.” 

Well, Hi is Gov’nor Somers now; 

A big man ’round the state you bet— 

To me the same old Hi, somehow; 

The same old champeen fisher, yet. 

It wasn’t so much the bait er pole, 

It wasn’t so much the fishin’ hole, 

That won for Hi his big success: 

’Twas just his fishin’ on, I guess; 

A cheerful, stiddy, hopeful kind 
Of keeping at it—don’t you mind! 

And that is why I can’t help wishin’ 

That more of us would just keep fishin’. 


Uncle Sam expects you to purchase the en¬ 
tire two billions of the authorized issue of 
War-Savings Stamps as patriotically as you 
absorbed the great Liberty Loans. 


Peace will mean that to the demands of 
those who are now our allies will be added the 
demands of those now our enemies. So our di¬ 
minished stores will be still more rapidly de¬ 
pleted. 
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THE DREADNAUGHT TIRE is the supreme example of the spirit 
of the times. Its very name proclaims its strength and power and 
its ability to withstand the hardest wear and tear. The tremendous 
endurance of the DREADNAUGHT TIRE is the sensation of the 
tire world today. 

PACIFIC COAST DI8TBEBUTOB8 


STRBVKLL-PATERSOH hardware oo. 

Salt Lake City, Utah 
DREADNAUGHT TIRE AGENCY 

1200 East Pike 8t., Beattie, Weak. 
JAMES RATTERY 

W. 617 Second Are., Spokane, Weak. 
AUTO ACCESSORY A SPEEDOMETER CO. 

Dourer, Colorado 


DUNHAM, CARRIGAN A HAYDEN CO. 

2 Kansas Street, 

San Francisco, OaL 

THE P. J. CRONIN 00. 

129 First St., Portland, Oregon 

DREADNAUGHT TIRE CO., OF LOS ANGELES 
631 Sontk Oil re St., 

Los Angeles, Cal. 
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EVOLUTION OP PNEUMATIC TIRES 

United States Tire Company Gives Brief History of 
Origin. 

Were Robert William Thomson, builder of 
the first pneumatic tire for carriages, to return 
to earth today and view the modern successor 
of his invention, the Cord tire, he would hardly 
believe his eyes. 

Robert Thomson was an English civil engi¬ 
neer and undoubtedly was the first man to con¬ 
ceive the idea of a pneumatic tire. His first 
tires, which appeared on the streets of London 
seventy-two years ago, were strapped to the 
wheels of a broughman. A nipple passed from 
the rubber inner tube through the soft-leather 
casing and projected on the inside of the fellah, 
where it was closed and made air-tight by means 
of a brass cap and leather washer. For inflat¬ 
ing the leather-incased tube, a “condenser” was 
used. This condenser no doubt was the begin¬ 
ning of the present-day tire pump. 

Thomson’s theory was that a vehicle 
equipped with pneumatic tires would move over 
the road much more easily than a vehicle riding 
on the usual steel rims. To prove his case he 
put his tires on a carriage weighing approxi¬ 
mately 1000 pounds. That its riding qualities 
were greatly improved was to be expected, but 
its lack of “resistance to the road” was remark¬ 
able to engineers of that time. The draft or 
“pull” of the pneumatic equipped carriage was 
twenty-eight pounds, while the carriage with 
the ordinary iron tires registered forty-five 
pounds draft. This meant a saving in power of 
40 per cent. The first test was on a paved 
road. Subsequent tests on rougher roads in¬ 
dicated a saving in power of 310 per cent. 

It was the following year, 1847, that the 
first pneumatic tires appeared in New York, on 
a horse-drawn vehicle. It is a far, far cry from 
that early pneumatic tire to the Royal Cord tire 
of today. Instead of the clumsy leather outer 
casing there is a neat black tread of notched 
rubber, on a carefully constructed, well-bal¬ 
anced casing of rubber and cotton cords. 

The Royal Cord tire, made by the United 
States Tire company, is built up of layer on 
layer of parallel fishcords, running diagonally 
across the tire, the threads of adjacent layers 
running in the opposite direction. Each indi¬ 
vidual cord is completely permeated with rub¬ 
ber and entirely surrounded by rubber, mak¬ 
ing friction by the rubbing together of contig¬ 
uous cords impossible. It is this small-cord, 
multiple construction that makes the Royal 
Cord a leader among cord tires of today—a tire 
of superior resiliency and ability to absorb 
shock, a tire that does not blow out and a tire 
that gives increased gasoline mileage. 


Many a town man would be glad to take 
a farm and run it, if he only knew how. 



AUTOMOBILE ACCESSORY CATALOG 

The Salt Lake Hardware Co., Salt Lake City. 
Utah, with branch at Pocatello, Idaho, have 
mailed to the trade their 1918 auto accessory 
catalog, showing also their bicycle and sundry 
lines. 

This is a catalog of almost 200 pages, and 
shows a complete line of accessories of every 
description. 

It is well illustrated, and gives information 
that every retail merchant in the inter-mountain 
country should have available for ready refer¬ 
ence. 

They will be glad to send a copy of this to 
any of our readers upon request. 


THE PROPER CARE OF YOUR CAR 

Quite in line with the nation’s plan of conserving 
and preserving is the attractive twenty-four page book¬ 
let, 11 The Proper Care of Your Car,” published bv the 

Northwestern Chemical Co., 
of Marietta, Ohio. 

This booklet is chucked 
full of practical hints for 
the motorist. It tells how 
to overcome and to correct 
some of the different ails a 
motor car is subject to. 
Unlike some booklets, it 
gives more than one rem¬ 
edy for correcting the most 
common troubles. In fact, 
it tells just what its name 
implies, “The Proper Care 
of Your Car.” 

It is well illustrated and 
any motorist will find it serviceable and helpful. The 
readers of Hardware World can secure a copy post¬ 
paid by writing the Northwestern Chemical Co., of 
Marietta, Ohio. 


Food conservation does not mean stinting. 
It does not mean poorer food for your chil¬ 
dren. It means saving senseless waste. 
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Imn Cord 



Revere Plain Tread 


The 

New Revere Cord 
Tire 

The 

New Revere Granite 
Tread Tire 

We have added two new tires to the Re¬ 
vere line — a cord tire that stands out su¬ 
preme among all tires of this construction in 
strength, endurance, resiliency and anti-skid 
efficiency. 

The other new member of the famous Re¬ 
vere Tire family is the Revere Granite Tread 
Tire — a tire of greater strength — and the 
resultant gain in mileage that greater 
strength gives. 

We are therefore in a still better position 
than ever to give both dealer and motorist 
a tire that meets every requiremnt of motor¬ 
ing as well as price. 

Revere Rubber Co. 

1790 Broadway, New York 


Write today one of the distributors named 
below for particulars regarding prices, etc. 

Bluefleld Hdwe. Oo.Bluefleld, W. Va. 

Bingham a Co., W.Cleveland, O. 

Bronson a Townsend.New Haven, Conn. 

Dunlap Hdwe. Co.Macon, G&. 

Bmmons-Hawklns Hdwe. Co_Huntington, W. Va. 

Holliday Co., W. J.Indianapolis, Ind. 

Logan-Gregg Hdwe. Oo.Pittsburg, Pa. 

Moore-Handley Hdwe. Oo.Birmingham, Ala. 

Mossman-7ameUe Co.Ft. Wayne, Ind. 

Odell Hdwe. Co.Greensboro, N. C. 

Pritslaff Hdwe. Co.Milwaukee, Wis. 

Richards a Conover Hdwe. Co.Kansas City, Mo. 

Richards a Conover Hdwe. Co.. Oklahoma City, Okla. 

Strickland-Tillman Hdwe. Co.Voidest*, Ga. 

Simmons Hdwe. Co.St Louis, Mo. 

Simmons Hdwe. Co.Philadelphia, Pa. 

Simmons Hdwe. Co.Minneapolis, Minn. 

Simmons Hdwe. Oo.Sioux City, la. 

Simmons Hdwe. Co.Wichita, Kan*. 

Simmons Hdwe. Co.Toledo, O. 

Worthington Hdwe. Oo.Staunton, Va. 

Watkins a Cottrell.Richmond, Va. 



Severe Granite Treed 



Severe <<S” Treed 
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New Dollars for 



CUHMING* 

FORSTER 

CORPORATION 

CHICAGO,OSA 




nPHESE two devices added to your 
-L accessory department mean 
new dollars for your cash register. 


The Blu • Streak Spark Plug has unusual 
sales making features that make it the easiest 
selling plug on the market and by the same 
token the hardest plug to compete against 



Solid Sted 
Self Geaning 

^'SPARKPLUG 


For The Finest Motors 


Has an extra heavy, steel tapered electrode that is 
wound with fifty inches of Argentine mica. No 
porcelain to break, crack or chip. Should the 
firing pins, foul with carbon, turn the upper elec* 
trode two revolutions with the fingers, start the 
engine and the carbon will burn off. This adjust* 
ment can be seen through the opening in the dome. 

Fishhook electrode keeps oil drip permanently 
away from spark; Bakelite indestructible dome; 
perfect gauging of threads. 

Packed four in a leatherette box. 

Retail price, $1.25 each with adjustable gap. $1.00 
without adjustable gap. Big profit for you. 

Write for dealer price and descriptive literature. 


CUMMING - FORSTER 

CORPORATION 

Dept. B 

CHICAGO, U. S. A. New York Office: 184 Fifth Ave. 



Digitized by Google 






Your Gash Register 

Tl/’ITH organized bands of Auto thieves operating 
** throughout the country, it is not to be won¬ 
dered that the Walker Ke-Les Lock is a big seller. 

It can’t be picked—meets with every fire and police 
regulation and gives the owner a sense of automo¬ 
bile security. 

Walker IvE - LES Lock 

for FORDS, Retails $^50. Big Profit for you 

can be quickly and easily 
attached. Works by com¬ 
bination—no key to lose 
— no keyhole to find. 

Over 87,000 changes to 
combination. No compli¬ 
cated parts — operates 
smoothly—-can't get out of 
order. It is one of the big¬ 
gest selling accessories 
you can carry. Big money 
maker. 


Retails for $3.50. Write for dealer 
price and descriptive literature. 

CUMMING - FORSTER 

CORPORATION 

Dept. B 

CHICAGO, U.S. A. New York Office: 184 Fifth Are. 


• • • •« 
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An Unusual Record 

Well-Known Publicity Man Completes Twenty-one Tears Continuous Service. 


I T IS WORTHY of more than passing notice 
when a publicity or advertising manager 
completes 21 years of continuous active serv¬ 
ice as director of advertising in any institution. 

The fact that 
E. C. Tibbitts has 
served the B. P. 

Goodrich Rubber 
Co., of Akron, Ohio, 
that length of time, 
is a tribute not only 
to his ability, but 
to the wisdom of 
the company which 
employs him. 

Mr. Tibbitts has 
been more than an 
advertising m a n - 
ager in the ordi¬ 
nary acceptance of 
that term. He is a 
vital factor in their 
sales campaign, for 
we believe that no 
man can be success¬ 
ful in such a posi¬ 
tion unless he would 
prove equally as big a success in marketing and 
selling their goods. 

Yea, more he has to be “bigger’’ than a 
salesman, for he must have the vision, as well 
as the executive ability to plan and carry out 
sales plans. He must have a thorough under¬ 
standing not only of selling methods, and how 
their products are marketed and handled be¬ 
fore they reach the consumers, but he must 
couple their selling plans with publicity. 

How often have we seen advertising men 
in name—with the best intention—make a com¬ 
plete failure of their campaign. It is for that 
reason that it is said 75 per cent of the ad¬ 
vertising managers last only a few years, most 
often only a year or two with any one organ¬ 
ization. Their training has not been along real 
practical lines. They don’t know the difficul¬ 
ties in executing successful sales campaigns. 
Often they have obtained their advertising “ex¬ 
perience” from some school where they have 
been taught to believe that a coupon attached 
to an advertisement is the vital thing, regard¬ 
less of the nature of the appeal, or the class 
among whom publications circulate. The ad¬ 
vertising world has been strewn with failures 
by reason of the mistakes made. 

Knows the Sales End. 

But Mr. Tibbitts has been of a different 
type. He has believed that a man cannot know 
too much about the selling end of the business. 


He has the ability to place himself in the posi¬ 
tion of a reader of his advertisements, to under¬ 
stand just what kind of an appeal will produce 
the most telling results. 

For example, if he is advertising to reach 
merchants or men who are interested in the 
buying and selling of their products, he knows 
that outside of impressing them with the in¬ 
trinsic merit and quality of their products, that 
the merchant is influenced by the desirability 
of their line from the profit standpoint. No 
matter how good an article may be, if there 
is not sufficient profit in it to justify the mer¬ 
chant in handling it, the average merchant feels 
that he can devote his efforts to better ad¬ 
vantage with other lines. 

Publicity co-operation is a vital factor in 
marketing a product, and here Mr. Tibbitts has 
proven himself an expert in giving their dis¬ 
tributors co-operation. 

Keeps a Receptive Mind. 

He has the happy faculty of considering a 
proposition on its merits. It is not what the 
other man has done that influences him so much 
as what a publication or a method will do for 
him. 

It is said that B. F. Goodrich Rubber Co. 
spends $2,000,000 for advertising, and probably 
there is no factor that has more to do with 
the success of the institution, with which Mr. 
Tibbitts has been connected 21 years outside 
of the merits of the Diamond Tires, than the 
fact that they believe in publicity, and they 
practice what they preach. 


OUR FRIEND THE WASTE BASKET 

When a man is in the habit of writing letters 
that carry out mean and destructive thoughts, 
the best friend he can have is a waste basket, 
provided he throws his negative letters into it. 

No man can afford to advertise the badness 
and the meanness that is in him. It is all right 
to get it into a letter, provided the letter is 
destroyed. 

You remember the story told about Lincoln 
which goes as follows: 

Seward, Lincoln’s Secretary of State, once 
wrote a scathing letter to a thieving army con¬ 
tractor. He showed it to Lincoln. “Not half 
strong enough,” said Lincoln. Seward was de¬ 
lighted. He wrote a letter that scorched the 
paper. 

“There,” said Lincoln, “that serves him 
right.” 

“Very well, Mr. President, I’ll mail it at 
once.” 

“Oh, no,” answered Lincoln quietly, “don’t 
mail it—throw it into the waste-basket.” 
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Plumbers Safety Cha 


To Ships’Anchor Chain 


ppn^l 


▼largest Chain Manufacturers in the Worlp^I 


The Complete Chain Line 

Weldless, Electric W elded, Fire W elded 
All Sizes, All Styles, All Finishes 

AMERICAN CHAIN COMPANY, Inc. 

BRIDGEPORT, CONN., U. S. A. 


Boston Office: 

107 Massachusetts Ave. 


Chicago Office: 

529 West 12th Street 


San Francisco Office: 
714 St. Clair Building 


In Canada— DOMINION CHAIN CO., Ltd., Niagara Falls, Ont. 
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Stock the 

Special 

Compound 


<>• 




Transmission 
Lining for Fords 


made by the manufacturers of the celebrated 
S - M - C Asbestos Brake Lining, compactly 
woven like S - M C — dependable gripping 

assured. 


Treated with improved compound which protects it 
against absorption of oils more effectively than any 
other cotton lining we know of. Absolutely chatterless— 
as quick as it is quiet. 

$1.00 Package 

contains three proper lengths for Ford transmission bands 
and all rivets required 

As Easy to Sell as a Package of Tacks 

And a Lot More Profitable 

STAYBESTOS MFG. CO. 

The “Modem” Factory Equipped to Make 
All Widths I'p to 6 Inches 

5547 LENA STREET 

PHILADELPHIA, PA. 
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THE LAME LIZZIES 

Bring Them to Us and Have Them Healed 

No use limping along on a lame Lizzie, 
when a little attention at the right time 
will send it over the ground as smooth as 
velvet. 

We are physicians to lame cars. We 
diagnose every case and apply the needed 
remedy. 

It doesn’t matter the make of your car, 
or what is wrong, we can cure the trouble. 

Make traveling a pleasure instead of an 
annoyance by having us put your car in 
first-class condition. 

SULLIVAN OARAGE 


Here’s real wit combined with real sales talk. Gen¬ 
erally speaking, the ad writer better leave wit to the 
professional jokesmith. This clever ad is from the 
Sullivan (Mo.) “News.” 


The Empire Hardware Co., of Moscow, 
Idaho, display the following sign in their store: 
Be quick to kick 

If things seem wrong, 

But kick to us 
And make it strong; 

To make it right, 

Gives us delight, 

If we are wrong, 

And you are right. 


A SERVICEABLE GASOLINE HOSE. 

The Chicago Tubing & Braiding Co., of 
Chicago, Ill., are the manufacturers of what 
is known as the Rex Gasoline Hose, which has 
a core of asbestos wrapped around steel tub¬ 
ing, covered with gasoline proof gum over 
which is woven a cotton jacket. 

Rex Gasoline Hose is recommended for use 
in connection with measuring pumps for gaso¬ 
line and oil and for those who require service 
and satisfaction. 

It only needs an examination of the Rex 
Hose to see that it is the most serviceable hose 
that is manufactured for this purpose. 

The couplings are of the compression type, 
especially designed so they cannot leak or pull 
off, allowing full flow without any back pres¬ 
sure to the pump. 

The couplings and hose to fit all pumps are 
made in three-quarters, one-inch and one and 
one-quarter sizes, any length. 

Packless anti-drip nozzles are also fur 
nished. 

In the far West they are distributed by 
Dunham, Carrigan & Hayden, of San Fran¬ 
cisco, Calif. 



OIL RUINS TIRES 


fl 


realise what a great menaee oil 
tubes and, therefore, look for 
th«* place where they can fill their tires with 

CURTIS AIR FREE 
FROM OIL 

Five different eiiee of oom- 
pressor. 125 different com¬ 
binations of outfits. In 
stock at most jobbers. Price 
is right. A result of 25 
years T experience in com* 

? ressor manufacturing. Send 
or Bulletin 0-6. 

Cwtk Psea Mchy. Co. 

1512 Klenlen A?., St. Louis 
5S0-L Hudson Tent, V. T. 


S EDGLEY 
TILL- 
AYS:— 

THIS 

“HEXALL” 

Trade Mark. Rag. U. S. Pat. Office 

R s tchet 
Sock e t 
Wrench No. 

2, Contains 
7-inch Steel 
Forged 
Ratchet 
Handle; 2 
Screw Driver 
Bits; 7 • inch 
Extern ion 
Bar; 7 Hex¬ 
agon Sock-’ 
eta. Packed in neat strong case. Weight, 27 ounces. 


“Hexall” 
Socket 
Wrench 

No. 5 

A Splendid Tool, lOJ-inch Hexagon Steel Handle, 
7 Sockets made from Bar Steel, Case Hardened. 
Sockets pack neatly on handle when not in use. 
Friction ball in handle prevents them from dropping 
off. Weight only 21 ounces. 

Also Manufacturer of 

THE BABY HAMMERLESS REVOLVER 

Write forKhtr Catalog of Good Self era. Today 

R. F. SEDGLEY, Manufacturer 

2311-13 North 16th Street Philadelphia, Pa. 

McDONALD A LINFORTH, Pacific Coeat Representative# 
739 Call Building, San Francisco 


Self-control’8 primary manifestation is to 
stop talking at the right time. 




“BREAK ANY 
SEDGLEY 
WRENCH 

and We Repair It 
No Charge” 


IS 
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DON'T GET PANICKY 

(By H. B. Harper) 

“As a man thinketh in his heart, so is he. M 
That was remarked long before your time or 
mine, but it has not lost its potency. 

You can make your business just as bad as 
you think it's going to be; likewise, you can 
build it up if your thinker isn't out of joint. 

Medical men tell us many a sick man lives 
to a ripe old age because you couldn't make him 
believe he was sick; and many a bed-ridden in¬ 
valid railroaded himself there through over- 
indulgence in imaginary ills. 

There are business men going broke this 
next year because they think the war is going 
to kill business. Their live competitors are 
going to swallow them up for no better reason 
than that their's are the healthier minds. 

Don’t get panicky. 

Don’t let the newspapers of your town be¬ 
come panicky. If they are showing symptoms, 
get up a delegation of your red-blooded busi¬ 
ness men to call on them and convince them 
that the war is making Uncle Sam the merchant 
of the world—without competition—and that 
it is up to the newspapers to smile. 

Bad weather isn’t due to the war; bad 
weather isn’t going to last forever. If there's 
gloom anywhere in the industry, it can more 
honestly be attributed to weather than to war. 
It’ll quit raining—it always has. 

And business will be good. 

Here are some items that justify our advice 
against getting panicky, and our recommenda¬ 
tion that you be satisfied that business with you 
is going to be even better than usual: 

Ten billion dollars is going to be spent by 
this and allied governments. It is the money 
that is spent, not the money that is hoarded, 
that makes for prosperity, and a great deal of 
this ten billion has been hoarded. The Liberty 
Bond and the Bed Cross issues brought it out 
of the safety vaults, the lisle banks and the sav¬ 
ings accounts. 

The farmers are going to get some of that 
money in two-dollar wheat, the tobacco grower 
gets it in his twenty-cent tobacco, the cotton 
grower is going to have cotton at anywhere 
up to forty cents—and he is going to get a lot of 
the money. 

They aren’t going to keep that money, they 
are going to spend it, and one of the first things 
a man buys when he has a little extra money 
is an automobile. 

Take Canada. Before the outbreak of the 
war there was a shortage of money in Canada. 
I went through Canada in 1913 and one of our 
dealers in a Western city had that day com¬ 
pleted a $3.20 job for the city and had to take 
his pay in a warrant, because there wasn’t any 
money. 

Our business in Canada that year didn’t run 
over fifteen hundred cars. The biggest busi¬ 


ness we ever had in Canada for one year was 
less than four thousand cars. Since the first 
of January we have shipped into Canada over 
five thousand automobiles, and the end is not 
in sight. 

This is all the more remarkable when you 
consider that Canada has a population of seven 
million, of which four hundred thousand have 
already gone to Europe. Also, that every time 
a Canadian buys an American automobile he 
pays the American price plus a forty-five per 
cent duty. 

Every big department store in London made 
more money last year than the year before, 
and more money the year before than the one 
preceding that—and England’s a whole lot 
deeper in this war than there is any possibility 
of our getting, if for no other reason than the 
shores of England are nearer the seat of con¬ 
flict. 

The only thing that can influence against the 
individual dealer getting his share of increased 
business, and the increased profit, will be his 
failure to realize the positiveness of the oppor¬ 
tunity and be prepared to meet it. 

There must be a period of adjustment, but 
that period covers less time than most of us 
give it credit for. Right now the general sit¬ 
uation is immeasurably better than it was two 
weeks ago, and two weeks from now it is going 
to be so much better than it is right now that 
some of you fellows taking fishing trips won’t 
know what's happened. 

War is going to be blamed for a lot of things 
for which it is not responsible. The hard work¬ 
ing optimist will have neither the time nor the 
reason for complaining, but some of the men 
complaining may find in the following some 
sort of a hint that might possibly apply to their 
own individual cases : 

On a recent trip through the East I waited 
until eleven o’clock for one of our distributors 
to come in from the farm, and then waited an¬ 
other thirty minutes while he told me what a 
terrible effect the war was having on his busi¬ 
ness. Perhaps if he had been getting around 
at eight o'clock every morning, he wouldn’t 
have known there was any war. 


This is your war—the war of every loyal 
American—every man and woman who accepts 
the privileges, enjoys the protection afforded 
by the United States. 


Your country is fighting in Europe to pre¬ 
serve your right of self-government, your 
home, your property. That is a duty your 
country owes you and proudly accepts. The 
acceptance of that duty by your country im¬ 
poses a direct, solemn, unescapable obligation 
upon you—your unfaltering support of your 
Government. 
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Many crossing rate* are not operated 
after 7 P. M. This photograph shows 
how the Conaphore protects the driver's 
safety, and also the safety of others 


Easily cleaned. Does not 
clog with dust or mud 


Photograph 
L. A. Hille] 


Lights every inch of the road 
for 500 feet —without glare 


Safe night driving re¬ 
quires all the range the 
headlights can produce. 

Yet the safety of 
others demands the 
elimination of glare. 

Conaphores fulfill 
both these require¬ 
ments. 

The Conaphore does 
not diffuse and scatter 
the light in all direc¬ 
tions. Neither does it 
dump the light directly 
ahead of the car. In¬ 
stead, Conaphore design 
directs all the light 
where it is most effec¬ 
tive, and shoots a long, 


broad beam ahead for 
500 feet and more. 

Design That Produces These 
Results 

Patented corrugations on 
the inner surface of the Cona¬ 
phore bend down the beam, 
while cylinders in the center 
fan ample light sidewise. 
Corrugations also limit the 
height of the beam to 42 
inches, so that there is no 
possible chance of blinding 
the other fellow. Legal 
everywhere. 

The Conaphore is made of 
Noviol Glass (patented). This 
yellow-tint glass causes light 
to pierce fog and dust with¬ 
out “back-glare.” This is 
because it absorbs the blue 
and violet rays, so easily dif¬ 


NO GLARE \ 
RANGE 500 FT. 


(Bnaphore 


fused by fine particles in the 
air, and projects a mellow 
beam that is easy for the eye 
to follow. 

Motorists Demand Efficiency 

This season, headlight laws 
are being more rigidly en¬ 
forced than ever before. 
Motorists are demanding a 
reliable no-glare device, that 
gives maximum driving 
range under all conditions. 

Betail Price List Noviol Clear 

(per pair) Glass Glass 

5 to 6% inches incl. $2.40 $1.60 

7 to 8% inches incl. 3.50 2.50 

8% to 10 inches incl. 4.50 8.00 

10% to 11 % inches incl. 6.00 4.00 

Prices 25c more per pair west of 
Rocky Mountains. 

Sizes vary by steps of % inch above 
6% inch size. 

Conaphore Sales Division 
Edward A. Cassidy Co., Mgrs. 
Madison Ave. and 40th St., New York 

CORNING CLASS WORKS 


Minnfactand by the World’s Largest Hikers of Technical Glass 


PIERCES FOG 
AND DUST 
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A QUESTION OP IDENTITY 

Reconciling the Waste Ton Order With the Waste 
Ton Get. 

The Earl of Blink is said to look 
somewhat like the Earl of Blank. One 
of the two came to court the other day 
and a cockney standing by described the 
arrival thus: 

4 ‘Hup drives the Earl of Blink in his 
carriage and hout ’ops the Duke of Blank.” 

How many times have veteran waste buyers 
opened a newly arrived bale and wondered by 
what process of laying and mixing the manu¬ 
facturer has got Blink waste confused with 
Blank waste! All the buyer knows is that he 
ordered Blink and got Blank. 

He ordered, say, a 100-pound bale and got 
138 pounds. Not 138 pounds of waste. Only 
124 pounds of waste, but—14 pounds (10%) 
were accounted for by the wrappings of heavy 
old burlap and rusty bands. 

But he paid for 138 pounds of waste—which 
was neither what he ordered nor what he got. 

He had prepared specifications to suit what 
he considered his needs of service and price. 
He had designated the color, the ingredients, 
lengths of thread and so on. If he got them 
he was surprised. If he didn’t he hoped that 
it would balance up on the next order. “The 
next lot,” he reasoned, “will be as much above 
specification as this one is below.” 

Waste used to be merely waste. Now it has 
become standardized, guaranteed. Standard¬ 
ized waste has a definiteness about it, like 
standardized, trade-marked sugar, or coffee or 
writing ink. How the old-timers would have 
scoffed at the very notion. 

Phase No. 1—The Goods. 

For some time the Royal Manufacturing 
Company, of Rahway, New Jersey, had been 
planning and experimenting in the hope of 
some day bringing order out of chaos and de¬ 
veloping a waste that could be depended upon 
to be as ordered—whenever ordered and in 
whatever quantity. It seemed to the Royal 
people that here was a great but dissatisfied 
market; that huge sums were being wasted 
yearly by railroads, big industrial concerns and 
others who must have waste and accepted the 
best they could in the absence of a uniform 
product. 

Not only in price wastage but in ordering 
as well, waste was a sore finger on the efficient 
hand of industries which in other respects were 
developed and standardized to a point never 
before approached in history. High priced 
men lost time and patience trying to arrive 
at the specifications they thought they wanted 
and then lost their temper trying to get their 
prescriptions accurately filled. 

Here, said the Royal folks, is a difficult but 
possible problem. In our sample rooms we 


have hundreds of prescriptions covering the 
real and fancied needs of every conceivable 
buyer, both as to service and price. Too many. 
Confusing and unnecessary. Why not go out 
into the market with a bunch of prescriptions, 
get opinions from many buyers, check up their 
preferences and choose the twelve most desir¬ 
able grades, six white and six colored ? Then 
why not name, standardize and advertise these 
twelve ? 

It was a daring thought to introduce into a 
market that had become sore and skeptical from 
years of shabby treatment. Standardize waste! 
Pooh, pooh! Waste is merely waste and al¬ 
ways will be. That was the attitude every¬ 
where. 

The Realization. 

There is always a fascinating something 
about pioneering. Nothing in industry is so 
full of romance as this business of taking a 
crude and despised bulk commodity and trans¬ 
forming it into a standardized specialty article. 
Royal did it. 

First the twelve grades were selected in 
conformity with the most reliable opinions pro¬ 
curable in varying industries. They were made 
up into neat sampling catalogues and sent out 
to the trade with this message: 

“One of these twelve grades is precisely 
what you need. Which? Why select from 
hundreds, squander your time and draw your 
pay in the coin of uncertainty? We guaran¬ 
tee that your order from one or all of these 
samples will be filled exactly, without apology 
or compromise.” 

The guarantee went farther. It included 
the assurance of even weight, as ordered, six 
per cent “tare” (wrappings) and real refine¬ 
ment and cleanness to boot. 

It would take much space to detail the ob¬ 
stacles and discouragements that made these 
extraordinary promises possible of fulfillment. 
It is a long story how new machinery was con¬ 
trived and installed; how the personnel of the 
organization was sifted and broadened; how 
each individual order was checked, rechecked 



Royal Waste Livens Up Trade. 
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Say Royal to the man 
-who buys your supplies — 


Tell him he can standardize his waste purchases 

— that he can get uniform quality f 6% 44 tare” (wrappings), 
even weight—all guaranteed. 

— that buying the best waste means time saved, effort saved, 
money saved. 

— that getting uniform waste by name beats the old way of 
trying to get it by specification — and costs no more. 

— that the man who works with Royal Cotton Waste knows. 


“Producing the Fittest in 
Waste ’ 9 is a good book—write 
for it. The Royal Sampling 
Catalogue is mighty well worth 
getting from your jobber or us. 
It is worth your while to fol¬ 
low up the worth-while Royal 
campaign in the big magazines. 



TWELVE GRADES 


Each best for a special need of 
service and price 

Six White Six Colored 

Baron King 

Count Marquis 

Czar Mikado 

Duke Prince 


Earl Rajah 

Emperor Sultan 


ROYAL .MANUFACTURING O* 

GBNBRAL SALBS OFFICES AND PLANT 

New York Offioe— 2 Rector Street RAHWAY, N. J. Pittsburgh Office—Oliver Bldg. 

St. Louis Ofioe—Pontiso Bldg* Chicago Offioe — People’s Gas Bldg. San Francisco Office—Wells Fergo Bldg. 

LOOK FOR THB BRAND ON BACH STBBL BAND 
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and checked again for quality, for weight, for 
“tare.” Suffice it that all these things and 
many others were done and that waste, the 
black beast of industry, was at length tamed 
and standardized. 

Phase No. 2—Telling the Story. 

Advertising is own brother to standardiza¬ 
tion. In modern business the intelligent spe¬ 
cialty manufacturer feels himself concerned 
with the sale all the way to the actual user of 
the goods. So reasoned Royal. 

The trade publication field was fine combed 
in the search for those media best qualified to 
carry the Royal message. No expense or ef¬ 
fort was spared to procure art work and text 
that should be convincing because sincere. 
First half-page advertisements were used, then 
full pages, developing a powerful campaign 
that always broadened and dug deeper into the 
waste market. 

“For,” said this manufacturer, “we are not 
satisfied to sell a distributor. We must also 
help him sell to his customer, and until that is 
done the transaction is unfinished.” 

The sampling catalogue mentioned earlier 
In this article was distributed broadcast, as well 
as small individual containers showing the spe¬ 
cial grade the customer is most likely to find 
suitable. An attractive little book was pre¬ 
pared, explaining in words and pictures the 
why and how of waste economy through stand¬ 
ardization—a very essential detail in a market 
where so very little was known of the product. 

Supplementing these advertising helps an 
elaborate follow-up system was devised, devel¬ 
oping a list of more than 30,000 names, which 
is constantly checked, added to and pruned of 
hopeless prospects. 

Backing Up the Distributor. 

A distributor’s salesman can’t always be ex¬ 
pected to know as much about waste—its in¬ 
gredients and quality—as a man who has spe¬ 
cialized in it for years. He usually carries a 
great many other lines—enough to keep him 
from getting bored. 

So the Royal policy is to follow up the dis¬ 
tributor’s salesman, to keep them posted on 
every development of interest and freshened on 
talking and selling points. This is intensified 
co-operation. 

When a jobber has a convention of his sales¬ 
men Royal always asks permission to attend, to 
talk to the men, to hold test sales and in every 
other way familiarize the organization with the 
waste market, its opportunities and the best 
manner of attaining results. 

A case in point. Recently a big jobbing 
house held a convention and entertained a rep¬ 
resentative from the Royal Manufacturing 
Company. When the convention was over the 
men were thoroughly primed on waste. In the 
succeeding three months they sold more waste 
than the organization had distributed in any 
single previous year of its existence! 


Yes, the whole thing has been a success, a 
big success. The company is entering upon its 
fourth year of advertising standardized waste 
and otherwise pushing it from every legitimate 
angle. The difference is that this year’s cam¬ 
paign is planned to be by far the biggest and 
most vigorous in the organization’s history. 

Isn’t this a splendid demonstration of the 
fact that, commercially speaking, there are no 
crude products? Isn’t it the methods of the 
manufacturer himself that are generally crude? 


TO EVERY MERCHANT 

You and we are safe at home—because thou¬ 
sands of brave American boys have gone, or 
are ready to go, to the French front for us. 

Germany slapped you in the face when she 
sank the Lusitania—not to speak of her hun¬ 
dreds of other crimes against the Stars and 
Stripes. Our boys at the front, our boys on 
U. S. destroyers on the seas, will not forget 
these deeds. Now, what are we going to do 
about it? Just fold our hand and say we are 
“sorry”? No, sir! We’re going to do every¬ 
thing in our power to fight here at home. And 
the form of fighting to get good and busy at 
right this minute is TO OURSELVES BUY 
AND INDUCE OTHERS TO BUY ALL THE 
25-CENT THRIFT STAMPS AND $5 WAR 
STAMPS WE POSSIBLY CAN. The more 
we buy, the more we help sell, the greater our 
blow at Kaiserdom. 


VISIBLE MEASURING PUMPS 

The Groetken Pump 
Company, of Aurora, Illi¬ 
nois, are just placing on 
the market a Visible 
Measuring Pump, which 
can be attached to any 
curb pump and will in¬ 
spire the confidence of the 
public, in seeing that they 
are getting just what they 
are paying for. 

The Groetken Visible 
Measuring Pump will save 
about $150 on every 
“blind” curb pump to 
which one is attached is 
the claim made for it. 

It thus converts blind 
outfits into visible ones. 

Besides being practical 
it is economical, as it has 
no excess parts, being 
shipped complete for erec¬ 
tion. It entails no oper¬ 
ating expense, consumes 
no power, requires no ex¬ 
pensive electric motor, is simple in construc¬ 
tion, easy to understand; anyone can operate it. 

They will be glad to give full information 
to any of our readers upon request. 
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MOUND TOOLS 

FOR THE AUTOMOBILE 

^_ STANDARD FOR 20 YEARS 

-Bearing Scrapers Pry Bars 

Carbon Scrapers Cotter Pin Extractors 

Chisel Sets Mound Tool Rolls 

Offset Screw Drivers 

Send tor Catalog 

THE MOUND TOOL CO., Dept. D, 7th and Hickory Sts., St. Louis, Mo., U. S. A. 


Romort Automatic Air Valves 

THE SERVICE STATION’S FRIEND 

MS* a l into a 



List Price 
$3.00 


List Price 

$1.00 


This Valve la a guaranteed device and haa no 
equal for free air atatlona Will wlthatand any 
rough or hard usage and abuae. Recommended 
for any free air atation or air atorage plant, 
repair ehop or any atation tbat ia aubjected to 
hard, rough usage. Air la releaaed only when the 
Valve la pr ea aed on to the tire and when dlsoon- 
neoted ia thrown down abeolutely air-tight; the 
operator cannot waete your air. Will fit any 
aiae tubing, and oomea equipped with the famoua 
Romort Pump Connection Rubber. 


The Style B Automatic Air yalve la recom¬ 
mended to free-air atatlona requiring a a mall 
and inexpenaive air devloe. Stem la made to 
fit any alse tubing, and la automatic in opening 
and oloaing, and guaranteed to be poeltively air¬ 
tight. We strongly recommend thla Valve for 
uae of private or publlo garagee, vuloanlaera, tire 
repair ahopa, etc. Every Valve leavea the flao- 
tory equipped with the Romort Pump Connection 
Rubber. 


Romort Tire Tester Attachment 


A OARAGE NECESSITY 


Style A 


For Style B 



List Price, $1.50 



The Romort Tire Teeter Attachment la a device for attaching your gauge to either Style A or 
Style B Air Valvea, and glvee the aervioe atation a permanent holder for lta gauge, ready for inatant 
uae by the public. 81 mply acrew your gauge into the holder and you have i 


- . ^ -permanent holder for lta gauge, ready for Inatant 

uae by the public. 81 mply acrew your gauge into the holder and you have a tire teeter and tire inflator 
combined in one, and the old trouble or loaing gauge la forever over. We aell only the holdes 
ment. Every garage with free air ahould be equipped with the Romort Tire Teeter Attachment. 

Oautlon—When ordering, atate whether for Style A or Style B Valve 


acrew your gauge Into the holder and you have a tire teeter and tire inflator 
old trouble of loaing gauge la forever over. We aell only the holder attaoh- 


Mannfacturers, 

ROMORT MANUFACTURING CO 

OAKFIELD, WI& 


FOR SALE BY ALL JOBBERS 

Sales Dept. 

rrpTNo CO THE ZINKE COMPANY 

1323 Michigan Aye. 
CHICAGO, U. S. A. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. 
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EFFECT OF GOVERNMENT CONTROL OF 
RAILROADS ON SHIPPER'S RIGHTS 
AND RAILROAD'S LIABILITIES. 

(Copyright, by EQton J. Buckley.) 

Cincinnati, Ohio. 

Elton J. Buckley, Esq. 

Dear Sir:—There has been a great deal of 
discussion among the members of our associa¬ 
tion recently over the effect which the taking 
over of the railroads by Mr. McAdoo will have 
on the rights of shippers and receivers of 
freight. No two opinions agree on the point 
and we think business interests generally are 
greatly confused about it and would like light. 
In our own case, we placed an order for goods 
in Chicago early last month which was ac¬ 
knowledged and accepted by the manufacturer, 
who has shipped the goods, but they have not 
arrived and a tracer put out by the railroad 
has not found them. They were sold f. o. b. 
Chicago. We expect that somebody, either our¬ 
selves or the manufacturer, must bring suit to 
recover for these goods if they do not appear, 
but we are uncertain whether to sue the United 
States Government or what to do about it, and 
our lawyer does not seem to be able to tell us. 
He wrote to Washington to get an opinion, but 
it has not come as yet. 

A great many other members of our associa¬ 
tion also have claims against the railroad for 


lost or damaged goods, or overcharge of 
freights, but they are afraid to go ahead for 
fear that the money they spend will be wasted. 
I have been asked to write to you in the hope 
that you may be able to throw light on the 
noint. If so, please accept our thanks in ad 
vance. 

McIntyre & Bro. 

The taking over of the railroads by the Gov¬ 
ernment did not change in any degree what¬ 
ever the rights of shippers or the liabilities of 
the roads. As a matter of fact, the Government 
did not in the fullest sense, take the roads over 
at all. It merely started in to control them. 
Every liability that rested on a railroad before 
the Government took it over, rested on it after¬ 
ward, and in precisely the same tfay. What 
is the liability of a railroad? It is to carry 
goods committed to it, to their destination 
properly, safely and within a reasonable time. 
If they are lost, or damaged or so unreasonably 
delayed that loss ensues, the railroad, if it can 
be shown to have been negligent, is responsi¬ 
ble. But its responsibility is always limited— 
just as sharply limited as the railroad can 
make it—by the bill of lading. 

All of the above is as true today as it was 
before the Government got into the matter. Any 
shipper whose goods are misused or lost by a 




JCleans, Smooths £ Polishes Anything* £ Everything 

Jr A lightning cleanser and seller! Meets a multitude of needs 
7 for home, farm, dairy and shop. 


CAN’T BE BEAT FOB— 

Cleaning, scouring and polishing 
aluminum, steel and iron kitchen 
utensils, sinks, stoves, bathtubs, 
basins, and fixtures, brie - a - brae, 
etc. Removing dirt, mud and rust 
from farming utensils, garden im¬ 
plements nnd tools; from autos, 
bicycles, carts, wagons and trucks. 


Eliminating old coats of paint, 
varnish, shellac, etc., and rubbing 
in first fresh coat; also rounding 
off and smoothing down wooden 
surfaces. 

Whatever, wherever the object is 
that needs to be cleaned or bright¬ 
ened AMERICAN STEEL WOOL is 


Six Graden and Each the Bert for a Special Use 

Your jobber can supply you with a trial gross of American Steel 
Wool in the ATTRACTIVE NEW HOUSEHOLD PACKAGE. Otherwise 
write us. Please write us for “Dictionary of Uses” and “Instruc¬ 
tions for using." 
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railroad company should make claim and bring 
suit in precisely the same way as he would 
have done before, and against the same peo¬ 
ple. His case is determined by the bill of lading 
plus the facts, and the roads are using the 
same bills of lading that they have always 
used. I talked with eminent railroad counsel 
a day or two ago. The roads are taking the 
position that their legal status is unchanged, so 
far as liability to shippers is concerned, and 
are raising no technicalities whatever. So far 
as I have seen there has been but one exception 
to this: the case of a Southern railroad which 
when sued by a shipper for damages raised the 
point that as the railroads were now a United 
States agency, they could only be sued in the 
United States Courts. It has always been pos¬ 
sible to sue a railroad in a State Court, or even 
in a small court like a magistrate’s, alderman’s 
or justice’s court. The court decided against 
the contention and ruled that shippers could 
sue a railroad for damages in the same court as 
before, the Governmental taking over not hav¬ 
ing made any difference in this respect. 

This reports the situation up to date. The 
roads would not be surprised to get some ruling 
from Washington changing the situation, but I 
cannot see how the Government could very well 
change the liability of the roads to shippers. 
Certainly it could not do it as to cases which 


have already arisen, and to do it with future 
cases would be a revolution. I do not expect 
anything like that to occur. 


HOW’S THIS FOR A STORE GREETING? 

“To you who enter this place, we give 
hearty greeting. 

“We would rather see your face coming in 
than your back going out. 

“This is not a refrigerator plant, but a hu¬ 
man store, where warmth of cordiality is ex¬ 
tended to all. 

4 4 This is your store, conducted by us. Come 
as often as you wish, stay as long as you can, 
whether it be for a purchase or a look around.’’ 


President Wilson has asked you to practice 
self-denial on the wheatless and meatless days 
set apart for your observance. Are you 
doing it? 


You live in the thoughts you associate with. 
They form a part of the forces which are mould¬ 
ing you and forming your character. It is 
either moulding a character for stronger, abler, 
broader, more courageous, more resolute 
achievement, or it is a breaking down process 
which is undermining and destroying the pos¬ 
sibility of adding forces to those already ac¬ 
cumulated. Its final result is the character in 
its creation. 


Are You Selling King Padlocks? 

They are excellent sellers offering attractive 
profits for you. 

Exceptionally attractive and strongly built, 
being made from a solid bronze casting bored out 
to receive mechanism. 

17 to 31 tumblers form the locking hold. 

All tumblers are controlled by one spring, mak¬ 
ing the mechanism most simple. 

THE KING LOCK works under the most 
rigid tests. 

If you want to add a padlock to your line 
which needs no apology but which will sell 
readilv and net vou a nice profit, THE KING 
PADLOCK MERITS CONSIDERATION. 

KING LOCK COMPANY, 319 W. Ohio St, Chicago 
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WERE GERMANS REALLY LEADERS IN 
SCIENCE? 

A decade or two ago it began to be reported 
that the land along the Rhine was producing a 
race of men surpassing all others in science and 
invention. 

“How about this?” demanded the old line 
American, who believed the honors belonged to 
his own country. “Didn’t Morse invent the tel¬ 
egraph and Bell the telephone?” 

“That’s true,” was the reply, “but the Ger¬ 
mans have done everything else; they say so 
themselves.’ 9 

Now turn to the encyclopedia. In war, 
where the kaiser’s subjects should lead, these 
Americans have blazed the way: Hall, first 
practical breechloader; Colt, revolver and re¬ 
peater; Gatling, the machine gun, and Sir Hi¬ 
ram Maxim, born in Maine, the automatic 
quickfirer. Pulton put the first engine into a 
warship, showed what the torpedo would do 
and built a submarine. Drebelle, a Hollander, 
worked on the undersea boat; Bushnell, Amer¬ 
ican, was another pioneer, and our Holland 
shared with the French the honor of making 
them work. In England, Whitehead invented 
the self propelled torpedo, and Shrapnel that 
deadly projectile which bears his name. France 


used ironclads in the Crimean war, and Erics¬ 
son built the first turret ship. 

True, they have given especial attention to 
using these as means of destruction of any who 
they imagined might thwart their hellish de¬ 
signs and purposes. 

Watt and Newcomen, English, made true 
the dream of a steam engine, while Stephenson 
was acclaimed father of the locomotive. Fellow 
countrymen had invented spinning machinery, 
the thresher and the turbine engine. In America 
the list showed: Whitney, the cotton gin; West- 
inghouse, the air brake; McCormick, the reap¬ 
er ; the Hoes, modern printing press. 

Morton, Boston dentist, first used ether in an 
operation, while for England these names ap¬ 
pear: Harvey discovered circulation of the 
blood; Jenner, vaccination; Lister, antiseptic 
surgery. Pasteur, the great Frenchman, showed 
the relation between micro-organisms and dis¬ 
ease. Cugnot made the first successful automo¬ 
bile; Lenoir, gas engine; Daguerre, photo¬ 
graphs. 

For Edison these triumphs are listed: Pho¬ 
nograph and moving pictures, the incandescent 
electric light, besides wonders in telegraphy. 

In 1899 a brilliant Italian, Marconi, thrilled 
the world with his wireless telegraph, and four 
years later the Wright brothers crowned the 



He: Curse my luck, can’t see why they She: Qee! I’m glad Dad bought this 

put a pump like this in such a good car. ROSE PUMP or I’d sure be stalled. 

JOBBBBS DBALBBI USBBS I J. X. KUTBT * COMPACT 

MORE ROSE PUMPS ACTUALLY PURCHASED BY DISSATIS- I Manufacturers 

PIED USERS OP OUT-OF-DATE PUMPS LAST YEAR 5 HASTINGS, NEBRASKA 

THAN ANY OTHER PUMP IN EXISTENCE 0 Rose Pumps, ferease Guns and 

There is a Reason. Find out yourself. Write for a sample. I Fan Belts. 


DID IT EVER OCCUR TO YOU ? 
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work of many experimenters in the aviation 
field. 

To make the story short, Kaiser Wilhelm & 
Co. put it over. A doleful cry arose: England 
was decadent, France was slipping and the old 
line American had disappeared, succeeded by a 
variety which blushed for its country and saw 
salvation only in remodeling along German 
lines. 

Then came August, 1914. The boasted 
schools of the fatherland had produced a nation 
of 67,000,000, which allowed, with scarcely a 
protest, an autocratic master to order them into 
war. Slowly the fog cleared away. The Ger¬ 
mans had accomplished much, but chiefly along 
lines marked out by men of other races. 

Writing of our period, the future historian 
might well end an interesting chapter with 
these words: “The war showed the Teutonic 
people were not of superior mentality, but an 
examination of their methods is recommended 
to all students of publicity; they afford a strik¬ 
ing proof of that advertising pays.” 


A POOR FINANCIER 
He: “Well have to give up our intended 
summer trip. My account at the bank is al¬ 
ready overdrawn.’ ’ 

She: “Oh, John, you are such a wretched 
financier. Why don’t you keep your account 
in a bank that has plenty of money t" 


CORK INSERT BRAKE LINING 

Having heretofore confined itself to the 
manufacture of brake linings for replacement 
on Ford cars, the Advance Automobile Acces¬ 
sories Corp., Chicago, Ill., will hereafter also 
supply these linings for other cars. Cork in¬ 
sert brake lining is made of high grade fabric, 
into which are inserted disks of cork. The rea¬ 
sons for the use of cork are that it has an ex¬ 
ceptionally high friction co-efficient and that 
its co-efficient is very little affected by the pres¬ 
ence of oil on the brake surfaces. Owing to the 
high friction co-efficient, comparatively little 
pressure is required on the brake pedal. The 
lining is impervious to oil and grease, conse¬ 
quently it will not swell and the surface never 
becomes glazed and slippery. 

We are informed that these brake linings 
have been used by a Chicago taxicab company 
for over six months. It is obvious that the 
service on a taxicab is very severe, but in spite 
of this fact, the cork insert lining is said to 
have given most satisfactory service, the brakes 
being still as efficient as when installed and 
show practically no wear. 


Your Government asks you to support it, not 
at any real sacrifice, such sacrifice as it de¬ 
mands of the men in uniform but to support 
it at a money profit to yourself. 


Lane’s “Unique” Ratchet Wrench Sets 

The Original Wrench of This Type 



rort M 


No experiment—No imitation. 

No stamped parts—No castings. 
All parts macnine-made from high- 
grade steel and case-hardened. 

The Ford Set Contains: 

1 handle 7 in. in length. 

3 Screw-driver bits. 

1 Extension bar 7 in. in length. 

Six aoekets to fit all nuts and bolt heads on Ford ear, 
including the cylinder head. 



Standard Bet 


Handles drop-forged. 
Manufactured and sold for past 10 
years on merit. 

Handled by jobbers in all parts of 
the world. 

Every part fully warranted 

Standard Set Contains 

1 Handle 7 in. in length. 

2 Screwdriver bit*. 

7 Socket* to fit semi-finished hexagon nuts as follows: 
U. S. Standard Nats from % to H in. 

A. L. A. M. Standard from 5*10 in. to 11-16 in. 

Cap screw heads from 5-16 to % in. 


"TS’S WILL B. LANE 

180 NORTH DEARBORN STREET 


CHICAGO, U. S. A. 
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NEW TYPE OIL GAUGE 

FOR 


FORDS 


What every Ford owner has been waiting 
for—it cannot break—it will not leak—it 
is absolutely accurate and dependable and 
can be easily read, even at night. 


It consists of a metal chamber containing 
a float with a rod extending out of the top 



with a white ball on 
the end of the rod. 
The height of the 
ball tells the amount 
of oil. 

Mr. Dealer: 

These gauges cost 
you $4.00 per dozen 
f. o. b. 126 largest 
cities. 


APCO MFG. COMPANY 

DUDLEY ST., PROVIDENCE, RHODE ISLAND 


AUTOMOBILE 

ACCESSORIES 



If you handle Auto Accesso¬ 
ries, Motorcycle and Bieyele 
Supplies and Bicycles, why 
not get in touch with a 
Wholesale House that handles 
this line exclusively and place 
yourself in a position to serve 
your customers with anything 
they could possibly require in 
this line. You should have 
our catalog as a reference. 
Write for it. It will mean 
big business to yon. Oar 
motto — “If it’s kin to an 
auto it’s related to us.” 


MOTOR OAR SUPPLY GO. 
1451-53-55 Michigan Aye., 
Chicago 


HERE’S A REMARKABLE RECORD. 

On December 10th, 1917, Walter S. Bur¬ 
gess Mfg. Co. started to put the Burgess Re¬ 
bound Check and Shock Absorber on the mar¬ 
ket. By March 1st of this year they had out¬ 
grown their old factory and are now in their 
new home at St. Joseph, Michigan. In little 
more than three months their production has 
increased to more than 500 sets daily. 



The reason this device made good from the start 
is due to the fact that it actually does what has been 
claimed for shock absorbers for years—that is it con¬ 
trols the car springs and prevents rebound—and also 
absorbs small shocks. 

On the upthrow, with this device, the weight of the 
car above the chassis is transferred from the tips of 
the springs to points near the centers where the re¬ 
coil is greatest. It is impossible to control rebound 
from the tips of the springs. 

The conical springs absorb vibrations before they 
reach the main springs of the car. 

Thus in one simple, easily attached article are com¬ 
bined two essential devices for the life and easy riding 
qualities of every Ford car. 



Price is low, being $15.00 per set of four. 
Same type for all models of Ford cars. Every 
set is guaranteed as to material and workman¬ 
ship and fulfillment in actual performance of 
every statement made in the factory’s adver¬ 
tising, if device is installed as per instructions 
furnished with each set. 

This is a live and satisfactory product and 
each reader of this magazine should get further 
particulars from The Zinke Company, 1323 
Michigan Ave., Chicago, who are handling all 
sales. Please mention the name of this paper 
when writing. 
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YIUR TIME WANTS 


Th« Highest Grtdt Coil 
File Mode 


IT’S A TOOL f! 


WiO Please Your Customers 


Needs Only to be 
Displayed to Make 
Sale 

REMEDY Yomr IGNITION TROUBLES with 

DELTA COIL FILE 


Cleans All Contact Points, Spark 
Plugs, Coils, Magnetos 

Should be in theTool 
Kit on Every Auto¬ 
mobile or Motor Boat 

High Grade Files for Every Purpose 


▲ 

OBUTA 


DELTA FILE WORKS 

raUKLPIU, 8.11 





Practical Reasons for 
Equipping the 

<5JSS-Brown Speedometer 


()|»erating on the centrifugal prin¬ 
ciple, the (’orbin-Brown is immune to 
electrical disturbances and is not af¬ 
fected by extreme temperatures. 

Compound governors enable it to re¬ 
cord accurately as low as two miles an 
hour. These governors also absorb all 
shocks, so that the indicating hand re¬ 
mains steady. 

The trip odometer is below the indi¬ 
cating hand. Its reading is not inter¬ 
fered with when the car is in motion. 
The season odometer is 100,000 miles, 
with automatic reset to zero when the 
limit is reached. 

The Corbin-Brown can be connected 
to either right or left wheel or to the 
transmission. It records speed and 
mileage whetRer the car is moving for¬ 
ward or backward. In some other 
speedometers the indicating hand does 
not record any mileage when the car is 
moving backward, while the odometer 
subtracts mileage instead of adding it. 

The Maximum Speed Hand, an extra 
feature, registers the highest speed at¬ 
tained and remains at that point until 
reset to zero, which can bo done in an 
instant. 

Equip the Corbin-Brown for 1918 
Catalog on Request 

The Corbin Screw Corporation 

American Hardware Corporation, Succeaaor 

NEW BRITAIN, CONN. 

Branches: New York, Chicago, Philadelphia 

Makers of 

Corbin Duplex Coaster Brakes for Bicycles 
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Trenton Idea of Community Development 

Frequently we receive inquiries from dealers who want to know the meaning of the “Trenton 
Idea.” Barely is the subject mentioned in a convention without bringing similar 
inquiries. The origin, purpose and results are told in this article. 


M U OW large is your town?” 

JMI A common-place question, one of the 
first a visitor asks and one local trades¬ 
men usually are glad to answer. Hundreds of 
times it has been asked of and answered by va¬ 
rious factors in local commercial and industrial 
enterprises. Generally the question is asked 
because the visitor feels it is his duty to give 
the townsmen an opportunity to brag about the 
town’s rapid growth or to magnify the popu¬ 
lation. Nearly always the townsmen feel it is 
their duty to improve the opportunity. The 
question is asked and answered perfunctorily 
and then the conversation drifts into other 
channels. 

Once this ordinary question was propounded 
for a different purpose and with results vastly 
different. Indeed, the question and answer 
and the subsequent questions and answers 
marked the beginning of a movement which, 
from the standpoint of community develop¬ 
ment, is one of vital importance. The ques¬ 
tioner had no idle curiosity. He was genuinely 
interested. He cared nothing about the census 
report. Whether the town had 500 or 5,000 
people nothing to him. He wanted to know 
whether the people of the town realized its 
possibilities, whether they were awake to its 
opportunities. He asked the question in its 
broadest sense and by subsequent questions he 
gave it a new meaning. Within a few moments 
thereafter a great idea was brought forth. 

This important incident happened several 
years ago in the town of Trenton, Mo. Tren¬ 
ton is the county seat of Grundy county, situ¬ 
ated about midway between^ansas City, Mo., 
and Quincy, Ill. Until the big thing happened 
Trenton was not essentially different from the 
thousands of other towns of the same size and 
class. The environment and citizenship were 
about the same as one finds in other agricul¬ 
tural districts. 

Perhaps Trenton was somewhat more pro¬ 
gressive than the average town of its size, for 
Trenton had a commercial club. The organ¬ 
ization had been launched with a flourish of 
trumpets and practically every business man 
in the town had joined. Much enthusiasm was 
manifested and great things were expected. A 
board of directors had been chosen from among 
the younget* and more energetic of the mem¬ 
bers. The directors were bound to do some¬ 
thing for the upbuilding of the community. 
They were consumed by that desire. Trenton 
was going to be placed on the map in larger 
letters. 


How to accomplish these things was the ques¬ 
tion. All of the directors had ideas, but some¬ 
how none seemed to meet with universal ap¬ 
proval. The members of the board felt keenly 
their lack of experience and hesitated to take 
any radical step. They wanted to do some¬ 
thing worth while, but could not determine 
what it ought to be. One day the suggestion 
was made that the club request the secretary 
of the Kansas City Commercial Club to send 
somebody to Trenton and advise the directors 
as to the course they should pursue. This plan 
was approved and a letter carrying the request 
was immediately forwarded to Kansas City. 
In due time M. V. Watson, a former president 
of the Kansas City Commercial Club, went to 
Trenton in response to the call. 

A committee of the directors of the Trenton 
club met Mr. Watson at the station with an 
automobile. The chairman of the committee 
was Tom Witten, Trenton’s leading implement 
dealer, one of its best citizens, a big, broad 
man, whose heart overflows with the milk of 
human kindness. 

Before the automobile had started on its 
journey to the club headquarters, Mr. Watson 
asked: 

“How large is your town?” 

Being chairman of the reception committee, 
Mr. Witten answered the question. To use his 
own language, he “swelled up as much as pos¬ 
sible and replied that the population was about 
6,500.” 

A frown came over the face of the visitor. 
“I didn’t mean that,” he said. “How large an 
area does Trenton cover?” 

Mr. Witten wasn’t quite sure, but he con¬ 
cluded he would make it large enough if he said 
“about two square miles.” Again the frown 
appeared on Mr. Watson’s face. Plainly he 
was not satisfied. 

1 * What ? ” he exclaimed. 1 * Only two square 
miles?” 

“Has it ever occurred to you,” he went on, 
“that Trenton should be as large as the trade 
territory tributary to it?” 

For a few moments the members of the com¬ 
mittee were puzzled by the question. Never in 
their fondest dreams had they pictured Tren¬ 
ton as a large city. They had visualized it as 
a town of gradual and healthy growth, but al¬ 
ways as the trading center of a prosperous agri¬ 
cultural section. 

Then like a flash of lightning the meaning 
of the word “large” in Mr. Watson’s question 
dawned upon Tom Witten. It was not that 
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Trenton should extend its corporate limits over 
the surrounding country, but that it should be¬ 
come in fact the center of the entire commu¬ 
nity, the headquarters of a community move¬ 
ment which would develop not only Trenton, 
but the entire territory upon which Trenton de¬ 
pended for its trade. 

Thus was born the Trenton Idea, the plan of 
community development which takes in both 
farmers and merchants as factors and both 
town and country as beneficiaries, the idea from 
which has come the modern small town com¬ 
mercial club whose membership comes from 
both sides of that imaginary line called the 
city limits. The members of the Trenton club 
began to ask themselves these questions: 

What is the difference between the man who 
drives five or ten miles and the one who walks 
five or ten blocks to trade with Trenton mer¬ 
chants? 

Is not the man wh# has money invested in 
land and stock and farm operating equipment 
just as much a business man as the merchant 
who has money invested in store and merchan¬ 
dise ? 

Do we not make an unjust distinction when 
we say, 44 business men and farmers/’ instead 
of “merchants and farmers”? 

Why not try to bring that farmer friend of 
ours living just a few miles out to feel and real¬ 
ize his importance as one of the units of the 
community ? 

Why not try to raise the standard of his 
efficiency? 

Why not make him feel that he is the equal 
of any merchant in the town where he does 
his trading? 

If he lives in a section which naturally sends 
its trade to Trenton is he not to all intents and 
purposes a citizen of Trenton ? 

Why not look upon all of these farms lo¬ 
cated in Trenton trade territory as big factories, 
whose output could be increased by assistance 
we might render by helping the farmers to 
realize the wonderful possibilities of intelli¬ 
gent, scientific farming methods? 

And finally, why no co-operate with the 
farmers in every well-directed effort to im¬ 
prove the roads, increase the efficiency of the 
schools, raise the standard of social life, lighten 
the burdens of farm men and women and in 
every feasible way endeavor to make farming 
more profitable and farm life more attractive? 

The answer to these questions came in the 
form of amendments to the constitution of the 
Trenton Commercial Club, changes which made 
that organization the first to embrace in its 
membership not only the merchants and pro¬ 
fessional men of the town, but the farmers of 
the surrounding territory. 

Then the club inaugurated a membership 
campaign. Two captains were elected and in¬ 
structed to choose sides for a contest. They 


were instructed to seek members in every walk 
of life and especially to enlist the interest of 
the tillers of the soil. The members of the 
committees went into the country and con¬ 
ducted meetings at school houses and churches. 
They stopped farmers and others on the streets 
and solicited them to join the club. 

When the campaign was started the Trenton 
club had 150 members, all residents of the town. 
At the end of the membership contest, upon 
which a limit of four weeks had been set, the 
roll contained 489 names, more than half of 
which were names of farmers. Under the 
terms of the contest the side which obtained 
the fewer new members had to entertain the 
entire membership at a banquet. This event 
was attended by more than 500 persons, about 
equally divided between townspeople and farm¬ 
ers. Mr. Watson came from Kansas City to 
address the meeting and talks were made by 
the leading merchants and farmers. 

The meeting marked an epoch in the history 
of Trenton. Referring to it in one of his con¬ 
vention addresses later, Mr. Witten said: 

“If our commercial club had disbanded af¬ 
ter the banquet the great good we did that 
evening in bringing together a representation 
of all of the citizens of our community with 
one great interest, pulling side by side for the 
betterment of our homes and our neighbors’ 
homes—I say if we had stopped there and dis¬ 
banded our club, we would have been well paid 
for the expenditure of time and money.” 

Today most of the farmers who trade at 
Trenton are members of the Trenton Commerc¬ 
ial Club and the organization is making long 
strides in developing the resources of the com¬ 
munity. Here are some things it is doing. 

Promoting modern methods of agriculture, 
thus helping the farmers to obtain maximum 
yields from every cultivated acre. 

Co-operating with the authorities in improv¬ 
ing the roads. 

Instituting and taking part in various ef¬ 
forts to improve the schools. 

Promoting health by encouraging the adop¬ 
tion of methods and the use of equipment which 
make for sanitary conditions around house and 
barn. 

Making farm life attractive by encouraging 
the installation of modern conveniences. 

Promoting sociability and a spirit of com¬ 
radeship between members of the community. 

In short, leaving nothing undone within its 
power to advance the welfare of all the people 
of the community. 

In promoting agricultural extension th # e 
club has conducted corn contests and awarded 
valuable prizes for best results achieved. Hold¬ 
ing that, in normal times, grain brings larger 
returns for the producer when sold “on the 
hoof” rather than by the bushels, the club has 
conducted pig contests with prizes. On one 
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And Super-Dreadnaught Inner Tubes 

WITH A FULL LINE OF 

Automobile Accessories and Supplies 
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San Francisco, California 


Digitized by 


Google 


J 





HARDWARE WORLD 


135 


occasion it arranged for a series of leettires on 
farming topics for boys. These wen* attended 
by more than 100 youngsters, all of whom were 
entertained during the period of the instruction 
at the homes of Trenton citizens. 

The feature activity this year was a calf 
club promoted for the purpose of dairy exten¬ 
sion. Every farm boy or girl who registered 
as a member of the calf club was given an op¬ 
portunity to buy at actual cost a high bred 
calf. The calves were sold on credit, settle¬ 
ment being made by note endorsed by the buy¬ 
er’s parents, guardians or adult friends, ru¬ 
der the terms of the sale the calves were to be 
retained by the purchasers or they might be re¬ 
turned to Trenton and disposed of at public 
sale, and the difference between the price then 
realized and the amount due on each note was 
the compensation of the boy or girl for taking 
care of the animal. In addition, the Trenton 
club awarded prizes aggregating $.'>() to the 
four contestants who made the best showing 
in gain of weight. 

What all of these activities mean to the 
community can easily be imagined by those 
who realize the importance of agricultural ex¬ 
tension. And it is hardly necessary to add that 
the Trenton Idea put into practice, in the very 
nature of things, is a hard blow to the mail or¬ 
der evil. 


ANOTHER WESTERN BRANCH 

Tacoma has “arrived’* as a world port—and Johns- 
Manville Service, the service that “covers the conti¬ 
nent.” is there. 

Tacoma’s port business has increased 300 per cent 
over 11H3—the highest pre war total—with a higher 
figure ex pee ted because of its natural shipping facili¬ 
ties, its eonnection with the Far Fast trade and the 

M. 6i S. I*, railroad's agreement with the Japanese 
lines. To these commercial advantages have been 
added six huge shipbuilding plants, turning out both 
wooden and steel ships. 

For the better service of the shipbuilding and allied 
interests, as well as the constantly increasing number 
of manufacturing plants, the H. W. Johns-Manville 
Company have opened a new branch office at 1015 A 
street. Tacoma. Here is carried a complete stock of 
asbestos packings, moulded and in sheet form, and 
other well-known Johns-Manville Power Plant Spe¬ 
cialties. The advantage of a complete stock at hand 
lies not only in the aid it affords to a proper selec¬ 
tion. but in the prompt deliveries which can be made— 
a point of service greatly appreciated by packing users. 

Tacoma industries thus are assured the same service 
that every other large city enjoys—another example 
of the Johns-Manville Service which “Covers the 
cont incut. 


THE REASON 

“Don’t you love our song, ‘The Star- 
Spangled Banner’?” 

“1 do,” replied Senator Sorghum. 

“Then why don’t you join in the chorusT” 
“My friend, the way for me to show real 
affection for a song is not to try to sing it.” 



Rex Gasoline Hose has a core of asbestos 
packed steel tubing, covered with gasoline proof 
gum, over which is woven a cotton jacket. Rex 
Gasoline Hose is recommended for use in connec¬ 
tion with measuring pumps for gasoline and oil, 
and to those who require service and satisfaction. 

The couplings are of the compression type, 
especially designed so they cannot leak or pull 
off, also giving full flow without any back pres¬ 
sure to pump. Couplings and hose to fit all 
pumps, made in the following sizes: •‘Vi-inch, 
1-inch and l 1 * inches. Any length. 

Packless Anti-Drip Nozzles also furnished. 

Distributed By 

Dunham, Carrigan A Hayden Co. 

SAN FRANCISCO 



No. 300 includes an assortment. Quanti¬ 
ties and sizes are determined by exact de¬ 
mand, and the Chest is offered FREE with 
the assurance that Solves Tour Wrench 
Problems. Write—Ask for Catalog No 
183-D. 

FRANK MOSSBERG CO. 

ATTLEBORO, MASS., U. 8. A. 
EASTINGS ft ANDERSON CO, Chicago, XU. 

EWING-LEWIS CO., San Frandsco, OaL 
EWING-LEWIS CO., Loa Angelas, Cal. 

D. L. HERMAN, Seattle, Wash. 

F. W. LYNN. Dalles, Texas. 

W. W. CRANDALL OO., Nashville, Tena. 
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A MUCH NEEDED EXPLANATION OF TWO 
COMMON, BUT LITTLE UNDERSTOOD, 
PROMISSORY NOTE PHRASES 

(Copyright by Elton J. Buckley.) 

After making an experiment which I am 
sure will interest the readers hereof, I shall de¬ 
vote this article to explaining two phrases in 
everyday use in connection with promissory 
notes, which directly affect the rights and the 
remedies of all the parties to a note, whether 
maker, payee, endorser or holder. 

I had long suspected that business men gen¬ 
erally had no real idea of the meaning of the 
phrase “without defalcation/' which occurs in 
practically every promissory note, and the 
phrase “without recourse/ 1 which often occurs 
after the name of some endorser. I asked ten 
business men, every one of whom has more or 
less to do with promissory notes, what he thought 
the words ‘ ‘ without recourse ' ' meant if written 
after an endorser's name. Three knew, but the 
remaining seven had no adequate conception at 
all. I also asked the same ten what the words 
“without defalcation" meant in the body of a 
promissory note. They appear in practically 
every promissory note given. Not one of the 
ten knew this. They all thought it meant with¬ 
out embezzlement, “defalcation" being a famil¬ 
iar synonym of embezzlement. 

After this experiment it occurred to me that 
I had better devote one of these articles to 
elucidating these most important terms. 

“Without defalcation" has nothing at all to 
do with embezzlement. The word “defalca¬ 
tion" is here used in a different sense—the 
sense of set-off or counterclaim. When a note 
containing-these words is signed, it means that 
the maker of it will pay for it in full even if 
he has a good claim against the holder of the 
note which he could ordinarily set off against it. 

Let me illustrate: A is a hardware merchant, 
B is a contractor. A sells B all his building 
hardware, and by and by it reaches a large sum 
and B gets behindhand in paying it. Finally B 
gives A a note, “for value received and without 
defalcation," payable in six months. Before 
the note is paid, A decides to enlarge his store 
and engages B to do the work. After the work 
is done, their account stands thus: B, the con¬ 
tractor, owes A, the hardware dealer, $1,000 for 
building hardware, for which A holds a note. A 
owes B $750 for the enlarging of his building. 
When the note comes due, if those words “with¬ 
out defalcation" had not been in it, B could 
have deducted A's debt of $750 from B's debt of 
$1,000 and given A a check for $250. But 
“without defalcation" means that B will pay in 
full without any set-off, so he must pay the full 
$1,000, and run his chances of getting his $750 
out of A as a separate matter. 

This rule also binds endorsers. In other 
words, if you endorse a note which contains the 
words “without defalcation," you will have to 


pay it in full no matter how good a counter¬ 
claim you might have against the holder. 

All States do not enforce this rule strictly; 
some, in fact, refuse to enforce it at all. But the 
only meaning the words have is the one which 
the law gives them, and if they are in a note 
they may at any time rise to plague you. 

Now as to the phrase “without recourse." 
The endorser who writes these words after his 
name puts himself in a totally different position 
from other endorsers. As everybody probably 
knows, a man who simply writes his name on 
the back of a note must pay it if the maker 
doesn't. But the endorser who uses the words 
“without recourse" doesn't have to pay it if 
the maker doesn't. He merely transfers to the 
next man the chance that the maker, or perhaps 
some of the endorsers, if there are any, will pay 
it. If they don't, it is no concern of his. 

The words mean what they seem to—they 
constitute notice that nobody can have recourse 
to or payment from the endorser who uses them. 
This is called a qualified endorsement, and here 
is a standard definition of it:— 

A qualified endorsement constitutes the endorser a 
mere assignor of the title to the instrument. It may be 
made by adding to the endorser’s signature the words 
4 ‘without recourse,” or any words of similar import. 
Such an endorsement does not impair the negotiable 
character of the instrument. 

Simply transferring the title to a note is a 
vastly different thing from agreeing to pay it 
if the maker doesn't. In most cases an endorser 
who uses the words “without recourse" is use¬ 
less as a security. The only liability resting on 
him is that of vendor—seller of the note. He is 
liable if he falsely represents the financial stand¬ 
ing of the maker, and he practically guarantees 
that the maker of the note was legally qualified 
to make it, meaning, for instance, that the 
maker is not a married woman forbidden to 
make such a note. He also guarantees the gen¬ 
uineness of the signatures and that the consider¬ 
ation was legal. As most notes are all right in 
these respects—or you can to find out about 
them for yourself—the qualified endorser, in 
the average case, really adds nothing at all to 
the strength of the note, or its secufity. 

How this works out I can show by a case 
that happened only a short time ago. A business 
man was asked to lend some money for an out¬ 
side deal. The security offered him was a 
promissory note with four names on it—the 
maker’s and three endorsers. The maker and 
two of the endorsers were of doubtful financial 
standing. The third endorser was of undoubted 
responsibility, but he wrote “without recourse" 
after his name. The lender of the money said 
he knew what “without recourse" meant, but 
he hadn't noticed it, and he lent—and lost— 
his money on the security of a note that wasn't 
worth the paper it was written on. Had he paid 
attention to the little words “without recourse" 
he could have saved it all. 
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EDUCATE YOUR CUSTOMERS TO KEEP 
BRAKES IN ORDER 

Almost every day an emergency arises which 
demands quick, sure action of brakes of auto¬ 
mobiles and trucks. If they respond promptly, 
it is nothing more than a passing incident. If 
they fail, it may mean damage and possibly 
death. The price of neglected brakes comes 
exceedingly high. That price need not be paid. 

Defective brakes are a menace not only to 
the lives of the driver and those in his car, but 
are also a danger to pedestrians and every other 
ear on the road. 

The object of the brake inspection move¬ 
ment is to decrease the number of preventable 
accidents due to defective brakes. 

It is to be hoped that at least 90 per cent 
of all cars in the United States will be care¬ 
fully inspected before the touring season opens. 
Motorists, clubs and officials are giving the 
movement the heartiest endorsement and most 
widespread support. 

In one year the brakes on a car are used 
from 20,000 to 30,000 times. Just one single 
slip may mean disaster. 

The tremendous increase each year in the 
number of motor cars makes it imperative that 
increased attention be paid to brakes. In cities 
in particular, the demands of traffic make ef¬ 
ficient brakes urgently needed. 

Traffic records show that about 65 per cent 
of all accidents occur when the car is going 12 
miles an hour or less. In the great majority of 
these cases neglect of the brakes and brake 
lining is wholly responsible for the accidents. 

Brakes are out of sight and for that reason 
are frequently neglected. The brake inspec¬ 
tion movement is preventing this neglect by 
calling strongly to the motorist’s attention the 
vital and compelling need of good brakes. 

He is shown that in many cases a simple 
tightening of brake rods or an adjustment of 
brake equalizers will substitute safety for 
chance. 

In all sections of the country prominent mo¬ 
torists, clubs and officials are giving it sup¬ 
port. Letters from Francis M. Hugo, Secretary 
of the State of New York; Arthur Woods, for¬ 
mer Police Commissioner; T. D. Pratt, of the 
Motor Truck Club of America; W. B. Renton, 
General Manager National Automobile Mutual 
Casualty Co., and Henry Collins of the Ocean 
Accident and Guarantee Corporation, Ltd., 
show the interest that is being aroused. 

Firms who operate fleets of trucks have 
joined whole-heartedly in the movement. De¬ 
partment stores, contractors, express companies 
and many manufacturers operating more than 
one car are giving it support. An official of 
the Motor Truck Club says that 60 per cent 
of the accidents caused by defective brakes 
are preventable. 


The manufacturers of Thennoid Brake Lin¬ 
ing are giving the movement splendid support 
by special notice in their advertising. Copies 
of the advertisements are attached. The Ther- 
moid engineers have worked out a chart which 
shows how quickly a car should stop when go¬ 
ing at various rates of speed. 

Legislation nas abolished glaring headlights 
in many states. It will probably be but a short 
time before regular inspection of brakes will 
be made mandatory. 


A lawyer was cross-examining an old German 
about the position of the doors, windows, and 
so forth, in a house in which a certain transac¬ 
tion occurred. 

“And now, my good man,” said the lawyer, 
“will you be good enough to tell the court how 
the stairs run in the house?” 

The German looked dazed and unsettled for 
a moment. “How do the stairs run?” he 
queried. 

“ Yes, how do the stairs run ? ’ 9 

“Veil,” continued the witness, after a mo¬ 
ment’s thought, “ven I am oop-stairs dey run 
down, and ven I am down-stairs dey run oop.” 


Men who are long on words are apt to be 
short on deeds. 


For Better Bookkeeping' 



ASK YOUR STATIONER 



It Will Pay You to Get 
Our Literature and 
Price 

Three typos of barrel 
pumps. Special five - barrel 
curb-pump outfit. Visible 
measure glass dome attach¬ 
ment. which can be at¬ 
tached to curb pumps now 
in use. 

THE GROETKEN PUMP 
COMPANY 
Aurora, niinols 


“NO-LEAK-O' 



Write for Booklet W. 


Have You a Motor? 

LOOK! See that groore con- 
trolinff the oilf The groove 
full of oil forme » dam. G&a 
cannot get down, surplus 
cannot get up. That's why 
motor has more power, no 
carbon ISN'T THA* A 
REA80N? 

Ford size end under 50 eta. 


AUTOMOBILE ACCESSORIES CO.. Baltimore, Md. 
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DU PONT PHOTOGRAPH CONTEST. 

To increase the interest in Du Pont products and 
to secure suitable photographs to illustrate the adver¬ 
tising and publicity of their various companies, the 
Du Pont American Industries offer $500.00 in prizes for 
the fifty best photographs. 

The Prizes Are As Follows; 

First Prise ...$100 14 Fourth Prises..$ 10 Eaeh 

Second Prise . . 50 32 Fifth Prises ... 5 Each 

2 Third Prises . . 25 Each 

The photographs have to ilustrate the following sub¬ 
jects, and be submitted before September 1, 1918; 
Agricultural Uses of Explosives 
Fabrikoid (Artificial Leather) 

Industrial Uses of Explosives 
Trapshooting and Hunting 
Painting Miscellaneous 

Any subjects illustrating the use of any Du Pout 
Products, will be given equal consideration. 

Some of the Conditions of the Contest Are: 

No employes of the Du Pont American Industries 
are eligible in this contest. 

Each photograph to be eligible for a prize, must be 
accompanied by the negative (film or plate). 

On the back of each photograph submitted must be 
plainly written the name and address of the contest¬ 
ant, the subject illustrated, the place where the photo¬ 
graph was taken and any other helpful data. 

The number of photographs that can be submitted 
by any one contestant is unlimited, nor is there any 
limit upon the number of prizes that can be won by 
any contestant. 

All photographs submitted, whether or not awarded 
prizes, are to become the property of the Du Pont Amer¬ 
ican Industries. 

All photographs submitted will be judged by a com¬ 
mittee to be appointed by the Director of Advertising 


of the Du Pont American Industries. Prizes will be 
awarded not later than September 15, 1918. 

The Du Pont Photograph Contest will close on Sep¬ 
tember 1, 1918. No photographs postmarked at Wil¬ 
mington, Del., later than September 1, 1918, will be 
accepted in this contest. 

Each contestant must fill out and mail an entry blank 
to the Advertising Division, Du Pont Company, Wil¬ 
mington, Delaware, with the first photographs sub¬ 
mitted or they will not be accepted in the contest. 

All photographs entered in this contest must be 
plainly marked “ Photograph Contest** and mailed to 
the Advertising Division, Du Pont Company, Wilming¬ 
ton, Delaware, full postage prepaid. 

Should Be Easy to Win a Prize. 

Du Pont products are used or sold in almost every 
business house and home in this country. Probably 
in your own home, or in the neighborhood or at least 
where you work there is a good chance to get a prize¬ 
winning photograph. 

A word to the amateur, be sure your photograph 
has good contrast, is clear and sharp in focus. If 
possible, have it at least 3x5 inches in size. 

When you have taken your photograph, it is best to 
make a black and white, glossy finish print. 

Send the print, with the negative, and your entry 
blank to the Advertising Division, Du Pont Company, 
Wilmington, Delaware. Be sure and mark it * i Photo¬ 
graph Contest.* * 

Don’t try too hard to get an ‘ ‘ unusual effect. * * This 
is not an art contest. These photographs are to be 
used for advertising purposes and if they show clearly 
and effectively what they are supposed to represent 
and will reproduce well they will have a good chance 
of winning a prize. 

Any one desiring to enter should notify the Du Pont 
Company and an entry blank will be furnished. 

Address: ADVERTISING DIVISION, 

E. I. du Pont de Nemours & Co., Wilmington, Del. 



Keep the 
Shotguns Busy 


IIow many shotguns are 
there in your city? Suppose 
we say a hundred. Now if 
50 were used at the trap¬ 
shooting club each week 1250 shells and targets would be sold. 

It is the idle gun that keeps your stock of shells on the shelf. The Du Pont Company 


By Boosting the Trapshooting Game 


creates a steady demand for loaded shells, 
targets, trap equipment, sporting goods and 
many other articles. Bv vigorous and con¬ 
tinuous advertising; employment of salesmen 
thoroughly familiar with the trapshooting 
game and its promotion; conducting a shoot¬ 


ing school at Atlantic City; introducing novel 
and instructive features in local, state and 
national events and being the leaders in every 
beneficial project to popularize trapshooting, 
we are carrying on a vigorous campaign to 
put across the patriotic sport of trapshooting. 


Where There'8 a Gun Club 


we want to put more 4 4 pep" into its membership—get more guns working. If there is no club 
organized—write us. Let’s get busy—mark X before “ Trapshooting ** and “Gun Club’* and mail 
the coupon today to Sporting Powder Division. 

E. I. du Pont de Nemours & Co., Wilmington, Delaware 

POWDER MAKERS SINCE 1802 
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KEEP BUSINESS ACTIVE. 

This is not the time, my Christian Friends, 
to start burrowing down for the bottom of the 
hole, and then trying to pull the hole in after 
you. 

The “Waste Not” advice that the National 
Administration has been handing out to the 
nation, does not mean that we should all quit 
DOING things, and wait in fear and trembling 
for what the future will bring forth. 

This is the time to PUT ON MORE STEAM, 
the time to DO THINGS, instead of the time 
for backing up. This is NOT the time to be a 
squeezed sponge. Take a sponge in your fist 
and squeeze it tight, and you can hold it under 
water in that fashion for hours; it will absorb 
nothing. But stick it under water in natural 
condition, and it accumulates a maximum 
capacity. 

So does the business man. So do all citizens 
engaged in the commercial or industrial activi¬ 
ties of the country. So in fact do all citizens. 
This is the time to be the OPEN sponge, not 
the SQUEEZED kind. 

Spread out; get busy; put your foot on the 
business accelerator; advance your spark; 
guide your machine carefully of course, but 
LET HER GO! 

These folks that are sitting around whisper¬ 
ing to their friends that this is a good time 
to see that your brake lining is in good condi¬ 
tion, and have your foot firmly on the stopper, 
are engaged in trying to make trouble. 

We suggest, rather, that you see that your 
emergency brake is in good condition—which 
is always safe procedure—and having assured 
yourself that such is the case—GO TO IT IN 
A BUSINESS WAY. 

DO MORE—PUT ON MORE STEAM- 
PLANT MORE —HARVEST MORE —BUY 
MORE—SELL MORE—BUILD MORE—AD¬ 
VERTISE MORE—COVER MORE TERRI¬ 
TORY THAN USUAL. 

Let us have no stifling of any activities ex¬ 
cept those that WASTE. This is the time for 
CREATIVE and CONSTRUCTIVE ACTION. 

The retail dealer should take these facts 
home and consider them most carefully. DON ’T 
go to cutting down your expenses, at the cost 
of your business. DON’T be over careful. In¬ 
stead, devote your best efforts to EXTEND¬ 
ING your business, intensifying it, CREATING 
more than you usually do. 

The man who slows up because things seem 
to be coming slow, is the NEGATIVE busi¬ 
ness man. The PRODUCER is the fellow who 
hits the ball all the harder because the picking 
is not so easy as usual. 

The retail man everywhere can do much to 
keep the right sort of thinking stirred up in 
bis community during these times. 

KEEP WIGGLING, FRIENDS, SO THEY¬ 
’LL KNOW YOU’RE ALIVE! 



WILSON’S SPORTING GOODS 


A GUARANTEED UNE OF 
THE HIGHEST QUALITY 
MERCHANDISE 

Every hardware dealer will find that 
the Wilson line of Sporting and Athletic 
equipment is an exceptionally good seller 
for his store. Whether or not you carry 
sporting goods, Mr. Dealer, you will find 
the Wilson line a money-maker at all 
times. 

Every dealer handling Wilson’s Sport¬ 
ing and Athletic Goods should know that 
back of his individual guarantee is the 
reputation and good faith of the entire 
Wilson organization. Not only Thos. E. 
Wilson & Co. but the parent institution of 
Wilson & Co. says to each dealer, to each 
user, of Wilson goods: “This must make 
good or we will.” 

SEND FOR THESE TWO CATALOGS 

Our new Spring and Summer catalog, 
one illustrating and describing our com¬ 
plete line of sporting goods and the other 
our line of fishing tackle, will be sent to 
anyone upon request. They are just off 
the press and are up to the minute in 
prices and style. To any dealer who is 
interested in Wilson’s Sporting Goods, we 
will be very glad to send our dealer propo¬ 
sition. Write for it on your letter-head. 

_xx_zix_zz_ 


THOS.E.WlLSON & CO, 


\v ^z7 

701-703 N. Sangamon Street, Chicago 
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We have often 
referred to the 
enterprise and 
progress i ve ness 
ofSpelgerA 
Hurl hurt, o f 
Seattle. 

As would be 
expected of 
such an institu¬ 
tion their win¬ 
dow dis plays 
are i n keeping 
with their en- 
terprise in 
other lines. 

A photograph 
cannot do jus¬ 
tice to any dis¬ 
play but the 
one here with 
fully justifies 
the time taken 
by the window 
trimmer in ma¬ 
terially increas¬ 
ing the sales of 
Goodell - Pratt 
and Starrett 
lines, shown in 
the window. 

There are 
suggestions i n 
this that every 
merchant could 
use to a good 
advantage. 


Do You 



EVERYTHING 
RELIABLE 
IN PAINT 


Manufacturers 
Since 1865 


Know Any Paint as Good? 


Painters’ Pure Paint 

lOO^b PURE 

FORMULA 
556 Outside White Base 
Pigment 

Cal-Pa-Co Pure White Lead . . 66 2-3% 
Cal-Pa-Co Pure Zinc Oxide . . 33 1-3% 

Liquid 

Cal-Pa-Co Pure Linseed Oil ... 90% 

Cal-Pa-Co Pure Turpentine Dryer . 10% 



CALIFORNIA PAINT COMPANY 

Oakland, California, U. S. A. 

Secure the Exclusive Agency 


Hammond Lumber Co. 
Kelly Thorsen Co. 


JOBBERS 

Los Angeles Stayner & Daly 

Portland S. S. Underlien 


. Salt Lake City 

Bellevue, Washington Salesman 
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A BUILDER’S CREED. 

“To respect my country, my profession, and 
myself. To be honest and fair with my fellow- 
men as I expect them to be with me. To be 
a loyal citizen of the United States. To speak 
of it with praise and act always as a trust¬ 
worthy custodian of its good name. To be a 
man whose name carries prestige with it wher¬ 
ever it goes. 

“To base my expectations of reward on a 
solid foundation of service rendered. To be 
willing to pay the price of success in honest 
effort. To look upon my work as an oppor¬ 
tunity to be seized with joy and to be made the 
most of, not as a painful drudgery to be reluct¬ 
antly endured. 

“To remember that success lies within my 
own self and in my own brain, my own ambi¬ 
tion and my own courage and determination. 
To expect difficulties and force my way 
through them. To turn hard experience into 
capital for future struggles. 

“To believe in my profession heart and soul. 
To carry an air of optimism in the presence 
of those I meet. To dispel all temper with 
cheerfulness, kill doubts with strong convic¬ 
tion, and reduce friction with an agreeable per¬ 
sonality. 

“To make a study of my business. To know 
my profession in every detail. To mix brains 
with effort and system in my work. To find 
time to do every needful thing by not letting 
time find me doing nothing. To hoard days 
as a miser does dollars. To make every hour 
bring me dividends in increased knowledge 
and healthful recreation. To keep my future 
unencumbered with debts. To save as well 
as to earn. 

“To cut out expensive amusements until I 
can afford them. To steer clear of dissipation 
and guard my health of body and peace of mind 
as a most precious stock in trade. 

“Finally to take a good grip on the joys of 
life. To play the game like a man. To fight 
against nothing as hard as my own weakness 
and endeavor to give it strength. To be a 
gentleman and a Christian so I may be courte¬ 
ous to man, faithful to friends, and true to 
God.”—Thomas J. Van Alstyne. 

“Hoo is that ye quote the lowest prices in 
the toon, and make reduction on them for yer 
freens, and yet ye make sich enormous profits?” 

“Well, it’s this way,” explained Phairson 
MacPherson, in an undertone: “And ye’ll be 
no tellin’ anyone aboot it, wull ye? Ye see, I 
knock off two shillings a ton because a cus¬ 
tomer is a freen of mine, and then I knock off 
two hundred-weight a ton because I’m a freen 
o’ his!” 

No hymn of hate accompanies our message. 





Every Customer a 
Prospect 

Every Hardware Dealer can in¬ 
crease his sales by pushing this 
Carey Staple. 

Wherever there 9 8 a Leak Use 


APlastic 
fiBROUS CtMENT J 


It is easily applied by anyone 
without heating. Will adhere to 
any surface, wet or dry. Comes 
in cans of convenient sizes. 
Easy to sell. It will make 
friends for you. 

Noahs Pitch can bo safely 
recommended for repairing 
leaks in 

All Roofing 

Felt, com position, rubber, 
metal, tin and corrugated 
iron, slate, tile or wood 
shingles. 


Skylights Wooden or Con- 

Ventilators Crete Silos 

Chimneys Boats 

Vent Pipes For glazing, re- 

Dome Windows pairing glass 

Gutters and setting 

Down Spouts sills to pre- 

Leaky Walls vent decay in 

Wooden Tanks greenhouses 

If you do not knou) Noahs 
Pitch, let us send you a 
generous sample , free 

THE PHILIP CAREY CO. 

232 Wayne Avenue, Cincinnati, Ohio 
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“KEEP OUR INDUSTRIES GOING” 

(By J. B. Woodward) 

A fool can stand on the beach and let a little 
spray hit him in the face—and right away he 
wants to write a book on navigation. 

American’s big battle in this war is with 
the fools right here at home. 

A tongue without a brain behind it is as 
dangerous as a gun in the hands of a drunken 
Indian. 

This war is so big and so complex that a 
fool oughtn’t to be allowed to monkey with it. 

We keep cranks away from our powder 
factories and, by the same token, why shouldn’t 
we keep fools away from our presses! Better 
still, why shouldn’t we muzzle fools and interne 
them till after the war! 

Here’s what the fools are doing to us: 

President Wilson, in his wisdom, exhorts 
the people to conserve their foodstuffs. And 
he appoints this man Hoover, who, by the way, 
is the most expert food conservation specialist 
in the world, to help the people raise their truck 
and to make their truck go farther—all of 
which is wonderful generalship. 

But the fools, who can no more fathom a 
deep mentality like that of President Wilson 
than a canary can whistle the anvil chorus, miss 
the whole idea and just manage to catch on to 
the tail end of the word “economy.” So right 
away they want to go on a nation-wide hunger 
strike, start a bread line and raise Cain in gen¬ 
eral. 

Secretary McAdoo asks the people to buy 
some perfectly good 4*4 per cent government 
bonds, non-taxable, the best investment that 
any sane man could make—because it is the 
safest. Right away the fools shout: 

“Uncle Sam wants you to give him your 
money.” 

Fortunately wise men are in a vast majority 
in this country and the Liberty Bond issue 
went over with a bang. It was the wise men, 
though, not the fools, that did it. 

Some other fool shouted: 

“Let’s all wear cotton!”—thoroughly igno¬ 


rant of the fact that we need all the cotton we 
can get to make high explosives out of, for our¬ 
selves and our allies. 

If the so-called “Wear Cotton” propaganda 
had gone over we would have had to fight this 
war out with firecrackers, or soda crackers, or 
pea shooters. That was a fine idea—wasn’t itf 

All of which goes to prove that we had bet¬ 
ter let the experts in this country—heaven 
knows we have enough of them—carry out 
the president’s ideas. And the rest of us can 
find plenty to do keeping the fools from throw¬ 
ing wrenches in the gearset. 

Right now the fools are busier than ever. 

Some of them held peace demonstrations 
down in Boston, and the rest of them are sit¬ 
ting up nights trying to work out new stunts 
for putting business on the “Fritz.” 

President Wilson, after conferring with del¬ 
egates from the nations that have been in this 
war from the beginning, tells us that the all 
important thing for us to do is to keep our in¬ 
dustries going. 

In spite of this counsel, the fools are shout¬ 
ing at the tops of their voices: 

“Don’t buy.” 

“Don’t spend any money with the laundries 
—turn your collars wrong side out and wear 
them two days!” 

“Keep your wife away from the department 
stores!” 

“Don’t let your children go to the movies!” 

“Don’t do anything that will keep our fac¬ 
tories and our stores and our places of amuse¬ 
ment running!” 

“Close up everything and pay the expenses 
of this war out of the excess profits of bank¬ 
ruptcy!” 

The fools of this country might as well be 
made to understand right now and right here 
that we are not going to play into the kaiser’s 
hands by listening to their monkey chatter. 

We know just how serious this war is. But 
we know, on the other hand, that our fools are 
even more serious. 

We also know that no one ever won a war 
in sackcloth and ashes. 



— Since 1894 


Manufacture A Complete Standardized 
Line of High Grade Paint Products 


HE BR1NINST00L CO. 
LOS ANGELES 


Digitized by 


Google 

















HARDWARE WORLD 


143 


We must have business in this country. 
We must keep our heads up. 

We must preserve our prosperity, because 
America’s wealth is her biggest gun. 

Shall we let the fools take the wheel at this 
dangerous turn in the roadY 

Please, you ninety-nine and seventenths mil¬ 
lions, answer in chorus— 

4 ‘We will not!” —Chicago Daily News. 


A LETTER THAT’S TIMELY 
Here is a letter one credit man has found 
effective: 

44 It has taken me 10 minutes to write this 
letter and it will take you two minutes to read 
it. The interest on the Liberty Loan for that 
time is $4,566.19. Surprising how interest 
counts up, isn’t it! Your account for $150 in 
our favor has now been overdue six months and 
in that time the interest at 6 per cent has 
amounted to $4.50. Won’t you remit at once, 
stop the interest, give us the use of our money, 
and yourself a good standing with our credit 
departmentY M. L. HAYWARD.” 


It is because it is for us a war of high, dis¬ 
interested purpose, in which all the free peoples 
of the world are banded together for the vindi¬ 
cation of right, a war for the preservation of 
our nation and of all that it has held dear of 
principle and of purpose, that we feel ourselves 
doubly constrained to propose for its outcome 
only that which is righteous and of irreproach¬ 
able intention, for our foes as well as for our 
friends. The cause being just and holy, the 
settlement must be of like motive and quality. 
For this we can fight, but for nothing less noble 
or less worthy of our traditions. For this cause 
we entered the war and for this cause will we 
battle until the last gun is fired. — President 
Wilson. 


The renter who sings “Home, Sweet Home,” 
and “My Country ’Tis of Thee,” is “kidding” 
himself and serenading his landlord.—Billy 
Sunday. 


PUT SPRING CLOTHES ON YOUR TOWN 
BUILDINGS. 

As a merchant of building materials and 
building service, the retail dealer is directly 
interested in seeing that the buildings of his 
town and district are kept in good repair—and 
thereby in good repute. 

A board is like a man—IF YOU DRESS 
HIM UP LIKE A BUM, PEOPLE WILL 
THINK HE IS ONE, and if you let the build¬ 
ings in your town go bare and ragged for want 
of paint, people are going to think that THEY 
are bum also. 

Put spring clothes on the buildings in 
YOUR town. It is THRIFTY and CONSERV¬ 
ATIVE and PATRIOTIC to see that the folks 
in your town preserve their properties by keep¬ 
ing the buildings well painted, and therefore 
well protected from the weather. 

DON’T let your town buildings go looking 
like bums through the hot summer season. Get 
out and see that they are painted NOW. 

The world’s cry is one of utter distress. 
Every man, woman and child should become a 
partner in the greatest humanitarian organiza¬ 
tion of all time—The American Red Cross. 
Are the beseeching eyes of our boys to be 
turned America-ward in vain Y No! One hun¬ 
dred and ten million “Noes.” 


The complete, compact, distinctly# line in handy 
hou sehold c ane—full-else, full-measure. B1TAZZA 
10 OBVTI—no larger sises. Big Value for ua#r; 
Big From for Ton. A popular seller with Hard¬ 
ware trade. Assortments contain all SI colors; 
Display matter included. 

DeeJsr’s Assortment CSO Boa.). 

Jobber's Assortment (1* Boa.). 

Open Stock, all oolors, per gross. . 

2%Freight allowance, F. O. B. N. Y., 1 % Cash. 
Writ* for Color Card, Circular and BookUt 


169-178 Seoond Are- BBOOXLTV _ 

Town ley Metal A Hdwe. Co., Kansas City, Mo. 
Pacific Wooden Ware A Paper Co., Oakland, CU. 


••Oar Standard" 



A Perfect Paint for Outside 
Painting. In different shades. 
Most Lasting. 


R. N. NASON & CO. 

San Francisco, U. S. A. 

MAXEB8 

Paints, Colors, Varnishes, Lubricating 
Oils and Greases 

JOBBERS 

Brushes for Painting, Glass Mirrors, Etc. 

FOREIGN PACKING OF SHIPMENTS A SPECIALTY 

WHITE FOR LITERATURE, CATALOGUES AND PRICES 
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New Goods 



If your inter¬ 
est in hardware 
ever entices you 
to the East you 
can s c a 
avoid 
West Ph 
phia Station on 
the Pennsylvania 
Boad, a most in¬ 
genious junction 
where threads of 
traffic from all 
directions inter¬ 
lace at three lev¬ 
els. It was de¬ 
signed a century 
after William Bose forged the first American trowel 
on a spot just across Market street from the depot. 

Lancaster, Pa., was then 4 ‘the West” and stage¬ 
coaches thence met those from Baltimore in front of W. 
Bose’s door turning from the old turnpike into Mar¬ 
ket, then called High street, on the last stretch of their 
journey. Philadelphia was the capitol of the United 
States. George Washington had just left it to pass 
into that retirement for which he eagerly had longed. 
Then also war was paralyzing Europe. American ships 
were destroyed and this encouraged Bose in his com¬ 
petition with more powerful manufacturers of the old 
world. Thanks to the shifting character of building 
trades the stage coach which rattled over the cobbles 
before William Bose’s door needed to carry no pub¬ 
licity agent other than roaming customers who spread 
his reputation throughout English-speaking America. 

A philosopher has claimed that loyal sons are more 
to be desired than great riches. The heart of W. Bose 
must have warmed when his boys began to take hold 
of his growing industry. Budolph tempered the tools. 
Wesley was a grinder. Joe assembled plastering trow¬ 
els. William Bose Junior saw that shipments were 
made and the wants of customers supplied. Older work¬ 
men in the plant still recall how 44 Billy” would grab 
his hat and dodge around a convenient corner when he 
saw approaching a customer with additional orders for 
his already congested workshop. They still tell how 
the brothers would enter neighboring taverns and seek 
to persuade their workmen to return and complete 
urgent orders. 

Need of more room drove the Bose Brothers to 
move first to the northeast corner of Thirty-sixth and 
Filbert streets, and then in 1889 to Sharon Hill, Pa., the 

{ >resent location. There the buildings have been en- 
arged twice in the last decade and the grunting en¬ 
gine complains loudly that a further expansion is 
becoming imperative. 

In order to conserve mechanical skill unusual efforts 
are made by Wm. Bose & Bros, to decrease the fre¬ 
quency with which employes change their occupation, 
known in technical language as 44 the labor turnover.” 
Even during such periods of depression as that which 
began in 1907 not a man is laid off except for ineffi¬ 
ciency. 


rceiy 
passing 
i 1 adel- 



VILLIAMSOlfS LIGHTNING HEALING POWDEK 

JOBBERS AND DEALERS. 

T«tt Williamson's Lightning 
Healing Powdsr against any gall 
curs made on two horses with 
equal raw galled sore nec k s w ork- 
. Ing horses. Orders prepaid at 
f $8.00 per doc., paid for when sold. 

- * jobs at $4.00. Retails at $6.00, 

Direct WILLIAMSON MPG. GO.. Sheffield. Ills. 



Some attention is also £iven by Wm. Bose & Bros, 
to housing mechanics and it is found that a man who 
has a chance to own his home does not become a floater. 


A PROFITABLE SELLING HEATING IRON 

The Boyal 8elf Heating Iron made by the Boyal 
Mfg. Co., Big Prairie, Ohio, is proving a popular seller 
for merchants because it is adapted for use in any fam¬ 
ily, in any home, at any time. 

It is economical in that it does an average ironing 
for less than 2 cents. It has a valve that enables the 
operator to regulate the heat instantly. 

It is the right weight, the right size, the right shape. 
It is highly polished, nickel plated throughout, and has 
an always cool, wood handle, protected by an asbestos, 
insulated lid. 

There are almost a million housewives in the United 
States who are using them every week. 

The Boyal Iron Mfg. Co. will be glad to give full 
information to any of our readers upon request. 


ENTERPRISE CHERRY STONER 

The Enterprise Mfg. Co., Philadelphia, Penn., are 
one of the largest manufacturers in the world of hard¬ 
ware and household specialties, and are featuring their 
Enterprise Cherry Stoner in this issue, which does the 
work easily, quickly, perfectly, without waste, saves 
time and labor, as well as the juices of the fruit; 
doesn’t crush or mangle the fruit; keeps the cherries 
almost round. 

It sends the fruit into one receptacle, the stones 
into another. 

The Enterprise Mfg. Co. or any of their jobbing 
connections ot representatives will be glad to give in¬ 
formation to any of our readers. The Enterprise 
Cherry Stoner is sure to prove a profitable and ready 
seller if only displayed. 



BEVELED EDGE FLUSH SASH LIFT 

The Shelby Spring Hinge Co., 8helby, Ohio, are 
offering to the trade a new beveled edge flush sash 
lift, which is a beauty. 

It is I%x2% inches in size—deeply embossed for 
finger grip, and the edges are square beveled. It is 
finished to match other hardware trim and makes a 
very attractive sash lift. 


NONE OTHER SO HELPFUL. 

There isn’t a paper that I prize as highly as 
the Hardware World. In fact, there isn’t a 
paper or magazine printed that is as instructive 
to salesmen as the Hardware World. 

Wishing you always the best of success, 

AL HEBBOTH, 
Hoene Hardware Company. 
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A BIG STEP FORWARD 

Mirro Sets a New Pace in Aluminum Advertising.. 

Although still in its first year, Mirro Aluminum, 
made by the Aluminum Goods Manufaeturing Company, 
Manitowoc, Wisconsin, has proven to be one or the 
biggest selling lines of the season. 

The manufacturers of this popular line have wisely 
taken advantage of the opportunity to feature in their 
advertising the many superiorities characteristic of 
the Mirro Tine. 

One page advertisement in the Saturday Evening 
Post, for instance, shows a striking illustration of a 
Mirro Tea Kettle with the many features so charted 
and numbered that there can be no mistaking the fact 
that here is a kettle of unusual beauty, convenience 
and durability. 


that works to the advantage of every dealer, Mirro is 
a line that rightly deserves its well-won place on the 
shelves of representative dealers and in tne homes of 
America’s most discriminating families. 

NEW FAUCET FOR “XXTH CENTURY” 
BOTTLE COOLERS 

The season of 1918 will see all “XXth Century” 
Bottle Coolers manufactured by Cordley k Hayes, 7 9 
Leonard street, New York City, equipped with a new 
push faucet that is a great improvement, even on the 
efficient faucet with which the cooler has heretofore 
been equipped. 

This new ”C k H” Faucet is made in one piece, 
which in itself is a great advantage, as it goes a very 
long ways toward eliminating the danger of breakage. 
Then, instead of presenting a rough surface on the 
inside, like cast push faucets, this iaucet, which is 
drawn up from a heavy metal shell, is smooth on the 
inside, which means that it will not collect sediment 
and become filthy with use. 

Another great advantage of this new faucet is the 
fact that, owing to its improved shape, it only requires 
slight pressure to start tne water in a broad, steady 
stream. Immediately upon the pressure being re¬ 
leased the water is shut off short without any bother¬ 
some after drip. This avoids a sloppy, messy floor 
around the cooler. 

The *‘C k H” faucet will not pinch the fingers as 
others often do when the finger pressure is released. 
The forward slant of its nose is one of the things that 
overcomes the after-drip referred to above—a common 
fault with self-dosing faucets. The faucet is made of 
brass, handsomely nickeled. The connection and all 
parts that come in contact with the liquid are triple- 
plated, making it exceedingly sanitary and not affected 
Dy ordinary fruit acids in case the cooler is used for 



Another advertisement shows a Coffee Pot, another 
a Tea Pot, and so on throughout the entire line. The 
illustrations are produced witn a dramatic forcefulness 
which compels attention and a reading of the printed 
messages. As one dealer put it, *‘ That Tea Kettle 
looked so real that you could almost lift it from the 
page and use it.” 

Dealers everywhere have stated that this is a great 
step forward in aluminum advertising, and have ex¬ 
pressed their further appreciation by reason of the 
fact that advertising is designed as a dealer selling 
campaign through and through. 

As a result, the sales of Mirro Aluminum have been 
enormous. Within less than a year ibis line has 
jumped into a leading place both from a standpoint of 
dealer sales and consumer demand. 

This success fittingly marks the twenty-fifth anni¬ 
versary of quality aluminum making by the Aluminum 
Goods Manufacturing Co. ? one of the world’s largest 
manufacturers of everything in aluminum. Backed as 
it is by so representative a concern and a selling plan 


serving other drinks than water. 

LAWN MOWER LITERATURE 

The Pennsylvania Lawn Mower Co. are sending a 
package of counter literature, booklets, hangers and 
trade aids to every dealer handling the Pennsylvania 
line of lawn mowers. 

Any of our readers who have not received their 
line of sales helps by addressing the company at Phila¬ 
delphia, will receive these helps without delay. 


IIODELL FLAT LINK CHAIN 

Manufactured by the Cleveland Galvanizing Works 
of Cleveland, Ohio; is noted for its smooth, rounded 
edges and perfect finish. 

Unlike ordinary stamped link chain with ragged 
edges and rough finish, it appeals particularly to 
everyone having use for chain, and it only needs to 
be noted or inspected for the difference to be easily 
seen. 

Hodell is one of the most popular and biggest sell¬ 
ing link chains on the market. 

The Cleveland Galvanizing Works will be glad to 
send samples and an interesting proposition to mer¬ 
chants. It will help build up a dealer’s chain business. 



THE PACKHAM 

Stm P1p« Crtapw Md Btader 

MADE BY 

THE PACKHAM CRIMPER CO. 

HECNMNCSailM. OHM 

If Your Jobber Does Not 
Carry It, Write Us 
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SPEE-DEE “PERFECT CLEANSER FOR 
EVERYTHING ’’ 

Some people call it .a 
wonder of the age, but Hard¬ 
ware World ventures the 
suggestion that no merchant 
or salesman be allowed to 
sell Spee - Dee until he has 
tried it out personally — see 
how it will make good all the 
claims of its manufacturers. 
We had occasion some¬ 
time ago to try out Spee-Dee for a number of 
purposes, and it more than surpassed our ex¬ 
pectations. 

We didn’t try it for every purpose for which 
the manufacturers recommend it, but we did 
satisfy ourselves that it was good for a vast 
variety of uses. 

The way for you or your salesmen to be¬ 
come enthusiastic over its merits is to demon¬ 
strate it to your own satisfaction, then you can¬ 
not help but get enthused when you talk to the 
customer about it. 


SAMSON EYELET TOOL 

The Machine Appliance Corporation of Brooklyn, 
N. Y., manufacturers of the “Ajax” Eyelet Fastener, 
“Samson” Hand Punches, etc., make announcement 
that they expect shortly to have before the trade the 
“8amson” Eyelet Tool, combining a perforating punch 
and eyelet set, as shown in the illustration herewith. 

This tool makes a neat, firm binding for all corre¬ 
spondence, legal documents, records, reports, agree¬ 
ments, estimates, etc., etc. 

It punches a clean, accurate hole and clinches the 
eyelet perfectly, making the most presentable, well-fin¬ 
ished job with minimum effort. 

While this tool is without the magazine feed, and 
automatic features, of the “Ajax” Fastener, the man¬ 
ufacturers have utilized in the “Samson” a patented 
feature heretofore found in the “Ajax”—a spring col¬ 
lect which locates the eyelet in position ready to clinch, 
and holds it securely in position so that the eyelets will 
not fall off in case the tool is laid down while papers 
are being lined up for binding. 

The tool is designed to use “Samson” Eyelets, 
though its utility is not confined solely to their use. 
Other standard trade eyelets may be employed. 

Another feature, one which has been adopted in 
order to give the tool greater cutting capacity and in¬ 
creased life, is the use of carefully hardened tool steel 
in the perforating punch and die. This feature also 
insures the maintenance of keen cutting edges, and 
accurate hole cutting. 

The 11 Samson * 9 Eyelet Tool is equipped with a 
small gauge, which may be set to make the perforation 
any distance from the margin of the papers from % 
inch up to % of an inch, as required. 

The tools are simple in construction, powerful in 
action and will be found extremely useful in any com¬ 
mercial office. Thev’re nickel-plated, and easily han¬ 
dled. 

“Samson” Eyelets for these tools will be packed 
500 to a box, 10 boxes to a small carton. They are 
made especially for the i ‘ Samson 19 Eyelet Tool, are 
rust proof and assure clean, neat work for any record 
binding. 

The Machine Appliance Corporation report that they 
already have a large volume of orders on hand for 


these specialties and are bringing them forward a a 
rapidly as possible to meet the heavy demands upon 
their production. 


ATTRACTIVE DISPLAY BOARD 

The J. H. Williams Co., known as the “wrench 
people,” furnish an attractive display board to mer¬ 
chants handling their line. 

This board is made in the shape of a large wrench, 
and is known as silent salesman A, which permits of 
the display of 96 wrenches for automobiles. Silent 
salesman B or the general hardware and machine shop 
style is also 54 inches long, and will enable tne mer¬ 
chant to display 120 wrenches. 

J. H. Williams Co. will be glad to furnish full par¬ 
ticulars to any of our readers as to how these boards 
may be obtained. 


FORSTNER BRACE AND MACHINE BITS 

The Progressive Mfg. Co., Torrington, Conn., who 
are headquarters for the Forstner Brace and Maehine 
Bits, which is especially adapted for hardwood work¬ 
ing, will be glad to give full information to any of our 
readers who ask for it. 

The Forstner Labor Saving Auger Bit, unlike other 
bits, is guided by its circular rim instead of its center, 
consequently it will bore any arc of a circle and can 
be guided in any direction regardless of grain or knots, 
leaving a true polished surface. It is preferable and 
more expeditious than chisel, gouge, scroll saw or lathe 
tool combined. 

Their line of tools is sold by the leading jobbers. 


GILSON GARDEN TOOLS 

J. E. Gilson Co. have had an unusual demand this 
season, but the factory is able to supply orders 
promptly, due to their increased facilities. 

Their adjustable cultivator weeder is an instrument 
of double efficiency, which cuts weeds and cultivates 
them at the same time; hence appeals to gardeners 
generally. 

The malleable teeth are of special design, which 
make this possible. 

They also make a scratch weeder, which is an ideal 
tool for close work in beds or for greenhouse work. 

Their tools are sold by the leading jobbers gen¬ 
erally. 


HARDWARE SCALES FOR MERCHANTS 

The Detroit Automatic Hardware Scale is not only 
automatic, but it is accurate, fast and efficient. A 
customer likes to see that he is getting the weight he 
pays for. There is nothing that brings a merchant 
confidence more than to use a scale that tells the custo¬ 
mer quickly and accurately just what he is getting. 

Aside from the time saved, the satisfaction in using 
the Detroit is worth every consideration. 

The Detroit Automatic Scale Co. will be glad to 
give full information to any of our readers upon 
request. 


SIGNS AND LETTERS 

The John H. Graham & Company announce that 
they are the selling representatives for the signs made 
by the Wilbur Mfg. Co., of Wallingford, Conn. 

These are known to the trade as “Marbelite” signs 
and letters and are adapted for every purpose. They 
will be glad to give further information to any of our 
readers. 


If an invention is “impossible,’’ somebody 
will invent it some day. 
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THE “SWAN” LINE OF TOOLS 

There is no manufacturer who pays more attention 
to the quality of their tools than do the James Swan 
Co., 8eymour, Conn. 

It has always been the 8wan policy from the very 
beginning to make just as good an article as possible 
regardless of price, hence the Swan line has always 
maintained a high reputation for quality. Price is an 
after consideration, and yet their tools cost no more 
than any other first-class line. 

A merchant knows that in selling tools bearing the 
8wan trade-mark, they will please every mechanic. 
They will be glad to give full and detailed informa¬ 
tion with reference to their line of bits, augers, chisels, 
draw knives, nail sets, gimlets, gouges, screw drivers, 
to any of our readers who write. 

A READY SELLING PACKAGE. 

Attention was called in our last issue to Steel Wool, 
and the many uses for which it is adapted. 

8ome of these usee are illustrated in their announce¬ 
ment this month, only there are just a hundred times 
as many. 

It cleans, smooths and polishes anything and every¬ 
thing. It is a lightning cleanser and seller as well. 

It can't be beat for cleaning, scouring and polish¬ 
ing aluminum ware, steel and iron kitchen utensils, 
sinks, stoves, bath tubs, etc. 

It is the best thing that we know of for removing 
dirt, mud and rust from farming utensils, garden im¬ 
plements mid tools, bicycles, etc. 

Jobbers can supply merchants with a trial gross in 
the attractive new household package which they are 
advertising, and for which an increasing demand is 
being created. 

The American 8teel Wool Mfg. Co. or any of their 
jobbing connections will be glad to give full informa¬ 
tion to any of our readers upon request. 

“DE LUXE” LINE OF WARE 

The Sehlueter Mfg. Co., St. Louis, Mo., manufac¬ 
turers of “De Luxe” line of dairy pails and cream 
cans, wash boilers, japanned ware, wash tubs, water 
pails, well buckets, etc., as well as a complete line of 
pieced, stamped, japanned galvanised ware, will be 
glad to give full information to any of our readers 
upon request on a line that is proving very satisfac¬ 
tory to the trade generally throughout the country. 

The “De Luxe 7 ’ line is sold under a guarantee that 
it will please and satisfy in every way. In the fullest 
sense they couple quality and satisfaction in their line. 

Their products are sold by the jobbing trade gen¬ 
erally, and merchants can recommend an article bear¬ 
ing the “Do Luxe” stamp with every confidence that 
it will please their customers. 

SUCCESSFUL MERCHANTS USE LABOR- 
SAVING DEVICES 

There was never a time when it was so necessary 
for merchants to adopt every labor-saving device, when 
men are in such demand. 

One of the most economical devices, as successful 
merchants know, is the installation of a cash register. 
This is economical both in labor saving, as well as 
time and convenience, as it assures accuracy in their 
store. 

The experience of merchants who use National Cash 
Registers is to a great degree almost unanimous on 
this point. 

In the announcement of the National Cash Register 
Co., on page 25, a few quotations of successful mer¬ 
chants are given. 

The National Cash Register Co., Dayton, Ohio, or 
any of their branches, will be glad to give full infor¬ 
mation to any of our readers upon request. 



NEEDED BY EVERY AUTOIST 

“Klear-8ight” is a product which is needed by 
every autoist to keep the wind shield clear. Adapted 
for every season of the year, it is an article that 
every merchant can sell with profit and satisfaction. 

The illustration herewith shows how simple it is 
for any driver to keep the wind shield dean, for a 
clear sight ahead prevents accidents, and this is an 
article that will appeal to every owner. 

Rain or mist or fog goes off in a jiffy, if a car is 
equipped with * 1 Kle&r Sight. ” 

Just an easy motion across and the wind shield is 
crystal glass dear—an undimmed vision, an unblurred 
sight. 

It prevents accidents and it needs only to be ex¬ 
plained to owners to make sales. 

The Alcemo Mfg. Co. of Newark, New Jersey, will 
be glad to give full information to any of our readers. 


LADD “ALL STEEL” BEATERS 

This is the season when beaters and mixer churns 
are in demand, and the dealer who displays the Ladd 
All Steel Beaters is sure to make sales. When sales 
are made they are sure to bring customers back for 
other articles bearing the brand and trade-mark of 
the United Royalties Corporation. 

Their Ladd Mixer Churn is an article that should 
be in every household. This is an article that need 
only to be shown to make sales. Read their announce¬ 
ment in this issue. 


PARKER SASH CHAIN 

Put up in rolls of 500 feet; grows in popularity 
among users as well as merchants generally, and, unlike 
other chains, the links are punched lengthwise with the 
grain, thus realizing the fullest tensile strength. By 
this method the fracture which is liable to occur by 
punching the links across the grain is eliminated. 

The Parker Supply Co. will be glad to send sample 
cards and prices to any of our readers upon request. 


GAN’T break htmbblt of the habit. 

Enclosed find check covering my subscription 
to the “Hardware World.” 

While I am not now in the hardware busi¬ 
ness, I want to continue to read the “Hardware 
World” regularly just the same, and would rec¬ 
ommend it to any merchant even in other lines 
of business, or any clerk or salesman, no matter 
in what line of business he is, because it will do 
any man good to read its new business getting 
suggestions, collection methods, sales ideas, ete^ 
etc. I have received more good information out 
of the “World” than from any other trade 
journal I have ever seen or read. 

Thanking you and wishing you contin ued 
success. H. MEI E R . 
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HELP INCREASE WOOL SUPPLY 

The Chicago Flexible Shaft Co., Chicago, Illinois, 
known as the largest manufacturers of sheep shearing 
machinery in the world, and whose products are found 
in every civilized country on the globe, are urging 
upon merchants the importance of getting in touch 
with every sheep owner in their vicinity. 

Their sheep snearing machines get all the wool, and 
the present price which wool is bringing leaves no 
excuse for any owner of sheep not having a machine. 

Aside from the humanitarian point of view, this 
machine is far more economical; nothing is wasted, the 
sheep are not cut, and the animal is shorn clean. 

It is economical in labor, time and money, to say 
nothing of increasing the wool production, which is so 
urgently needed. 

The Chicago Flexible Shaft Co. will be glad to send 
any of our readers a catalog upon request. Their ma¬ 
chines are sold by the jobbing trade generally. 

SALES HELPS FOR THE MERCHANTS 

Hunt, Helm, Ferris Co., Harvard, Illinois, are fea¬ 
turing their cannon ball combination garage door sets 
as one that appeals particularly to architects, owners 
and builders, hence one that proves profitable for mer¬ 
chants to push. 

Their new cannon ball combination garage door sets 
fit any door opening and insures against sagging. It 
is easy to install, and if the floor raises or swells the 
hanger adjusts the door. 

It is neat in appearance, substantial in use, and 
fits any thickness of door, making it absolutely weather 
tight. 

They furnish to merchants an attractive counter 
display of cannon ball barn door hangers, and this real 
working model shows the features better than any 
amount of verbal description could do. This is fur¬ 
nished without cost. Their methods of co-operation and 
advertising makes the line a desirable one to handle, 
and the Hunt, Helm, Ferris Co. will be glad to give 
full information to any of our readers upon request. 

“EL-AN-GE” ENAMEL WARE 

The El-an-Ge Enameled Ware is known the country 
over to every merchant, both wholesale and retail, as 
a line they can guarantee and recommend to their cus¬ 
tomers with the knowledge that it will please and 
bring them back. 

Lalance & Gres jean Mfg. Co. are one of the largest 
manufacturers in the country. Their line of agate or 
nickel-steel ware, as well as El-an-Ge Enamel Ware and 
Pearl-Agate and Turquoise Enameled Ware is complete, 
and they or their representatives will be glad to give 
full information. 

“UNION” LINE OF GARDEN TOOLS 

The Union Fork k Hoe Co.. Columbus, Ohio, manu¬ 
facturers of a complete line of high-grade forks, hoes, 
rakes and hooks, with general offices at Columbus, 
Ohio, report an increasing demand from all sections of 
the country for their well known line. 

Their products are sold by the leading jobbers gen¬ 
erally throughout the country, and either they or tneir 
jobbing connections will be glad to give full informa¬ 
tion to any of our readers upon request. 

Their factories at Franklin, New York and Colum¬ 
bus, Ohio, are reported busy night and day. 

IMPROVED LINE OF “C. & H.” BUTTER¬ 
MILK COOLERS 

Buttermilk is going to be a very popular beverage 
this year. Its low price compared with milk and the 
fact that it is a healthful, thirst-quenching and natural 


food drink which can be sold for five cents a glass 
with extra good profit, should increase .Its sales very 
materially over previous seasons. 

With these things in mind Cordley & Hayes, 7 and 
9 Leonard street, New York City, are offering the trade 
an improved line of “C. & H.” Buttermilk Coolers, in 
1, 2, 3 and 5-gallon sizes. These coolers are equipped 
this year with a faucet made in one piece, of a non- 
corrosive metal. The entire faucet can be cleaned, 
together with the spout, by a brush which we supply 
with each cooler. The inside surface of the faucet is 
smooth, which prevents any accumulation. It is a 
faucet built especially for * 4 lumpy 1 ’ liquids like butter¬ 
milk, cream, milk, etc. The 5-gallon cooler is about 6 
inches higher and somewhat narrower than last year, 
so that it takes up less counter space. 

These “C. & H.” Coolers are attractively finished 
in spotless white, with the words “Fresh Buttermilk’' 
prominently displayed. They are clean and cool look¬ 
ing—suggestive of health and sanitation, especially 
when compared to the old method of serving the bev¬ 
erage from cans or from bottles with dirty, water cov¬ 
ered paper caps. They invite patronage and create a 
desire for their contents at sight. Wherever used, they 
have greatly increased buttermilk sales—doubling and 
tripling them in many instances. 

The sanitary wooden dasher in the cooler prevents 
the solids in the buttermilk from settling in one place 
and the non-clogging faucet greatly facilitates the serv¬ 
ing of the beverage, compared to the method of serving 
irom bottles. The coolers save waste as well as labor, 
time, space and ice. They keep the buttermilk at just 
the right temperature for drinking (not icily and 
harmfully cold), and they are very easy to clean. 

Special cooler catalog sent on application by the 
manufacturers. 



UNIVERSAL WIRE GAUZE SPLINT. 

An ordinary man would not think of wire netting or 
gauze as a first aid product, but the great world war 
has taught us the uses of many articles hitherto un¬ 
dreamed of. 

The Wright Wire Company, of Worcester, Mass., has 
been supplying the government with large quantities 
of Universal Wire Gauze Splint, which has been 
tested in war surgery, private hospitals and private 
practice, and is without question one of the most de¬ 
sirable splints for general use. It has been found 
serviceable to the experienced surgeon for the tem¬ 
porary or permanent treatment or sprains, etc. It 
materially increases the strength of the cast when 
it is necessary to put bones or joints in a plaster cast. 

The ideal splint is something of a screen or porous 
nature, that will fit snug and retain its shape. 

The Universal Wire Gauze Splint is made of steel 
woven into a gauze, and is flexible enough for the 
fingers to mould it to fit any part of the body. 

A practical booklet has been issued by the Wright 
Wire Co. showing the various uses and methods of 
application of the Universal Wire Gauze 8plint, which 
our readers will find interesting. 
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Business Opportunities 


FOR SALE. 

I want to Bell my entire stock of Sherwin-Williams 
Paints and Varnishes. Martin Englehart, 2538 Lincoln 
Ave^ Chicago, Ill. 


POSITION WANTED. 

Experienced plumber, steaafitter and sheet metal 
worker wants steady position. With hardware company 
preferred. Can figure or estimate all work. Tyrrell the 
Plumber, Devils Lake, N. D. 


POE SALE. 

A good paring hardware business, will sell at in¬ 
voice price, which will be about $12,000. Reason for 
selling, want to retire from business. Reasonable rent, 
or will sell building. 8. F. W., care Haiowam Would. 


POSITION WANTED. 

In hardware store, where ability counts, with an 
opportunity to advance. Am 38 years old, married; 
have no bad habits. Have had five years experience 
in hardware and implement business. Can give best 
of references. Address O. H., care Hardware Would. 


WANTED 

Distributor for highest grade mechanics’ tool chest. 
Advise lines handled, territory covered, class of dealers 
reached and commission wanted. Prefer established 
manufacturer’s representative traveling several men. 
Address Union Tool Chest Works, Rochester, N. T. 


POE BALE. 

Hardware store, with plumbing shop, in one of the 
best grain and fruit growing sections in California. 

Old established business. Only $5,000.00 cash capital 
required, and satisfactory terms for balance. 

Address, R. P. Burr, P. O. Box 596, Sacramento, Cal. 


POE SALE. 

Good paying hardware business in the best city in 
Idaho, doing a good business. 10-year lease, brick 
building 140x30 feet, with large basement. A-l loca¬ 
tion. Stock and fixtures about $40,000.00. Reason for 
selling, owner wants to retire from business. Address 
C. P. I., care Hardware Would. 


HARDWARE SALESMAN WANTED. 

Must have not less than five years’ experience, and 
must be competent stock keeper. 

This store carries a $50,000 stock of hardware and 
implements in a thriving Southern Idaho town. 

A good opportunity for a hustler who is willing to 
work for advancement. 

Address M. H. Company, care Hardware World. 


POE SALE. 

Clean, well balanced stock of hardware and imple¬ 
ments in Idaho town. Center of sheep and mining 
country. Richest county in state and growing rapidly. 
Will invoice about $17,000 and $60,000 business last 
year. Good reasons for selling and terms to right per¬ 
son. Unusual opportunity. No agents. * * 8. I.,” care 
Hardware World. 


POE BALE 

Old established general merchandise country store 
for sale at a discount. 

Making money, reason for selling war draft, will in¬ 
voice about $10,000. Yearly sales nearly $60,000; prin¬ 
cipal part hardware and groceries. 

Located in one of the best wheat districts in Whit¬ 
man County, Washington. 

Will stand closest examination. 

Write owner, 205 Eagle block, 8pokane, Wash. 


A GOOD BUY. 

Good clean stock of hardware — about $6,000. Will 
sell at invoice. 

The business is located in a lively city on Grays 
Harbor, Washington. 

8ales from $18,000 to $20,000 a year. 

Will stand investigation. 

Address “U. H,” care Hardware World. 


AN A1 OFPOETUNITY. 

An old established hardware business located in one 
of the best towns in the Sacramento Valley, California. 
8tock will invoice about $10,000.00. Owing to death 
of senior member of firm, outside interests require 
personal attention of other member. This is an un¬ 
usual opportunity to step into a splendid paying busi¬ 
ness, good central location. Will either sell or lease 
building. Will bear fullest investigation. Address 
H. Mitchell A Son, Colusa, California. 


MANAGED RETAIL HARDWARE STORE WANTED. 

We want a live, up-to-date, thoroughly capable man¬ 
ager for a retail hardware store in a city of 250,000 
people. 

Daily caah sale* will average over $500.00. Man 
must be thoroughly competent, and experienced. 

Give full particulars, age, experience, references, 
salary wanted, personal habits; in other words, such 
information as you would want were the poeition re¬ 
versed. 

Applications treated Confidential. 

Address “RETAIL,” care HARDWARE WORLD. 


HIGH GRADE BALES MANAGER WANTED 

Middle western diardware Jobbing institution, doing 
a splendid business, de si r e s to secure the eervlcee of a 
high grade, con str uc ti v e sales manager. 

One who is a business builder, and only a man of 
good moral habits will be considered. 

To the right man a salary will be paid commensu¬ 
rate with his ability, and likewise arrangements may 
be made whereby he can share in the profits. 

The Jobbing house re f erred to is one of the oldest 
in the country, and there is good opportunity for the 
right man. 

A d d r e s s giving full information, references, salary 
wanted. Bales Manager, care Hardware World, 
Boatmens Bank Building, 8L Louis, Mo. 


WHAT THE NICHOLSON TRADE-MARK 
MEANS 

Their imprint on a file is a guarantee of its qual¬ 
ity, as it stands for over fifty years of specialized ex¬ 
perience. Their trade-mark is a guarantee of shape, 
cut, quality and temper. 

They will be glad to send their booklet “File 
Filosophy” to any of our readers upon request. 


A CANNY SCOT 

Sandy and John were sitting in a car when 
a pretty girl got in and smiled at the former. 
He raised his hat. 

“Do you know her!” asked the English¬ 
man. 

“Oh, yes, very weel,” the Scot replied. 

“Well, shall we go and sit over beside her, 
and then you can introduce me?” asked his 
companion. 

“Wait a bit,” returned the canny Scot. “She 
hasna paid her fare yet.” 
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Putting the “Riot" in Patriotism 

(By Harry Gale Nye) 


V IRTUES are like auto 
engines; of little real 
use unless they work. 

They ought especially to 
work on a hill. Pretty 
nearly all of us have vir¬ 
tues of some kind, but they 
are like Grandma’s spare 
room, and only used when 
company comes. A virtue to 
be any good ought to run 
regular. 

I remember a fellow in my town when I was 
a youth who invented a new-fangled engine. 
It was a wonder. He showed it to me in his 
shop and I think I would have put into it some 
of my fortune of $897.65, that I had saved up, 
if it hadn’t been for one thing. It used less 
fuel, gave more power per calory than any en¬ 
gine that I had ever seen, but it had one serious 
defect: the dam thing wouldn’t run. 

There is a whole lot of patriotism in this 
country right now, more patriotism than has 
been seen running around loose over here since 
the Civil War. But some of it is running 
around loose instead of running like an engine. 
On Fifth avenue in New York, and on Michi¬ 
gan avenue in Chicago, and on other avenues 
in other towns, I have seen it line up along the 
sidewalk and cheer the men from Yaphank or 
Rockford, but turn red around the ears when 
some one stepped up and suggested that it buy 
a bond or give two-bits to the Belgian children. 
It was spare room patriotism that never took 
the rubber band off its roll, and didn’t let its 
enthusiasm yell loud enough so that its pocket- 
book could hear it. 

It would be a grand idea if some day we 
would take our patriotism into the private 
office or over into the comer of the shop and 
have a good look at it. Maybe it is like that 
engine, complete in all its parts but not run¬ 
ning. Every day is heatless day with some of 
our virtues. They are beautiful in theory but 
they aren’t furnishing any practical demonstra¬ 
tion of what they can do. Patriotism is a good 


engine, but it ought to be furnishing some 
power to ran the ship of state. 

In the matter of giving, there are just three 
kinds of folks in this war. The first kind is 
made up of the fellows who are giving both 
their time and their money, who are giving 
themselves and spending some of their time 
getting around asking the other fellow to give. 
These are the saints in the upper heaven of 
patriotism. Then there are a lot of fellows 
who are giving when they are asked, and they 
are the middle angels. Last, and by all means 
least, are the fellows who are not giving either 
time or money, even when they are asked. 
These fellows inhabit the lower regions of 
patriotism. 

It would be a good idea, therefore, to take 
your patriotism over into the corner or out into 
the alley and give it the once-over and see 
whether you belong in the celestial class or 
down among the devils. Remember, you may 
be the grandest little yeller in the community 
but if your yell doesn’t disturb your bank ac¬ 
count it isn’t much of a yell after all. I know 
fellows so patriotic that they cry when they 
see the flag; and they cry almost as hard when 
somebody asks them to give up the coin to make 
good on their patriotic emotionalism. 

After you discover you are giving, the next 
thing to find out is whether you are giving 
enough. There has been one good rule laid 
down in this war: “Give until it hurts.” 
Every time it hurts you it hurts the kaiser. 

If you want to know how much to give, I’ll 
tell you the best story that has come out of the 
war on this subject of giving. In Youngstown, 
Ohio, they were passing the Red Cross hat and 
the committee went through the rolling mills. 
A workman put himself down for $50. “That’s 
fine of you, John,” said the chairman, “but 
you needn’t give that much. It is a great deal 
more than is expected of you. Now, you could 
give ten dollars and never feel it.” “I know 
I could.” said the workman, “but I want to 
feel it.” 
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Service 11 Th.TRIO Idea 
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Is the bi< factor in 
modern business. 
With us it has been 
put to the test and 
found not wanting. 
It measures up to the 
recognized quality of 


Our “FAULTLESS” 

Plumbing and Heating 
Fixtures 


It is a Prompt, Accurate and Depend* 
able Service 

M. L. KLINE 

Jl WkalaaaliM HmMm aad HaatUg 

■—pHm ia PMM 

84,86,87,89 FRONT ST., PORTLAND, ORB. 
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SMOOTH-ON 


IRON 
CEMENT 
No. 5 


For makiug hub joints on cast 
iron soil pipes, gas and water 
mains. 

EASY TO APPLY 

Difficult joints quickly and 
easily made 

SMOOTH-ON MFG. CO. 

Jersey City, N. J. 

For Sale by Supply Houses 
Sold in 1, 5, 10 and 25-lb. tins. 






Rail yourself on the Trio idea and 
yon will have no trouble Belling theee 
tools to your customers. Read this ad¬ 
vertisement for selling points. 

The Trio contains 

THREE CUTTING BIBBS 

of Little Qiant Pipe Dies. These Dies 
are adjustable, can be removed from 
the stock for sharpening and are re¬ 
versible to cut threads on a pipe close 
to a nipple or wall. 

TRIO DIB STOCK 

No dies or bushings to lose, no 
changing of dies. The buyer selects the 
three cutting sices he most commonly 
uses. He can have extra sices if de¬ 
sired. Then if he carries his Trio in 
his kit he is pretty liable to have the 
right cutting sice right in the stock all 
ready to use. 

Tou can see the advantage. Could 
you sell Triosf 

Ask for further information, prices, 
etc., and samples of envelope staffers 
furnished to dealers free. 



A Trio of Happy Trio Umti 

Greenfield Tap & Die Gorporatloi 

GREENFIELD,M A BA 

New York, 28 Warren Street 
Chicago, 13 South Clinton Street 
Canadian Factory, Wells Brothers Company 
of Canada, Ltd., Galt, Ontario 
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If you give until you feel it, then you know 
there is no doubt about the brand of patriotism 
in your particular shop. You can’t get a tooth 
plugged with pins by a dentist without some 
pain; and you can’t plug the kaiser any more 
than you can an ulcerated molar without feel¬ 
ing it a little. If you tell the dentist to go 
easy and to be careful not to hurt, ten to one 
you will have trouble with that cavity again; 
and if you are too gentle with yourself in war¬ 
time, ten to one you will have trouble with the 
kaiser again that will hurt more than a little 
giving ever could. 

In other words, it is time to put the “riot” 
in patriotism, to let yourself loose, to put some 
steam into your Americanism, to make your 
patriotism felt in Berlin, to give until it hurts, 
to loosen as well as yell to join the mob that is 
mobbing the kaiser. 


GIVE BOOKS TO SOLDIERS AND SAILORS 

Many kinds of good books are wanted. It 
is clear, however, that books which served past 
generations, and have no message for present 
day people, would not be useful. Nor will 
books for girls engage the serious attention of 
warriors. But it is interesting to note that non¬ 
fiction circulates in camps as much as fiction. 
This war is so full of new engineering and tech¬ 
nical features that men seeking promotion have 
to study mathematics and many technical sub¬ 
jects. City-trained youths are for the first time 
put in charge of horses. County-trained boys 
are figuring trajectories. This diversified train¬ 
ing calls for many trade and technical books. 

The standard books of poetry, essays, drama, 
philosophy, biography and history are all use¬ 
ful. The presence of many men of foreign ex¬ 
traction, not skilled in English, makes a de¬ 
mand for boys’ books. 

Books on the war are in great demand, per¬ 
sonal reminiscences. Empey’s “Over the Top” 
leads in popularity. Recently published vol¬ 
umes of European travel and history are ac¬ 
ceptable. Simple French stories are also in 
demand, trigonometries, dictionaries, books on 
economics and psychology, good modem novels 
of adventure, politics, detective stories, west- 
tern stories, historical stories; above all, Mark 
Twain. Books by 0. Henry, Conrad, London, 
Stevenson, Shakespeare, Service and Kipling, 
particularly his poems, are wanted; also, edi¬ 
tions in good print of Dickens, Thackeray, 
Scott and Cooper. 


There are now 114 shipyards in the coun¬ 
try, seventy-four of which are virtually new. 
One thousand four hundred and thirty-seven 
ships have been started, with over 8,500,000 
tonnage capacity. Hulls are being completed 
in sixty-four days on the Pacific Coast. 


The big men dare, and the big men do, 

They dream great dreams, which they make 
come true; 

They bridge the rivers and link the plains, 

And gird the land with ,the railway trains; 
They make the desert break forth in bloom, 
They send the cataract through a flume 
To turn the wheels of a thousand mills, 

And bring the coin to a nation’s tills. 

The big men work, and the big men plan, 

And, helping themselves, help their fellow-man. 
And the cheap men yelp at the carriage wheels, 
As the small dogs bark at the big dog’s heels. 
The big men sow while the cheap men sleep, 
And when they go to their fields to reap, 

The cheap men cry, “We must have a share 
Of all the grain that they harvest there 1 
These men are pirates who sow and reap, 

And plan and build while we are asleep! 

We’ll legislate till they lose their hair! 

We’ll pass new laws that will strip them bare! 
We’ll tax them right and we’ll tax them left, 
’Till of their plunder they are bereft; 

We’ll show these men that we all despise 
Their skill, their courage and enterprise!” 

So the small men yap at the big men’s heels, 
The fake reformer with uplift spiels; 

The four-eyed dreamers with theories fine, 
Which bring them maybe three cents a line; 
The tin horn grafters who always yearn 
To collar coin that they do not earn. 

And the big men sigh as they go their way; 
They’ll balk at the whole blamed thing some 
day! 

—Walt Mason. 


When business partners have learned to han¬ 
dle each other they don’t have much trouble 
handling their customers. 


OVERHEARD IN BOSTON 

The cyclist was a stranger in Boston’s 
streets. That was evident from the cautious 
manner in which he picked his way through the 
half-empty thoroughfare. It was evening. The 
penny-a-liner approached. 

“Sir,” said he, “your beacon has ceased its 
functions.” 

“Sir?” gasped the cyclist, dismounting from 
his machine. 

“Your illuminator, I say, is shrouded in un¬ 
mitigated oblivion.” 

“Really! But I don’t quite—” 

“The effulgence of your irradiator has 
evanesced.” 

“My dear fellow, I—” 

The transversal ether oscillations in your 
incandenser have been discontinued.” 

Just then an unsophisticated little newsboy 
shouted from across the street: 

“Hey, mister, yer lamp’s out!” 
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Garden Hose Valves Dependable Tanks 


Recognized Quality 

'Which command repeat orders for yon. 



Sizes V%" to 2%" inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie, Pa. 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 


If yon deairo tbo boot, ehooM onr 

"Copper Brazed" Construction 

Positively hold air without loss of praasura. 

Pneumatic and Storage Tanks. 

Range Boilers, Riveted or Welded. 

Special Tanks for Air, Gas or 
Liquids. 

Manufactured by 

WM. B. SCAIFE AND SONS CO. 
Pittsburgh, Pa. 

Factory, Oakmont, Pa. 



SNOW WHITE PYRAUN 


White Pyralin Bath Boom Fixtorea bring uni¬ 
versal satisfaction from customer and plumber. 

The spotless, snow-white appearance of Pyra- 
lin products pleases customers, draws trade and 
holds it. Satisfaction in a superior product brings 
the buyer back again and again. 

Jobbers, plumbers and merchants cannot afford 
to handle inferior goods, even if they cost a 
little less. But Pyralin products cost no more 
than the inferior, so insist upon the best—the 


Church quality. It pays you. Whenever genuine 
Pyralin Bath Boom Fixtures are installed it 
means repeat orders, more business, greater 
profits. 

Investigate for yourself. Find how universally 
Pyralin goods are desired and sought—the line 
that is durable, sanitary and pleasing to the eye. 
Pyralin Fixtures are non-porous, and guaranteed 
not to chip, flake or crack; they are not affected 
by heat or cold. 


C. F. CHURCH MFG. CO., HOLYOKE, MASS. 


Th«se goods can be obtained from the leading Jobbing houses in tbs Wsst. Insist on them. If yon cannot get them, 
addreaa for information, W. B. Gilchrist, Pacific Coast Representative, Monadnock Building, Ban Francisco, Cal. These 
goods are told by Holbrook, Merrill A Stetson, Orane Co., A. H. Busch Co., and all the leading jobbing and supply houses. 
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WE SHALL WIN—IF OUR SENSE OF 
HUMOR LASTS 

(By Brace Barton.) 

A serious minded subscriber takes me to 
task because one of the captions on our picture 
pages seems to him facetious. 

“In ordinary times this might be all right,’’ 
he reminds me; “but we are in the midst of a 
great war, and it is no time for jokes.” 

To which I reply that we are in the midst 
of a great war therefore we should have twice 
as many jokes and they should be twice as 
funny. 

Only yesterday I was reading about a Cab¬ 
inet meeting held at the White House in one of 
the most critical hours of our history. The 
incident was recorded by Secretary Stanton, 
not a particularly sympathetic reporter. 

Around the table the various Secretaries 
gathered, solemn-faced and silent. To their 
amazement, the President, instead of turning 
to the business in hand, began reading aloud a 
chapter from the humorous works of Artemus 
Ward. 

They were too astonished to speak; Stanton 
was tempted to leave the room in angry pro¬ 
test. 

The President, unheeding, read the chapter 
through. Then, laying the book down, he 
heaved a deep sigh and said: 

“Gentlemen, why don’t you laugh? With 
the fearful strain that is upon me night and 
day, if I did not laugh I should die; and you 
need this medicine as much as I.” 

So saying, he turned to his tall hat, which 
was on the table beside him, and drew out what 
Stanton described as a “little white paper.” 

That little white paper was the Emancipa¬ 
tion Proclamation. 

The members of the Cabinet never could 
fathom the mingling of laughter and tears that 
was the secret of Lincoln’s greatness. 

They were afraid of laughter; they regarded 
it as dangerous and in times like those almost 
immoral. 

But Lincoln knew better. Humor to him 
as to many another overburdened man was the 
great shock-absorber of life; without its kindly 
ministrations, the hard places of the road would 
have wrenched his soul beyond endurance. 

Napoleon seldom smiled; Cromwell had lit¬ 
tle sense of humor. Either of them would be 
a dangerous man to handle our affairs in times 
like these. 

Such men become too profoundly impressed 
with their own importance. And in the critical 
moment their self-importance often betrays 
their better judgment. 

Give us, rather, men like Washington, who, 
as Irving writes, frequently leaned back and 
“laughed until the tears ran down his face.” 


Men like Lincoln, whose point of view is so 
detached that they can laugh even at them¬ 
selves. 

A saving sense of humor is the fourth great 
Christian virtue says A. C. Benson. And that 
is so true that I wish it had been written in the 
Bible instead of in one of Mr. A. C. Benson’s 
books. 

A man may have faith and hope and charity, 
and still be a prig and a bore. 

Jesus was none of these. He was the most 
popular dinner guest in Jerusalem. 

No one ever criticised Him for being too 
serious minded and respectable. Instead, He 
was criticised for dining out too much, for not 
compelling His disciples to fast, and for being 
too much with the loud laughing crowd of 
publicans and sinners. 

I have some righteous friends who are going 
to feel greatly shocked at the conduct of the 
saints in Heaven. 

They have never read that verse in the Bible 
which says: 

“He that sitteth in the heavens shall 
laugh.” 

With all my heart I would urge them to 
begin right now even in serious days like these 
to cultivate that fourth great Christian virtue. 

Lest perchance they die, and in a heaven 
presided over by a God who dearly loves a 
laugh shall find themselves lonesome and ill at 
ease.—Every Week. 


PIONEER TRAVELING SALESMAN GONE 

It is with regret that we announce the death 
of T. D. Pearce, who died April 2d, 1918, at his 
home in Sacramento after an illness of two 
days. 

Mr. Pearce was probably one of the oldest 
and best known traveling men in Northern 
California, as he had covered that territory for 
over twenty-five years, traveling for Woodin & 
Little Pump House, of San Francisco, Cal. 

Mr. Pearce was exceptionally well liked by 
all of the traveling men; especially by the 
younger ones just starting out on the road. 


The expenditure of this Government from 
1791 to January 1, 1917, covering 126 years, 
including the cost of past wars, was a little 
more than $26,000,000,000, only five billion 
more than the sum appropriated by Congress at 
the last session for this war. Do you see what 
we are up against? And how necessary your 
moral, physical, mental and financial assistance 
is needed to help your country win? 


First Lawyer: “I hear you’re having trou¬ 
ble getting a jury on that automobile case.” 

Second Lawyer: “Yes, we object to people 
who drive automobiles, and the other side 
objects to people who don’t.” 
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COCK°BVBB'mAD* liiTVtHniPBcErY B. B. HIGH PRESSURE BALL COCK 



They can be had tor top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tall piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and including 4-lneh 
carried In stock. 

No Special Packing Required. Ground 
Joint Coupling, which Is always tight. 
No hammering. Renewable Seat of Steam 
Metal. No Singing or Whistling. Roller 
Bearing Lever on Cam, Reducing fric¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

■hoi ul PUmptoa it, Waltham, Haw. 



No. 10—Stool—fi in. to 4 In. 


Why Experiment 

with untrademarked floor and ceiling platsa that 
ar« offered aa equal or superior to our famoui 
B A C." brand! 

Our No. 10, illustrated, la one of many styles, 
and carried by the leading aupply houses. We are 
the old original company. Look for our trademark 
on the labels, the B. A C. circle of red. 

Catalog on request 

The Beaton & Corbin Mfg. Co. 

Southington, Conn. 

Largest and oldest plate company in the world 

Pacific Coast Representative 
W. ERWIN OltCHRIST 

681 Market Street San Francisco, California 


'New York’s new 
Pennsylvania Hotel 

equipped with 

Rhode Island ^§J 

Unions q§| 

r [E MEN who selected the Bhode Island Union for New York’s new 
Pennsylvania Hotel, did so because they knew that it is made of the 
best grade of maUeable iron, has a specially constructed bronze seat vBp 

that makes a tight joint and prevents wasteful, destructive and dangerous 
leaks. It costs less in the long run, because it is guaranteed. 

Made for water, steam, gas and oil. Approved by the Underwriters’ 

Laboratory, and tested to 300 pounds pressure before being passed as perfect. 

The whole story is told In our booklet. Send for it. 

RHODE ISLAND FITTINGS CO., Hillsgrove, Rhode Island 
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HOW A PLUMBER COULD ADVERTISE • 

I would send to every name on ray mailing 
list an ordinary faucet washer securely wired to 
a common shipping tag, says R. R. Thompson 
in System. This tag I would have in red, if 
possible, or at least printed with red ink, with 
a mesasge along these lines: 

Drips are dangerous! If your faucet leaks, 
put this washer on it at once! Stop the water 
waste! Keep your meter bill down. Prevent the 
accident of an overflowing bowl or sink from 
a clogged pipe and the rapid accumulation of 
water from this constant drip, drip, drip. If 
you don’t know how to apply this washer, send 
immediately for Walsh, the Plumber. Call Main 
94, or see him at 735 Market street before the 
drip does more damage than the dollar it costs 
to fix the leak! 

By so forcibly impressing upon my custo¬ 
mers and prospects the importance of attending 
to this most commonplace trouble at once, with 
the accompanying washer for either present or 
future use, I am certain my name would be 
remembered when more important work 
came up. 


BUMPERS 

(By John B. Terns) 

When mortal man acquires a boat, 
Unless he’s had a car before, 

He must expect to be the goat 
Of many trials that lie in store. 

Or ever he may count the cost 
Confined to tires and gas and oil 
He will have called his car a frost 
And motoring a fruitless toil. 

When I had had my car a week, 

I found that I had smashed a lamp, 
Despoiled a fender’s fine physique 
And caused a radiator’s cramp; 

But I had* learned ’twere vain for me 
Those narrow gauge doors to bunt, 
And so with rare sagacity 
I bought a bumper for the front. 

Experience soon made it clear 
Of other cars there was no lack, 

And when some dolt attacked my rear 
I bought a bumper for the back. 
Thus gaining wisdom day by day, 

I gloried in this antidote 
And gradually began to pray 
For bumpers to surround my boat. 

Ah, brother motorists, ’tis meet 
That we extol this great device, 

Let’s hail preventatives discreet 
That save a tumbril’s sacrifice! 

Mon Dieu! all terror they expugn 
Of trees and poles and jewelry shops, 
For now I know my car’s immune, 
Although I harvest bumper crops! 


OUR FLAG 

The work that we do is the making of the flag. 

I am whatever you make me; nothing more. 

I am your belief in yourself, your dream of what 
a people may become. 

I am song and fear, struggle and panic, and con¬ 
trolling hope, 

I am the day’s work of the weakest man and 
the largest dream of the most daring. 

I am the constitution and the courts. 

I am the soldier and dreadnaught. 

I am the battle of yesterday and the mistake of 
tomorrow. 

I am the mystery of the men who do without 
knowing why 

I am the clutch of an idea and the reasoned 
purpose of a resolution. 

I am no more than what you believe me to be, 
and I am all that you believe I can be. 

I am what you make me; nothing more. 

I swing before your eyes as a bright gleam of 
color a symbol of yourself. 

The picture suggestion of that big thing which 
makes this nation. 

My stars and my stripes are your dream and 
your labors. 

They are bright with cheer, brilliant with cour¬ 
age, firm with faith, because you have 
made them out of your hearts; 

For you are the makers of the flag, and it is 
well that you glory in the making. 


WHEN TO WRITE A LETTER 

The time to write a letter is when the desire 
to write is hot, not after it has grown cold. 
What is in your heart will work its way into 
your letters. If you are eager, your eagerness 
will show in your sentences. If you have no 
interest in the matter, that will also be ap¬ 
parent. 

What you are will write itself into your com¬ 
munication no matter how hard you try to keep 
your real self out. 


KNEW HIS PLACE 

Sister Smith was called upon for testimony 
in a revival meeting. She humbly declined in 
these words: 

“I have been a transgressor and a black 
sheep for a good many years and have only re¬ 
cently seen the light. I believe that my place is 
in a dark corner behind the door.” 

Brother Jones was next called upon. Follow¬ 
ing Sister Smith’s meek example, he said: 

“I, too, have been a sinner for more than 
forty years, and I do not think I ought to stand 
before you as a model. I think my place is 
behind the door, in a dark corner, with Sister 
Smith.” 


A long yarn is sometime produced from the 
thread of conversation. 
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The Del Monte Lavatory was designed with 
a Greek vase as model 

Its beautiful design is due to the fact 
that it possesses the pleasing propor¬ 
tions ana the simple flowing lines or the 
vase. 

When you recommend the installation 
of a Del Monte lavatory you recom¬ 
mend the most beautiful lavatory made. 

The Del Monte is the first vitreous 
china lavatory to be made with a 
straight apron in one piece, and like all 
Pacific Plumbing Fixtures is guaran¬ 
teed forever against any defects in 
workmanship or materials. 




PLUMBING FIXTURES 

FOR SALE BY ALL JOBBERS 

Main Office and Show Boom, 67 New Montgomery Street 

BAN FRANCISCO, CAL. 

Factories Branch Offices 

TtirhmanA and Ban Pablo, Gal. Portland and Los Angeles 


i-J A.* 



Consists of Four Complete Ratchets in Ona 
Has long and short feed for any stylo of 
Morse Taper, Square 8hank or Flat Drill. 
All parts Interchangeable and it takes but a 
minute to change to any style required. 


WESTCOTT 

ADJUSTABLE “8” WRENCH 

For Vats 

Handle Malleable Iron, Jaw Forged Steel 



81ses t. 8.10. It. 14" 

AW won join 


The Keystone Mfg. Company 

BUTTALO, VYW YOU 


ENGINES 

11 Johnson 

lin Farm Pumper 

|l]a| “Fits any pump 
L_and makes it 

TV Model “N” 

Imp m Model “K” 

I / W ^^1^ For Every Service 

PACIFIC PUMP A SUPPLY CO. 

San Francisco, Calif. 

SOLE DISTRIBUTOB8 
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EXPECT ONLY A DOZEN AND YOU ARE 
NOT DESERVING OF A GROSS 

| (By George W. Git tins) 

There are salesmen today behind thousands 
of counters and running around all over the 
country who act as though they were afraid 
that some one was going to hand them an order. 

Why is this sot 

It isn't because there aren't buyers. It 
isn't because people don't want to buy, or 
because they haven't the money with which to 
buy. 

It is because these salesmen have been 
lulled into inactivity by the reams of saving 
propaganda that's “going 'round." 

We are “heels over head" in an ocean of 
prosperity—a prosperity whose shores are 
many years of steady sailing straight ahead. 
And this is no time to put on blinders or wax 
our ears. 

Salesmen should take a reef in their men¬ 
tal belts and, like the caterpillar, hump them¬ 
selves. 

Don't you realize that this whole country 
is one vast beehive? Can't you see that there 
is not an idle person in the nation today unless 
it is a few lazy, trifling leeches who have never 
worked and never will ? 

Haven't you caught on to the fact that 
money is rolling into every one? More and 
faster than it ever did before, and more than 
any other people ever had since time began? 


And, what is most important, do you not 
see that it is necessary for people to keep on 
buying so that we may keep on working and 
keep on earning? 

Answer me one thing, Mr. Salesman: What 
would happen if your trade and all our other 
salesmen's trade dropped off one-fourth? 

This would mean that there would be one- 
fourth less goods manufactured. 

It would mean that one-fourth fewer per¬ 
sons would be employed in manufacturing. 

It would mean a one-fourth less demand for 
raw materials such as coal and iron and lumber 
and cotton. 

It would mean a general falling off of 
wages. 

It would mean less of everything — less 
work and less pay. 

What is the matter with you? Can’t you 
think straight? 

Get to work and get the orders. And then 
get more orders and still more orders. 

We must keep on spending if we would keep 
on working and keep on earning. 

There is no fault being found with prudent 
spending by any one except by a few pinhead 
pewees. 

But every right thinking person wants to 
see us spend and keep on spending, for every 
need and necessity we have. And it is up to 
the country's salesmen to see the virtue of 
this and get out and get the business. 



AN ATTRACTIVE PLUMBING DISPLAY. 

Lewiston, Idaho, doesn’t claim to rank with the large cities of the country in size, but when it comes to 
progressiveness in hardware and plumbing circles, you have to doff your hat to some of their business men. 
Among them is the Peterson Plumbing & Heating Co. There are many plumbing establishments in cities twenty 
times the size of Lewiston, which cannot show as attractive show room as this company. Mr. Peterson has only 
been in business there six years, but draws trade from within a radius of one hundred miles. He has had much 
success in installing hot air, water and steam furnaces in which he specializes, as well as a general line of plumb¬ 
ing work. It is needless to say that one contributing factor in his success is his display room. 
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THE PUBLIC DECLARES 

Oar No. 10 Floor and Ceiling Plate the best universally 
uaed. It ia the moat aatisfactory, most reliable plate made. 
All we ask ia that you try it once—then compare it to any 
other plate you’ve used. We’re sure you’ll agree with ua 
that thia No. 10 ia the winner. 

THE BEATON & CADWELL MFC. CO. 

NEW BRITAIN, CONN. 

New York Office and Store, 234 Water St. Pacific Coaat 
Representative, Wm. P. Horn A Company, Rialto Bldg., 
San Francisco; Dekum Bldg., Portland; Hollenbeck Hldg., 
Los Angeles. Middle Western Representative, Harry Ver* 
beck, 120 No. Clark 8t., Chicago, 111. Western Canadian 
Agents, A. E. Hinds A Co., Chamber of Commerce, Winni* 
peg, Manitoba. Southwestern Representative, J. R. Devereux, 
1358 Beaver Hall Square, Montreal, Quebec, Canada. 
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SWAN’S NECK* 


PATENTED 
JUNE 18. 1011 



The Savill Swan Neck Faucet 

The Original Quick Opening Perfect Sink Faucet 

ONLY faucet with all operating parts within basin. 

If hands are soiled or holding something, faucet ean be 
opened or closed just as easily with a finger, the wrist or arm. 
Opens to full stream and shuts off in fraction of a minute. 
“SAVILL" Faucets are a profitable and most satisfactory 
line. Investigate now. 

Send for Booklet 

Made in 8. O. T. See A*6 Catalog. 

THOS. SAVILL'S SONS mi-n * Philadelphia 

HOLBROOK, MERRILL A STETSON, 

San Francisco, OaL, and Loo Angeles, Cal. 



Wo. 71 lira Wot. XUst Moo Booh 9X340. 

Discount 

The “Up-to-Date” Mechanic 

must have the latest improved tools to be in 
position to compete with his competitor and by 
using C. k L. Fire Pots and Torches he ean do 
his work quicker and better and will save his cost 
in the saving of fuel alone. C. k L. Fires are 
the result of more than thirty years of constant 
effort and the expenditure of thousands of dol¬ 
lars in perfecting our line, but we have never 
experimented at the expense of the user. Jobbers 
will supply at factory price. Send for catalog— 
it's free. 

CLAYTON a LAMBERT MFC. CO. 
Detroit, Mich., U. S. A. 


In writing the 
company addreaa 
Department HW. 


ARMSTRONG 

TOOLS 

Tools bearing the 
name of the Arm¬ 
strong Mfg. Co. 
are superior made 
tools. Perfect in 
construction, accu¬ 
rate and depend¬ 
able. 

The name of Arm¬ 
strong has ever 
stood for the best 
in service, quality 
and workmanship. 

Tools with an En¬ 
viable Guarantee. 

Sand for our catalog of Gan- 
atno Ar mstr o ng Stock* and 
Dio*, Water, Com andStoam 
Fitter*’ Tool* and Ptpa 
Threading Machine*, 

THE ARMSTRONG 

MFC. CO. 

276 Knowlton St 

Bridgeport, Conn. 
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OPTIMISM THE ELIXIR OF LIFE 

Optimism is a grand quality. So few men 
possess it. Many men believe they are opti¬ 
mistic, but they are not in fact. An optimist 
is the man who sees no clouds on life’s horizon. 
When clouds appear they vanish before his 
vision. He simply will not see them. Such a 
man lives long, happily and usefully. He is 
God’s messenger of peace and love. Sickness 
and sin have no lodgment in his being. TTiq 
life is a joy. His influence is benign. In busi¬ 
ness, optimism is as necessary as money. Our 
greatest men have possessed a large share of 
optimism, else they would have failed. Opti¬ 
mism is a natural heritage, but with most of 
us the birthright is squandered early in life. 
What a blessing it will be when it is a com¬ 
mon practice to teach our young men just start¬ 
ing out in business that optimism is the elixir 
of life. 


USING “DOPE” ON THREADS 

Editor Questions and Answers: — Do you 
approve of using any kind of “dope” in mak¬ 
ing up fittings in either steam fitting or hot 
water fitting? We believe that it is not nec¬ 
essary, but would like your idea in the matter. 

J. 8. & CO. 

One reason why “dope” is not more effect¬ 
ive, is that .it is nine times out of ten applied 
in the wrong manner. Some fitters paint the 
fitting; others the male thread only. The right 
way is to paint both, but to paint only the 
first two or three threads of the fitting, then 
all the male threads and make the joint up. 
Used in this way, any good reliable dope is 
effective, and does not encumber the job by 
getting inside the pipes and finally accumulat¬ 
ing in the boiler. 


RAGGED THREADS ON BRASS WORK 

Editor Questions and Answers:—On the 
nickel and brass pipe work I am unable to ob¬ 
tain good threads. They are very ragged. 
Please tell me how to overcome this difficulty. 

TH08. HARDY. 

You undoubtedly cut the threads too fast, 
or perhaps with an uneven motion. The dies 
should be revolved rather slowly and with uni¬ 
form pressure. This will allow the dies to cut 
alike and should give good threads. 

Set the dies so you cut short threads which 
will not show when the fitting is made on. 


A VETERAN SOLDIERER 
Tired Tompkins—“Won’t you give a vet¬ 
eran something to eat, mum?” 

Lady of the House—“You are a veteran? 
You were never a soldier, I’ll be bound.” 

Tired Tompkins—“Lady, you do me an in¬ 
justice. I have done nothin’ but soldier all me 
life.” 


THE WATCH AS A COMPASS 

A good many know, and a good many do 
not know, that the ordinary watch can be very 
successfully used as a compass on any day when 
the sun shines. 

All that is necessary is to point the hour 
hand directly at the sun, and half the distance 
on the face between that hand and the figure 
12, counting backward, will point nearly due 
south. The reason why is as follows: 

The sun generally does not rise exactly in 
the east, nor set exactly in the west, nor is it 
exactly on the meridian at noon, except twice 
a year, at the equinoxes. But, for the purpose 
of a guide, the above rule will give a suffi¬ 
ciently close indication of north and south, and 
when those points are determined or either one 
of them, the other points are easily obtained. 

Let us test it. Suppose that the sun rises 
in the east at 6 o’clock; lay the watch on a 
table at 6 o’clock in the morning, the sun then 
rising, with the hour hand pointing to the sun, 
and to the figure 6. It is evident that the east 
and west line will pass through the figures 6 
and 12, while the south and north line will pass 
through the figures 9 and 3, the figure 9 being 
at the south end. 

Leave the watch lying in the same position 
until 10 A. M. The distance on the rim of the 
dial from figures 6 to 9 is the quadrant of a 
circle or 90 degrees. The sun travels in its 
apparent orbit 15 degrees an hour, so that at 
10 o’clock it will have traveled 60 degrees from 
sunrise, and will stand opposite the figure 8 
on the dial, or two-thirds of the quadrant. 

Now, if the watch is moved around so that 
10 takes the place of 8, the south and north 
lines will pass through 11 and 5 instead of 9 
and 3, the figure 5 being half way between 10 
and 12, counted the longest way, and marking 
the north, not the south point. 

But suppose the watch had remained undis¬ 
turbed until 4 P. M., that is, ten hours from 
sunrise. The sun would have traveled ten times 
15 degrees, and the circumferential distance be¬ 
tween the figures on the dial being 30 degrees, 
it would have moved around to the figure 11, 
or five spaces from 6. Now, move the watch 
around until 4 takes the place of 11, and we 
have 2 and 8 on the south and north line. 8 
being half way between 12 and 4, counted back¬ 
ward, and marking the north point of the com¬ 
pass. Of course, the half-way point between 
12 and 4, counted the other way, marks the 
south point. This explanation can readily be 
understood by drawing a circle on paper and 
dividing into 12 spaces marked as the dial of 
a watch. 


The longer you let an account run the longer 
it will be before you catch up with it. 
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It’s Coin in Tour Pocket 

when you buy first-class 
tools for your workmen. 
If your men do not use 
such tools they surely 
cannot produce satisfac¬ 
tory work. 

When you buy furnaces 
and torches you should 
insist on the 4 4 ALWAYS 
RELIABLE." This make 
i s manufactured only 
from the best materials, 
therefore, is fully guar¬ 
anteed as to quality. 
Each and every furnace 
and torch bearing this 
trade-mark is given an 
air, water and fire test so 
as to ensure the pur¬ 
chaser of perfect results. 
You cannot go wrong by 
purchasing the 44 AL- 
Patented B Furnace WAY8 RELIABLE." 
for Kerosene. 

One Gallon. Catalog Free on Request 

OTTO BERNZ, NEWARK, N. J. 


STOVE REPAIRS 


IF IT IS MADE 
FOR A STOVE 
RANGE OR 
FURNACE 

You Can Get It at the 

Largest Stove Re¬ 
pair House in the 
Northwest 


THE SPOKANE STOVE & FURNACE 
REPAIR WORKS. Inc. 

912-14 First Avenue Phone Main 1790 

SPOKANB, WASHINGTON 

WRITE FOR OUR ORDER BOOKS 


Use this 
Crescent 
screw - driver 
yourself 

Use it on your car or garage — or 
around the house. Use it wherever and 
whenever you need a good strong screw¬ 
driver. 

Every Crescent Hamr 
Handl Screw-Driver is 100% 
tested before it leaves the 
factory. The blade ia drop- 
forged from oil tempered 
steel—it’s real 44 Crescent" 
quality. 

The adjustable handle 
gives you irresistible lever¬ 
age on a screw when you 
need it. 



CRESCENT TOOL COMPANY 
Jamestown, New York 


FEEE COUPON 

Mail this coupon today for a free sample 
Hamr Handl screw driver for your own uae. 
Crescent Tool Co., Jamestown, N. Y.: 

Please send me free a Crescent Hamr Handl 
guaranteed screw-driver for my own uae. 

Name. 

Firm . 

Address . 

Our Jobbers. 
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MR. McADOO DID NOT MEAN “NO 
BUILDING.” 

Secretary of the Treasury McAdoo says that 
he did not mean “no building” should be done 
in this country during the war, when he issued 
an “appeal” to the American people on Febru¬ 
ary 5th on the subject of building curtailment. 

He likewise says that he has “no authority 
to order building curtailment.” 

The building people of the United States 
feel very much relieved at the clearing up of 
the building atmosphere of late. The report 
has gained strong circulation throughout the 
land that building of all kinds was forbidden, 
and that feeling was causing serious conse¬ 
quences in every part of the country. 

There is no desire on the part of anyone to 
stop the building of small homes, farm build¬ 
ings, or any other building or building repair 
work that should properly be done now. 


FOLLOWED INSTRUCTION 

“I can’t keep the visitors from coming up,” 
said the office boy, dejectedly, to the president. 
“When I say you’re out they simply say they 
must see you.” 

“Well,” said the president, “just tell them 
‘that’s what they all say.’ ” 

That afternoon there called at the office a 
young lady. The boy assured her it was impos¬ 
sible to see the president. 

“But I am his wife,” said the lady. 

“Oh, that’s what they all say,” said the boy. 


The finance committee of Los Angeles city 
council, which is revising the license system of 
the city, has decided to recommend a change in 
the payment of fees for plumbers licenses. 
Under the ordinance now in effect plumbers are 
required to pay $30 semi-annually. It is pro¬ 
posed to make the payments $5 per month. This 
change is in the interest of the little fellow. It 
will also permit outside competition on small 
jobs on which the $30 payment is practically 
prohibitive. 


S. Hill & Son, of Santa Ana, Riverside, Cal., 
have secured the contract at about $3500 for 
plumbing work at the federal aviation camp at 
Allessandro, near Riverside. 


Mrs. Jenkins, a regular visitor in the doc¬ 
tor’s consulting room, started on the long story 
of her troubles. The doctor endured it pa¬ 
tiently and gave her another bottle. At last 
she started out, and the doctor was congratu¬ 
lating himself, when she stopped and ex¬ 
claimed: “Why, doctor, you didn’t look to see 
if my tongue was coated.” 

“I know it isn’t,” wearily replied the med¬ 
ical man. “You don’t find grass on a race 
track.” 


WHAT PLANS DO YOU MAKE? 

What inspiration is that quotation from an 
address made at a town-planning conference in 
London by the great planner of cities, the late 
Daniel Burnham! How it encourages us to think 
greater thoughts, plan bigger institutions, dare 
to express our inner selves in our speaking and 
writing and doing! 

“Make no little plans,” he said, “They have 
no magic to stir men’s blood and probably 
themselves will not be realized. Make big plans; 
aim high in hope and work, remembering that 
a noble, logical diagram once recorded will 
never die, but long after we are gone will be a 
living thing, asserting itself with ever-growing 
insistency. Remember that our sons and grand¬ 
sons are going to do things that will stagger us. 
Let your watchword be order and your beacon 
beauty.” 

Can a business man ask for a finer, a more 
stirring message? 


HE’S SAFE 

“How is it you never married, Norahf” 
“G’long wid ye, Mike! Shure the man I’d 
marry ain’t been bom yet, an’ his mother’s 
dead.” 


SOUTHERN HOSPITALITY 

One day while J. M. Oliver was out in his 
automobile he discovered that he needed some 
lubricating oil for his engine. He drove up to 
a farm house where a small boy was playing. 
“Son,” he called, “run and ask your mother 
if she has any lubricating oil, or castor oil will 
do, if she has it.” 

Soon the boy returned and said: “Ma ain’t 
got no castor oil or nothing, but she said if you 
would wait for a few minutes she would fix 
up a dose of salts.” 


GREAT SCOTT 

She sat next to Winston Churchill and natu¬ 
rally felt she must talk about books. 

“You are fond of Sir Walter Scott, Mr. 
Churchill?” she began. 

‘ ‘ Yery, ’ ’ replied the author. ‘ ‘ Are you ? ’ ’ 

“I adore him,” replied the girl. 

“Don’t you think his ‘Lady of the Lake’ 
very exquisite?” asked Churchill. 

“Oh, I just dote on it,” she replied. 

“And Scott’s ‘Marmion.’ Do you not think 
that one of his best?” asked Churchill. 

“Yes,” answered the girl, “I have read it a 
dozen times.” 

“A dozen times?” echoed the astonished 
author. Then a suspicion came into his mind 
and he asked: “Don’t you love Scott’s ‘Emul¬ 
sion’?” 

“Oh, that,” warmly answered the girl, “is 
the best thing I think he ever wrote.” 
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Did You Ever See a Bull Pup 
Take Hold on a Root and Shut 
His Eyes to Everything Else in 
the World and Just Hold on? 

Did you ever have some chap return a five-dollar 
loan long after you had given up hopea and were as 
flat broke aa a tramp 1 

A NYE CHAIN VISE has in its jaiks the tenacity 
of the bull pup—it also has in its absolute ability to fill 
a long felt want, the perfection of that five-dollar note. 

It takes all sizes of pipe from % to 2-inch coupling. 
The steel chain attachment is guaranteed to stand a 
strain of 2000 pounds. It will hold like a mortgage 
and the chain will not even mar a painted pole. 

You Can't Beat That Without You Cheat 

NYE THE DIE MAN 

The Nye Tool & Machine Works 

116 N. Jefferson St, Chicago, Illinois 



WE 

WELD 

ANYTHING 


“WE KNOW THE STOVE REPAIR BUSINESS’ 

Stove and Furnace Repairs 


WE 

WELD 

ANYTHING 


Kf %# |P Q ^ QI I B |P Hyl p I 1 7E know your wants and can fill mail or- 

IyI i ML if 9a RUD LN 3 W 99 ' 100 * ] co r e ? with iffinik 

We can supply parts for over 500,000 

STOVE AND FURNACE REPAIR WORKS different Stoves, Ranges and Furnaces from Spo¬ 
kane. 15 years experience fiUing mail orders for 
We Furnish DUPLICATE ORDER BOOKS Free on Request Stove Repairs in Spokane. 

**We Know the Stove Repair Business" 

MYER S. RUBENS ST °KEPMR > 'HORKS CE 1009 W. First Ave. ( Spokane, Wash. 


1009 W. First Ave., Spokane, Wash. 
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A CLINCHER 


ROCKING FOR TIME 


Pat O’Flaherty, very palpably not a pro¬ 
hibitionist, was arrested in Arizona recently 
charged with selling liquor in violation of the 
prohibition law. But Pat had an impregnable 
defense. His counsel, in addressing the jury, 
said: 

“Your Honor, gentlemen of the jury, look 
at the defendant.” 

A dramatic pause; then: 

“Now, gentlemen of the jury, do you hon¬ 
estly think that if the defendant had a quart 
of whisky he would sell it?” 

The verdict reached in one minute was, 
“Not guilty.”—Everybody’s. 


“Your name?” asked the teacher, register¬ 
ing a new pupil. 

“Arthur.” 

“And what’s your first namef” 

“Brown.” 

“Oh, haven’t you got them wrong? I think 
Arthur must be your first name, and Brown 
your family name. Isn’t that right?” 

But the small pupil was not persuaded. A 
day or two later he announced: 

“Teacher, mother says Brown is my first 
name. She says I got that name when I was 
born and she didn’t name me Arthur till three 
months later!” 


S i 1 k-hatted Gentleman (suspiciously) — 
“What are you planning to do with all those 
snow-balls, my little man?” 

Boy—“I’m sellin’ ’em—three for a nickel. 
And them as don’t buy gets ’em for nothin’.” 

The gentleman in the silk hat bought the 
lot. 
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A Richmond darky called upon an old 
friend who received him in a rocking chair. 
The visitor at once observed not only that his 
host did not rise, but that he continued to rock 
himself to and fro in a most curious way, simi¬ 
lar to that of a person suffering from colic. 

“You ain’t sick, is yo’, Harrison?” asked 
the caller, anxiously. 

“No, I ain’t sick, Mose,” said Harrison. 

A moment’8 silence, during which the caller 
gazed wide-eyed at the rocking figure. * 

“Den,” continued Mose, “why in goodness 
does yo’ rock yo’self datway all de time?” 

Harrison paused not in his oscillations as he 
explained: 

“Yo’ know dat good-for-nothin’ Bill Botts? 
Well, he done sold me a silver watch fo’ five 
dollahs, an’ ef I stops movin’ like dis, dat 
watch won’t go.” 


SURE 

“Bobby,” said the minister to a little fellow 
aged six, “I hear you are going to school now.” 
“Yes, sir,” was the reply. 

“What part of it do you like best?” 
“Cornin’ home,” was the prompt answer. 


MILKING THE MILK 

It was little Ellen’s first view of a separator. 
Its workings were described to her in detail. 
“Oh, yes!” she exclaimed to her mother, 
“Mister Jones milks the cow and then this riga- 
majig milks the milk!” 


Someone asked an old colored man what 
breed of chickens he considered best, and he 
replied: “All kinds has merits. De white ones 
is de easiest to find, but de black ones is de 
easiest to hide after you gets ’em.” 


Statement of ownership, management, circulation, etc., re* 
qnired by the Act of Congress of Aug. 24, 1912, of Hardware 
World, published monthly at Portland, Ore., for April 1, 1917. 
Before me, a Notary Public, personally appeared T. M. Shear¬ 
man, who, having been duly sworn according to law, depoaos 
and says that he it the publisher of the Hardware World, and 
that the following it, to the best of his knowledge and belief, 
a t rue statement of the ownership, management, etc., of the 
aforesaid publication for the date shown in the above caption. 
Publisher, T. M. Shearman, 388 Taylor St., Portland, Ore.; 
editor, T. M. Shearman; business manager, T. M. Shearman: 
owner, T. M. Shearman. Known bondholders, mortgagees, and 
other securitv holders owning or holding 1 per cent or more 
of total amount of bonds, mortgages or other securities are: 
None. The two paragraphs next above, giving the names of 
the owners, stockholders and security holders, if any, contain 
not only the list of stockholders and security holders as they 
appear upon the books of the company but also, in cases 
where the stockholder or security holder appears upon the 
books of the company as trustee or in any other fiduciary 
relation, the name of the person or corporation for whom such 
trustee is acting, is given; also that the said two paragraphs 
contain statements embracing affiant's full knowledge and 
belief as to the circumstances and conditions under which 
stockholders and security holders who do not appear upon the 
books of the company as trustees, hold stock and securities in 
a capacity other than that of a bona fide owner; and this affi¬ 
ant has no reason to believe that any other person, association 
or corporation has any interest direct or indirect, in the said 
stock, bonds, or other securities than at so stated by him. T. 
M. Shearman, Publisher. Sworn to and subscribed before me 
this 4th day of April, 1918. Thos. L. Anderson, Notary Public. 
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Retail Selling Prices 


TIm following an tb# pro —nt markot retail tolling prlcoo of morchanto in tome of the largo cities. At the 
reqneot of m any merchants in anallor towns and cities who do not have the opportunity of checking up their 
Prices often, we rerioo t h ose prices each month. In communities removed from the larger cities, transportation 
chargee would of course be added. As the overhead expense of a retail business In any part of the United States 
ranges from 80% to 85%, many merchants use these prices to save time In figuring their own. We will be glad 
to receive —ggeriions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION— 


Blank Rim Firs— 

Blaok 

Bmkla. 

22 8hort. 

.$ .15 

$ ... 

82 Short. 

. 45 


82 8. A W. 

. .55 


88 RAW. 

. .70 


88 Long Colt. 

44 WTO. F. 

. 1.20 
. 1.50 

rr. 

Shot Rim Firs— 



22 Long . 

. .55 

.00 

82 Long . 

. 1.05 


Shot Cantor Firs— 



82 8. A W. 

. .05 


82 W. C. F. 

. 1.80 


88 8. A W. 

. 1.15 


88 W. C. F. 

. 1.50 


44 w. a F. 

. 1.50 

1.75 

44 X. L.. 

. 1.00 

LOO 

44 Game Getter. 

. 1.50 

LOO 

Rim Fire, Ball— 



BB Caps. 

. .85 

45 

OB Gaps. 

. .45 

.45 

22 Short. 

. .25 

.80 

22 Short H. P. 

. .25 

.25 

22 Long . 

. .85 

.40 

22 Long H.P. 

. .40 

.45 

22 Long Rifle. 

. .40 

.45 

22 Long Rifle H. P.... 
22 W. R. F. 

. .45 

.45 

. .50 

.55 

22 W. R. F., H. P. 

. .55 

.00 

22 Win. Auto. 


.55 

22 Win. Auto, H. P_ 

25 Short Bierces. 

!oo 

.00 

25 Stevens . 

. .80 


82 8hort. 

. .00 


22 Long . 

. .70 

• • • 

88 Short. 

. 1.00 

• • c 

88 Long . 

. 1.00 

• • • 

41 Short. 

. 1.05 

see 

Center Firs Pistol— 


22 Win. as ... 

. 1.80 

1.50 

25 Colts Auto. 


1.85 

25-20 Single Shot. 

. 1.55 

1.75 

25-20 Win. 

. 1.85 

1.00 

25-20 Win HV. 


L75 

7.08 MM-Msuser. 


2.15 

7.65 MM-Mauser . 


2.15 

0 MM-Luger. 


2.80 

82 Colts Auto. 


1.85 

82 Colts Short. 

. 1.66 

1.10 

82 Colts Long. 

. 1.15 

1.25 

82 Colts Police Positive 

. 1.15 

1.25 

82 8. AW............ 

. 1.00 

1.10 

82 8. A W. Long. 

. 1.15 

1.25 

82-20 Marlin. 

. 1.40 

1.80 

82 Winchester . 

. 1.40 

1.80 

82-20 Win HV. 


1.50 

85 S. A W. Auto. 


1.55 

88 Colts Auto. 


2.20 

38 Colts Short. 

. 1.25 

1.25 


28 Colts Long. 

1.80 

1.50 

88 Colts Police Positive. 

1.25 

1.25 

88 8. A W. 

1.20 

1.80 

88 8. A W. Special. 

1.45 

1.55 

88 Winchester . 

1.65 

2.05 

41 Colts Short DA. 

1.80 

1.60 

41 Colts Long DA. 

1.00 

1.75 

44 Bull Dog. 

1.85 

•. . 

44 & A W. Amor. 

1.75 

1.05 

44 & A W. Bus.. 

1.75 

1.06 

44 & A W. Special. 

1.00 

2.10 

44 Webloy . 

1.50 

... 

44 Winchester . 

1.65 

2.06 

45 Colts . 

1.05 

2.10 

45 Colts Auto. 

... 

2.60 

Center Firs Military 



and 8porting— 



22 Savage . 

... 

1.40 

250-8000 Savage. 

... 

1.05 

25-21 Stevens. 

1.00 

2.65 

25-25 Stevens.. 

1.00 

2.55 

25-35 Winchester. 


1.20 

25-35 Short Range. 


1.20 

25-86 Marlin . 


1.20 

25 Remington Rimless.. 

6 MM U. 8. N. 


1.20 


1.85 

7 MM Special Mauser. . 
7.65 MM Bel Mauser.. 


1.85 

1.85 

8 MM Mauser . 


1.85 

0 MM Mauser. 


2.05 

20-80 Winchester. 


1.85 

80 Remington Rimless.. 


1.85 

80 Government Rimless. 


2.05 

802 Savage. 


1.25 

82 Remington Rim lose.. 


1.85 

82-40 Winchester. 

1.05 

1.20 

82-40 Winchester HV... 


1.85 

82 Winchester Slf. Ldg.. 
82 Winchester Special.. 


2.45 


1.85 

88 Winchester . 


1.80 

85 Remington Rlmlese., 


1.56 

85 Winchester . 


1.05 

85 Winchester Slf. Ldg.. 
251 Winchester Slf. Ldg. 


2.56 


2.86 

88-55 Winchester Lead.. 

L80 

1.65 

88-55 Winchester HV... 


1.65 

88-56 Winchester. 

1.80 

1.65 

40-60 Marlin . 

1.85 


40-60 Winchester. 

1.85 

1.55 

40-65 Winchester . 

1.85 

1.65 

40*70 Winchester. 

1.40 

1.65 

40-72 Winchester. 

1.40 

1.65 

40-82 Winchester. 

1.40 

1.65 

401 Winchester Auto... 

... 

1.56 

405 Winchester . 

45-60 Winchester. 

1.40 

2.20 

45-70-405 Government.. 

1.40 

L60 

45-75 Winchester. 

1.40 


45-00 Winchester. 

1.50 

L65 


SHELLS. LOADED— 

Winchester SipeUr or Bmlaiton 
U. M. C. Nitro deb¬ 
it 8 drs. s 1 os., 24 grs. x 1 

ob., drop shot.$1.15 

8 dro. x 1 Vi ob., 24 gn, 1V4 

ob.. drop shot . 1.15 

8V4 dro. x 1 Vi ob., 2$ gn. x 

lVi ob., drop shot. 1.15 

8V4 dro. x lft os., BB shot, 

drop shot. 1.20 

8 V4 drt. x Book shot, drop shot 1.20 

10 2\ dro. x % os., 22 gn. x 

:4 ob., drop shot. 1.05 

2% dro. x % os., BB Shot 

drop shot. 1.10 

20 2J4 dro. x % os.. IS gn. x 

% ob., drop shot. 1.05 

Winchester Loader or Bonington U. 
M. 0. Arrow— 

12 854 drs. x 154 os., 26 grs. x 

1 Vi os., chilled shot.$1.25 

8tt drs. x 1V4 os., 2S gn. x 

154 os., chilled shot.1.80 

10 2% drs. x % os.. 22 grs. x 

% ob., chilled shot. 1.15 

20 2 Vi drs. x % os., chilled shot 1.15 
2 Vi drs. x % os., chilled shot 1.20 
Trap Loads— 

12 8 drs. x 1 Vi os., 7V4 Chilled.$1.25 
8Vi drs. x 154 os., TV! Chilled 1.25 
Black Powder Loads— 

12 8Vi drs. z lVi os., drop shot 05c 
Caps and Primers— 

Percussion .20 

Mnsket Caps.2S 

Primers, 100 In box.85 

Primers, 250 In box.80 

Empty Paper Sholls—Black Pew.— 
12. 10, 20 On. per 100 ... 1.50 

10 Ga. per 100. 1.65 

For Smokeless Powder, Repeater or 
Nitro Club- 
12, 10, 20, 28 Ga. per 

100 . 1.S0 

10 Ga. per 100. 2.10 

Loader or Arrow- 

12. 10, 20, 28 Ga.. 2.80 

10 Ga. per 100. 2.40 

Empty Brass Shells— 

Best dual. 12, 10, 20, 

28, Box 25. 2.75 

2nd QuaL 12. 10, 20, 

28, box 25 . 2.10 

Wads— 

Cardboard, box 250. .20 

Black Edge, Reg., box 

250 .../......50 

Blaok Edge, Vi in., 125 

in box .. 40 

Black Edge, Vi In.. 250 

in box.80 


ADZES (UNHANDLED)—Carpenters, No. 80, 4 White. $8.25 
each; No. 80, 4Vi Wnite, $8.25 each; No. 281, 8Vi Sierra, 
$2.75 ca.; No. 281, 4 Sierra. $2.75 ea.; No. 281, 4 Vi 8ierra, 
$2.75 each. Railroad, No. 80 B, 6 White, $8.50 each: No. 
80 B, 5Vi White. $8.50 each; No. 288, 6 Sierra, $2.00 
each; No. 288, 5Vi Sierra, $8.00 each. Ship, No. 44, 4 
White, $8.85 each; No. 44, 4Vi White, 88.85 each; No. 44; 
4Vi White, $4.00 each: No. 45, 4V4 White, $4.50 each; No. 
45, 5 White. $4.50 each; No. 285, 4 Sierra, $8.50 each; No. 
285, 4Vi 8ierra, $8.50 each. 

ANCHORS—Screws per 100, 810, $4.15; Vi, $0.25. 
ANVILS—Vulcan—No. 2, 20-lb- $0.50; No. 8. 80-lb.. $7.50; 
No. 4, 40-lb., $8.75* No. 5, 50-lb.. $10; No. 0, 60-lb., $11: 
No. 7, 70-lb., $12; No. 8, 80-lb., $18. Trenton—80 to 425 
lb., 22Vic lb.; 70 to 70 lb., 28c lb.; 00 to 00 1b., 28Vie 
lb.; 50 to 50 lb., 24Vic lb. With Clip Horn, 2o per lb. 
extra. Columbia, All Steel—80 lbs. and over, 20Vie lb. 
ANTIMONY—81ab, 45c lb. 

APRONS—Carpenters—California Log, $1.50; No. 12 Long 
Brown, $1.25; No. 2 Short Brown, 00c. 

A8BE8TO8— 

Mill Board, 85c 1b.: Out, 40c lb, 

Paper, 85e lb.; Cut, 40o lb. 

Wicking, Vi lb. balls, 80c each. 

Wicking, 1-lb. lots, $1.50. 

Cement, per sack . 0.0$ 


AUGER8—Greenlee Carpenters Nut, No. 57. 


Site . Vi % % % 1 lVi 

Each.$1.00 $1.00 $1.15 $1.25 $1.85 $1.05 

Sise . lVi 1% 2 2Vi 8 

Each .$2.00 $2.85 $2.65 $4.00 $8.00 

Greenlee Ship. 

lOthe .8-10 11-12 18 14 15 10 

60 each .$1.60 $1.75 $1.75 $1.85 $1.05 $2.00 

62 each . 1.05 2.00 2.00 2.15 2.20 2.25 

16ths . 17 18 10 20 21 22 

60 each .$2.15 $2.25 $2.80 $2.40 $2.50 $2.50 

62 each . 2.50 2.65 2.60 2.80 8.15 8.15 

16ths . 28 24 25 26 27 28 

60 each .$2.85 $8.00 $8.80 $8.45 $8.75 $4.10 

62 each . 8.50 3.60 8.65 3.75 4.10 4.40 

16tha . 20 30 81 82 

60 each .$4.40 $4.70 $5.00 $5.85 

62 each . 4.70 5.85 5.05 6.25 


AXES—Boys' Handled, Blue Wing, $1.00 each; Pacemaker, 
$1.80. Hunters, 670, $1.50 each; 671, $1.50 each; 673, $1.65 
each. Boy Scout, 655 S, $1.85 each; 655, $1.50 each; 50 8 
(Sheaths), 50c each. Double Bit Unhandled, Dreadnaught, 
3-4, $2.75 each; Dreadnaught. 3Vi-4Vi. $2.75 each; Dread- 
naught, 4-5, $2.75 each. Double Bit Handled, Tuff Temper. 
8-4, $8.00 eaeh; Tuff Temper, 3Vi*4Vi, $8.00 each; Tuff 
Temper, 4-5, 88.25 each. Single Bit Handled, Blue Wing, 
(Continued on Page 167) 
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RETAIL HKTJJiNO PRIOR—Continued. 


Oral Foot Baiba. 

0 .$1.15 

L. 

160 .50 

6 G. ENAMELED WARE— 

Drinkin* Anna . 22A . .2. AA 

Covered Bake Pans. 

1 _... 8 66 

250 .55 

08 ..$ .16 

222 . 2.50 

1 . 1.40 

850 . 66 

00 . . T . t . . . . f ' 15 

2121 . . TTt 1.20 

Bound Bake Pans. 
20 .$ .40 

2 . 1.65 

460 .80 

010 . 20 

2141 . 1.46 

t . 2.00 

flSO . , l 0 A 

ft T T . 1* 

2161 1 76 

4 .2.60 

850 . T , 1 25 

0 _ t . 90 

21ftl 2 AA 

80 .45 

Ooffaa Biffins. 

A | OA 

1050 _ r . . T 1 60 

10 .. T , .. t 20 

2201 . 2 26 

40 .50 

1250 . 1.75 

11 .25 

2221 . 2.75 

60 .55 

ni 'ik 

1501 . 60 

Pieoed Oops. 

20 .$ .15 

Milk Kettles. 

70 .$ .40 

60 .60 

00 . T t t 06 

2501 .70 

Bed or Douche Pans. 
2 .$ 2.00 


n 6 m an 


4501 T - . pa 

25 .20 

71 . .50 

Bed Pans. 

1 .$a.or 

080 . 1.80 

Covered Bneksts. 
6501 .$1.05 

40 .80 

72 . 66 

Straight Oops. 

0 .. 1 $ .20 

6 .25 


040 . 1.46 

060 . 1.60 

Ooffee Boilsrs. 

60 .$ 1.10 

74 .90 

Bread Pans. 

a . 9 m 

8501 ."l.40 

76 . 1.05 


ftl RA 


120 .40 


11 .85 

70 . 1.25 

Rd. Dinnsr Bneksts. 
080 .$1.15 

Miners' Oops. 

50 .$ .40 

Measurinf Cops. 

10 . $.20 


ia . as 

80 . 1.60 

20 . 1.80 

100 .2.50 

84 .70 

an j 06 

18 . .55 

Oblonf Pans. 

08 . $ .85 

040 . 1.25 

51 65 

601 . 1.25 

501 . 1.15 

82 ft8 

04 .40 

701 . 1.40 

508 . 1.85 

After Dinner Oops A 
Saucers. 

10 . T $ 86 

80 T 1 06 

01 .80 

801 .1.66 

508 . 1.50 

64 1 26 

02 .86 

201 .2.10 

Minsrs* Dinnsr 
Bneksts. 

10 .81.60 

56 . T 1.66 

Sponfe Cake Pans. 

000 . 9 95 

1001 .2.75 

Cups h Saucers. 

100 ., $ 86 

Lipped Be»ervfnf 
Kettles. 

14 .$ .80 

IK OK 

Fish Boilsrs. 

218 .$4.00 

220 . 4.50 

Oblonf Stove Pans. 

100 .$ .45 

200 60 

Acms Dinnsr Bneksts 
149 $1 76 

30 . 86 

400 .40 

222 . 5.00 

240 . 2.00 

Onspidors. 

10 .$ .45 

18 .40 

800 .65 

2181 .. 4.25 

840 . 1.60 

20 .60 

825 .75 

2201 ..4.75 

8401 . 1.66 

20 . .55 

22 .55 

850 .85 

Hem Boilers. 

1T0 .91.78 

176 .8.00 

OtsI Dinnsr Bneksts. 

11 9i an 

80 ..,,, r T . ., .66 

24 .60 

400 .96 

Flaring Cocoa Shaped 
Dippers. 

26 .65 

425 . 1.00 

81 . 1.60 

28 .80 

80 .90 

450 . 1.06 

476 . 1.16 

500 . 1.25 

Milk or Bio# Boilsrs 

Oblonf Dinnsr 
Bneksts. 

110 .$1.65 

111 . 1.75 

112 . 1.86 


82 .1.06 

Genuine Ooooa 
Shaped Dippers. 

55 .$ .50 

Cup Dippers. 

9 .$ .25 

10 .80 

84 .1.15 

650 . 1.45 

16 . 1.00 

18 . 1.15 

20 .1.85 

22 .1.50 

86 .1.85 

40 .2.00 

50 .8.00 

T.a Kattlaa. 

80 . 9 .76 

80 __,. Tt fl 0 

8 quare Stove Pans. 

110 .$ .65 

111 .70 

112 .76 

24 .1.75 

»« .9.00 

Aurora Dinnsr 

118 .85 

114 . 1.00 

28 .2.50 

80 . 8.00 

141 .1.00 

161 . 1.10 

181 .1.26 

201 . 1.40 

221 . 1.65 

775 .$1.65 

776 . 1.00 

875 . 1.00 

876 . 2.16 

Ohambora. 

1 .9-60 

Flarinf Dippers. 

010 .$ .25 

Oil .80 

012 .85 

Windsor Dippers. 

40 .90 

50 .1.00 

60 . 1.15 

70 . 1.25 

80 ..1.50 

90 . 1.75 

116 .1.25 

118 .1.40 

Square Jelly Cake 
Pans. 

99 .$ .80 

100 .... 86 

241 . 1.00 

1% .65 

11 n tA 

AftA O OK 

90 .85 

261 . T 2.15 

2 .75 

112 . .85 

090 . 2.50 

Jelly Cake Pans. 

8 . 9 .25 

281 .2.76 

8 .. .86 

114 .40 

160 .1.25 

861 .8.50 

52 .1.05 

62 % . 1.16 

•» . 1.10 

Ohambsr Covers. 

1 .$ .25 

1 % .80 

2 . r T _ .85 

Oblonf Soap Dishes. 

50 .$ .80 

Wall Soap Dishes. 

00 .$ .80 

060 . .20 

Sink Drainers. 

7 .$ .50 

170 . 1.45 

0 .25 

180 . 1.65 

190 .2.00 

10 .80 

68 . .25 

Deep Ladles. 

90 .$ .20 

100 .25 

no on 

58% . 1.85 

54 .1.50 

66 . T , , , r , 200 

8 .40 

70 ... 80 

Oolandsrs. 

1 .$ .60 

Mountain Cake Pans. 
78 .$ .80 

an o ka 

110 .25 

KOI i ik 

2 .60 

120 _ T _ t 00 

70 _ T T . . T r . 80 

KOI 1 Of 

8 .75 

40 .40 

01 . 26 

AA. 0R 

rsi _. 2 86 

104 .60 

Coffee Flasks. 

10 .$ .50 

101 .25 

Oval Dish Pans. 

1 R ftl RA 

681 % 1 50 

205 .60 

111 .80 

541 .. T . T .. t 1 65 

806 .70 

Bound Coffee Flasks. 

11 n e e 8 

121 .85 

1 ft 1 9K 

561 . T 2.16 

1 407 .85 

Soup Ladles. 

90 ft 9A 

92 2 00 

581 .2.76 

Child’s Commodes. 

1 .$ .45 

Covered Oommodss. 

5 .$1.50 

210 .76 

Dish Pans. 

80 .$ .95 

Smls. Bowls. 

0-10 .$ .20 

Pleeed Funnels. 

01 . $ 80 

80. 25 

88 . 20 

100 . 1.00 

12*14 . .25 

08 .., . T 80 

Graduated Measures. 
11 . 9 KA 

140 . 1.15 

18.80 

Odorlsss Oommodss. 

tt 06 

08 . 86 

170 .1.86 

18 . 86 

04 .40 

(No Lip.) 

At 1 0 a tt 

210 . 1.55 

20 .40 

Oombinsts. 

40 .$2.85 

05 .55 

800 . 2.85 

22 .45 

06 . T 65 

Standard Measures. 

01 .$ .25 

02 .80 

400 . 8.60 

24 .., . T 60 

Trait Jar Titian. 

90 . 9 .36 

1A1 OR 

28 .60 

28 .. _ tt T . 70 

Pot Covers. 

1 t 1 R 

141 .1.05 

1 *71 1 9R 

80 .85 

4% ... 15 

Berlin Kettles. 

02 .$ .55 

08 .65 

04 .75 

05 85 

06 .90 

08 . 1.15 

010 . 1.85 

08 .40 

Binsinf Pans. 

08 .$ .85 

010 .95 

012 . 1.00 

014 .1.05 

017 . 1.25 

Lipped Fry Pans. 

so .;.$ .80 

Soup Bowls. 

125 .$ .25 

Wash Bowls. 

26 .$ .85 

28 .40 

80 .45 

5 .15 

8*4 .. .16 

8 18 

04 .50 

05 .65 

06 .95 

6 % . 20 

7 .20 

7% 25 

A 9R 

Jelly Moulds. 

080 .$ .25 

Children's Mugs. 

8 .$ .20 

82 .50 

0 2 / 0 0 

012 . 1 06 

84 .60 

8 % .25 

021 .65 

5 .25 

81 .85 

86 .70 

0 ...... .80 

a I/ on 

081 ..75 

Chamber Pails. 

1 .$1.40 

82 .40 

Covered Bnoksts. 

io $ 86 

1 A 98 

041 .90 

83 .45 


051 . 1.00 

2 . 1.50 

84 .60 

01 40 

1 1 08 

061 . 1.15 

8 . 1.75 

85 .60 

91 U. IK 

11 11 08 

081 . 1.40 

4 . 2.00 

86 .65 

00 60 

19 4 A 

0101 . 1.65 

25 .2.15 

National Fry Pans. 

ip 9 RA 

os .. . an 

19 14 45 

0121 . 1.85 

80 .2.85 

24 .70 

18 .50 

Convex Kettles. 

212 .$1.05 

Water Pails. 

110 .$1.15 

50 .85 

26 .85 

18% .60 

51 .45 

28 . 1.00 

14 .75 

214 . 1.25 

112 . 1.85 

52 .60 

80 . 1.85 

14% .85 

216 . 1.50 

114 . 1.60 

58 .55 

82 . 1.60 

15 . 1.00 

218 . 1.75 

116 . 1.85 

54 .65 
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MTAIL BELLOW PRIOR—Continued. 


m . 70 

SO .7ft 

Muffin Pibi 

406 . .$ .4ft 

40ft . J6 

400 .6ft 

412 .7ft 

Om Oaks Ptu. 

706 .ft .66 

708 .66 

70ft .75 

712 . .85 

Milk Pui. 

00 .$ .20 

0 . JO 

11 . .26 

Aft .2ft 

20 . JO 

80 . 45 

40 .40 

60 .50 

60 .ftft 

80 .65 

100 .70 

120 . .65 

Pudding Fiat. 

50 .ft .25 

100 . .25 

150 . JO 

200 .80 

800 . J6 

400 .40 

600 .50 

600 .56 

800 .66 

1000 .70 

Put Pant. 

1 .ft .50 

2 . J5 

8 .65 

80 .75 

Berlin Baum Pam. 

02 .ft .65 

08 .66 

04 .75 

05 .65 

06 .05 

08 . 1.15 

010 .1J5 

012 . 1.65 

021 .65 

081 .76 

041 .ftO 

051 .1.00 

061 .1.15 

081 . 1.40 

0101 . 1.65 

0121 . 1.85 

Oral. Dbl Baum 
Pam 

I .$1.50 

II . 1.7ft 

Comb. Triple Sanaa 

Pam 

10 .$2.25 

101 .2.50 

Sanaa Pam 

162 .$ .55 

168 .60 

164 .70 


Lipped Stum Pam, 
p ..$ as 

Soup Plates. 

58 .$ J6 

59 . JO 

60 .86 

Coffee Pots. 

.$ .65 

8 .60 

ft .65 

1ft .65 

26 .76 

85 . .86 

4ft .90 

56 . 1.0ft 

31 It .63 

81 .60 

61 .66 

151 .75 

261 . J6 

861 .90 

461 . 1.00 

551 .1.15 

05 .90 

01ft . 1.00 

026 . 1.16 

025 . 1.20 

045 . 1.8ft 

066 . 1.50 

051 . 1.00 

0151 . 1.05 

0251 . 1.15 

0851 1.80 

0451 . 1.40 

0651 . 1.56 

Tot Pots. 

00 $ 60 

1450 1.60 

218 .6.00 

1650 . 1.90 

224 . 7.50 

10 . JO 

I860 . 2.2ft 

286 . 9.00 

19 .to 

Berlin Baum Pots. 

02 .$ .55 

812 .9.00 

14 . J6 

818 .12.00 

1* TT $5 

824 . T . 16.00 

It T T 40 

08 .66 

886 . 18 OO 

20 46 

04 .76 

Bread Raisers. 

10 .$1.75 

14 .2.00 

17 .2.85 

21 .2.75 

101 .2.00 

141 .2.25 

22 56 

06 . 86 

24 . 60 

26 . 6ft 

26 . 80 

80 . 96 

Straight Stum Pam 
250 . $ .55 

06 . 90 

08 . 1.16 

010 . 1.40 

012 . 1.65 

021 . 65 

081 . 75 

041 .00 

171 ..8.76 

SSO .65 

051 . ... 1.00 

061 . 1.15 

211 . 8.25 

450 . JO 

Nesoo Perfect 
Roasters. 

150 . $2.50 

180 . 8.25 

200 . 4.20 

660 . LOO 

081 . U5 

Shallow Stow Pam 

8 .$ .80 

4 . J6 

6 . 40 

0101 . 1.65 

0121 . 1.86 

Convex Stum Pots. 

212 . $1.05 

214 . 1.26 

216 . 1.60 

eift i ex 

6 . 50 

Deop Stow Pam 

14 . ft .86 

Grocers' Booopc. 

2 .$ .40 

8 . 60 

eon e aa 

4 . 56 

16 . 85 

oee q ka 

5 . 66 

18 .40 

4191 1 4A 

20 . 55 

20 . 45 

9111 4 4 A 

80 . 66 

22 . 50 


40 . 85 

Molaoom Pitohoro. 
601 | || 

91ftl 9 AA 

60 . 1.00 

2201 . 2.26 

Flat Skimmers. 

ft .$ .20 

10 . 20 

11 . 25 

Convex Water 
Pitchers. 

401 . $ .60 

my 66 

2221 . 2.75 

Oral Baum Pots. 

2 . $2.00 

8 , t 26 

01 .65 

12 . 26 

408 . 75 

0 . 66 

4 . 2.50 

Spittoons. 

200 . $ .85 

404 . . r R5 

10 . 70 

20 . 2.25 

405 . . T 00 

20 . 80 

80 . 2.60 

800 . i,io 

406 . 1 00 

80 . 85 

40 . 8.75 

Club Spittoons. 

1AA ai CK 

. Water Pitchers. 

5 . $1.00 

10 . 1.15 

40 .ftft 

Straight Baum Pots. 

014 . $ .50 

016 . 65 

60 . 1.05 

001 . 60 

Oil . 65 

01% . 70 

101 . 80 

201 . 85 

Hotel Spittoons. 

160 . $2.60 

Basting Spoons. 

10 ... 77 . .?T7$ .15 
12 . 20 

20 . 1.25 

018 . 70 

0 .. 70 

020 .85 

1 .80 

022 . 1.00 

S OA 

A91 t 9K 

ft 1 AS 

801 . 96 

A9N 1 KA 

14 . .20 

A 1 OA 

401 . 1.05 

ASS 4 AA 

16 . 20 

a O AA 

601 . 1.15 

AftA e OK 

IS . .35 

Pitohoro S Bowie. 
100. 01 66 

1000 . J5 

1010 . 1.00 

f AftA 1 IK 

082 . 2.50 

80 . 1.25 

Steamers. 

7 . $1.15 

200 . 1 75 

1A6A 2 612 

100 . 1.50 

8 . 1.85 

Dinner Plaice. 

1» .$ .25 

20 tT JO 

6 AiA 4 Af% 

120 . 1.75 

ft . 1.50 

1060 . 1.55 

2000 . 1.00 

160 . 2.25 

200 . 2.75 

Tea Steepen. 

2 .$ .50 

31 . 3S 

Pit Plaice. 

07 t CA 

2010 . 1.10 

801 ..••••*•. 1.40 

1001 . 1.75 

1201 . 2.00 

1601 . 2.50 

2 . 65 

2020 . 1.20 

2080 . 1.85 

2040 . 1.45 

AAKA 9 Jl K 

Handy 8trainem. 
140 ---$.15 

28 . 20 

2001 . 8.00 

Gravy Strainers. 

2 . $ .85 

2ft . 2ft 

Fireless Cooker Pots 
420 .$ .85 

Covered Stove Pots. 

706 . $1.25 

707 . 1.50 

80 . JO 

81 . 85 

89 . 25 

40 . 80 

41 _ T .. T 16 

Jelly Strainers. 

20 . $ JO 

620 . 1.15 

708 . 2.00 

Oake Turnon. 

18 . $ .15 

820 . 1.40 

70ft . 2.60 

1420 . 1.25 

7061 . 1.50 

Lebanon Pie Plates. 
47 .$ .25 

11 9A 

1620 . 1.60 

7071 . 1.75 

Female Urinals. 

1 . $2.00 

1820 . 1.00 

7081 . 2.26 

46 . 26 

450 .. ,1 15 

7001 . 2 7ft 

4ft . 80 

650 . 1.55 

Soup Stock Poto. 

212 ...24.60 

Male Urinals. 

2 . $1.85 

50 . AO 

RAO .. 1.16 



(Continued from Page 165) 

8-4. $2.75 each; Blue Wing, 8%-4%, $2.75 each; Blue Wing. 
4-5, $2.75 each; Dreadnaught, 8-4; $2.50 each; Dreadnought, 
8%-4%, $2.50 each; Dreadnaught, 4-5, $2.50 each; Blue¬ 
bird, 8*4, $2.50 each; Bluebird, 3%-4%, $2.50 each; Blue¬ 
bird, 4-5, $2.50 each; Paceamker, 8-4; $2.65 each; Pace¬ 
maker, 8%-4%, $2.65 each; Pacemaker, 4-5, $2.65 each; Tuff 
Tamper, 8-4, $2.50 each; Tuff Temper, 8%-4%, $2.50 each; 
Tuff Temper, 4-5, $2.50 each; Quaker Oity, 8-4, $2.50 each; 
Quaker City, 8%~4%, $2.50 each; Quaker City, 4-5, $2.50 
each; Old Forge, 3-4, $2.25 each; Old Forge, 3% *4%, $2.25 
each; Old Forge, 4-5, $2.25 each; Freighters, 3-F, $2.25 each. 

BABBITT—Frictionleaa, 35c lb.; Magnolia, 40c lb.; No. 4, 25c 
lb.; No. 1, 30c lb.; No. A, $1.15 lb.; Challenge, $1.10 lb.; 
Special Motor, 90c lb.; Excelsior, 30c lb.; Acme, 65c lb.; 
XXXX Nickeled, $1.10 lb. 

BARS—Crow, Pinch Point No. 10, 15o lb.; Wedge No. 15. 
15c lb.; Lining No. 30, 15c lb.; Digging No. 530. 25c lb.; 
Tamping No. 25, 15c lb.; Claw No. 20, 18c lb. Ripping or 
Wrecking, Goose Neck No. 8657—% x 18, 50e each; Goose 
Neck No. 3659—% x 24, 75c each; Goose Neck No. 3662— 
% x 24, 90c each. 

BATTERIES DRT CELL—Columbia, No. 6, 45c each; No. 6-Sf, 
45c each; No. 16, $1.40 each. Red Devil or Red Label, No. 
6-D, 45c each. Hot Shot Multiple, No. 1562, $2.85 each; 
No. 1662, $3.15 each. Ever Ready same price as Columbia. 


BIBBS—Compression— 

Plain 1112—% inch Rough, 90c each; % inch, $1.15 each; 
% inch, $1.50 each; 1 inch, $2.75 each. 

112— Vi inch Finished, $1.00 each; % inch, $1.25 each; 
% inch, $1.60 each; 1 inch, $3.00 each. 

0112—% inch Nickel-plated, $1.15 each; % inch, $1.85 
each; % inch, $1.85 each; 1 inch, $3.25. 

Hose 1113—% inch Rough, $1.00 each.. % inch, $1.25 
each; % inch, $1.65 each; 1 inch, $2.75 each; 1% inch, 
$5.50 each; 1ft inch, $7.25 each. 

113— % inch Finished, $1.15 each; % inch, $1.35 each; 
\ inch. $1.85 each; 1 inch, $3.25 each. 

0113—% inch Nickel-plated, $1.35 each; % inch, $1.50 
each; % inch, $2.00 each. 


[To—Auger 
Size 16ths. 

8 

4-8 

9-10 

10-12 

13-14 

14-16 

18 

20 

31—List. 
Doz.. .. 

6.00 

5.00 

6.00 

7.00 

8.25 

9.50 

12.00 

14.00 

81—Sell. 
Each... 

.45 

.40 

.45 

.50 

.75 

.90 

1.10 

1.20 

100—List. 
Dos.... 

6.00 

5.00 

6.00 

7.00 

8.25 

9.50 

12.00 

14.00 

100—Sell. 
Each... 

.45 

.40 

.45 

.50 

.75 

.90 

1.10 

1.20 

101—List. 
Dos.. . . 


5.00 

6.00 

7.00 

8.25 




101—Sell. 
Each. .. 


.40 

.45 

.50 

.75 
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HARDWARE WORLD—PLUMBING AND HEATING, 

RETAIL SELLING PRICE—Continued. 


4.00 4.60 6.00 6.50 


8 ise 16th«. 8 4*6 7 8 

85— LUt. 

Dos.... 4.50 

86 — 8611 . 

Bach... .80 .25 .80 .85 .40 

Site 16ths.16-16 17-18 

85—List. 

Dos. 0.00 10.50 12.00 18.50 

85—Sell 

Bach...75 .70 

8 isa 16thSi 4-6 7 8 9 10 

47—LUL 

Dos.... 9.00 10.00 11.25 12.50 18.75 
47—Soil 

Each... .45 .65 .75 .90 .95 _ 

8 iso 16ths. 14 

47—List. 

Dos. 

47—8cll. 

Each . 

Sis# 16tha. 5-8 9 10 11 12 

58—List. 

Dos. ...11.25 12.60 18.75 15.60 16.25 
68 —Sail. 

Each... 1.85 1.60 1.65 1.80 1.90 „„ _ _ 

Solid Center, in 8eta—111%, $1.60 set; 15, $8.66 set; 26, 
$5.40 set; 35, $7.90 set; 85 0. $5.00 set. 

Irwin, in Sets—58, $4.00 set; 55, $4.75 set; 55 C, $5.00 set. 
Russell Jennings, In Sets—4520%, $4.90 set; 4532ft, 
4582% 0, $8.25 set; 4720)6, $5.10 set. 

BELL8—Kentucky Cow—No. 0, $1.00 eaeh; No. 1, 85c each; 
No. 2, 75c each; No. 3, 55c each; No. 4, 45c each; No. 5, 
85c each; No. 6, 80c each; No. 7, 25c each. 

BELLS—2)6-inch. Nonpareil, 60c each; 3-inch. Nonpareil, 70c 
each. 


10 

11-12 

18-14 

6.00 

7.00 

8.00 

.45 

.50 

.60 

20 

22 

84 

12.00 

18.50 

15.00 

.85 

.95 

1.00 

11 

12 

18 

15.00 

16.25 

17.50 

1.00 

1.10 

1.15 

. 14 

16 

16 

.19.00 

20.50 

22.00 

. 1.20 

1.80 

1.40 

13 

14 

15 

17.50 

19.00 

20.50 

1.95 

2.85 

2.45 


BBVEL8—81lding 

T—No 

18: 

6-in* 75c 8-in.. 

90s; 

10-in., 

$1.00. No. 25: 

6-In.. 

50c; 8-in.. 65e 

10-in., 

60c; 

12-ln., 

65e; 14-in., 75c. 






BLOCKS—Wood Tackle. 







Com. 

Com. 

Cbm. 

Pat. 

Pat. 

Pat. 

8-inch . 

Snarl. 
$ .80 

Dbl. 

$1.45 

Triple 

$1.90 

BagL Dbl. 
$1.20 $2.20 

Trpl. 

$8.20 

4-inch . 

.95 

1.75 

2.85 

1.80 

2.50 

8.60 

6-inch . 

1.00 

1.90 

2.50 

1.40 

2.80 

3.85 

6-inch . 

1.20 

2.20 

3.20 

1.65 

8.15 

4.85 

7-inch . 

1.45 

2.65 

3.85 

1.65 

8.65 

5.50 

8-inoh . 

1.80 

8.10 

4.65 

2.50 

4.50 

6.60 

10-ineh . 

3.00 

4.90 

6.85 

8.85 

6.60 

9.85 

12-inch . 

4.85 

8.25 

11.70 

5.80 10.00 

14.50 

BLOCKS—8teel Tackle 






8ise 




81ngle 


Double 

8-inch . 




. ..$ .90 


$1.50 

4-inoh . 




... 1.00 


1.85 

5-inch . 




i.io 


2.00 


6-inch . 1.25 2.25 

8-inch . 1.85 8.25 

10-inch . 8.00 5.00 

BLOCKS—Wood Snatch. 

6-inch .$8.00 

8-inch . 4.85 

10-ineh . 6.85 

12-inch . 7.50 

BLOWERS—No. 400 Champion, $86.00; No. 40 Lancaster, 
$20.00; Royal. 680.00. 

BOARD8, IRONING— 

With Table—No. 2, Plain, $2.00 eaeh; No. 14, Holdfast, 
$2.00 each; No. 10, Springer, 60x16 in. slecTe board. 
$8.00 each; No. 20, Springer, 54x18 in. sleeve board, 
$2.75 eaeh; No. 80, 8pringer, 54x18 in., no sleeve board, 

$2.25 each; No. 40, Springer, 50x12 in., no sleeve board, 

$2.00 each. 

Without Table (Skirt Boards)—4 foot, 75o each; 5 foot, 
$1.00 each: 5)6 foot, $1.25 eaeh; 6 foot, $1.50 each. 
BOARDS, 6TOVE— 

Paper Lined—No. 45—18x18, 80c each; 24x24, 90e each; 
26x26, $1.00 each; 28x28, $1.15 each; 80x80, $1.85 each; 
82x82, $1.76 each; 86x86, $2.00 each. No. 125—24x86, 
$1.50 eaoh; 26x80, $1.60 each; 28x84, $1.75 each; 80x86, 
$2.00 eaoh; 82x42, $2.50 each. No. 200—18x18, 85e 
each; 24x24, $1.00 each; 26x26, $1.15 each: 28x28, 
$1.25 each; 80x80, $1.50 each; 82x82, $1.75 each; 
86x36, $2.25 each. 

Wood Lined—No. 80—24x24, $1.50 each: 26x26. $1.75 
each; 28x28, $2.00 each; 80x30, $2.40 each; 88x88, $8.00 
each; 86x86, $8.50 eaoh. No. 90—24x86, $2.00 each; 
26x32, $2.00 each; 28x34, $2.50 each; 30x88, $8.00 
each; 82x42. $8.50 each. 

For future delivery, D%% from above prices. 

BOARDS, WASH—Toy No 815, 20c eaeh; Single Zlne No. 820, 
40c each; 980, 50c each; 988, 45c each; rouble Zinc No. 
934. 80c each; Brass No. 801, 90c each; joins Enamel No. 
964. 75c each; Glass No. 968, 60c each. 

BOLTS— 

Carriage— Contractors. Retail, by dos. 

Small .Pine 10% Plus 50% 

Large .Plus 25% Plus 60% 

Machine- 

Small .Plus 10% Pine 50% 

Large .Plus 25% Plus 50% 

8tove Bolts, 80% off List. 

8tud .Plus 80% Plus 50% 


BOLTS— 


Common Carriage—8-16 A % -in. 5-16-in. %-in. ^6-in. 


1-1% 




Dos. 

.20 

100 

1.00 

Dos. 

.25 

100 

1.40 

Dos. 

.30 

100 Dos. 
1.90 .55 

100 

8.72 

2 




.20 

1.10 

.25 

1.52 

.30 

2.06 

.65 

8.72 

2% 




.20 

1.20 

.80 

1.64 

.35 

2.22 

.60 

8.87 

8 




.20 

1.80 

.80 

1.76 

.85 

2.88 .60 

4.02 

8% 




.25 

1.40 

.80 

1.88 

.40 

2.54 

.65 

4.85 

4 




.25 

1.50 

.80 

2.00 

.40 

2.70 

.70 

4.67 

4% 




.25 

1.60 

.35 

2.12 

.45 

2.86 

.75 

5.00 

5 




.25 

1.70 

.35 

2.24 

.45 

8.02 

.80 

5.30 

5% 




.80 

1.80 

.40 

2.36 

.50 

8.18 

.85 

5.62 

6 




.30 

1.90 

.40 

2.48 

.50 

8.84 

.85 

5.94 

6% 




.85 

2.15 

.45 

2.80 

.65 

8.72 

.90 

6.26 

7 




.35 

2.40 

.46 

8.11 

.60 

4.10 

.95 

6.59 

7% 




.40 

2.75 

.50 

8.24 

.65 

4.82 1.00 

6.90 

8 




.40 

8.05 

.50 

3.37 

.65 

4.54 1.05 

7.20 

8% 




,, 

,, 

.55 

3.51 

.70 

4.72 1.10 

7.37 

9 




, , 

, # 

.55 

8.65 

.75 

4.90 1.15 

7.54 

9% 





,, 

.60 

8.79 

.80 

6.08 1.20 

8.02 

10 




. . 

. . 

.60 

3.92 

.80 

6.27 1.25 

8.50 


BOLTS— 

Machine Square Head and Nut— 



%-in. 

5-16-in. 

%-ln. 

7-16-in. 


Dos. 100 

Dos. 100 

Dos. 100 

Dos. 100 

1-1%.. 

.25 1.70 

.80 2.00 

.35 2.40 

.40 2.86 


%-in. 

%-in. 

%-in. 

- 


.60 8.68 

.80 5.89 

1.20 7.85 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

2. 

.25 1.78 

.80 2.12 

.85 2.56 

.45 8.06 



%-ln. 

%-in. 

%-in. 



.65 8.78 

.85 5.69 

1.80 8.42 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

2%... 

.80 1.86 

.85 2.24 

.40 2.72 

.60 8.27 


%-in 

%-in. 

%-in. 



.70 4.10 

.90 5.89 

1.40 8.99 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

8. 

.80 1.94 

.85 2.86 

.40 2.88 

.55 8.47 



%-in. 

%-in. 

%-in. 



.70 4.47 

.95 6.08 

1.45 9.55 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

3%.... 

.80 2.02 

.40 2.48 

.45 8.04 

.55 8.67 


%-in. 

%-ln. 

%-in. 



.75 4,73 

1.05 6.66 

1.55 10.10 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

4. 

.80 2.10 

.40 2.60 

.45 8.20 

.60 8.88 



%-in. 

%-in. 

%-in. 



.80 5.00 

1.10 7.24 

1.60 10,66 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

4%.... 

.35 2.20 

.45 2.75 

.50 8.40 

.65 4.08 


%-in. 

%-in. 

%-in. 



.85 5.26 

1.15 7.62 

1.70 11.22 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

5. 

.85 2.80 

.45 2.90 

.50 8.59 

.70 .428 



%-in. 

%-in. 

%-ln. 



.85 5.58 

1.20 8.01 

1.80 11.78 


%-in. 

5-16-in. 

%-in. 

„ 7-16-ln. 

5%.... 

.40 2.89 

.50 8.02 

.55 8.75 

.70 4.49 


%-in. 

%-in. 

%-in. 



.90 5.80 

1.25 8.40 

1.90 12.84 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

6. 

.40 2.47 

.50 8.14 

.60 8.91 

.75 4.70 

%-in. 

%-in. 

%-ln. 



.95 6.06 

1.80 8.79 

1.95 12.90 


%-in. 

5-16-in. 

%-in. 

7-16-in. 

6%.... 


.55 8.27 

.65 4.07 

.80 4.90 


%-in. 

%-in. 

%-in. 



1.00 6.88 

1.40 9.17 

2.10 18.46 


%-in. 

5-16-in. 

%-ln. 

7-16-ln. 

7. 

. 

.55 8.89 

.65 4.24 

.85 5.10 



%-in. 

%-ln. 

%-ln. 



1.00 6.59 

1.45 9.56 

2.20 14.03 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

8. 

. 

.60 3.68 

.70 4.59 

.90 5.51 



%-in. 

%-in. 

%-ln. 



1.10 7.12 

1.60 10.84 

2.85 15.15 


%-in. 

5-16-in. 

%-in. 

7-16-ln. 

9. 



.75 4.90 

... .... 



*% -in.* 

%-in. 

%-in. 



1.15 7.65 

1.75 11.12 

2.50 16.27 

10. 

%-in. 

5-16-in. 

%-ln. 

.80 5.22 

7-16-in. 


* * % -in. 

%-in. 

%-in:"' 



1.20 8.18 

1.85 11.89 

2.65 17.40 

11. 

%-in. 

5-16-in. 

%-in. 

.85 5.55 

7-16-in. 


“‘%-in.’” 

%-in. 

%-ln."’ 



1.80 8.71 

1.95 12.67 

2.80 18.51 

12. 

%-in. 

5-16-in. 

%-in. 

.90 5.87 

7-16-in. 


% -in. V 

%-in. 

%-in:*** 



1.40 9.24 

2.05 18.44 

8.00 19.68 

13 . .. . 


.1.50 9.77 

2,20 14.22 

2.80 15.00 

8.20 20.75 

14 . 


.1.60 10.80 

8.40 21.88 

15 . 


.1.70 10.83 

2.40 15.77 

8.60 28.00 

16 _ 


.1.75 11.86 

2.50 16.54 

8.80 24.12 
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BOTTIJBfr—V ecu urn« 

10 . 

lOq . 

11 . 

fflfc-::::::::::::::::::::::::: 

15 . 

«*?.:::::::::::::::::::::::::: 

. 

Filler*—Thermos and Universal. 

tt Pint. 

1 Pint . 

1 Quart. 

Lunch Kits— 

801 4k 805.. 

808 4k 806. 

808 4k 807. 

804 4k 808. 

BRACKETS—Shell— 


Thermo*. 
..$1.76 
.. 8.76 
.. 2.00 
.. 8.86 
.. 8.85 
.. 8.50 
.. 2.75 
.. 8.00 
.. 4.50 
.. 8.86 
.. 5.00 


Universal. 
61 $1.75 

2.75 


2.00 

8.25 

2.25 

8.50 

8.00 

4.50 

8.26 
5.00 


.$1.85 

. 1.50 

. 2.50 

Thermo*. Universal. 
...$8.00 810 $8.25 

... 8.26 410 8.50 

... 8.50 610 8.75 

... 4.25 


Japanned— 

8* 4 . 

Pair 

...$ .80 

B. J 

8x 4 
4x 5 
5x 7 
6x 8 
7x $ 
8x10 
10x12 
12x14 
N.P. 

911 

P.— 


Pair 
,$ .85 

4x 5 . 

... * .26 



’ " ,40 

8z 7 . 




, ,50 

6* S . 

... .40 



.66 

7* 9 . 

... .45 



. .75 

8x10 . 

... .50 



$6 

10x18 . 

... .65 



, i oo 

18x14 . 

... 1.66 

* ’ 


. 1 25 

16x18 . 

... 2.85 

8 O.O. 

$28 


is B.P. 

956 

BRACES— 

811 

945 

6 . 


$2.85 

2.85 

8.00 

8.25 

8.76 

$2.25 

2.26 

2.50 

8.00 

8.25 



8 . 

10 . 

.S AO 

$L75 

2.00 

$*.85 

1.00 

18 . 

.ft T5 

14 . 

.4.25 

16 . 

.4.60 



8 . 


998 

8.00 

4.15 

921 

8.00 

8.25 

8.50 

8010 

$8.25 

955 


10 . 


1.50 

1.65 

8012 

$8.50 


18 . 



PSAW. 


8008 

.$8.00 

$014 

$2.75 

BOXES—Mitre— 



Goodell— 

285 .. 

805 . 

Each 
...$17.25 
... 17.75 

Stanley— 
50* . 

946 _ 


Each 
.$ 8.50 
. 18 00 

806 .. 

... 20.00 

858 . 



. 20.00 


Langdon— 

72 .$17.75 

78 . 18.50 

74 . 20.50 

75 .21.00 

BRADS—Wir*. 


460 . 25.00 

Star- 

40 .$ 8.25 

41 . 8.75 

8tearn's Perfection— 

20 ....$ 8.25 


% A % inch .. 
% to 1H inch 
1* to 2 inch .. 


Bulk per lb. *Ib,pkgs. Rlb.pkgs. 

-$ .80 $ .15 $ .10 

.20 .16 .10 

.15 .16 .10 

BRASS—Sheet—Soft, per lb., 90e; Half Hard, 85e; Sign, 80e; 
Spring, $1.10. 

BREAD MAKERS—Universal—No. 2. each. 88.25: No. 4. 

$8.50; No. 8, $8.50. 

BRIOHT WIRE GOODS— 

Gate Hooks and 


40.... 

1040 

BROOMS— 


Dos. 

Dos. 


1* 

2 

2* 

8 

8* 

4 

6 

.20 

.25 

.80 

.85 

.40 

.50 

.80 

.80 

1.00 

1.15 

1.50 

1.85 

2.00 

8.50 


Honsehold 


No. or Brand 

0 Toy . 

00 Toy . 

Altec . 

Cortes . 

Eaeh 

. 1.00 

. 1.10 

No. or Brand 

Pima. 

Navajo. 

Warehouse. 

10 .. 

Verde . 

.1.25 

229 . 

Union . 

. 1.15 

280 . 

Apache . 

. 1.25 



Push or 

Street 

114 B . 

. 1.25 

252 . 

116 B . 

. 1.40 

258 ... 

120 . 

.75 

254 . .. 

121 . 

.80 

256 . 

122 . 

.90 

258 . 

123 . 

. 1 40 

260 _ 

[RUSHES— 

Casting 

No. or Brand 

2 . 

Each 
.$ .45 

No. or Brand 

7 . 

3 . 

.50 

10 . 

5* . 

.50 

15 __ 

15 . 

Counter or Dusting 


17 


.80 


Each 


1.20 

.65 

.90 


1.85 

1.45 

1.65 

.85 

1.80 

1.40 


Each 

$ .55 
.80 
.55 

.90 

V55 


12 

14 

16 

112 

114 

116 

214 

216 

218 


Daisy. 

Collie .... 
Hound ... 
Mastiff . . 
Pointer . . 
Spaniel 
St. Bernard 


240 


1 

2 

8 


151, 2 ft 
151, 8 
151, 8* 
151, 4 
155, 8 
155, 8* 
155, 4 
155, 4* 
159, 2% 
159, 8 

401 


Floor or Garage 


.85 

220 . 

. 2.15 

1.10 

224 . 

. 2.70 

1.35 

812 . 

. 1.20 

1.40 

314 . 

. 1.40 

1.65 

316 . 


1.80 

614 . 


1.20 

616 . 

. 4.50 

1.65 

618 . 

. 5.25 

1.90 



land or 

Nail 


.05 

Windsor . 


Horse 


.85 

Shoo Fly.. 


.50 

Wolf . 

.60 

.60 

72 . 

.80 

.40 

78 . 


.85 

78 P . 

.45 

1.00 

800 .. 


Kalsomine 


4.75 

810 . 

. 1.60 


Marking 

10 4 . 

.15 

.10 

6 . 


.10 

6 . 

.15 

Paint 


.25 

159. 3M . 


.85 

159, 4 . 


.45 

165, a . 

.90 

.60 

165, 8* . 

. 1.25 

.40 

165, 4 . 

165, 4* . 

. 1.50 

.60 


.80 

228, 8* . 


.90 

228, 4 . 

. 1.75 

.50 

.60 

228, 4* . 

.2.26 

Roofing 


L.25 

404 . 

. 1.50 


Sash 


20, 2 . 

.15 

20, 6 . 

..90 

20, 4 . 

.15 

20, 8 .. 

.95 


Scrub 


Alligator . 

.85 

Monitor .. 

..40 

Bird. 


Mouse . 


Boston. 

.25 

Rat. 


Oat . 

.25 

501 .. 

.20 

Cruiser . 

.25 

510 . 

..25 

Duck . 

.20 

612 . 

..20 

Gem . 

.15 

601 . 

..25 

Goose . 

..... .25 

604 . 

.50 

Hub . 





Shoe 


00 . 

..... .20 

22 . 

.95 

2 . 

.15 

88 . 

.85 

14 . 

.30 

214 . 

.75 


21 .20 608 .50 

Sink 


Meric . 

.15 

1 Pot *01. 

.05 

oif 

124 . 

8having 

.60 849 . 

.85 

125 . 

.75 

350 . 

.85 

126 . 

.85 

357 . 

.90 

221 . 

.90 

371 . 

.1.00 

222 . 

. 1.25 

491 . 

.75 

250 . 

.40 

492 . 

.85 

252 . 

. 2.75 

493 .. . .. 


260 . 

. 2 00 

500 . 

.45 

275 . 

.25 

2781 . 



810 .85 6870 .75 

Stencil 


408, 4 . 

... .20 

408, 8 . 

... .40 

408i 6 . 

... .25 

408, 10 . 

... .50 


Window 


00 . 

... .75 

1512, Squeegee ... 

.. . .35 

3 . 

. . . .60 

1514, Squeegee . .. 

.. . .40 

7 . 

... .85 

1516; Squeegee ... 

.. . .75 

1510, Squeegee . .. 

... .30 



BUCKETS— 




Common Galv. 

Each 

Stock— 

Eaoh 

8. 

...$ .40 

14. 

_$ .90 

10 . 

... .50 

16 .. 

.... 1.00 

12 . 

. 1 ^ .60 

18. 

.... 1.16 

14. 

... .65 

20 . 

.... 1.25 

16 . 

... .75 

Well Galv. 

Eaoh 

Garbage Galv. 

Each 

10 Qt. 

_$ .85 

00 . 

.. .$1.60 

12 Qt. 

.... 1.00 

09. 

... 1.85 

Wood- 

Each 

08 . 

... 2.25 

Short ear. 

-$ .85 


Strap ear.90 


0ANS—Garbage—15, $8.50; 16, $4.00; 18, $4.50; 20, $5.00. 
Oil, Galv., aise 1 Gal., each, 50e; sise 2 Gal., 85e; 5 Gal 
with faucet, $1.50; 5 Gal. with spout, $1.25. 
OANTHOOKS—Maple Handle 2*x4ft. eaoh. $2.85. 

CAPS—Roofing. Per lb., 20c. 

CARBORUNDUM—Grain, per lb., bulk, 50c. 
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RETAIL SELLING PRICES—Continued. 


CATCHES— 

No. or Brand 

024 . 

829, R, BA, E 
4002, “ 

4002, 

4112, R feA, Ha 


, R EA, HA_ 

, SR, SHA, KF, E 


10 

12 


Cupboard 

Each No. or Brand 

$ .10 4112, SR SHA, KF, E 

.06 8002, EA, SHA, E... 

.10 9400, R EA. 

.10 9400, SHA, E. 

.10 

Elbow 

.05 15 . 

.10 18 . 

Forgs 

.05 12 F . 


86 F 

11 F .10 

French Window 

2108 .10 4102, SR SHA, KF, E 

4102, R, EA, HA.15 

Friction Cabinet 

01820%, EA.16 01820%, SHA, E_ 

Screen 

21 .20 R 25 . 

J 25 .20 E 25 . 

Show Caae 

1 .25 24 . 

Transom 

8278% 85 

4488, R EA, KF.25 

4488, SHA, E.25 

4488%, R EA, KF. .. .25 

4483%. SHA. E.25 

4483%, R EA .25 

4488%, SHA, KF.80 

4442, R, EA.25 

4442, SHA, KF, E.25 

4442%, R EA.25 

CHAIN8— Tin 


Each 

.10 

.25 

.05 

.05 


.15 

.05 


.20 


.15 


.20 


.20 

.25 


.45 


4442%, SH, KF, E... .25 

4633, R EA.50 

4633, SHA, KF, E.60 

8433, EA .75 

8433, E. .75 

8433%, EA.75 

8433%, SHA, E.75 

8442%, EA.65 

8442%, SHA, E.65 


-Weeds' 


Size 

Pair 

Size 

Pair 

2} 

1x28 . 


4%x30 . 


%% 

2x80 . 

. 8.75 

4%x32 . 

. 7.00 

8 

”x28 . 


4%x83 . 


8 

x30 . 


4* 

4x84 . 


3 

x82 . 

. 5.00 

4V 

4x35 .... . 

. 8.00 

3 

x84 . 

. 5.50 

4? 

4x86 . 

. 8.50 

3 

x36 ..... 


4%x87 . 


3%x28 . 


4%x88 _ 


8} 

4x30 . 


4%x40 . 


3 V 

4*82 . 

. 5.50 

5 

x84 . 


8 V 

4x84 . 


5 

x85 . 


3} 

4x86 . . . . . 


5 

x36 . 



x30 . 

. 5.50 

5 

x37 . 



x81 . 


5 

x38 . 

.10.50 


x32 . 


5 

x89 . 

.11.25 


x33 . 


5 

x40 . 



x34 . 


5%x36 . 



x35 . 


5 % x37 . 



x86 . 


5 %x88 . 



x37 . 

. 8.00 

6 

x38 . 



x40 . 


6 

x40 . 



CHAIN—Germain Straight Link (coil)— 

6-0, 15c ft.; 5-0, 12 %c ft.; 4-0, 10c ft.; 3 0, 8c ft.; 2-0, 
7%c ft.; 0, 7c ft.; 1, 6c ft.; 2, 5c ft. 

Norway Straight Link (coil)—%, 20c lb.; %, 20c lb.; %, 
18c lb. 

Passing Link (coil)—4-0, 12c ft., 3-0, 11c lb.; 2-0, 10c lb. 

Coil Proof Straight Link—3-16 Black, 25c lb.; %, 22c lb.; 
5-16, 20c lb.; %. 20c lb.; 7-16, 18c lb.; %, 16c lb.; %, 
15c lb.; %, 15c lb. 

Proof Twisted Link (coil)—8-16 black, 25c lb.; %, 22c 
lb.; 5-16, 20c lb.; %, 20c lb.; 7-16, 18c lb. 

Coil B. B. Proof Straight Link—5-16, 25c lb.; %, 22c lb.; 
%, 20c lb.: %, 18c lb.; %, 18c lb. 

Twisted Machine Coppered (coil)— 4-0, 16c ft; 3-0, 16c 
ft.; 2-0, 15c ft.; 0, 14c ft. 

Jack—20 Iron, 10c yd.; 18 Iron, 10c yd.; 16 Iron, 10c 
yd.; 14 Iron, 10c yd.; 12 Iron, 10c yd.; 10 Iron, 12*c 
yd.; 8 Iron, 15c yd. ; 120 brass, 10c yd.; 118 brass, 15c 
yd.; 116 brass, 15c yd.; 114 brass, 20e yd.; 118 brass, 
25c yd.; 112 brass, 80c yd.; 110 brass, 45c yd. 

Safety Brass and Nickel Plated—00 * N00, 20c yd.; 0-N0, 
25c yd.; 1-N1, 30c yd.; 2-N2, 35c yd; 8, 40c yd. 

Sash—01 Copper Plated, 3c ft.; 02 Copper Plated, 4c ft.; 
XXXX Copper Plated, 20c ft.; 02P Steel Plain, 2%e ft; 
10 Cable, 25c ft.; 56 Universal, 5c ft. 

Sash Chain Fasteners—12, Set U„ 15c set; 100, Set CB, 
25c set. 


CHALK—Carpenters, per piece, 2%e. School Crayon, per 
gross 50c; 6 for 5c. 

CHALK LINE—Yellow, per 100 ft. hank, 15c. Braided 
White, 20-ft. hanks, size 120, each 6c; else 220, 5e: size 
820, 5c. 50-ft. bar , size 150, each lOo; size 250, each 

10c; size 850, esch 10c. 

CHECKS—Door—All Makes, Liquid Checks—All, $4.25; 
B-12, $5.50; 0-18, $6.30; D-14, $7.85; E-15, $10.50. For 
hold open arm, add 75c each. 

CHISELS (CARPENTERS)—Buck Bros., 8ocket Firmer, No. 
88, %-inch plain, 55c esch; %-inch, 60e each; %-ineh, 65c 
each; %-inch, 70c each; %-inch, 75c each; %-inch, 80c 
each; %-inch, 85c each; 1-inch, 90c each; 1 %-inch, $1.00 
each; 1 %-inch, $1.15 each; 1 %-inch, $1.25 each; 2-inch, 


$1.85 each. No. 86, %-inch beveled, 75c each; %-inch, 75e 
each; %-inch, 80c each; %-inch, 85o each; %-inch, 90c 
each; %-inch, 95e each; %-inch. $1.00 each; 1-inch. $1.10 
each; 1 %-ineh. $1.20 each; 1%-inch, $1.85 each; 1 %-ineh, 
$1.50 each; 2-ineh, $1.75 each. 

Buck Bros., Socket Framing, No. 56, %-inch, 80e each; %- 
inch, 85c each; %-inch, 90c each; %-inch, 95e each; %- 
inch, $1.00 each; %-inch, $1.05 each; 1-inch, $1.10 each; 
1%-inch, $1.25 each; 1%-inch, $1.40 each; 1%-inch, $1.50 
each; 2-inch, $1.65 each. 

Buck Bros., Tanged Butt. No. 4, 1%-inch, $1.25 each; 1%- 
inch, $1.30 each; 1%-inch, $1.75 each; 2-ineh, $1.90 each. 
Buck Bros., Tanged Turning, No. 21, %-inch, 45o each; %• 
inch, 50c each; %-inch, 55c each; %-inch, 60o each; %• 
inch, 70c each; %-inch, 75c each; %-inch, 80c each; 1-inch, 
90c each; 1%-inch, $1.00 each; 1%-inch, $1.80 each; 1%- 
inch, $1.60 each; 2-inch, $1.80 each. 

Everlasting, Pocket, No. 40E, %-inch, 80c each; %-inch, 85c 
each; %-inch, 90c each; %-inch, 95c each; %-inch, 95c 
each; %-inch, $1.00 each; %-inch, $1.10 each; 1-inch, $1.15 
each; 1%-inch. $1.20 each; 1%-inch, $1.80 each; 1 %-ineh, 

S I.40 each; 2-inch. $1.60 each. 

ape, No. 150 (50), %-inch. 25c each: 8-16 inch, 25c each; 
%-inch, 35c each; 5-16 inch, 85c each; %-inch, 85e each; 
%-inch, 40c each; %-ineh, 40c each; %-inch, 60e each. 
Diamond Point, No. 55 (155), %-inch, 85c each; 6-16 inch, 
85c each; %-inch, 40e eaeh: %-inch, 50e each. 

Regular or Common Taper, No. 40, %-ineh, lOo each; 5-16 
inch, 10c each: %-inch, 15c each; %-ineh, 15e each; %-inch, 
20c each; %-inch, 30o each; %-inch, 40c each; 1-inch, 50c 
each. 

Chrome Nickel Black, No. 46 H (145), %-inch, 15c each; 

5-16 inch, 20c each: %-inch, 20e .each; %-inch, 25c each; 

%-inch, 30c each; %-inch, 40c each; %-inch, 55c each; 1- 
inch, 70c each. 

Chrome Nickel Polished. No. 56 H (607), %-inch, 20c each; 

5-16 inch, 20c each: %-inch, 25o each; %-inch, 80c each; 

%-inch, 40c each; %-inch, 50c each; %-inch, 65e each; 1- 
inch, 85© each. 


CHOPPERS—Meat and Food— 

Universal— Enterprise— 

0 .$1.50 5 $2.50 

1 . 1.85 10. 4.25 

2 . 2.25 501 1.25 

8 . 8.00 602 1.50 


CHURNS—Barrel, No. 0, $5.40 each; 1, $6.10 each; 2, $6.85 
each; 3, $7.65 each; 4, $9.80 each; 5, $11.50 each. 

Glass, Dasey (Churns), No. 10, $1.50; 20, $2.00; 80, $2.85; 
40, $3.20. Glass, Dasey (Jars), No. 10, 45o; 20, 80e; 80, 
$1.05; 40, $1.30. 

Tin, without Dasher, 1%-gallon, $1.50 eaeh; 2-gallon, $1.55 
each; 8-gallon, $1.60 each; 4-gallon, $1.75 each; 5-gallon, 
$1.85 each. 

Dashers Only, No. 40, 15o each. 

CLAMPS—Carriage Makers, No. 12 (plain), 45c each; 18, 50c 
each; 14, 50c each; 15, 75c each; 16, 95o each; 17, $1.30 
each; 18, $1.55 each; 20, $2.10 each; 22, $2.45 each; 60 
(Adj.), 75c each; 61, $1.00 each; 62, $1.65 each; 68, $2.00 
each; 64, $2.65 each; 65, $8.50 each. 

Quilt Frame, No. 1, 10c each; 3, 15c each; 82, 10c each; 
38, 15c each. 


CLEANERS—Window— 

Rubber— Wood Floor— 

10-inch ...$ .25 16-inch ...$ .40 14-inch ...$ .40 

12-inch ... .80 18-inch ... .45 16-inch ... .50 

14-inch ... .85 


CLEVISES—Malleable. 15c lb. 

CL IP 8—Wire Rope “Bulldog"—8-16 to % inc., each 15c; 
%, 15c; %, 20c; %, 80e; %, 85c; 1-in., 45c. 


CLIPPERS—Bolt— 


New Easy— 

No. 0 . 

No. 1 . 

. ..$8.50 
... 4.50 

No. 0. 
No. 1, 

Extra Cutters 

.2.25 

No. 2 . 

No. 3 . 

... 6.25 
... 8.00 

No. 2. 
No. 8, 

.8.75 

0. K.— 

1 0-inrh .. 


.1.50 

14-inch . 





CLOCKS (ALARM)—Ace. $2.50 each; America, $1.25; Auto¬ 
matic, $3.95; Bingo, $2.50; Brownie, $2.45; Circle, $2.25; 
Columbia, $3.00; Ideal, $2.25; Indian, $1.35; Iron Clad, 
$2.25; Lookout, $1.60; Prompter, $2.75; Simplex, $3.95; 
Sleepmeter 2, $1.85; Sleepmeter 8, $2.50; Startle, $1.65; 
Tattoo, Jr., $2.25; Tattoo Int., $2.50. 

CLOTH—Emery, Nos. 00 to 2%, 10c straight; No. 8, 15c, 
2 for 25c. Carborundum or Aloxite—Nos. FF-90, 10c 
straight. 

CLOTH, WIRE—Screen, 12 M, black, 8%c sq. ft.: 16 If, 
black, 5c sq. ft.; 14 M, bronze, 15c sq. ft.; 14 M, galvanised, 
4%c sq. ft.; 16 M, galvanised, 5c sq. ft.; 14 M, Opal, 5c 
sq. ft.; 16 M, Opal, 5c sq. ft. 

COAL—Blacksmith— 

Catch weight sacks, per 100 lbs. .$1.85 

Per 125-lb. sack .2.25 


COAL CHUTES—Hercules— 


No. 1, 16x18 .$18.00 

No. 2, 18x20 . 15.00 

No. 8, 20x24 . 20.00 

No. 4, 16x18 . 11.00 


No. 5, 20x24 .$17.50 

No. 6, 16x18 .14.50 

No. 7, 20x24 . 17.50 

No. 8, 18x24 . 28.00 
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RETAIL SELLING PBICE8—Continued. 


COLORS—Dry— Lb. 

Lamp Black.$ .86 

Ivory Drop Block ... .86 

Prussian Bine.86 

Ultra Blue.60 

Umber Raw.16 

Umbor Burnt.16 

81onna Raw.16 

Sienna Burnt.16 

COLORS—la Oil— 

Black—Eni Ooaek 1h.$ .60 

Ivory Drop, lb.40 

Lamp, lb.46 

Blue—Prussian 4 lb. .40 

% lb.06 

1 lb.1.86 

Uliraa lb.80 

% lb. .86 

1 lb.00 

Cobalt 1 lb.80 

Brown—BAB Sienna 1 .40 

Umber 1 lb.40 

Van Dyke 1 lb.60 

Croon—Chrome 1 lb.. .40 

COPPER—Sheet, 75c lb. 

CORD (8A8H)—Samson Shot (Hanks), No. 0 8, $1.65 bank; 
7 S. $8.20 hank: 8 8. 8 SC. $3.75 hank; 10 8. 10 8C, $4.40 
hank; 12 8, 12 &C, $6.05 hank; WP 12 80 (coils), $1.10 lb. 
Phoenix (coila only)—No. 0 C, 80c lb.; 7 C, 80c; 8 C, 80c; 
10 C, 80c; 12 C, 80c; 14 C, 10 O, WP 8 C, 80c. 

Union (hanks)—No. 6, $1.20 hank; 7, $1.50 hank; 8. $2.00 
hank; 10, $2.95 hank; 12, $8.95 hank. 

COTTER8—Hammer Lock or Refular Spring. 

*' *- 5-82 in. 


Lb. 

Van Dyke ..1$ 

Chrome Green.$ .25 

Chrome Tallow ..... .25 

Ochre Golden.10 

Ochre Yellow.04 

Venetian.04 

Indian Bed.15 

Red—Amer Verm. Ib. .00 
Eng. Vann. ft-lb.... 1.40 

Eng. Verm. l*Ib.2.80 

Tuscan.45 

Indian .80 

Venetian .85 

Rose Pink.60 

Rose Lake . 1.05 

Dutch Pink.75 

Carmine . 1.40 

Turkey . L70 

Para . 1.80 

Yellow—Chrome lb.. .50 

Ochre—Golden lb... .86 

Yellow. 1 lb.85 


Blacksmiths* Round Shank 

C 116 . Open O 120 Open 

M 110 . Open M 112 . Open 

M 418. Open M 412. Open 

8 119 . Open 8 111 Open 

Square Ratchet Shank 

Clll . Open M 400 . Open 

If 109 E. Open 8 104 A. Open 

Straight Shank 

C 108 . C 109 Open 

M 105 . M 106. Open 

M 830 . M 832 Open 

8 105 . 8 100 Opes 

C 108 A. 0 110 Open 

M 107 . M 104. Open 

M 840 . M 814. Open 

8 107 . 8 104 B. Open 

Taper Shank 

C 106 . Open M 802 Open 

M 102. Open 8 104 Open 

Bits, Wood fSyraouse Pattern) 


0 114 A, 8 109 A— 


0 114 A, 8 108 A— 


2 . 

8 . 

. 26 

12 . 

18 . 

. 50 

4 . 

. 25 

14 . 

. 55 

5 . 

. 25 

15 . 

. 55 

6 . 

. 80 

10 . 

. 05 

7 . 

. 80 

17 . 

. 70 

8 . 

. 85 

18 . 

. 75 

9 . 

. 46 

19 . 

. 80 

10 . 

. 46 

20 . 

. 85 

11 . 

. 50 

24 . 



Length— 

100 

1000 

100 

1000 

100 

1000 

C 114, M 109 or M 


H-inch. 

.. $ .20 

$1.25 

$ .30 

$2.00 

$ .85 

$2.40 

890. and 8 108— 


% -inch. 

.25 

1.40 

.80 

2.00 

.40 

8.00 

lii . 

.20 

1 -inch. 

.25 

1.65 

.35 

2.25 

.45 

8.25 

8-82 . 

.20 

1^4-inch. 

.25 

1.80 

.40 

2.55 

.50 

8.50 

% . 

.25 

1 H -inch. 

.30 

2.05 

.45 

2.85 

.00 

4.00 

5-82 . 

.80 

2 -inch. 

.85 

3.60 

.50 

8.40 

.70 

4.75 

3*10 . 

.85 


8-16 in. 

% in. 

5 -16 in. 

7-82 . 

.85 

*4-inch. 

.. $ .50 

$8.75 





% . 

.40 

1 -inch. 

.80 

4.25 

$1.00 

$6.75 

$1.75 $11.00 

9-82 . 

.60 

ltt-inch. 

.70 

5.00 

1.10 

8.00 

2.00 

14.50 

5-10 . 

.60 

1%-lnch..... 

.80 

5.50 

1.25 

9.00 

2.00 

14.50 

11-32 . 

.60 

1%-ineh. 

-.90 

6.00 

1.50 

10.00 

2.25 

16.00 

% . 

.70 

2 -inch. 

1.00 

0.75 

1.75 

11.50 

2.50 

17.50 

18-83 . 

.80 

3%inch. 

.. 1.10 

7.75 

2.00 

14.00 

8.00 

20.00 

7-16 . 

.75 


Bit Stock 

0 114, M 109 or M 
890, and 8 108— 

15-82 . 

&8i 

9-10 . 

19-32 . 

% . 

11-16 . 1.40 

18-18 . 1.80 

% 1.85 

% 1.85 

15-18 . 2.25 

1 . 2.45 


.80 

.90 

1.10 

1.20 

1.25 

1.85 


CRAYON—Lumber, 10c; Soapstone, 5c. 

CUTT E RS—Pipe—Barnes. No. 1, $2.95 each; No. 2, $8.90; 
Vo. 8, $0.60; No. 4, $18.00; No. 5, $19.50; No. 6. $20.00. 
Saunders—No. 1, $2.25; No. 2, $8.25; No. 3, $8.00; No. 4, 
$ 12 . 00 . 

DAMPERS—Stove Pipe—8, 15c; 4, 20c; 5, 20c; 6, 26c; 7, 
80c; 8. 40c; 9, 60s; 10, 00c. 

DIVIDERS—Wing, No. 85, 6-inch, 85c pair; 8-inch, 86c pair; 
10-inch. 50c pair; 12-inch, 75c pair. 

Wing Extension, No. 9, 0-inch, 90c psir; 8-inch, $1.00 pair; 
10-ineh, $1.10 pair. 


0 108, M 105 or M 
380, 8 105— 


DOLLIES—Timbe 

Vo. 049, 6-inch.$7.60 

DOOR8—Screen. 

Common, %-ineh, 2-0X0-6 


No. 060, 8-lneh ....$10.50 

. . .$2.15 

Common, % inch, 2-8x6-8 . 2.85 

Common, 1%-lncn, 2 0x6-0 . 2.50 

Common, 1^4-inch, 2-8x6-8 . 2.05 

Common, lH-ineh, 2-10x6-10 . 2.85 

Common, lH-inch, 8x7 . 8.25 

DOORS—Ash Pit. 12x15 . 8.50 

8x8, each.$1.40 Ash Traps— 

8x10 .1.50 7x9 .55 

10x12 . 1.00 

DRILLS— Millers Palls (Breast) 


1-82 
3-04 . 
1-10 . 
5-04 . 
8-82 . 

7- 04 . 
% -- 
9-04 . 
5-32 . 
11-64 
3-16 . 

8- 64 . 


Straight Shank Jobbers 

C 108, M 105 er M 
380, 8 106— 

7-83 .25 

15-04.25 

hk .25 

9-32 .80 

5-10.85 

11-82.40 


.15 

.15 

.15 

.15 

.15 

.15 

.15 

.15 

.15 

.20 

.20 

.20 


% 
13-82 
7-10 . 
15-32 

H -- 


.45 

.60 

.65 

.75 

.85 


Straight 8hank, Wire Gauge 


C 108 A, M 107 or 
M 340, 8 107— 

36 to 40. 

41 to 45. 

40 to 50. 

51 to 55. 

56 to 60. 

01 to 80. 


.15 

.15 

.15 

.15 

.15 

.15 


No. 

10 . 

11 . 

Each. 

.$ 0.25 

. 5.75 

No. 

029 . 

87 . 

Each. 

.$ 5.00 

. 9.75 

12 . 

. 5.25 

97 . 

. 10.50 

13 . 

.. . A 75 

118 . 

. 6.00 

555 . 

Yankee 

. 7.50 1555 . 

. 7.50 

1 ... 

Millers Falla (Hand) 
_ 2.85 5 . 

. 3.00 

2 . 

. 4.00 

981 . 

. 5.15 

4 . 

1530 .... 

Yankee 

. 3.75 1545 . 

. 7.25 

41 .... 

Yankee Automatic 
. 2.00 44 . 

. 2.35 

42 . 

. 1.65 

50 . 

. 3.35 


C 108 A, M 107 er 
M 340, 8 107— 

1 to 5.25 

0 to 10.25 

11 to 15.20 

10 to 20 . 20 

21 to 25.15 

26 to 80.15 

31 to 85.15 

ELBOWS—Conductor— 

PI. Rd. 8 q. Cor. 

2-inch.$ .35 2 4x1% 

8 -inch.50 8*x2% 

4-inch.60 

Corrugated—Conductor 

2 - inch.$ .25 

8 -inch.80 

4- inch.45 

5- inch.90 

ELBOWS —No. 8 Corg., 20c each; 4, 25c; 5, 25c; 6 , 30c; 7, 

40c. No. 3 Adj. 4 Pc., 25c each; 4, 30c; 5, 30c; 6 , 85c. 

3- inch Adj. Galrd., 35c each; 4-inch Galvd., 45c each. No. 

3 Corg. Jap., 35c each; 4, Corg. Jap., 45c. 

EMERY —Grain— 


Rd. Adj. 

1%-inch-$ .25 

2-inch.20 

8-ineh.25 

Shoes 

2-inch.$ .26 

8-Inch.80 

4- inch.45 

5- inch.90 


Flour Emery— 

Per lb. 

Stones—(See Stones) 
Cloth—(8ee Cloth) 
Wheels—(See Wheels) 


25 


Bell Hangers’ or Electricians 

C 114 E, S 109 B. . . Open C 114 F (Fish Wire) Open 
Bit Stock 

C 114 . M 390 . 

M 109 . 8 108 . 


No. 60, per lb.$ .25 

No. 70, per lb...... .25 

No. 80, per lb.25 

No. 90, per lb.25 

No. 100, per lb.26 

No. 120, per lb.25 

FASTENERS (SASH)— Bronze, 582 EA, SHA, 8HB, E, 85c 
each; 815 EA. 30c: 815 SHA, E, 35c; 1831 %EA, SHA, E, 
95c. Cast Iron and 8teel, 324, 10c each; 324 R , EA , E, 15c; 
500 R, EA, KF, E, 15c; 542 R, EA, SR, SHA, KF, E, 8HB, 
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RETAIL SELLING PRICES—Continued. 


FASTENERS—Continued. 

10c; 800 R, EA, 8 HA, KF, E, 10c; 1881)4 F, 95c; 88181 R, 
EA, 15c; 83181 KF, 8 HA, E, 20c. 

FAUCETS— Cork Lined— 8 -inch each.$ .20 

7-inch each.$ .15 9-inch each.25 

FELT—Deadening, Sise Roll, %-lb., $8.00; 1-lb., $4.00; 1H- 
~ Tarred 250-ft. roll, $1.35 each; 600-ft. roll. 


lb., $ 6 . 00 . 

$2.60 each. 

FIGURES AND LETTERS 



Figures 




Set 

Each 

)4 

inch 


$ -15 

8-16 

inch 


.15 

)4 

inch 


.15 

5-16 

inch, 


.85 

% 

inch. 

.2.50 

.45 

% 

inch, 


.75 

% 

inch, 

.14.00 

1.65 

% 

inch, 

_ 20.00 

2.60 


(STEEL) — 

Letters 

Set Each 

)4 inch.$1.90 $ .15 

8-16 inch.2.60 .15 

)4 inch. 8.25 .15 

5-16 inch.4.90 .35 

% inch. 7.00 .45 

)4 Inch.12.75 .65 


FILES—Band saw, 4 inches long, 15c each; 6 , 20c; 8 , 85c; 
10 , 45c. Knife, 8)4-4)4, 30c; 4, 80c; 5, 85c; 6 , 40c; 8 , 
50c; 10, 60c. Regular taper, 8)4-4)4, 15c; 4, 15c; 4)4, 
15c 5, 15c; 5)4, 20 c; 6 , 20c; 8 , 80c; 10, 50c. Slim taper, 
3)4 4)4, 15c; 4, 15c; 4)4, 15c; 6 . 15c; 5)4, 20c; 6 , 20c; 
8 , 80c; 10 , 40c. Warding, 8)4-4)4. 25c; 4, 25c; 5, 25c; 
6 , 80c; 8 , 40c. Flat bastard, 3-4, 20 c; 5, 20 c; 6 , 25c; 8 , 
80c; 10 . 40c; 12 , 40c; 14, 75c; 16, $ 1 . 20 . Half 

round bastard, 3-4, 25c; 5, 25c; 6 , 80c: 8 , 85c; 10, 50c; 

12, 75c; 14, 85c; 16, $1.15. Mill bastard, 8-4, 15c; 5, 15c: 

6 , 20 c; 8 , 25c; 10 , 30c; 12 , 35c; 14, 60c; 16, 80c. Round 
bastard, 3-4, 15c; 5, 15c; 6 , 20c: 8 , 25c; 10, 35c; 12, 40c; 
14, 60c; 16, 80c. Square bastard, 3-4, 20c; 5, 25c; 6 , 25c; 
8 , 80c; 10, 45c; 12, 60c; 14, 80c; 16, $1.00. 

FIXTURES—Grindstone—Auto: 01, $1.50; 02, $2.50. Com¬ 
mon: 15, 75c; 17, 85e; 19, $1.00; 21, $1.25. Am. 

Heavy: 17, $ 1 . 00 . Extra Shafts, 15-inch, 25c; 17-ineh 

85c. Extra Cranks, 25c. 

FLASHLIGHTS— Ever-ready—Complete 

No. 6961 eaoh.$ .75 No. 2619 each.1.70 


No. 6962 each.1.00 

No. 1991 aach. 1.2ft 

No. 2604 eaeh.1.20 

No. 2681 each. 1.50 

No. 2682 each.1.7ft 

Kwik-lite Flashlights, Complete 
Fibre Tubulars 
No. Bach 

5220 Baby 2-cell... .$1.00 

5221 Reg. 2-eell.1.20 

5828 Reg. 8 -eell.1.40 

5229 Minora' 2 -cell.. 1.50 
5881 Minora* 8 -cell.. 1.70 

Metal Tubulars 


No. 2616 each. 1.50 

No. 2680 eaeh. 1.25 

No. 2688 eaoh.2.40 

No. 2684 each.2.00 

No. 2659 each. 8.00 

with Battery— 

6241 Reg. 2-cell_1.50 

6848 Reg. 8 -eell.1.75 

6249 Miners' 2-cell.. 2.00 
6851 Miners' 8-eell..2.40 
Metal Vest Pocket 
8476 2-cell (Teat)... 1.00 
8577 8 -eell (Vest)... 1.20 
8679 8 -eell (Coat)... 1.70 


6240 Baby 2-cell-1.25 

Kwik-lite 8 eamiess Cell Flashlight Batteries— 

No. 1208 2 -cell Baby Tubular.$ .80 

No. 1202 2-cell Reg. Tubular.80 

No. 1801 8 -cell Reg. Tubular.40 

No. 1204 2-cell Penlite.25 

No. 1206 2 -eell Vest Pocket.80 

No. 1207 2-cell Vest Pocket.80 

No. 1808 8 -cell Vest Pocket. .85 

No. 1809 8 -cell Coat Pocket. 85 

FLATTERS—Blacksmith—2-hu, $1.26; 2)4-ln^ $1.65; 8-in., 
$2.00; 8)4-in., $8.00. 

FORGES—No. 150 Chicago, $11.25; No. 151 Ohioago, $12.75. 


FREEZERS— 
No. 

1 
2 
8 
4 


Arctic 


Bach 

.$2.85 
. 2.75 
. 8.35 
. 4.00 


No. Each 

6 .$5.00 

8 6.50 

30 (Toy) . 1.95 


10 

12 

18 

14 

16 


White Mountain 

.. 2.85 18 


. 7.80 

8.50 20 10.25 

4.20 22 13.00 

5.00 24 15.00 

6.40 26 20.00 


FROES—Special—Each, 12-in„ $1.65: 14-in^ $1.75; 16-lm, 
$ 2 . 00 . Common—Each, 12-ln., $1.85; 14-ln., $1.85; 16-in., 
$1.50. 

FURNACES—(See Pots) 

GALVANIZED WARE— 

Boilers, Coffee— 

No. Each 

801)4 .$ .90 

802 . 1.00 

808 . 1.65 

804 . 1.85 

806 .$ 2.00 

808 . 2.25 

810 . 2.75 

812 . *.25 

Boilers, Wash— 

407 A. 2.25 

408 A. 2.50 


No. 

409 A. 

Bowls, Wash— 

70 . 

80 . 

Buckets, Fire— 

112 . 

114 . 

314 . 

Buckets. Well— 

101 . 

121 . 

141 . 


Each 

2.65 

.25 
, .85 

.95 
1.00 
, 1.15 

.80 

.90 

1.10 


Cans, Ash— 

2)4 . 

8 . 

4 . 

5 . 

Cans, Garbage- 

16 . 

200 . 

300 . 

400 . 

500 . 

600 . 

700 . 

800 . 

900 . 

Cans, Gasoline— 

1 P A B. 

110 . 

255 . 

605 . 

Cans, Oil— 

01 . 

02 . 

25 . 

105 . 

205 . 

Dippers— 

210 . 

Hods, Coal— 

616 . 

617 . 

Kettles, Camp— 

1 Gallon. 

1)4 Gallon. 

2 Gallon. 

3 Gallon. 1.00 

4 Gallon. 1.15 

Pails, Cement— 

140 . 1.75 

1140 .2.10 

Pails, Chamber— 

410.90 

412 . 1.00 


8.75 

4.50 

5.50 

6.75 

5.00 

.90 

1.10 

1.40 

1.60 

2.00 

2.25 

5.25 

6.25 

8.85 
.60 

1.65 

1.65 

.50 

.75 

1.65 

1.85 

1.50 

.80 

.90 

.95 

.50 

.70 

85 


Pails, Stock— 

12 S. 

14 8 . 

16 8 . 

18 S . 

20 S. 

Pails, Water— 

8 . 

10 . 

12 . 

14. 

16 . 

820 . 

Pans, Refrigerator— 

1 . 

2 . 

8 . 

Pots, Watering, or 
Sprinklers— 

514 . 

516 . 

518 . 

520 . 

522 . 

526 . 

Tubs, Foot— 

50 . 

51 . 

52 . 

53 . 

54 . 

Tubs Wash— 

0 . 

1 . 

2 . 

3 . 

10 . 

20 . 

80 . 

410 S. 

420 S. 

480 S. 


.80 

.90 

1.00 

1.10 

1.25 

.45 

.55 

.60 

.65 

.75 

.85 

.60 

.70 

.80 


.85 

1.00 

1.25 

1.50 

1.75 

2.00 

.60 

.85 

.80 

1.00 

1.10 

1.25 

1.50 

1.75 

2.00 

2.00 

2.40 

2.60 

2.00 

2.40 

2.60 


Stebbins 
.$ .45 
. .50 

. .60 
. .65 

. .75 


i* 


No. 

No. 

No. 

No. 

No. 

No. 


No. 

No. 

No. 

No. 

No. 

No. 


95.. . 
95)4. 

90.. . 

91.. . 

92.. . 
97. 


Pert. 

$ .90 
1.00 
1.25 
1.40 
1.85 

. 1.25 
. 1.00 
. .50 

. .90 

. 1.50 
.75 


No. 98. 1.00 


GARBAGE CANS—(See Cans) 

GATES—Molasses— 

2 . 

3 . 

4 . 

5 . 

6 . 

GAUGES—Butt- 

No. 98.$1.15 

94. 1.85 

Marking 

61. .1ft 

64 .85 

65 .7ft 

77. 1.00 

71.55 

GLASSES— 

Ground Level— 

1 % .$ .50 

2.60 

2) 4.65 

8.70 

3) 4.75 

Gauge Glasses 40% off list. 

GLOBES, LANTERN—Cold Blast—No. Gem, 20o 
30c; 2 Plain, 20c; 2 Bullseye, 85c; 2 Ruby, 40c. 

Railroad—No. 89 Clear, 15 eaoh* 89 Green or Red, 80c. 
Tubular—Cadet, 10c each; Fig. Plain, 20c; 8-0 Ruby, 40c; 
4-0 Bullseye, 85c; 5-0 Wisard, 20c; 6-0, 20e eaeh 
GLUE—Dry—AAA, 60c lb.: B, 55c lb.; OX, 45c lb.; D, 
85c lb.; GX, 50c lb.; LXX, 45c lb. 

Liquid 

Imperial— lot. )4 pt )4_p t. % gt. 


1 %. 

2 ... 

2 %. 

8 ... 

8)4. 


Proved Level— 


10 
.10 
.15 
.15 
.20 

each; Pony, 


List.Dos. 1.06 L80 2.'80 

Sug. Ret..Each .10 .20 .25 .40 

Le Pages— 1 os. 2 os. % pt. )4 pt. 

List.Dos. 1.60 1.65 1.80 2.80 

Sug. Ret..Each .15 .15 .20 .25 


1 pt. 1 qt. % gaL 
7.00 11.25 21.00 
.65 1.00 1.75 

4 pt. 1 pt. 1 qt. 
4.50 7.00 11.25 

.40 .65 1.00 


GRAPHITE—Flake, per lb., 75c. 

GRINDERS—Carborundum. No. A, $2.85 each; B, $8.50; C, 
$5.25; D, $5.75; 1 , $3.75; 2, $5.00; 3, $7.00; 4, $9.50; 10, 
$7.25; 12, $11.25; 018, $14.50; 62, $12.50; 68 , $14.75. 

GRINDSTONES—Family, No. 020 , 7-inch, $2.00 each; 8 -ineh, 
$2.50; 10 -inch, $2.85; 12 -inch, $3.25. Loose, 15 to 40 lbs., 
$5.00 cwt.; 40 to 200, $4.75; over 200, $5.00. Mounted, 
No. 710, 1 -lnch $7.00 each, 2 $7.50, 8 $8.00; 04, $8.50; 
05, $7.00; 015, $12.50; 025, $9.00. Fixtures, 15-inch, $1.00 
Set; 17, $1.25; 19, $1.50. 

HACKSAW 8 —Hand, Star—Length 8 -in., 10c each: 75c dos.; 
9-in., 10c each, 85e dos.; 10-in., 10c each, $1.00 dos.; 
11 -in., 15c eaeh; $1.15 dos.; 12-in., 15o each, $1.20 dos. 

Hand, Victor. All regular hand (including rail) bladea— 8 -in., 
10c each, 85 dos.; 9-in., 10c each, $1.00 dos.; 10-in., 10c 
each, $1.15 dos.; 12-in., 15c each; $1.85 dos. 


Digitized by boogie 
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BET AIL BELLING PBI0B8—Continued. 


HAMMERS—May dole Carpenter* Nail. No. 1, $1.20 each; 
1%, $1.20; 2. $1.00; 3. $1.00; 11, $1.20; lift, $1.15; 12, 
$1.00, 12%, $1.00; 13, 90c; 14, 85c; 200, $1.50; 611%, 
$1.60; 710. $1.40; 711, $1.20; 711%, $1.15; 712, $1.00; 
811%, $1.25. Maydole Chipping, No. 100. $1.75 each; 
101 . $1.60; 102, $1.40; 103, $1.25. Maydole Machinist 
Ball Pein, No. 375, $1.75 each, 376, $1.65; 377, $1.60; 
878, $1.50; 379, $1.40; 770, $1.75; 770%, $1.40; 771, 
$1.80; 772. $1.20; 773, $1.10; 774, $1.00; 775, 90c; 776, 
85c; 777, $0c; 778, 75c. 

HANDLES—Adse, No. 820, Honae, 60c each; 821, Ship, 60c 
each 

Auger—No. 1, 75c each; 2, 75c each; 3, $1.00 each; 4, $3.50 
each; 5, $2.75 each. 

Axe, Broad, No. 815, 60e each. 

Axe, Double Bit, No. 812, 60c etch. 

Axe, Single Bit, No. 101* 75c each; 102, 75c each; 108, 
65c each; 201, 50c each; 302, 60c each; 401, 40c each; 
502. 35c each; 602, 40c each; 505, Freighter*, 50c each; 
506, Bot*, 30c each; 507, Boy Scout, 20c each; 00, Hunter*, 
15c each; 1, Hunters, 20c each. 

Chisel, No. 22, 10c each; 93, 25o each; 95, 15o each; 608, 
15c each; 616, 10c each; 617, 10c each; 620, 10c each; 621, 
10 c each. 

Drawer No. 2. all finishes, 60c each; 2%, 55c each; 7, 
30c each; 11, 25c each; 01000, 25c each; 01007, 80c each; 
01013, 30c each; 9854, 80c each. 

File, No. 40 (Regular), 5c each; 41 (Large), 5c each; 55 
(5), 15c each. 

Hammer, Adxe Eye No. 11, 20c each; Adse Eye 13, 20c 
each; Adse Eye 15, 20c each; Adse Eye 19, 20c each; Adse 
Eye 111L, 15c each; Adse Eye 115L, 10c eaeh; Adse Eye 
124L, lOo each; Farriers 28, 20c each; Machinist 25, 14- 
inch. 20c each; Machinist 25, 16-inch, 20e each; Machinist 
25, 18-inch, 20c each; Machinist 25, 20-inch, 20c each; Ma¬ 
chinist 29. 16-inch, 20c each; Machinist 29, 18-inch, 20e 
each; Machinist 83, 18-inch; 20c each; Machinist 125, 14- 
inch, 10c each; Machinist 125, 16-inch, 10c each; Machinist 
125, 18-ineh, 10c each; Riveting 21, 12, 18 inch, 20c each. 
Hatchet, Box No. 43. 13%-inch, 20c each; Broad 39, 16- 
inch, 25c each; Broad 89, 18-ineh, 25c each; Broad 40, 16- 
inch, 20c each; Broad 40, 18-ineh, 20c each: Olaw 37, 14- 
inch,. 20c each; Claw 137L, 14-inch, 20c each; Derrick 47, 
18-inch, 20c each; Lath 45, 13-inch, 20c eaeh; Shingling 85, 
14-inch, 20e eaeh. 

Hoe, OXR, 4%. 85c each; XR, 4%, 35c each; XRM, 5%, 
55c each; XRM, 6. 70c each; XRMC, 6, 70c each; XO, 4%, 
55c each; XMH, 4%. 55c each; XMH, 5, 60c each; XP, 51%, 
50c each; XP, 52, 60c each; XP, 52%, 60e each; XP, 52%, 
70c each. 

Maul, No. 335, 55c each; 836, 50c each. 

Pick, No. 327, Drifting, 75c each: 427, Drifting. 40c each; 
527, Drifting, 45c each; 627, Drifting, 40c seen; 825, Sur¬ 
face, 75o each; 425, 8urface, 40c each; 525, Surface, 60e 
each; 625, Surface, 40c each. 

Rake, XR, 5%, 50c each; XR, 6, 60c each. 

HATCHETS—Box. No. USD 2, Underhill's, $2.15 each; 8010, 
Plumb's. $2.15; 3011, Plumb's. $2.50. 

Broad, No. TB 1, Plumb's. $2.00 esch; TB 2, Plumb's, 
$2.10; TB 8, Plumb's, $2.25; TB 4, Plumb’s, $2.35; TB 5, 
Plumb's, $2.65; PTB 1, Philadelphia, $1.45; PTB 2, Phila¬ 
delphia, $1.50; PTB 3, Philadelphia, $1.60; PTB 4. Phila¬ 
delphia, $1.90: PTB 5, Philadelphia, $2.00: 640. Plumb's, 
$1.75: 641, Plumb’s. $2.00; 642. Plumb's. $2.15: 648, 
Plumb's. $2.85; 644. Plumb’s. $2.75; 2991, Plumb’s. $1.65; 
2992. Plumb’s. $1.75; 2993. Plumb’s. $2.00; 2994. Plumb’s, 
$2.25; 2995, Plumb's. $2.50; 2996, Plumb's. $2.85. 

Claw. No. TO 1, Plumb’s, 81.75 esch; TC 2. Plumb's. $2.00; 
TC 3. Plumb’s. $2.10: PTC 1, Philadelphis. $1.15; PTC, 
Philadelphia, $1.25; PTC 3, Philadelphia, $1.45; 98, All Steel 
75c; 610, Plumb’s. $1.25; 611, Plumb’s, $1.25; 612, 

Plumb’s. $1.50; 2971, Plumb's, $1.15; 2972, Plumb’s, 

$1.25; 2978, Plumb's, $1.50. 

Derrick—No. 582, Plumb’s, $2.00 esch. 

Flooring (Plumb’s), No. 2985, $2.15 each; 2986, $2.25; 
2987, $2.50. 

Half (Plumb’s), No. TH 1, $1.75 each; TH 2, $2.00; TH 8, 
$2.00; 600, $1.50; 601, $1.50; 602, $1.65; 2961, $1.50; 
2962, $1.50; 2968, $1.50. 

Lathing, No. TL 1, Plumb's, $1.75 each; TL 2, Plumb’s, 
$1.75; 100, Underhill’s, $2.15; 110, Underhill’s, $2.35; 545, 
Plumb’s, $2.15; 620, Plumb’s, $1.50; 621, Plumb’s, $1.50; 
1960, Plumb’s. $2.15; 1961, Plumb’s, $2.25; 1962, Plumb’s, 
$2.25; 2980, Plumb’s, $1.50; 2981, Plumb's, $1.50; 2982, 
Plumb’s, $1.50. 

Shingling, No. PST 1, Philadelphia, $1.10 each; PT8 2, 
Philadelphia, $1.15; PT8 8, Philadelphia, $1.25; TS 1, 
Plumb's, $1.75; TS 2, Plumb’s, $1.85; TS 8, Plumb’s, 
$1.85; 90, All 8teel, 50c; 565, Plumb's, $2.40; 591, 

Plumb’s, $1.50; 592, Plumb’s, $1.50; 598, Plumb's, $1.50; 
2951, Plumb's, $1.25; 2952, Plumb’s, $1.50; 2958, Plumb’s, 
$1.50. 

Warehouse, No. 650 W, Plumb's, $2.00 each. 

HEADS (MOP)—Cotton, No. 9, 45c each; 12, 60c; 15, 75c; 
18, 85c. 

Linen, No. 012, 55c each; 015, 65c; 018, 85c; 020, $1.00. 


HINGE8 A BUTTS (Screws Included)— 


No. 900 Lt. Strap Hinges. 

Pr. DiTPr. 

3- inch ....$.20 $1.75 

4- inch .25 2.10 

5- inch.80 2.15 

6 - ineh.86 2.90 

No. 986 Cor. Strap Has. 

Pr. D*. Pr, 

4-Inch .$ .26 

6 -ineh.86 

6 -inch.40 

8 -inch.60 

10- inch.90 

12 -inch . 1.86 

No. 904 Lt. Tee Hinges. 

Pr. Ds. Pr. 
8 -inch .$ .16 

4- inch.20 

5- inch .20 

6 - inch.26 


$ 2.40 
8.76 
4.00 
6.60 
9.60 
18.00 


1.75 

1.90 

2.10 

2.40 


No. 987 

Oor. Tee 
Pr. 

Hinges. 

Dslpr. 

4-ineh . 


.$ .86 

$ 8.00 

5-inch . 


. .40 

8.40 

6-inch . 


. .60 

6.00 

8-inch . 


. .75 

8.00 

10-inch . 


. 1.20 

12.75 

12-inch . 


. 1.75 

17.00 

No 

888 Butts. 



Pr. 

Ds.Pt. 

%-lneh . 


.$ .10 

$ -75 

1-ineh .. 


. .10 

.85 

1%-ineh 


. .10 

.95 

1 %-inch 


. .10 

1.06 

1 %-inch 


. .15 

1.20 

2-inch .. 


. .15 

1.80 

2 % -inch 


. .15 

1.45 

2 % -inch 


. .20 

1.60 

2 %-inch 


. .20 

1.85 

8-ineh .. 


. .20 

2.15 

3 %-inch 


. .25 

2.50 


No 

840. 




Pr. 

Ds. Pr. 

1 %-inch 


.$ .15 

$1.45 

1%-ineh 


. .15 

1.60 

2-tneh .. 


. .15 

XA5 

2 %-Inch 


. .20 

1.80 

2 %-inch 


. .20 

2.00 

2 %-inch 


.20 

210 

8-lnoh . 


. .25 

2.20 

No. 

781%. 




Oont. 

Ret. 

2 %x2%-in. 

..$ .40 

$ .46 

8x8-in. . 

.. • 

.. .40 

.46 


8 %x8%-in. 

4x4-in. 

4%x4%-in. 
5x5-in. 

5 V 


.40 

.50 

.75 

.96 

1.25 


.46 

.65 

.86 

1.05 

1.86 

.70 

.80 

1.00 


iS',... 

4-in..70 

4% -in..90 

No. 166 FADS. 

Oont. Rot. 

1%-in. .$ .85 $ .40 

2 * In. ........ .40 .45 

2%-in.45 .50 

8 -in. ........ .66 .65 

8 %-In.66 .75 

4-in. ........ .80 .96 

4 %-In. .1.20 1.86 


No. 166NASF2. 
Cent. 

JH-ta. .• .40 

2-in.46 

2 %-in. .. . .50 

8 -in. .60 

8%‘ia. 70 

4-in.80 

4 %-in.1.20 

No. 295 FADS. 


Ret. 
$ .45 

.50 

.55 

.70 

.80 

.90 

1.80 


2 -in. 

2 %-i 

8 -in. 


2 -in. 

2 %-ii 

8 -ln. 


2-in. 


8-ln. 


Pr. 

Ds. Pr. 

.$ .25 

$2.90 

.80 

2.90 

.80 

8.85 

.40 

4.00 

No. 295 872. 

Pr. 

Ds. Pr. 

.$ .80 

$8.20 

.85 

8.70 

.35 

4.00 

.40 

4.60 

No. 295 N. 

Pr. 

Ds. Pr. 

.$ .85 

$8.80 


4.20 

.46 

4.60 



No 

788. 


2%x2%-in. 

..$ .40 

$ -45 

8x8-in. 

.. .40 

.45 

8%x8 %-in. 

. . .40 

.45 

4x4-in. .... 

.. .60 

.65 

4 %x4%-ln. 
5x5-in. 

. . .75 

.. 1.00 

.85 

1.10 

5%*5%-ln. 
6x6-in. .... 

.. 1.25 
.. 1.40 

1.85 

1.60 

No. 241 FADS 


2 % x2 % -in. 

..$ .40 

$ .45 

8x8-in. 

.. .40 

.45 

3 %x8%-ln. 

.. .40 

.46 

4x4-in. 

.. .55 

.65 

4%x4%*ln. 

.. .80 

.95 

5x5-in. .... 

.. 1.00 

1.20 

5%x5%-in. 

.. 1.80 

1.60 

6x6-in. 

.. 1.50 

1.66 

No. 241 87 2. 



Oont. 

Ret. 

2 % x2 % -In. 

..$ .46 

$ .60 

3x8-in. 

.. .45 

.60 

3%x8%-in. 

.. .50 

.56 

4x4-in. 

.. .60 

.65 

4%x4%-in. 

.. .85 

.95 

5x5-in. 

.. 1.05 

1.15 

SHxStt-ln. 

.. 1.86 

1.60 

No. 241 HAN. 



Oont. 

Ret. 

2 % x2 % -in. 

..$ .50 

$ *55 

3x8-in. 

.. .60 

.65 

8 %x8%-in. 

.. .50 

.55 

4x4-in. .... 

.. .65 

.75 

4%x4%-ln. 

.. .90 

1.00 

5x5-in. 

.. 1.10 

1.80 

5%x5%-tn. 

.. 1.85 

1.60 

6x6-in. 

.. 1.60 

1.75 

1475 FAD2 

.20 

2.20 

1475 S72AN 

.25 

2.80 

1474 7AD2, 

1% -25 

2.40 

No. 160 7AD2. 



Oont. 

Ret. 

2%-in. .... 

..$ .40 

$ .60 

8-in. 

.. .45 

.56 

8%-in. .... 

.. .65 

.65 

4-ln. . 

.. .70 

.80 

4%-in. .... 

.. .95 

1.01 

No. 

160 N. 



Oont. 

Ret 

2%-ln. 

..$ .45 

$ .60 

8-in. 

.. .50 

.60 

8%-in. .... 

.. .60 

.70 

4-in. . 

.. .66 

.75 

4%-in. _ 

.. 1.00 

1.16 

No. 160 8 72 



Cent. 

Rot. 

2%-ln. .... 

..$ .45 

$ .65 

8-in. 

. . .65 

.66 

No. 

296 H. 



Pr. 

Da. Pr. 

1%-in. .... 

..$ .80 

$8.86 

2-in. . 

.. .85 

8.66 

2%-in. .... 

.. .40 

4.00 

8-in. 

.. .45 

4.66 

No. 289 FADS. 



Pr. 

Ds. Pr. 

2x2. 

..$ .80 

$8.20 

2%x2. 

.. .80 

8.85 

2%x2% ... 

.. .85 

8.55 

8x8. 

.. .45 

4.80 

No. 289 STD. 



Pr. 

Ds. Pr. 

2x2 . 

. .$ .80 

$8.85 

2%x2. 

.. .86 

8.56 

2%x2% ... 

.. .85 

8.66 

8x8. 

.. .45 

4.90 

No. 

289 N. 



Pr. 

Ds. Pr. 

2x2. 

..$ .40 

$4.60 

2%x2. 

.. .46 

4.75 

3ttx3H ... 

.. .45 

4.90 

8x8. 

.. .55 

6.00 

No. 

289 H. 



Pr. 

Ds. Pr. 

2x2 . 

. .$ .80 

$8.35 

2 %x2. 

.. .40 

4.25 

2%x2% ... 

.. .40 

4.40 

8x8. 

. . .50 

5.60 

1430 7AD2 

Hgs .85 

4.00 

1480 N 

.40 

4.85 

1481 FADS 

.25 

2.50 

1481 872AN 

.26 

2.80 

1478 FADS 

.25 

2.60 

1478 S72AN 

.25 

2.80 

1480 FADS 

.25 

2.20 

1480 SF2AN 

.25 

2.80 

1474 FADS. 

2 .80 

8.30 

1474 8F2. 1% .25 

2.80 

1474 SF2, 2 

.85 

8.60 
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RETAIL SELLING PRICES—Continued. 


HINGES—FLOOR— 

Set 


Set 

Bommer, D 15... . 

_$1.50 

SHA, E, 3% . 

$ 4.00 

R, EA, 315. 

_ 1.60 

Rixon—7.. . . 

10.50 

SHA, E, 265 . 

_ 1.75 

8. 

11.00 

Chicago, R, EA, KF 

, 200 3.25 

10. 

11.00 

SHA, E, 200 . 

_ 4.00 

15. 

13.50 

R. EA, KF, 230. . . 

_ 4.00 

20. 

25.00 

SHA, E, 230. 

_ 4.25 

25. 

31.00 

Corbin—D, R, EA, 

512. 1.50 

30. 

36.50 

SHA, E, 512. 

_ 1.75 

40. 

60.00 

Katz—R, EA, KF, 

2... 1.35 

Standard—R, EA, 450 6.35 

SHA, E, 2. 

_ 1.50 

SHA, E, 450 . 

7.00 

R. EA, KF, 3. 

_3.25 

R, EA, 452 . 

. 10.15 

SHA, E. 3. 

_4.00 

SHA, 452 . 

. 10.75 

R, EA, KF, 3%... 

_3.75 



HODS—Coal- 




Open Japanned— 


Open Galvanised 


15 . 

...$ .50 

15 . 

,.$ .75 


16 . 

17 . 

18 . 

ao . 

HOOKS—Brifht. 
No. 


.60 
.70 
.76 
.90 

Dos. 


16 

17 

18 
80 


No. 


.95 

1.10 

1.85 

1.50 

Dos. 


0 . 

1 . 

.75 

104 . 

105 . 

. .85 

g . 

.65 

106. 

.85 

a . 

.55 

107. 

.80 

4 . 

.45 

108. 

.15 

6 . 

.85 

109. 

.15 

g . 

.25 

110. 

.15 

7 . 

.20 

Ill. 

.15 

0 . 

.15 

122. 

.10 

10 . 

.15 

118. 


11 . 

.15 

114. 


ia . 

.10 



la . 

.10 



14 . 





Gross—60% Diaoount from List. 
Brass No. 1412— Dos. 

% .• .ao 

ff, 8 for 6o.80 

%, 8 for 6e.36 

1, 3 for So. .60 

Brass Onp No. 181— 

Dot. 

.$ .30 

.80 

.30 

3 for So.30 

3 for 60 .. .86 


00g 

3 for 5e.$ .66 

.40 

1% .60 

1%. 3 for 16e. .75 

3, 3 for 16o. *S§ 


w 


3 for 6s.|5o 

.AO 

.60 

3 for 16o.76 

3, 3 for I6e.. .86 

30e. 


1. 3 

II 


5 2 6-inch . 7.00 

% to 2%-inch . 6.60 

3*inch and larger . 7.60 

Flats, all sises . 6.60 

IRONS—Sad. Common, 9e lb.; Mrs. Potts No. 60, $1.76 aot; 

Dover No. 70, $2.76 set. 

JACKS—Bell Bottom, Net List. 

Wagon—Lanes—OL, each $1.76; 1L, $2.50; 2L, $8.50; 
3L, $6.76. 

KNIVES * FORKS—Iron Handled, $1.25. 

Butcher- 

No. Each 

526— 5 .$ .65 

526— 5% .75 

526— 6 85 

526— 6% ’1.05 


Each 

$1.25 

1.50 

.50 


526— 8 1.50 

526— 9 1.90 

526—10 2.35 

526— 7 1.25 

526—12 3.35 

526—14 4.00 

790— 6 1.00 

790— 7 1.30 

790— 8 2.00 

1500— 6 1.00 

Cheese— 

675 . 

Cooks French— 

267— 6 .80 

267— 8 . 1.30 

267— 9 . 1.50 

267—10 . 1.85 

267—12 . 2.00 

Corn— 

2 .75 

3 .40 

5.50 

10 .60 

KNFVE8—Hay—Lightnin* $1.85; 

Serrated, $2.00; Heath's Uprirht, 

King, 40c; No. 12 Hooks, 50e. 
KNOBS—Maple, Base, 5c each; 85e dos. 
LACING—Belt— 


No. 

1500— 7 . 

1500— 8 . 

1910— 6 . 

1910— 7 . 

1910— 8 75 

2200— 6 . 1.00 

2200— 7 1.35 

2200— 8 . 1.60 

3047— 6 60 

3047— 6% .70 

3047— 7 85 

3047— 8 1.00 

3047—10 . 2.00 

3047—12 . 2.50 


. 1.75 

Draw— 

84— 4.75 

100— 6 . 3.75 

100— 7 . 4.00 

100— 8 . 4.50 

100— 9 . 5.00 

105— 6 . 1.50 

105— 8 . 1.50 

105— 9 . 1.65 

105—10 . 1.75 

105—12 . 2.00 

Iwan Sickle, $2.00; Iwan 

* * $1.86. Corn—Corn 


H08E COUPLINGS—Com. Sise %, each 20c; %, 20c; %, 
HOSE (GARDEN)— 

Coupled, 50 ft. lengths—Artec, % inch 21c foot. % inch 28c; 
Deluge, % inch 19c. % in. 21c; Delphos, % inch 18c; % inch 
20c; Sierra, % inch 20c, % inch 22c; Slmi, % inch 16c, % 
inch 18c; Solar Cotton, % inch 19c, % inch 21e; 8 ummit, 
% inch 19c, % inch 21c; Ten Cee, % inch 16c, % ineh 18c; 
Torrent, % inch 24c, % inch 26c; Union Arrow, plain, % 
inch 18c, % inch 20c; Union Arrow, WW, % inch 20c, % 
inch 22c; Whirlpool, % inch 19c, % inch 21c. 

Reel, Not Coupled, Endurah Ribbed, % inch 21c, % inch 

23c; Eudurah Smooth, % inch 21c, % inch 23c; Goodrich 
Ribbed, % inch 22c, % inch 24c; North Star Ribbed, % 

inch 22c, % inch 24e; Rajah Ribbed, % Inch 19c, % inch 
21c; Rajah Smooth, % inch 19c. % inch 21c; Utility Ribbed, 
% inch 18o, % inch 20c; Utility Smooth, % inch 18c, % 

inch 20 c. 

ICE TOOLS— 

No. 815 Plow, 8 -in. $40.00 

No. 816 Plow, 10 -in. 47.50 

No. 817 Plow, 12 -in.. 54.00 

No. 820 Plow, 8 -in. 42.50 

No. 821 Plow, 10 -in. 50.00 

No. 322 Plow. 12-in. 57.00 

No. 456 Splitting Chisel. 4.75 

No. 495 . 5.85 

No. 520 Ice Hooks, 4-ft. 1.85 

4%-ft. 1.40 

5- ft. 1.50 

6 - ft. 1.65 

No. 1 lee Tongs V ft B. 1.75 

No. 2 . 2.00 

No. 8 . 2.25 

No. 540, 18-inch . 2.00 

14%-inch . 2.15 

16%-inch . 2.25 

Pond Ice Saws—Tiller Handle. 

4%-foot. 5.75 

5-foot . 6.25 

5%-foot . 6.75 

IRON—Bars 8 mall Lots. 

(Cutting Extra) 

Common Bar .$ .06 lb. Base 

Angle Iron, %-inch . 10 

Angle Iron, 8-16-inch.08 

Angle Iron, %-inch and heavier...07% 

Rd„ sq. and sq. twisted— 

%-inch and smaller . 7.50 Base 


Slse %, per ft.$ .08 

Sise 5-16 per ft.08 

8ise %, per ft.04 

8ise H, per ft_$ .05 

Sise per ft.. .06 


Bristol 

111, per inch.$ .01% 

112, per inch.03 

118, per ineh....$ .03% 
114. per ineh.0$ 


S'«* 


ft. 


.08 


No. l t box 60 ft..60 

No. 2.66 

LADDERS—Extension, No. 1, 25c foot; Step, Climax, 50c foot; 

Special, 40c foot; Standard, 25c foot. 

LANTERNS—Boys'—No. 589, 45o each; 1590, Cadet, 25c. 
Dash—No. 321, Prisco, $1.85 each; 831, Prisco, $2.15. 

Cold Blast Tubular—No. 320, Prisoo (Little Wisard), $1.40 
each; 400, Prisco (Nustyle), $1.65; 477, Prisco, $1.50. 
Hot Blast Tubular—No. 165, Prisco, $1.00 each; 165R, 
Prisco (Ruby), $1.80; 176, Prisco (Bullseye), $1.50; 217, 
Prisco, $1.00. 

LEAD—White—12%-lb. Keg. $1.85; 35-Ib. Keg, $8.65; 50-lb. 

Keg, $7.15; 1004b. Keg. $14.00. 

LIFTS—8ash—Large Bar, $1.36 dos.; Small Bar, $1.10 dos.; 
Hook, 40c dos. 

LOCKS—Rim—Steel, 75c set; Cast, 60c set. 

LINES, CLOTHES—Cotton, Braided^—No. 850, 65c each; No. 
450, 40c each. 

Cotton, Twisted—No. 140, 35c each; 150, 40c. 

Wire, Twisted—50 foot, 20 gauge, 35e each; 75 foot, 20 
gauge, 40c; 100 foot, 20 gauge, 50c; 50 foot, 18 gauge, 50c; 
75 foot, 18 gauge, 60c; 100 foot. 18 gauge, 70c. 

Wire, Solid—100 foot, 9 gauge, 75c each. 

MATS, DOOR—Cocoa—No. 1, $1.25 each; 2, $1.50; 3, $1.75; 
02, $2.25; 03, $2.65; 04, $3.00; 05, $3.75. 

Steel—No. 20, $1.25 each; 40, $1.75; 60, $2.50; 80, $4.00; 
100 rolls, 50c square foot. 

MATTOCKS— 

Short Cutter, No. 1800 . Each $1.75 

Long Cutter, No. 1790. Each 1.75 

Pick, No. 1810. Each 1.75 

Handled, D E 3.Each .75 

Handled. C E 3 ^.Each 1.25 

Handled, S Q 3 % .Each 1.00 

MAULS—Handles Extra—Post, cast, 7c lb.; R. R. Track, 
920, 25c; Woodchoppers, 960, 25e; Woodchoppers, 960A. 
25c. Dble Face (see Hammers). 


MILLS—Cider- 

Junior .$25.00 

Medium.80.00 

MOPS— Slasher 

15 oz., each.$ .75 

18 oz., each.85 

21 oz., each. 1.00 

MOP STICKS—No. 7, 25c each; 
or Janitor's, 65c each. 


Senior.$40.00 

Force Feed .18.00 

Cotton 

15 os., each.$ .75 

18 oz., each.85 

21 oz.. each. 1.00 

No. 13, 25e each; No. 70 
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RETAIL SELLING PRICES—Continued. 


MOWERS—Great American—15-in., $16; 17-in., $18; 19-in., 
$20; 21-in., $22. Common—12 in., $6; 14-tn., $6.25; 16- 

in., $6.50. 


NAIL8-Btu per Kef, $5.80. 

lOO lbs. to Kef price. 1 to 

Finn Bine 2*8.$ .08 

Finn Bright.08 

Common 2A8d.08 

Common 4*ftd.08 


Common 6*7d. 
Common 8 to 60d. 


.07 

.07 


Cssinf 2*3d.08 

Cssinf 4£5d.08 

Cnming 6 to 20d.08 

Finishing 2*8d.10 

«. .. - Q8 

.08 
.08 
.08 
.08 
.08 

.80 
.85 
.20 
.15 


Finishing 4*5d. 
Finishing 6 to 20d.. 
Smooth Box 4 to 6d. 
Smooth Box 8 to 20d 
Barb Box 4 to 5d.. 

Barb Box 6. 

Trunk— 

Bulk, lb. 

1 lb. Papers, e».... 

H lb. 

VA lb. 


50 to 99 lbs., add 50c per 
50 lb 

Barb Box 8 to 20d. . .08 

Barb Hoof % to \ . . .10 

Barb Hoof 1 to 1 H . . .10 

Piaster Board.10 

C. C. Box.10 

Cut Casing 6*8.08 

Galv. Felt.15 

Gals. Boat.12 

Clout— 

Bulk, lb.80 

H lb. Papers, es... .20 

Cigar Box— 

Bulk, lb.30 

1 lb. Papers, es.35 

^ lb.20 

lb.15 

Horseshoe— 

Oapewell, lb.30 

Northwestern .30 

Union .25 


2 

2H 

8 

3H 

4 

5 

6 

7 

8 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.1 1 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.05 

.07 

.07 

.07 

.08 

.10 

.12 

.14 

.18 

.06 

.11 

.11 

.11 

.13 

.16 

.18 

.22 

.28 

06 

.09 

.09 

.09 

.09 

.11 

.13 

.17 

.18 

.08 

.14 

.14 

.14 

.14 

.18 

.21 

.25 

.32 

.08 

.13 

.18 

.18 

.13 

.15 

.18 

.28 

.25 

.11 

.19 

.19 

.19 

.19 

.24 

.28 

.34 

.88 

.11 

.11 

.17 

.17 

.17 

.20 

.24 

.29 

.88 

.17 

.17 

.20 

.29 

.29 

.82 

.88 

.45 

.52 

13 

.13 

.20 

.20 

.20 

.25 

.29 

.86 

.40 

.21 

.21 

.85 

.35 

.85 

.89 

.48 

.54 

.60 

.18 

.18 

.27 

.27 

.27 

.82 

.88 

.50 

.54 

.27 

.27 

.47 

.47 

.47 

.52 

.61 

.68 

.75 

ched 

r. s. 

S. Hexagon. Tapned 

— Size H. 

65c 


45c; 

7-16, 

4<lc ; 

H. 

35c; 

0-16, 

30c; 



35c 11>.: .Vi6. 
1 6c: ”*, 1 :>e ; 


OIL—Boiled Linseed, $1.60 *sl. 

OII.Kits - 

Mowing Machine— 

No. 

M A . 

MB . 

1 l»>o. 

I l jo. 

II to. 

Steel, .spring Bottom 


12 
13 

13 A . 

14 

1 4 AA 


11 B . 

Hi . 

.15 

!;•< li Steel, Railroad — 
j 5 l o . 

1 .On 


1 “ *» 

.JO Zinc, Chare's— 


to HO. 

.lo 

:to 0. 

JO 


. . .15 

.15 

,:tu :i. 

35 t. 

JO 

.3.5 5. 

.10 6. 

.30 

.3.5 


OUTFITS—Cobblers—Eclipse, $100 each; Family, $1.85; 
Home, No 1, $2.00; No. 2, $1.50. Lsata and 8tsnds, No. 
lb, cast, 9uc; No. 15, extra heavy, $1.35; No. 24, malle¬ 
able. $2.25. 

OVENS, PORTABLE—Boss 
No. Each 

"12.$5.25 


No 


Each 


:*:>o 

"oo 


irjoo 
4 '»o 


NETTING, POULTRY—Hexagon. Galvanized After Weaving— 
2 inch, 20 gauge—List roll, 12m., $2 14; 18m., $3.08; 24in., 
3.92; 30in., $4.68; 30in., $5.35; 48m., $7.13; 60in., $8.91; 
72in„ $10.69 

Sell Full Roll—12in., $1 95; 18in, $280; 24in., $3 50; 
30in., $4.25; 36m., $4.80; 48in., $6.40; 60in„ $8.00; 
72in.. $9.65. 

Sell Cut (lin. ft.)—12in., 1 \ e.; 18in., 2 He; 24in., 3 He; 
30in., 3%c; 36in., 4Hc; 48in., 5\e; 60m., 7Hc; 72in., 
8 V4 c. 

1 Vi inch, 20 gauge—List roll, 12in., $3.15; 18in., $4.53; 
24in., $5 78; 30in., $6 90: 36in., $7.88; 48in., $10.50; 
60in., $13.13; 72in., $15.75. 

Sell Full Roll—12m., $2 85; 18in., $4.10; 24in., $5.20; 
30in., $6.20; 36in., $7.10; 48in., $9.45; 60iu„ $11.80; 
72in„ $14 20. 

Sell Cut (lin. ft.)—12in., 2Hc; 18in., 3Hc; 24in., 4Hc; 
30in., 5V4c; 36in., 6Hc; 48in., 8Hc; 60in., 10Hc; 72in., 

12 He. 

1 inch, 20 gauge—List Roll—12in., $4.95; 18in., $7.12: 
24in .. $9.08; 30in.. $10 83: 36in., $12.38; 48in., $16.50; 
60in„ $20 63; 72in., $24 75. 

Sell Full Roll—12in., $4.45 ; 18in., $6 40; 24in , 98.20 
30in., $9.75; 36in., $11.15; 48in., $14.85; 60in., $18.60; 
72in., $22 30. 

Sell Cut (lin. ft.)—12in., 4c; 18in., 5Hc; 24in., 7V4c; 
30in., 8Hc; 36in., 10c; 48in.. 13 He; 60in., 16Hc; 72in. t 
19V4 c. 

H inch, 20 gauge—List Roll—12in., $8.55; 18in., $12.30; 
24in., $15.68; 30in., $18.71; 36in„ $21.38; 48in., $28.50; 
60in., $35.63; 72in., $42.75. 

Sell Full Roll—12in., $7 70; l«in., $11.05; 24in., $14.10; 
30in., $16.85: 36in., $19.25; 48in., $25.65; 60in., $32.05; 
72in, $38 48. 

Sell Cut (lin. ft.)—12in., 18in., 9\c; 24in., 12Hc; 

30in., 15c; 36in., 17 He; 48in., 22Hc; 60in., 28He; 70in., 
34 He. 

NIPPERS—Nettleton—8-in., $1.75 emeu; 10-in.. $1.15; 11-in., 
$2.25: 14-in., $2.75. 

NIPPLES—Right Hand. 

Size 

H, black 

& ffsek 
H galv. 

%, black 
%. galv. 

H. black 
H. galv. 

H, black 
%, gal*. 

1, tlsck 

1. gslv. 

1H, black 
1H, gal^- 
1H. black 
1H. galv. 

2, black 
2. gslv. 


erfert ion 


12 


Pinnev A Bo 
l :t . . . . 

17 . 

17 G . 


2 On 
2.25 


122 o 

:i:t .. . 
:t7 G 


PACKING—Sheet Rubber—Standard. 20c lb.; Rainbow, 90c; 
Italian Hemp. Cotnuton, 40c; 8quare Flax, braided, 50c; 
Piston Spiral Steam, High Pressure, $2.25; Steam or Water, 
Low Pressure, $1.25. 


PADS—Sweat—No. 63 N12, Red Edge, 
Blue and White striped, $1.50. 


75c; No. 146 A12, 


PADLOCK8— 
Miller- 
No. 

1 . 

016. 

Each 

-$1.35 

25 

No. 

585 . 

635 . 

645 J . 

803 . 

Each 

... 1.25 
. .. 1.25 
. .. .50 

. . . 1.35 

18 . 

.... .30 

805 . 

. . . 1.50 

18 B. 

.35 

813 . 

. . . 1.50 

19 . 

.40 

815 . 

. . . 1.50 

21 . 

-$ .45 

823 . 

. . . 1.75 

75. 

.50 

833 . 

. . . 2.00 

121. 

.50 

843 . 

. . . 2.50 

5441 

.85 

853 . 

. 2.75 

Yale— 

223 . 

.60 

8454 . 

Sloytnnker— 

... 1.75 

225 . 

.75 

1902 . 

.60 

453 J . 

! ! 1 . .35 

1903 . 

. . . .50 

453 X. 

. . ! . !35 

9002 . 

. . . .60 

563 . 

_ 1.15 

9902 N C. 

. . . .50 

565 . 

- 1.35 

21090 . 

. . . .75 


PAINT SUNDRIES— 

Alcohol (Denatured) 


1 gallon .$1 

Gal. 

.50 

Vj8 gals.H Gal. 

1.60 

5-gallon . 1 

.40 

Quarts.Qt. 

.95 

Barrel .$1 

.20 

Inside Floor— 


Glue 

Lb. 

Gals.Gal. 

2.90 

No. 2 Gelatine . 

.65 

H -gals.H -Gal. 

1.60 

Chicago White . 

.65 

Quurts.Qt. 

.93 

Lead. Selby White 


Porch— 


500 lbs. or more. . . . 

.13»-2 

Gals.Gal. 

4 25 

100-lb. kegs. 

.14 

H gnls.H Gal. 

2.25 

50 and 25 lb. kegs.. 

. 1 4 > i 

Quarts.Qt. 

1.20 

12H-lb. kegs . 

.14 15 

Oil 

Gal 

Paint. Dry Colors 


Floor . 

.65 

Burnt Umber . 

.05 H 

G loss . 

.60 

Chrome Green. Med,. 

.15 

Lard, No. 1 . 

2.50 

Graphite . 

.06 H 

Lin-O-Oil. 

.90 

Princess Metallic . . . 

.04 

Linseed, Boiled. 

2.25 

Raw Siennn. 

.07 

Linseed, Raw . 

2.23 

Venetian Red . 

.04 

Neatsfoot No. 1. 

2.50 

Yellow Ochre . 

.03 

Neutral. 

.45 

Paints. Ready Mixed 


Paraffine. 

. 5 5 

1st Grade. White— 


Tints, Kalsomine 

Lb. 


Gals.Gal. 4.40 


H*gol». 
Quarts . 
Pints . . 


Ih.; 5-16, 6<»c; 

30c; H. 25c: 7 «, 25c, 1. 25c 
Hot Pressed U. S. S. Square. Tapped—Size 
30c: 25c; 7-16. 25c; H. 20c : 5 s. 18c: 

1. 15c. 

OAKUM—Plumbers, 16c lb.; Navy, 25c lb.; Best Unspun, 
35c lb. 

OAR LOCKS—2-in., per pair 40c; IH-in., per pair 60c; 
2H*in.. per pair. 70c. 


. . . l jt -Gal. 

.Qt. 

.Pt. 

H-pints .H Pt. 

1st Grade. Colors— 

Gals.Gal. 

H g»ls.H -Gal. 

Quarts.Qt. 

Pints .Pt. 

H -pints. *-2 -Pt. 

2nd Grade White or Colors— 
Gals.Gal. 2.9(> 


2.3o 

1.25 
.70 
.40 

4.25 
2 25 
1.2o 

.65 

.35 


Barrels 

Kegs 


.07 H 
.07 \ 


100-lb. Bulk .... 

25-lb. Bulk _ 

Less 25 lbs. 

Turpentine 

1-gal. 

."1 - :i 1 

.08 

. . . .09 

10 
Gal. 

. . . 1.05 
.90 

Barrel . 

. . . .75 

Wax 

Tib. 

Johnson’s . 

.65 

Old English. 

.65 

Hradlov’s. 

.60 


OPENERS (CAN)— 
No. 

Each. 

No. 

Each. 

No. 

No. 

00, each. 

0, each. 

$ .15 
.25 

No. 

No. 

4, each.... 

5, each. .. . 

_$ .40 

.45 

4 . 

• .$ 10 

110 . 

.$ .10 

No. 

1, each. 

.30 

No. 

6, each. . . . 

.50 

16 . 

.10 

340 . 

.25 

No. 

2, each. 

.35 

No. 

7, each.... 

.60 

100 . 

. . .25 



No. 

3, each. 

.35 
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RETAIL SELLING PRICES—Continued. 


PAPER—Asbestos, size 1-16 and under, 30c lb. cut; over 
116, 30c lb. 

Paper Sheathing, Red or Gray, 20 -lb., 95c roll; 25-lb., $1.15 
roll; 30-lb., $1.35 roll. 

Tarred Insulating, No. 8 , roll $1.50 (cut 5c lb.) ; 10, roll, 
$2.50 (cut 6 c lb.) 


PAPER—Building— 

P ft B Imitation P ft B 


No. 1—500. 

...$2.00 

No. 1—500..... 

_$1.80 

No. 1—1000. 

... 8.90 

No. 1—1000_ 

_8.40 

No. a— 500. 

... 2.95 

No. 2—500. 

-2.56 

No. 2—1000. 

... 5.75 

No. 2—1000_ 

_4.96 

No. 3 —500. 

... 4.00 

No. 3— 500 . 

.... 8.60 

No. 8—1000. 

... 7.70 

No. 8—1000.... 

.... 6.75 

Red Resin— 




17 lb. 

....$1.16 

25 lb. 

_$1.66 

20 lb. 

... 1.40 

80 lb. 

.... 1.90 


PAPER—Roofing, Smooth or Sanded—Ply %, $1.85 lb.; ply 1, 
$2.25; ply 2, $2.75; ply 8 , $3.25. 

PAPER, SAND AND EMERY—Astec Sand Paper, in Sheets— 
No. 00-%, 40c qr.; 1 , 45c qr.; 1 ft, 50c qr.; 2, 55c qr.; 2ft, 
60c qr.; 8 , 65c qr. 


PEA VIES— —Socket— —Bangor— 


2%x4 . 

Maple 

Hickory 

$2.75 

Maple^fliekory 
$2.80 $ 8.00 

4% . 


2.85 

2.85 

8.10 

2%x4% . 


2.85 

3.00 

8.25 

5 . 


8.00 

8.10 

8.35 

2%*4% . 

. 8.00 

8.25 

8.25 

8.50 

5 . 


8.25 

3.35 

3.60 

8x5 . 

. 8.15 

8.50 

8.75 

8.85 


PERCOLATORS, COFFEE—Universal— 



Each 


Each 

44. 

.$3.75 

1204 . 

.$3.75 

46. 


1206 . 


48. 


1208 . 

. 4.25 

52. 


1210. 


54. 


1304 . 


56. 


1306 . 


58. 


1308 . 


64. 


1310. 


66. 

. 5.00 

1404 . 

. 4.75 

69. 


1406 . 


614. 

. 6.00 

1408 . 

. 5.25 

74. 


1410. 


76. 

. 5.50 

1504 . 

. 4 25 

79. 

. 6.00 

1506 . 


714. 


1508 . 


464 . 


1510. 


466 . 

. 5.50 

1704 . 


469 . 


1706 . 


474 . 


1708 . 

. 4.75 

476 . 

. 6.00 

1710. 

. 5.25 

479 . 





PICKS—Railroad, No. 1710, $1.85 each; 1711, $1.50; 1712, 
$1.60; 1713, $1.75; 1714, $1.85; 1715, $2.00. 

Drifting, No. 1, $1.25 each; 1 %, $1.35; 2, $1.50; 8 , $1.60; 


PINS—Escutcheon—Small lota, 15c os.; large lota, 40% over 
List. 


PIPE FITTINGS (STOVE)—Caps, No. C 15, 50c each; 0 16, 
60c each. 

Collars, No. 018, 014, 25, 25%, 26, 10c each; 27, 15c each. 
Cylinders, No. 54 (1508), 75c each; 64 (1608), $1.00 each; 
65 (1612), $1.10 each; 75, $1.20 each. 

Dampers, No. 3, 4, 5, 15c each; 6 , 20c each; 7. 25c each. 
Elbows, No. 3 Corg., 20c each; 4 Corg., 25c each; 5 Corg., 
25c each; 6 Corg., 80c each; 7 Corg., 40c each; 8 Adj. 4 
Pc., 25c each; 4 Adj. 4 Pc. t 30c each; 5 Adj. 4 Pc., 80c each; 
6 Adj. 4 Pc., 35c each; 8 -inch Adj. Galvd., 35c each; 4-inch 
Adj. Galrd., 45c each; 8 Corg. Jap., 85c each; 4 Corg. Jap., 
45c each. 

Flue Stops, Nos. 1 and 86 , 15c each; 8 , 15c each; 30, 20 c 
each; 40, 20c each. 

Roof Plates and Saddles, Nos. 15, 16 (Side), 90c each; 50, 
60 (Ridge), 75c each. 


PIPE FITTING 8 —Price, each. 



%, % 

, %-in 

. %-in. 

%-in. 

1-in. 


Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Bushings . 

$ .05 

$ .10 

$ .05 $ .10 

$ .10 

$ .15 

$ .10 

Caps . 

.05 

.10 

.10 

.12 1 

& .15 

.15 

.15 

Couplings . 

.10 

.10 

.10 

.15 

.15 

.15 

.20 

Crosses . 

.15 

.20 

.25 

.30 

.35 

.50 

.45 

Elbows, 90 Deg. 

.10 

.15 

.10 

.15 

.15 

.15 

.20 

Elbows, 45 Deg. 

.10 

.10 

.10 

.15 

.15 

.25 

.25 

Elbows, Red.. . . 

.15 

.15 

.20 

.20 

.25 

.80 

.25 

Elbows, Street .. 

.10 

.10 

.15 

.20 

.20 

.35 

.25 

Floor Flanges . . 

.20 

.40 

.30 

.60 

.35 

.60 

.40 

Lock Nuts. 

.05 

.10 

.10 

.15 

.20 

.30 

.30 

Plugs . 

.05 

.05 

.05 

.05 

.05 

.10 

.10 

Reducers . 

.10 

.15 

.15 

.20 

.20 

.25 

.25 

Return Bends . 

.20 

.35 

.25 

.45 

.30 

.45 

.50 

Tees . 

.10 

.15 

.15 

.20 

.15 

.20 

.20 

Unions . 

.20 

.25 

.20 

.30 

.25 

.35 

.30 

Waste Nuts . .. 

.10 

.10 

.10 

.10 

.10 

.15 

.10 


1-in. 

1 % 

,-in. 

1 % 

i-in. 

2 -in. 


Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Bushings . 

.15 

.10 

.25 

.15 

.30 

.20 

.35 

Caps . 

.20 

.20 

.40 

.25 

.45 

.40 

.65 


Couplings .20 

Crosses .75 

Elbows, 45 Deg. 
Elbows, 45 Deg. 
Elbows, Red.. .. 
Elbows, Street . 

Floor Flanges .. 

Lock Nuts.40 

Plugs. 

Reducers .... 

Return Bends 

Tees . 

Unions .45 

Waste Nuts 


Close .05 

Long . 

4- in. Long.05 

5- in. Long.08 

6 - in. Long.08 


Close . 10 

Long . 

4- in. Long . 

5- in. Long.20 

6 - in. Long.25 

PIPE, GAS AND WATER—Black, % Inch, 7c foot; % inch, 

7c; % inch, 7c; % inch, 9c; % inch, 11c; 1 inch, 15e; 1% 
inch, 20c; 1% inch, 27c; 2 inch, 85c. 

Galvanized. % inch, 9c foot; % inch, 9c; % inch, 9c; % 
inch, 11c; % inch, 14c; 1 inch, 20c; 1% inch, 25c; 1% 
inch, 35c; 2 inch, 45c. 

PIPE, STOVE—29 Gauge, Nested. Full Joints—Size 8 inch, 
20c joint; 4-inch, 25c; 5-inch, 25c; 6 -inch, 30o; 7-inch, 40c; 
8 -inch Japan, 80c; 4-inch Japan, 85c; 6 -inch Japan, 45c; 8 ' 
inch Galvanised, 40o; 4-inch Galvanised, 45c. 

PITOH—Asphaltum—5-lb. can, 85c; 10-lb. can, 70o; 25-lb. 
can, $1.50; 5C-lb. can, $2.75; % Bbl., $4.50; Bblt., $8.00. 


.20 

.20 

.25 

.25 

.80 

.85 

.40 

.75 

.55 

.90 

.60 

1.10 

1.00 

1.75 

.80 

.40 

.65 

.45 

.70 

.65 

1.10 

.30 

.40 

.65 

.45 

.70 

.65 

l.ao 

.35 

.85 

.60 

.40 

.65 

.65 

1.10 

.40 

.30 

.55 

.35 

.60 

.75 

1.25 

.70 

.45 

.80 

.50 

1.10 

.75 

1.50 

.40 

.85 

.60 

.40 

.65 

.65 

.85 

.10 

.10 

.15 

.15 

.20 

.15 

.25 

.85 

.25 

.45 

.85 

.55 

.50 

.90 

.80 

.65 

1.80 

.85 

1.50 

1.25 

2.40 

.30 

.30 

.50 

.40 

.75 

.70 

1.20 

.45 

.45 

.65 

.60 

.85 

.80 

1.00 

.15 

.20 

.80 

.40 

.65 

.60 

.90 

to?* 

Nipples 
%-in. %-in. 

%• 

in. 

1 -ixt. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

.05 

.05 

.05 

.07% .05 

.07% .10 

.05 

.10 

.05 

.10 

.10 

.15 

.10 

.05 

.10 

.08 

.10 

.08 

.15 

.10 

.08 

.10 

.10 

.15 

.10 

.15 

.10 

.08 

.10 

.10 

.15 

.10 

.15 

J.5 

1 -in. 

1 %-in. 

1 %-in. 

2 -in. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

.10 

.10 

.15 

.15 

.20 

.15 

.25 

.20 

.15 

.25 

.20 

.80 

.25 

.40 

.20 

.15 

.25 

.20 

.30 

.25 

.40 

.20 

.15 

.25 

.20 

.80 

.25 

.40 

.25 

.20 

.30 

.25 

.85 

.80 

.45 


PLANES—Wood Smooth, $1.25 each; Wood Jack, $1.60. 
PLANES—Block-Bailey—No. 9%, $1.85 each; 9%, $2.25; 15, 
$2.10; 16, $2.10; 17, $2.25 18, $2.25; 19, $2.40. 

Block, Stanley—No. 60, $2.10 each; 60%, $1.95; 61, $1.85; 
65, $2.45; 100, 45c; 101, 40c; 102, 65c; 108, 90o; 110, 85o; 
120, $1.35; 130, $1.40; 181. $2.25; 208, $1.20: 220, $1.35. 
Iron, Bailey—No. 2, 20, $3.45 each; 3, 30, $8.60; 4, 40, 
$4.00; 4%, 4%C, $4.50; 5, 50, $4.50; 5%, 5%0, $5.25; 6 , 
60, $6.00; 7, 70, $6.75; 8 , 80, $8.00. 

Iron, Stanley—No. 602, 6020, $8.75 each; 608, 6080, $4.15; 
604, 6040, $4.50; 604%, 604%O, $5.15; 605, 6050, $5.15; 
605%, 605 %C, $5.60; 606, 6060, $6.50; 607, 6070, $7.50; 
608, 6080, $9.00. 

All Wood—All numbers, Plain (21W) $2.25, (27W) $2.50, 
(029W) $2.65; Razee (23W) $2.65, (27W) $3.00. 

Wood Bottom, Bailey—No. 22, $2.50 each; 28, $2.50; 24, 
$2.50; 26, $2.75; 27, $3.05: 28, $3.40; 29, $8.40; 80, $3.75; 
81, $3.75; 32, $4.05; 35, $8.00; 86 , $3.45. 

Rabbet—No. 10, $5.10 each; 10 %, $4.20; 75, 60c; 90, 
$3.15; 92, $8.15; 93, $3.15; 190, 191, 192, $2.10. 


PLIERS—Bernard’s—No. 100 , 4%-in., 70c each; 5%-in., 90c; 
6 %-in., $1.15. No. 101 , 5%-in., 90c each: 6 %-in., $1.15; 
No. 102 , 4%-in., $1.35; 5%-in., $1.60; 6 %-in., $1.96; 8 - 
in., $2.85; No. 103, 4%-in., 70c; 5-in., 85c; No. 104, 
4%-in., 70c; 5-in., 85c; No. 105, 5-in., $1.40; No. 106, 
4%-in., 85c; 5-in., 95c; No. 108, 6 -in., $1.05; No. 109, 7-in., 
$1.40; No. Ill, 5%-in., $1.25. 

Klein’s—No. 201 , 6 -in., $1.75 each; 7-in., $2.00; 8 -in., 

$2.50; 9-in., $2.75. 


PLUGS— 8 park—$1.00 each. 

PLUMBS AND LEVELS—Wood, Stanley or Disston—No. 00, 
$1.00 each; 0, $1.15; 2, $1.50; 8 , $1.75; 13, $2.10; 25, 
$2.85; 30, $2.15; 35, $2.85; 45%, $8.00; 90. $2.75; 98, 
$3.75; 95. $5.50; 98, $2.75; 101, $2.75; 102, 60c; 104, 75c; 
6012, $2.00; 6018, $2.75; 6024, $3.15; 6521, $2.00; 6518, 
$2.50; 6524, $3.00. 


POINTS* ft CHUCKS— 


For 80 and 81. 

.$ .75 

For 35. 

. .60 

Nos. 11 and 15, 2-in. 

. .55 

8 -inch . 

. .60 

4-inch .. 

. .65 

5-inch . 

. .75 

6 -inch . 

. .85 


8 -inch . 


10 -inch. 


No. 75. 


No. 60. 


No. 80. 

.85 

No. 81. 



POLISH (FURNITURE)—Calol, % pint, 25o each; 1 pint, 
35c; 1 quart, 60c; % gallon, $1.00; 1 gallon, $1.50; 5 
gallons, $6.75. 

Liquid Veneer, 4 ounce, 25c each; 12 ounce, 50e; 1 quart, $1. 
O-Cedar, 4 ounce, 25c each; 12 ounce, 50c; quart, $1.00; 
% gallon, $1.50; gallon, $2.50. 

Johnson's Prepared Wax, 5 ounce, 35c each; 1 pound, 70c; 
2 pound, $1.40; 5 pound, $3.00. 

Metal—NonOlio, % pint, 50c each; 1 pint, 75c; 1 quart 

t l.25. 

hoe—Shuwhite 10 c each; Midnight Oil, 25c; Royal, 15e; 
Jet-Oil, 15c; 4 C S Shoe Satin, 10c; 9 0S Shoe Satin, 15c; 
1 C Satinola, 10 c; 2 C Satinola, 15c 5 P S Shoe Satin, 10 c; 
10 P S Shoe Satin, 15c; 5 P Satinola, 10c; 10 P, 
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POLI 8 HES—Con tinned. Shoe, Bat in ole, 15c. 

SatinoU, 15e. 

Store—Liquid, No. 6 Black Silk, 15c each; 8 Black Silk, 
20c; 2 Black Eagle, 80c; 10 E Enameline, 15c. 

Paata, No. 5 Black SilkJ 15c each; 10 Black Silk, 20c; 20 
Black Silk, J1.85; 01 Black Eagle, 80c; 95 Black Eagle, 

J l.lO; 4 E Enameline, 10c; 8 E Enameline, 15c; 75 Black 
aek, 15c; 1 Rising Son, 15c. 


POT8— 

Gasoline Fire— 8 Quart. 1.10 

11 .$ 8.80 10 Quart. 1.40 

71 12.20 12 Quart. 1.50 

71 .0.85 18 Quart. 1.75 

5 .9.80 Tin— 

Watering GalTanised 4 Quart .$ .55 

4 Quart.$ .85 8 Quart.85 

8 Quart. 1.00 8 Quart.85 

10 Quart. 1.00 

PULLER8—Nall—Re*. $1.45 each: Rex. Jr., 91.95; Red 
Devil, 92.00; Morrllla, 92.00; Little Giant, 91.80. 
PULLEY8—Braae Screw, No. 850. %-lnch, 10c each; %, 10c 
each; %, 10c each; 1, 15c each; 1%, 25c each; 1ft, 85c 
each. No. 870, %-inch, 25c each; 1, 85c each. 

Brans Side, No. 1150, H*isch, 15c each; %, 20c each. No. 
1170, %-inch, 25c each; %, 25c each. 

Brans Upright, No. 500, 25c each. 

Olothee Lines, No. 810, 2 15c each, 2% 20c each; 860, 15c 
each; 670, 15c each; 1610, 2 15c each, 2% 25c each; 1660, 
20 c each: 1670, 20c each: 6850 G, 80c each; 6500, 45c each. 
Hay Fork, No. 1267, 60c each; 692, 60c each; 796, 75c 
eacn; 46, 85c each; 1651, 91.25 each. 

PULLEYS—Frame—No. 4 Ottumwa per do*., 65c; No. 5, 
70c; No. 9, 70c; No. 105, 65c; No. 109, 65c. 

PUMP8—P. S.—1, 98.00; 2, 98.40; 8, 98.85; 4, $4.25. 
PUTTY—Per lb., 10c. 

RAIL (HOUSE DOOR)— 

Prouty 

No. 5 . Foot, 9 .15 

Richards-Wilcox 

No. Foot No. Foot 

9 .9 12 16.019 .9 50 

182, 0182 .50 150 .10 

RASPS—Fist wood, 8 inchee long, 50c each* 10, 75c; 12, 
90c; 14, 9180; 16, $1.75. Hsu round wood. 10, 75e; 12, 
95c; 14, $1.85; 16, $1.80. Half round cabinet, 8, 75c; 
10, 90c; 12, $1.25; 14 $1.60; 16, $2.00. 

RAZORS (8AFETY)— Eveready 

No. No. 

700, each .$1.00 706 B, Blades, Pkg...$ .80 

2 , each . 8.00 

Gem 

800, each . 1.00 800 B, Blades, Pkg... .85 

Enders 

900, each . 1.00 900 B, Blades, Pkg... .25 

Durham Domino 

1000, oach . 1.00 1000 B, Blades, Pkg.. .50 

Gillette 


00, each . 6.50 480, au 

460, each . 5.00 500, ea< 

460 B, each. 5.00 500 B, 

470, each . 5.00 501, ea< 

501 B, each. 6.00 6 X E 

12 X B Blades, Pkg.. 1.00 

Auto Strop 

1, set. 5.00 2541, set 

15, set. 6.00 600 B 

25, set. 6.50 600 % B 

25L set. 5.00 

REGISTERS— 

Jap 6 x 8 .91.55 White 

Jap 8 x 10 . 1.65 White 

Jap 10 x 12 .2.40 White 

Jap 10x14.8.15 White 

Jap 12x14.4.85 White 

REGISTER FACES— 

Jap 6 x 8 .$1.00 White 

Jap 8x10.1.10 White 

Jap 10x12.1.70 White 

Jap 10x14.2.20 White 

Jap 12x14.2.60 White 

REVOLVERS— 

Colts, Model Each 

Pocket Positive.$15.00 300 B, : 

Police Positive. 16.00 304, 32< 

Police Positive Special 17.00 804 B, I 

Police Positive Target. 18.00 343, 351 

Army Special.$18.00 343 B, l 

New Service. 20.00 344, 35< 

Single Action. 18.00 344 B, f 

Harrington 4 Richardson 360 B, J 

208, 228 . 8.00 

203 B. 223 B. 8.50 Smith 

204, 224 . 8.50 1905 M 

204 B, 224 B. 9.00 Regulsti 

263, 273 . 9.00 1903 Hi 

263 B, 273 B. 9.50 88 S. 4 

264, 274 . 9.50 1908 Mi 

264 B. 274 B. 10.00 1911 Ta 

Iver Johnson New De] 

300, 803, 828. 12.00 New De] 


480, each . 5.00 

500, each . 5.00 

500 B, each. 6.00 

501, each . 5.00 

6 X B Blades, Pkg.. .50 


541, set. 5.00 

600 B Blades, Pkg.. 1.00 
600% B Blades, Pkg.. .50 


White 6 x 8 .$1.85 

White 8 x 10 . 2.00 

White 10x12.2.90 

White 10x14. 8.80 

White 12x14. 6.25 

White 6 x 8 .91.80 

White 8 x 10 . 1.45 

Whita 10x19.2.20 

White 10x14.2.86 

White 12x14.8.65 

Each 

300 B, 803 B, 823 B. 12.50 

304, 324 . 12.50 

804 B, 324 B. 18.00 

343, 353 . 18.00 

343 B, 353 B. 18.50 

344, 354 . 13.50 

344 B, 854 B. 14.00 

360 B, 365 B. 14.25 

Smith 4 Wesson 
1905 Military Police. 22.00 
Regulation Police .... 21.00 
1903 Hand Ejector... 21.00 
88 S. 4 W. Perfected. 20.00 

1908 Military. 24.50 

1911 Target. 22.50 

New Departure 32. . .. 18.50 
New Departure 38. . . . 20.00 


RIVETS—Slotted Clinch, Coppered Steel—No. 9, 10c box; 98, 
10 c box. 

Tinners', in Papers—Black: Pins 10 % {tinned, plus 10%. 
Tinners', in Kegs—Black, all sises, 80c lb.; tinned, 8 , S5o; 
8 ft, 35c; 4, 85c; 5, 85c; 6 , 85c; 7, 85c; 8 , 85c; 10, 85o. 

RIFLES—No. and Model— 16 A TD—Standard . . 82.75 


Daisy Air Each 

25.$ 4.25 

40. 4.25 

3 . 2.65 

30 .9 2.25 

11 . 1.50 

12 . 1.35 

King Air 

4 . 2.25 

5 . 2.65 

21 . 1.85 

22 . 1.50 

Marlin 


20 TD—Octagon BrL 17.50 
27 TD—Round Brl.. 20.50 
TD—Octagon Brl. 23.00 
29 TD—Round Brl.. 15.50 
1897 TD—Round Brl.. 21.50 
TD—Octagon Brl. 23.50 
Remington 

4 TD—Octagon Brl.. 11.00 
6 TD—Round Barrel. 7.60 
8 A TD—Round Brl.. 45.00 
12 TD—Round Barrel. 18.20 
TD—Octagon Brl. . 20.20 


14 A TD—Standard .. 82.85 
TD—Carbine.82.75 


Stevens 

Little Scout. 4.00 

Crack Shot. 4.85 

Marksman. 6.50 

Favorite. 7.85 

70 TD—.22. 11.50 


Winchester 

1886 SF—Round Brl. . 86.00 
TD—Round Brl.. 42.00 
1890 TD—Oct'gn F'cy 41.00 
TD—Octgu. Plain 20.00 
1892 SF—Round Brl.. 28.50 
SF—Octagon Brl. 25.00 


SF—Carbine .... 28.00 
TD—Octagon Brl. 85.00 

1894 SF—Round Brl.. 27.50 
SF—Octagon Brl. 29.50 
SF—Carbine .. . 25.50 
TD—Octagon Brl. 35.25 

1895 SF. 38.00 

1895—Gov’t Model .. 41.00 

1895 TD. 44.00 

1902 TD—.22. 7.50 

1908 TD—Plain.82.00 

TD—Fanoy. 56.00 

1906 TD. 18.50 

1907 TD. 40.00 


ROPE—Cotton Thread—Slse 8*16, 75c lb.; * to 6-16, 75c; 
% to %, 75c; % to 1, 75c. 

Manila—Base, 45c lb.. Sisal, Base, 85e lb. 

RULES, BOXWOOD—Lufkin 8 tanley—No. 171, ( 86 ) 85e each; 
No. 872 ( 86 %) 55c; No. 878 ( 8 ) 95c; No. 886 (82) 65c; 

No. 388 (82%) 80o; No. 465 (69) 15o; No. 488 (57) 60c; 

No. 651, ( 68 ) 15c; No. 702 (18) 80c; No. 751, (61) 20c; 
No. 752, (70) 30c; 761, ( 68 ) 80c; No. 762B, (7) 90c: 

No. 771. (84) 50c; No. 780, (62%) 65c; No. 781, (62) 

65c; No. 861A. (58%) 65c; No. 862C, ( 88 %) 95c; No. 
871, (52) 60c; No. 881, (54) 70c; No. 981, (60) 85c; No. 
8851 ( 66 %) 50o; No. 8851Y, ( 66 ) 50o; No. 8861 ( 66 %) 
55c; No. 8881, ( 66 %), 90c. 

RULES, ZIG ZAG—Lufkin Stanley—No. 804 F, 40c each; 
No. 806 F, 60c; No. 8518 (08), 35c; No. 8514 (04), 50c; 
No. 8515 (05), 60c; No. 8516 (06), 70c; No. 8518 (08), 
95c; No. 8528 (408 F), 85c; No. 8524 (404 F), 40c; No. 
8525 (405 F), 60c; No. 8526 (406 F), 60c; No. 8613 (108). 
45c; No. 8614 (104), 50o; No. 8615 (105), 65c; No. 8616 
(106), 80c; No. 8624 (854 F), 45c; No. 8626 (856 F), 65c. 


SAWS, DISSTON— 28-in. 

No. 18-in. 20 -in. 22 -in. 24-in. 26-in. Rip 

7 .$1.90 $2.00 $2.16 $2.26 $2.86 $2.60 

D -8 ft 1874 .... 2.85 2.50 2.60 2.70 2.85 8.10 

16 . 2.35 2.50 2.60 2.70 2.85 8.10 

12 . 2.70 2.85 8.05 8.25 8.45 8.70 

112 . 2.80 2.95 8.20 8.86 8.60 8.85 

D-21 k 22. 2.50 2.65 2.85 8.05 8.25 8.50 

D-20 * 28. 2.85 8.06 8.25 8.60 

D-100 . 2.50 2.65 2.85 8.06 8.25 8.50 

120 . 8.15 8.25 8.40 8.60 8.75 4.00 

D-115 k 16. 8.80 8.90 4.05 4.20 4.40 4.65 


SAWS—One Man— 


Royal 




Simonds 

Disston 

Chinook 0.0. 

Chinook 0.0 

8% ft. 

8.86 

98.50 

6 ft 

;. $9.60 

5% 

$5.75 

4ft. 

8.85 

4.00 

6% 

10.80 

6 

6.50 

4% ft. 

4.80 

4.50 

7 

12.00 

0 % 

7.80 

5 ft. 

4.80 

5.00 

7% 

18.25 

7 

8.15 





7% 

9.50 

Simonds 

Felling same price 

as Royal Chinook 

0. 0. 


Atkins 

No. 400 

and 401- 

— 




28 in... 


,..$6.35 

22 

in. 


. 4.86 

26 in... 


... 5.50 

20 

in.. 


. 4.40 

24 in... 


... 6.20 

18 

in. 


. 4.15 

Atkins 

No. 68 

and 69— 




28 in... 


...98.60 

22 

in. 


. 2.70 

26 in... 


... 8.16 

20 

in. 


. 2.50 

24 in... 


... 2.90 

18 

in. 


. 2.20 

Atkins 

No. 58- 

51 and 

65— 




28 in... 


,..$8.80 

22 

in.. 


. 2.60 

26 in... 


... 2.90 

20 

in. 


2.40 

24 in... 


... 8.75 

18 

in. 


. 2.10 

Atkins 

28 in... 

No. 64— 

...94.00 

22 

in. 


. 8.00 

26 in... 


... 8.50 

20 

in. 


. 2.70 

24 in... 


,8.80 

18 

in. 


. 2.40 

Atkins 

No. 66 and 67— 





28 in... 


,. .$8.60 

22 

In.. 


. 2.65 

26 In... 


,..’8.15 

20 

In. 


. 2.50 

24 in... 


,.. 2.90 

18 

in. 


. 2.20 

Atkins 
28 in... 

No. 70— 

,..$2.85 

22 

in.. 


. 2.10 

26 in... 


,.. 2.40 

20 

in. 


. 1.95 

24 in... 


,.. 2.20 

18 

in. 


. 1.71 
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HARDWARE WORLD—PLUMBING AND HEATING. 

RETAIL SELLING PRICES—Continued. 


SAWS—Continued. Hand— 
Hand— 

No. 5 Simondt, No. 12 Disa 
ton or No. 69 Atkins. 


20-inch 


22-inch 


No. 8 

Simonda. No. D8 

Disaton or No. 51 


Atkina. 

20-inch 


22-inch 


24-inch 


26-inch 


28-inch 


30-inch 



No. DIOO or No. D20 
Disston. 

26-inch.$8.25 

28-inch . 3.50 

Back 12 in. 2.25 

Back 14 in. 2.50 

Back 18 in. 2.75 

Back 20 in. 8.00 

Back 22 in. 8.25 

Compass No. 2, 10 in. .60 

12 in.65 


14 in. 
16 in. 


Disston. 

26-inch.$4.00 

28-inch . 4.25 

No. 112 Disston. 

26-inch.$8.25 

28-inch . 8.50 

Butcher No. 10, 16 in. 1.25 

18 in. 1.35 

20 in. 1.50 

22 in. 1.65 

Kitchen No. 2, 12 in. .45 

14 in 


.50 

16 in.55 

.70 Mitre 24 in. 3.50 

.75 26 in. 8.75 

28 in. 4.25 

30 in. 5.00 

Nest Complete No. 8. 1.50 



SCREWS— Iron 
% . 

Bench— 

.$ 1.00 

1 % . 

. 1.40 

3.50 

7* . 

. 1.10 

1 % . 

. 1.50 

8.85 

1 . 


1 % . 

. 2.25 

4.25 

4.75 

Wood Hand- 
6 inch. 

.$ .45 

14 inch. 


2.25 

8 inch. 


16 inch. 


2.50 

10 inch. 

.85 

18 inch. 


2.65 

12 inch. 

.95 

20 inch. 

. 1.70 

2.75 

3.25 

Jorgensen— 
No. 0 . 


No. 8 . 


120 

No. 1 . 

. 1.25 

No. 4. 


No. 2. 


No. 5. 

.2.50 


SCREWS—Wood— 

Contr. Broken 
Pull Pkg. PI 
FH Brt ... .60% 

FH B1.60% 

RH B1.60% 

RH Nic.50% 

FH Gal.40% 

FH Bra.20% 

RH Bra.20% 


50% 

50% 

50% 

40% 

80% 

20 % 

20 % 


No. 10 Simonda or No. 7 
Disston. 

16-inch.$1.80 

18-inch. 1.90 

Buck— 

Com Sgl Brace V tooth . 1.00 

Com Dbl Brace Tuttle tooth . 1.75 

Com Dbl Brace V tooth . 1.5ft 

SAW CLAMPS—Stearns. 3, $1.75; 0. $1.00; 105, $2.50; 
200. $1.50; Went. 2, $2.50; Perfection. $1.00; No. 10, 
$1.50; N83, $2.00; No. 11 with guide, 83.25 


Flat Hd. Brt.—Small Quant. 
5c Dosen to $1.00 Liat 
10c Dosen to 2.00 Liat 
15c Dozen to 3.00 List 
20c Dosen to 4.00 List 
25c Dosen to 5.00 List 
30c Dozen to 6.00 List 

35c Dosen to 7.00 List 
Retail 

Oontr'a. by doz. 

Lag .liat Plus 25% 

Cap V. thread .liat Plus 25% 

Cap SAE .liat Pina 25% 

Set .liat Plus 25% 

Machine Iron 80% off list. 

Machine Brass .list Plus 20% 

Nuts for Machine Screws—Iron, add 20% to List Price; 
Brass, 40% to List Price. 

Bench—Iron—1-inch, $1.00; 1%-inch, $1.25; 1%-in, 

$1.50; 1%-inch, $2.25. Wood—2-inch, $1.25. 

SCREW DRIVERS—Yankee—80, $2.00; 81. $2.75; 85, 

$1.50; 130, $2.25; 181, $2.90. 

SCREW DRIVERS—G. A P.—867—1%, 85c; 3, 40c; 4. 45c. 


8 AW SETS— 

201 G. ft P.$1.00 

Spec. Morrill. 1.10 

105 Morrill.60 

1 Morrill. 1.00 

10 . 1.00 

77 .60 

X Out— 

Morrill No. 8 .$1.P5 

Baker No. 8 .2.25 

SAW TOOLS— 

Clipper Outfit.$ .75 

Morin Raker Gauge— 

No. 1 . 1.00 

No. « . 1.85 

No. 9 . 1.50 

Atkina Raker Swage. .40 

5-M Tooth Gauge.15 

Jointers Pikes Perf.. .60 

Jointers No. 7 Sterna .65 


Colonial . 1.25 

7 Taintor. 1.10 

28 Triumph. 1.25 

Hammer .85 

Laver.25 


Morin No. 2 . 

Morin No. 2%. 

Morin No. 8 . 

Setting Tool Disston— 
No. 100. 


No. 4 Setting Blocks- 
No. 4 Blocks, Morin. 
Swages No. 0 Disst.. 
Swages, Whitings.... 

Atkins Rex. 

Atkins Excelsior. 


2.25 

2.75 

1.00 


.65 

* 1.00 

4.50 

1.00 

1.00 

.75 


SCALES—Family, No. 11021, $2.50 each; 1102, $2.25 each. 
Peddlers, No. 101, $3.75 each; 103, $3.75 each; 115, $3.75 
each; 485E, $3.75 each. 

Spring Balance, No. 87, $4.50 each; 202, $4.50 each; 303, 
$5.50 each. 


SCISSORS—Cast, No. 10, 35c each; 44, 7%-inch 35c, 8%-inch 
40c; 240, 4-inch, 25c, 4%-inch, 20c; 255, 4-inch 25c, 4%- 
inch 30c, 5-inch, 35c, 5%-inch 35c, 6-inch, 40c; 320, 65c 
350, 60c. 

Wias, No. 4 B H. $1.10 each; 5 B H, $1.15; 4 R, $1.20 
54%, 85c; 55. 90c; 55%, 95c: 56. $1.00; 56%. $1.05 
57, $1.10; 154%. $1.00; 155, $1.05; 155%, $1.10: 156 
$1.15; 156%, $1.25; 157, $1.30; 364, $1.10: 364%, $1.15 
365, $1.20; 366, $1.30; 463, $1.00: 463%, $1.05: 464 
$1.10; 573, $1.30; 573%, $1.45; 574%, $1.50; 663, $1.30 
663%, $1.45; 664. $1.50; 763, 95c: 763%. $1.00: 764 
$1.05: 764%. $1.10; 765, $1.15; 765%, $1.20: 766. $1.25 
773, $1.00; 773%, $1.05; 774. $1.10; 814. $1.10; 814%, 
$1.15; 815, $1.20; 815%, $1.25; 816, $1.30. 

SCOOPS— Long Handle—No. A4L, $2 each ; A6L, $2.15; 744L, 
$2.35; 746L, $2.50. 

D Handle—No. 1AF, $1.75 each; 2, $1.75; 3, $1.75; 4, 
$1.90; 5, $2.00; 6, $2.15; 7, $2.25; 8, $2.35; 9, $2.40; 
10, $2.50; 742. $2.25; 743, $2.25; 744. $2.35; 745, $2.35: 
746, $2.40; 747, $2.40; 748, $2.50; 749, $2.60; 750, $2.65. 


SCYTHES—Bush— 


No. 

Each 

No. 

Eflrh 

400 . 

.$1.90 

450 . 

. $1.9' > 

Weed 

300 . 

. 1.90 

350 . 

. 1.9o 

Grass 

200 . 

. 1.90 

100. 

. 1.00 

250. 

. 1.90 

150. 

. 1.90 

STEELr— Mild—See 

Iron. Tool. 

20e; Drill, Com., 20c. 



STEEL GOODS—Forks, Alfalfa—Ao 134%, $2.00 each; Aol35, 
$2.00 each. 

Forks, Barley—Bol85, $2.00 each; B0505, $2.75; B0I8D, 
$2.00; Bo5oD, $2.75. 

Forks, Barn or Ensilage—No. 508. $2.50 each; 510, $2.75. 
Forks, Hay—No. o 3154%B, $1.60 each; o 3155B, $1.65 
each; o 3155%B, $1.75; 0 8164%, $1.80; o 3165, $1.85; 
o 3165%, $2.00. 

Forks, Header—Ro 154%, $2.25 each; Rol55, $2.25. 
Rol55%, $2.25; Rol56, $2.35; Rol64%, $2.40; Rol65. 
$2.50; RolG5%, $2.50; Rol66, $2.60; Sol55. $2.25: 
Sol55%. $2.35. 

Forks, Manure—No. o4D, $1.50 each; o5DX, $1.60; o5D. 
$1.75; 06DX, $1.75; o6D, $2.25; 44Z, $1.00; 44X. $1.25; 
44%X, $1.35; 54%X, $1.50; 64%X, $1.75; o44%XZ, $1.35; 
o44X, $1.40; o44%X, $1.50; o44%, $1.50: o54%X, $1.75; 
o54%, $2.15; o64%X, $2.15; o64%, $2.25. 

Forks, Spading—No. B4D. $1.10 each; LDX. $1.50; oLDX. 
$1.50; L4X, $1.35; oL4X, $1.50; o5H4, $2.50; Jo4, $2.00; 
JoW, $2.50. 

Hoes, Weeding—No. A, $1.25 each; IP, 50c each: 2P. 60 
3W. 60c: 4P, $1.00; 4PM. 50c; 6P, $1.25; 6PM, 65c: 
BB6, 90c: W7, $1.10; W7%, $1.10; 34W, 75c. 

Hooks, Potato—No. 4BHD. $1.25 each; 4BHFM. $1.25; 
5BOH, $1.45; UHW4, $1.75; 4GNR, $1.15; 5GNR* $1.35; 
6GNR, $1.50. 

Hooks, Manure—No. M40, $1.35 each. 

Rakes. Cast Steel—No. 10, 85c each; 12, 90c; 14, $1.00; 
16, $1.15. 

Rakes, Hay, Wood—No. 01, 50c each. 

Rakes. Lawn—No. 36LR, $1.15 each; 120R, 65c; 124R, 
65c; 2046. $1.15. 

Rakes. Malleable—No. 10BM, 50c each; 10SM, 50c; 12BM, 
65c: 12SM. 60c: 14BM, 60c; 14SM. 65c. 

Rakes, Steel Bow—No. Bll, $1.10 each SB12, 90c; B13, 
$1.25; SB14, 90c; B15, $1.35; SB16, $1.00. 


STEEL GOODS— 


Potato Forks. 

P064 . 1.70 

P06D . 1.85 

Sluice Forks. 

208 .$2.25 

210. 2.50 

212 . 2.75 

Coke Forks. 

710 $2.50 

712 2.75 

714 3.00 

Shavings Forks. 
806L . 2.15 


| Fish Forks. 

ITF . % 

.75 

Riveted. 
RA . 

.40 

HH4 

Stone. 

1.65 

Socket. 

G078 . 

.95 

99R 


2.25 

G078X. 

.90 

W7 

Warren. 

Hoes. 

1.10 

Beebe. 

BB6 . 

BB6% . 

.90 

.95 

W7 % 
W8 . 


1.15 Acme. 

1.20 A . 

1.15 

LY5 

Ladies'. 

Mattock. 
.65 DE3 . 

_ l 75 


Snathes. 

50 1.35 

100 1.501 

Smith's Hoes. | 


Nursery. 

No. 7 . 1.00 

German. 

GE2-0 .90 

Planter’s Eye 


AE3 


Mortar. 

9 .$1.15 

810. 1.85 

M210. 1.851 

M29 . 1.25 j 

Invincible. 

19C5 .$1.10 

Asphalt. 

914. 2.50 

Turf. 

Edger .$1.00 

Dandelion. 


.65 Spuds.30 


Floral Sets. 

1 .50 

2 .55 

8 PF . 1 85 

|4PSF.2.50 

Floral Shovels. 

|F8D. 80 

Floral Host. 

|TY4 .65 

Floral Rakea. 

|GR6.45 

Clam Rakea. 

12 C . 3 25 


Digitized by Google 
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RETAIL SELLING PRICES—Continued. 


8HKARS- Grass 

1 . 

2ti . 

6 H . 

097 

Hedge 

1007 . 

loi 8. 


Ka.-h 


1 I '* 


nj i,7 
It*" 
o7 i„ 

11 Ci 

1 " 1 <4 

1"1 lo 


Hath 



SHEARS- 

No. 

130 .. 
130 .. 
13« H 
137 

-Dressmakers', 

Et - . 
Ka.-h 
. $2.3 *> 
. 11*. 
. 1 2 5 

\\ v. 

Xo. 

Mil. 

19" |. 

19« . 

Knell 

. 1 .80 

. 14 5 



1 99 


1 37 H 

1 37 H 

137 .. 


. I t*. 

:: 47 . 

. . J 5o 

I. H. 

. 11*. 

•‘IT’, . 

Air* . 

. 1 60 

. 1 *»5 

138 L 
1 3 8 H 

139 .. 

H 


4 4 7 



1 *>" 

1 47 . 

.. 1 75 



t IS . 

. 1.85 

147 . 

1 47 H 

148 .. 

1 4 8 H 

180 .. 


. 1 to 

. II" 
. 1.15 
1 5" 

Jo:". 

i«‘30H 

1 1 ;io 



1 ♦ •, l 4 ^ sj . 

. 1.40 

182 


•*» - - 


11') 

184.. 


. 3.4 5 

1 " :,s i,. 

. 1.50 

186 .. 


. $4.45 

1 " 3 9. 

. 1.80 


SHEETS—Galvanized, Full Sheets —10 to 10, 12He lb.: 18 
to 24, 13c; 20 to 27. 13c; 28. 14c; 30, 15c.. Black 
Sheete—Full Sheets, 12 to 16. 11c lb.; 18 to 28, 12c. 
For cutting sheets, add 10 % to above. Corrugated—Ptd., 
28 Ga., $6.75; Gale., 26 Ga.. $10.50; Galv. 28 Ga., $9.50; 
Rock Face Siding, $10.50. . 


SHEETS' (STEEL)—Black, Soft, 18 20 , 22 24, 26, 27, 28, 30 
gauge, 15c cut, 10c full sheet. 

Galvanized Flat, 12 14, 16, 18 20 , 22 24. 20, 27, 28, 30 
gauge, 18c cut, 12 c full sheet. 

Galvanized, Corrugated. 26 gauge, 6 to 10 feet, open; 26- 
gauge, 12 feet, open; 28-gauge. 6 to 10 feet, open. 

Painted, Corrugated, 28-gauge, 6 to 10 feet, open. 


8 HIELD 8 — 

Diamond—Expansion 

8*16, each.$ .05 

H, eaeh.06 

5*16, each.07 

%, eaeh.08 

H, each.18 

%. each.15 

SHINGLES—Tin, 5x7, $3.00. 


%. Melt. 

Diamond—Lead 

.. .10 

Hx%, each. 

.$ .04 

3-16x% each...... 

. .04 

3-16x1 each. 

. ,04 

HxH etch. 

. .06 

Hxl . 

. .06 

5-16x1 each. 

. .07 


SHOES—Horse—Light, extra light or snow. All sizes, 10c lb. 
Mule—No. 00 A 0 , 12c lb.; 1 , 11 He; 2 A larger, lie. 

Cast Sleigh—Flat. 9c lb.; Concave or Convex, 10c lb. 


8 HOT—Air Rifle, No. 25 (bulk), 20c lb.; No. 125 (Mb. bags), 
20e lb.; No. 525 (tubes), 10c pkg. Balls. Nos. 0 , 00, 000 
20c lb. Buck. Nos. 1 , 2, 3, 20c lb. Drop, Nos. 1 , to 12, 20c 
lb.; B, BB, BBB, 20c lb. 


SHOVEL 8 —D Handle, Round Point—No. 102 , $2.35 each; 
201, $2.00; 401, $1.75; 1003, $2.00; 1004, $2.00; 1005, 

$2.25. 

D Handle, Square Point—No. 104, $2.35 each; 203, $ 2 . 00 ; 807, 
$2.50; 403, $1.75; 404B. $1.75; 1009, $2.25; 1010, $2.25; 
1111 , $ 2 . 00 : 1112 , $ 2 . 00 . 

Long Handle, Round Point—No. 200, $2.00 each; 300, 
$2.00; 400, $1.75; 400A, $2.00: 700, $2.00; 701, $2.25; 

800, $2.25; 801, $2.25; 1000, $2.00; 1001, $2.00; 1002, 

$2.25. 

Long Handle, Square Point—No. 103. $2.35 each; 202, 
$2.00; 304, $2.25; 402, $1.75; 702, $2.25; 1006, $2.00; 

1007, $2.00; 1008, $2.25. 


AS 8 E 8 ’ SKIN—25, 45c; 50e, 65c; 75. 85e; 100, $ 1 . 00 . 


8 LED 8 —Hand and Coaster. 

Flexible Flyer— 

No. 1 $3.00 

No. 2 3.50 

No. 8 4.50 

No. 4 5.50 

No. 5 . 7.5C 

No. 6 15.00 


Jr. Racer . 4.25 

Racer . 5.00 

Tux. Racer . 7.50 

Fire Fly— 

No. 9 $1.75 

No. 10 2.25 

No. 11 2.75 

No. 12 3.25 


8M00TH-0N—75c lb. 


80LDER—H and H, 55c lb.; No. 1 , 90-100, 49c lb.; Wiping, 
40-60, 50c lb.; Wire, 50-50, 60c lb.; Electrical Wire, 40-60, 
50c lb. 


It*. 

. 1.25 

11. 

1 i 11 1 1 1: 

. 1,5o 


1 4 11. 14 (». 22 5 

22 . 1 . 1 ."* 

2 4 . 1.25 

2 7. I.:i5 


loo. 

. 1.25 

loo .\. 



Try and Mitre 

2 6 .75 

2 7 ‘*2 .. ,H.) 


12 4 . 

.45 

12 6 . 

..50 

12 8 . 

.65 

12 10 . 

.85 


loo RIITD . :;,75 

100 R II T I). 3.75 

101 . 2.oo 

1010, 1018 . 3.50 

10O B, 100 G. 1.85 

100 <* R. 3.00 

100 (i V R. 1 85 

10O R. 3.50 

15 7 H . 1.15 

20 4 Vs.4 5 

20 6 55 

20 7 V2.05 

20 0 75 

20 10 85 

20 12 . 1.00 


STONES, SHARPENING—Aloxite or Carborundum—No. 107, 
$1.25 each; 108, $1.50; 109, $1.00; 110, $125; 111, 75c; 
112, 65c; 115 to 117, $1.25; 118 to 120, $1.00; 121 to 123, 
75c; 124 to 126, 75c; 133 to 135, $1.00; 136 to 138, 
65c; 142 to 144, 50c; 145 to 147, 35c. 

Pike's Oil and Water—No. 18, 60c each; 14, 60c; 16, 
10c; 20, 40c; 22, $1.00; 25, 15c; 37, 25c; 40, 25c; 42, 
35c; 48, 50c; 51. $1.00; 52, $1.25; 53, $1.50; 54, $1.00; 
55, $1.25; 56, $1.50; 59, 15c; 60, $1.75; 62. $2.25; 66, 
$2.75; 68. $3.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92, 
50c; 94. 60c. 

Pike’s Scythe—No. 39, 15c each; 40, 15c; 41, $15c; 42, 20c. 

SPRAY PUMPS—Faultiest, Tin, each, 60c; Barnet No. 254, 
$4.50; Barnet No. 276. $7.00. 

STAPLES—Netting, Galv., 15c lb.; Barbed Wire,, Polished. 
7 He. 

8 TARRETTS* TOOLS—“Shop*' or “Retail**— 

Micrometers, 40% above list. 

Caliper Rules, 40% above list. 

Thickness Gauges, 40% above liat. 

Steel Tables, 40% above list. 

All other items, 25% sbove list. 

G. A P. GOODS—Hack Saw F/amea— 

69..$1.75 69B. .$1.50 247. .$2.00 5. .$ .50 14..$2.00 


STOCK 8 A DIES— 

Green River List pint 25% 
Little Giant, List plua 25% 
Armatrong No. 1 pipe $5.85 

No. 2. 7.80 

No. 2H. 8.60 

No. 3, 1H to 2.13.00 

No. 8 , 1 to 2.15.60 


Common No. 1 pipe..$7.75 


No. 2. 9.90 

Stocka Only— 

Common No. 1 Pipe $2.75 
Common No. 2 Pipe 4.75 
Armstrong No. 2. ... 8.50 
No. 8 . 5.35 


STOP AND WASTE— 

Rough Brass, Iron Pips Threads No. 10 T-Hsndls or 
No. 20 Lever Handle— 

H inch.$1.25 % inch.2.00 

H inch. 1.75 1 inch. 8.00 

No. 30 High Grade “Cap** Pattern T or Lever Handle— 
Rough Brass, Iron Pips Threads 

H inch.$1.50 H inch.2.50 

% inch.2.10 1 inch. 8.75 


STOVES—Common Air-Tights— 

No. 16 Unlined.$2.25 No. 22 Lined 

No. 18 Unlined.8.00 No. 24 Lined 

No. 20 Lined. 4.00 No. 26 Lined 


$4.50 

5.00 

6.00 


STRIP—Weather—Rubber, Hi*. 8 c per ft; %-in. 4 c ft. 

8 UPPORTS— Wagon Tongue— 

No. in. Price No. in. Price No. in. Price 

1 % $1.50 2 % $2.00 8 % $2.75 

SWEEPERS, CARPET—Biasel’a—American Queen (N), $4.75 
each; Club (N), $8.50; Grand Rapids (N), $4.25; Grand 
Rapids (J), $3.75; Parlor Queen (N), $5.50; Princess (N), 
$4.50; Snperba (N), $6.50; Universal (N), $4.00; Universal 
(J), $3.50. 

TACKS—Bill Posters’, No. 545 Wire, or 555 Cut—3, 35c 
lb.; No. 4, 35c lb.; 6, 35c; 8, 35c; 10, 35c. 

Carpet, No. 434 Cut, or 484 Wire % lb. papers—8, 10c 
box; 4. 10c; 6, 10c; 8, 10c; 10, 10c; 12, 10c. 438 Cut, 

or 488 Wire H lb. papers—3, 7%c box: 4, 7He; 6, 

7Hc; 8, 7 Hc; 10, 7Hc. No. 495 Wire in bulk— 
3, 35c lb.; 4. 35c: 6, 35c; 8, 35c: 10. 35c; 12, 35c. 

Gimp—No. 824, 2H, 15c box; 3, 15c; 4, 15c; 6, 15c; 8, 15c. 
Upholsterers’—No. 304 Cut, V4 lb. papers—1H 15c box; 
2. 15c; 2H. 15c; 3, 15c; 4, 10c; 6, 10c 8, 10c; 10. 10c; 
12 to 16, 10c. No. 305, Cut, or 355 Wire in bulk—3, 35c 
lb.; 4, 35c; 6, 35c; 8, 35c; 10, 35c; 12, 35c. 

Double Pointed—Blued, H lb. papers—9, 5c box; 10, 5c; 
11 , 5c; 12, 5c; 14. 5c. Blued in bulk—209, 30c lb.; 210, 
30c; 211, 30c; 212, 30c 


SNIPS, TINNERS’—Wias, Regular—No. W6H, $3.75 pair; 
W7, $3.15: W8, $2.50; W9, $2.20; W10, $2.00; Wll, 
$1.50; W12, $1.25. 

Wiss. Curved Blade—W6HCB, $5.40 pair; W7CB. $4.40: 
W8CB, $3.75: W9CB, $3.45; W10CB, $3.15; WllCB $2.50; 
W12CB, $2 20. 


SQUARES—Steel— 


Xo. Eaeh No. Eaeh 

3.$!.:.'> 3 B, 3 G. 2.35 


TAPS—Machine Hand— 


1-16 to 15*64.80% 

H to 1 .80% 

1 1-16 to 2 . 20 % 

Left Hnd Dbl list plus 20% 
Machine Screw— 

1H to 12.35% 

14 to 24.85% 

Machine Nut— 

3-16 to 1.80% 


1 1*16 to 2 - 

Disc. 

.... 20 % 

Stove Bolt— 

8-16 . 

....30% 

H to H. 

....25% 

Pipe— 

Vi to 2 . 

....40% 

2 H to 3. 

. . . 30% 

3H to 4. 

. . . . 20 % 


Digitized by t^.ooQle 













































































































































180 


HARDWARE WORLD—PLUMBING AND HEATING. 


BBT AIL BELLING PRICES—Continued. 


Starrett 


Adjustable 6 

4 to 8.66 

6 to 18.76 

Adjustable 7 inch— 

6 to 18.86 


8 -os. 


TAPES— 

Starrett Lufkin 

No. 610. 95-ft. 860 $8-86 

No. 610. 60-ft 868 4.86 

No. 510. 75-ft. 865 6.16 

No. 610. 100-ft. 866 7.76 

No. 605, 86-ft. 840 8.85 

656 4.75 

656 6.00 

100 4.00 

108 5.00 

TEE&—Store Pip®——Cylinder— 

Asbestos 6 tach— 

6x4, each.$ .90 

6x6, itch. 1.85 

6x8, otoh.1.66 

8x6. neh.1.76 

TENTS— 

Six® 

7x7.$10.40 

7x9 18.85 

9x9 . 14.85 

®%xl9. 16.75 

18x14. 88.50 

12x18. 87.75 

14x16. 29.50 

14x80 . 86.65 

16x18. 40.85 

16x20 . 44.85 

16x24 . 60.50 

16x80. 61.10 

A or Wedge— 

5x7. 6.50 

7x7. 8.20 

7x9. 9.80 

Fly*—% t>rie® of t«nt. Pins, 8c each, 

THIKBLB8—Asbestos—Each, 6x4. 90e: 6x6, $1.95; 6x8, 
$1.65; 8x6, $1.76. AdJ. 8tor® Pip ®—i to 8, 50c; 6 to 19. 
75e. 

THIMBLES—Fin®—6-in., 10c f 7 in., 10c. 

THICKNESS GUAGB8—40% above list price. 

TIN—Common Roofings—40o per sheet. 

TINWARE— 

Boilers, Coffee 


10 -os. 

$19.15 

14.85 

16.65 

19.55 
26.95 
89.46 

84.66 

48.55 

47.85 

51.75 

58.75 
71.25 


7.66 

9.55 

11.50 


No. Each 

017 $1.15 

018 1.35 

019 1.50 

027 1.35 

028 1.50 

029 1.75 

351% .$ .80 

352 .90 

353 . 1.10 

354 . 1.35 

356 1.65 

Boilers, Wash 

8 . 7.50 

9 . 8.00 

028 A. 2.85 

28 A. 3.00 

29 A. 8.25 

0128 B. 3.25 

128 B. 3.25 

129 B. 3.50 

0228 B. 3.25 

229 B .. 3.75 

Bowls, Wash 

06%. 20 

07 20 

08 25 

6 %.30 

7 .35 

8 .40 

Buckets, Covered 

11 .15 

11 %. 20 

12 .25 

.80 

Backets, Dinner 
1 . 


02 . 

03 . 

04 . 

12 . 

14 . 

500 . 

502 . 

503 . 

505 . 

510 . 

Kettles, Tea 

01 %. 

02 . 

027 . 

028 . 

029 . 

047 . 

048 . 

049 . 

067 . 

068 . 

069 


3 . 

04 . 

30 . 

40 . 

600 . 

650 . 

674 . 

675 . 

Cans, Milk 

1 . 

2 . 

3 . 

4 . 

01 . 


.65 

.75 

.85 

1.00 

.65 

.75 

1.25 

1.75 

1.75 

1.60 

.85 

.40 

.55 

.65 

.35 


160 
180 
200 
220 
240 
260 
280 
300 
320 
Ladles 
010 
012 
11 
29 

Makers, Universal Bread 
and Cake 

1 .. 

4 .. 

8 . 

44 . 

Measures 
1 


2 

30 

83 

84 

85 

86 
122 

123 

124 

125 

126 



Moulds. All Kinds 


201 

IC, Plain . . 

. . .10 

4.00 

1 

Melon. 

. 1.25 

201 % 

10, Plain .. 

. . .15 

5.95 

2 

Melon. 

. 1.85 

202 

IC, Plain . . 

. . .15 

6.75 

2 

Pudding. 

. 1.25 

203 

IC, Plain .. 

.. .15 

a 

02 


. .90 

204 

10, Plain .. 

. . .20 

8.00 

3 

Melon. 

. 1.50 

205 

10, Plain .. 

. . .20 

8.75 

3 

Pudding. 

. 1.50 

206 

10, Plain .. 

. . .25 

6.96 

03 


. 1.10 

208 

IC, Plain .. 

.. .30 

8.60 

4 

Melon. 

. 1.75 

2100 

IC, Plain .. 

. . .85 

4.60 

08 


. .15 

2120 

IC, Plain . . 

. . .45 

5.75 

10 


. .80 

800 

IC, Ret. ... 

. . .15 


15 


. .85 

800% 

IC, Ret. ... 

.. .15 


25 


. .40 

801 

IC, Ret. ... 

. . .20 


Poles A 
8 takes 
Per Set 
$2.85 
9.85 

9.85 

8.85 

8.90 

6.90 

5.80 
6.20 
6.90 
6.50 

7.80 
8.46 


61 . 

061 . 

o!!i$ 

62 . 

062 . 

63 . 

063 . 

80 . 

Pails, Dairy 
10 . 


1.95 

2.95 
9.60 


... .40 

. . .55 

.. .35 

.. 2.25 
.. 3.00 
.. 8.50 
.. 4.50 
.. 5.00 
.. 5.00 
.. 7.00 

.. .40 

.. .45 

. . .60 
. . .75 

. . .90 

.. 2.00 
. . 2.50 
. . 2.75 
.. 2.00 
.. 2.60 

. 3.25 

Kettles, Lipped Preserving 


18 . 

14 . 

40 . 

50 . 

60 . 

80 . 

100 . 

104 . 

105 . 

120 . 

124 . 

125 . 

140 . 

144 . 

145 . 

200 . 

220 . 

240 . 

410 . 

412 . 

414 . 

512 . 

514 . 

Pans, Dish 
8 —IX Tin 

10 . 

14 . 

17 . 

21 


.45 

.40 

.45 

.45 

.50 

.50 

.65 

.60 

.20 

.65 

.75 

.85 

.30 

.35 

.35 

40 

45 

10 

00 

50 

25 

15 

60 

50 

25 

80 

00 

10 

25 

85 

50 

00 

15 


301% 

302 

803 

304 

305 

306 
308 

3100 

3120 

504 

505 

506 
508 
510 
512 

Pans, 

6 

8 

9 

12 


Pots, Coffee 

1 . 

1 %. 

2 . 

3 . 

4 . 

6 . 


10—IXX Tin. 1. 

14 1 

17 1. 

21 . 1 . 

17—IXXX Tin. 1 

21 . 2 

30 2 

Pans, Milk 

200 IC, Plain.10 

.10 


,80 

.90 

.00 

15 

.35 

10 

35 

50 

75 

.75 

.00 

.75 


Scoops 

0 

000 

2 

3 

4 

12 .. 

14 

20 .. 
30 .. 

40 

164 

165 


10, Ret.25 

IC, Ret.30 

IC, Ret.85 

IC, Ret.85 

10, Ret.40 

IQ, Ret.45 

IC, Ret.50 

IC, Ret.60 

10, Ret.75 

IX, Ret.40 

IX, Ret.45 

IX, Ret.50 

IX, Ret.55 

IX, Ret.60 

IX, Ret.75 

Muffin 

.25 

..30 

.40 

.45 

.80 
.85 
.40 
.45 
.50 
.80 

.15 
.20 
.40 
.45 
.50 
.20 
.25 
.45 
.65 
.80 
1.85 
2.50 


Sifters, Flour 

0 . 


200 % IC, Plain . 

TONG 8 —Vulcan Chain—81, 
88 %. $9.00; 84. $11.00. 


1 

4 

5 

10 

50 

Fairy 


.35 

.30 

.45 

.25 

.35 

.35 

.30 


$8.60; 82, $6.00; 88, $7.00; 


.35 

.40 

.50 

.60 

.70 

.85 

.95 

1.00 

1.25 

.25 

.30 

.30 

.25 


3.50 

3.50 

4.00 

8.00 


.20 

.30 

.15 

.30 

.40 

.50 

.70 

.15 

.20 

.30 

.40 

.50 


TORCHES—Alcohol, No. 28, $2.00 each. 

Gasoline, No. 14, $4.00 each; 87, $6.75 each; 88 . $7.85 each; 
81, $7.75 each; 32, $8.00 each; 48, $9.25 each; 61, $7.25 
each; 62, $10.50 each; 112, $6.50 each; 114, $6.00 each. 
Kerosene, No. 95, $7.25 each* 96, $8.00 each. 

TRAPS—Fly—Paragon, 85c each; Balloon, 25o; Edgewood 

( 1 ) , $ 2 . 00 ; Edgewood (2), $2.00; Avis (1), $2.10; Avis 

(2) , $ 2 . 00 ; Avis (3), $1.90; Perfect, $1.45. 

Game—0 Newhouse. 40c each; 1 Newhouse, 50c; 1% New- 
house, 70c; 2 Newhouse, 90c: 8 Newhouse, $1.85; 4 New¬ 
house, $1.60; 5 Newhouse, $9.25; 1 Oneida Jump, 80c; 
1 % Oneida Jump, 40c; 2 Oneida Jump, 55c; 0 victor, 
20c; 1 Victor 25c; 1% Victor, 35c; 9 Victor, 45c; 8 
Victor, 60c; 4 Victor, 75c. 

Gopher—Western, 25c each; Noxall. 25o; Maccabee, 25c; 
Easy Set, 25c; Newhouse, 25c; California Pocket, 25c. 
Mole—Reddick^ $1.00 each; Out-O-Sight, $1.25. 

Mouse—Sure Catch, 5 each; Security, 10c; Choker-Wood, 
15c; Choker-Tim, 15c; Delusion, 25c; Holdem, 50c; 
Cage. 25c. 

Rat—Sure Catch, 10 c each; Security, 25c; Holdem, small, 
75c; Holden, large, $1.00. 

TROUGH— 


Eaves— 

in.$ -18% 

in.15 

in.18 

6 

6 

4 

inch, per dos... 
inch, per dos... 
End Cape- 

in.... . 

. .$ 

.86 

.40 

.16 

Mitres— 

5 

in. 


.90 

in.$ .45 

6 

in. 


.96 

ineh.50 


End Pc. Comp.— 


in.60 

4 

in. 

..$ 

.96 

Hangers—Wire— 

6 

in. 


.80 

inch, per dos.$ .80 

6 

in. 

., 

.86 
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RETAIL BELLING} PRICES—Continued. 


TROWELS (BRICK)—Farmer*. No. 555 (Handy), 25e each. 
Standard, No. 55, 8 to 12 (177), $1.00 each. 

Diseton No. 10, 10ft, $1.50 each; 11, $1.60 eaeh; 11H, 
91.05 each; 12. $1.75 each; 18, $1.85 each; 14, $2.00 each. 
Marahalltown, No. 19 W, 10$150 eaeh; 11, $1.50 each; 
11$1.50 each; 17 L, 11. $1.75 each; lift, $1.75 each. 
TURN8—Cupboard—Braaa Plated—Small, SOc; large, 25c. 
TWINE—8aekinr—M-lb. hank, 90c. 

TWINE—Cotton—Wrapping, 75c lb.; Budding, 75c. 

Fla*—No. 18BB, 40c lb.; 24BB, 40c; 18B(X 101 SBC, 50c 
lb.; 24BC, 1024BC, SOc; 36BC, 1036BC, SOc; 80, Sacking, 
40c; 40. Backing, 40e; 88, Sacking, 70c; 44, Sacking, 75c. 
Hemp— No. 4%, 80c cwt.; 6, 80c; 07, SOc. 

UNIVERSAL PLATES—Mild St##! Ban. 

-inch and thicker and wider than 0-inch... 9.25 cwt. 

VALLEY—Tin—4-in., 0c ft.; 10-in^ 10«; 14-ln., 14e; 20- 
in., 20c. Tin Valley—Painted 2 side*— 14-tm^ 10e. 


VALVES— 

Standard Globe and 
Angle Valve*— 

% .9 .85 

% . 20 

% . 1.00 

% . 1.25 

% . 1.50 

1 .2.25 

1<5 .4.25 

9 .0.26 

VISES—Solid 


Gate Valra 


.$1.46 
. 1.45 
. 1.45 
. 1.05 
. 2.05 
. 2.00 
. 8.70 
. 5.00 
. 7.80 


25 

lb.. 

...$12.50 

06 

lb... 

.. 17.60 

90 

Ib... 

.. 26.00 

40 

lb.. 

... 18.16 

70 

lb... 

.. 18.75 

96 

lb... 

.. 26.26 

45 

lb.. 

... 18.76 

75 

lb... 

.. 20.00 

100 

Ib... 

.. 27.50 

50 

lb.. 

... 14.40 

80 

lb... 

.. 21.90 

125 

Ib... 

.. 85.06 

55 

lb.. 

... 16.00 

85 

lb... 

.. 28.16 

150 

Ib... 

.. 48.00 

60 

Ib.. 

... 16.25 








W AGON 8—Express. 


No. 04 . 

..$1.50 

No. 03 . 

.. 1.65 

No. 02 . 

.. 1.85 

No. 0 . 

.. 2.25 

No. 1 . 

.. 2.75 

No. 2 . 

.. 8.00 

No. 8 . 

.. 8.60 

Coaster—Star. 


No. 10 . 

..$5.75 

No. 20 . 

.. 6.60 


No. 80 

... 7.00 

No. 40 . 

_ 7.60 

Wagners— 

No. 10 . 

... 6.50 

No. 20 .. 

... 7.50 

No. 24 . 

- 8.50 

Mars—Welle— 

No. 10 . 

-5.75 

No. 11 . 

_ 6.50 

No. 12 . 

_ 7.00 


WASHERS—Cut—8-10, 25c lb.; 14, 22c; 6-10, 20c; Malle¬ 
able, 18c; Cast, 0c; 8-8, 17c; 14c; %, 14c; %, 14c. 


WASTE—No. 1 White, 20c lb.; No. 2, 25c; No. 2 Colored, 20c. 


WATCHES— 

Yankee .$1.86 

Triumph. 1.50 

Eelipee .2.00 


Junior 



2.75 

.50 


WAX—Floor, 00c. 


WEANERS—Calf—Shews No. 1. SOc; No. 2, 06c. Hoocler 
No. 11, 75e; No. 12, 85e. Kantsuk—Calf, 40c; Cow, 60c. 


WEDGES—Truckee-Alkt, lb., 15c: Oregon-Atha, 26c; Cedar* 
A the. 25c; Cedar-A1W, 15c; Failing, 27c; Sew, 19c. 

WEIGHTS—Saab—8 lbs. and orer, 4c lb. Eveners or Bal¬ 
ances—H, 7c lb. 


WHEELBARROWS — Brick — No. 10 B, $10.75 each; 20 , 
$10.75. 

Garden—No. 2 V, $9.50 each; 3 V, $11.25; 21, $0.25. 
Railroad—No. 15, $5.50 each; 17, $6.50; 19, $6.75. 

Steel Tray, Wood Frame—No. 2 A, $12.00 each; 23, $8.50; 
27, $12.50; K 29, $16.50. 

Steel Tray and Frame—No. AX, $11.25 each; 4, $13.00;-5, 
$14.25; 10, $19.50. 


WINDOW GLASS — 3B Grade —. 

Single Strength— 

1 st 8 Brackets.80% 3rd 3 Brackets.80% 

2nd 3 Brackets.80% Double Strength .80% 

Extras for Putting in Glass— 

1 st 8 Brackets, light.$ .50 3rd 3 Brackets, light.$ 1.00 
2nd 3 Brackets, light .75 

Larger Lights .75c per hour, per man 

WIRE—Plain Fence— 

Black—Nos. 0 to 10. 6 to 24-Ib.. lots.$ .08 

Galvanised—Noe 0 to 10, 6 to 24-lb., lota.10 

Black, 1 to 6-lb.$ .10 Galv„ 1 to 6*lb.12 

Barbed Fence — 

Glidden Ptd, $0.80; Glidden Galv., $7.00; Baker Ptd, $0.55; 
Baker Galv.. $7.25; Waukeganito Galv., $8.00; An. Spci 
Galv., 80 rd apis, ea,, $4.45; Glidden 80 rd apis, $5.90; 
Baling Wire— 14 Ga., Full Coils, $0.66 100 lbs.; 15 Ga., 
$0.65; 16 Ga., $6.75. 

Broken Coils—1 to 24-lb. add 8c lb.; 25 to 50-lb. add 2c 
lb.; 50 to 100-lb. add 1 c lb. 

Bale Ties— 9 H ft., 16 Ga., per bundle of 250, $8.26 


WIRE, FENCE—Barbed—2-t>t. Glidden (galvanised), open; 
2 -pt. Waukegan (galvanised), open; 4-pt. Lyman (gal¬ 
vanized), open: American 8 pecial (galvanised), open. 

Smooth Twisted—Two Strand, open. 

WIRE CLOTH—Hardware Galvanized— 

Mesh and Mesh and 


Kind 

...*SS 

Kind 

Sq. Ft. 

1 inch mesh . . 

3 mesh. 

. .08 

% inch mesh . . 

. 12 

4 mesh. 

. .09 

% inch mesh .. 

. 12 

6 mesh. 

. .10 

2 mesh. 

.08 

8 mesh. 

. .10 

Screen 

12 M—Black. 

. . .03 14 

16 M—Galvanised ... 

.05 

10 M—Black . 

. . .05 

14 M—Opal. 

.05 

14 M—Bronze . .. . 

. . .15 

16 M—Opal.. 

.05 

14 M—Galvanised 

... .04H 


WOODENWARE— 

Boards, Pastry 

No. 

Each 

No. 

Each 

16x22 inches. 

-$ .75 

15 inches. 

. .06 

18x24 inches. 

.85 

1 ? inches. 

. 1.75 

20x27 inches. 

_$ 1.00 

19 inches . 

. 2.00 

Bowls, Chopping 

Pins, Rolling 

20 ( 1 ) . 

. .35 

11 inches . 

. 20 

30 (2). 

. .40 

18 inches . 


10 . 

. .25 

WOOL, STEEL—2-os. Package 

(all numbers), 15o each 

; 1-lb. 

package— 0 , $ 1.00 

eaeh; 1, 75c; 2, 70c; 3, 60c. 



WOOL—Steel—1-lb. rolls—0, 86c; 1, 75c. Wheels—Grinding 
Discount 40%. 


WRINGERS (CLOTHES)— American, Price, Each— 


10 . 


.$8.76 

300 . 

.$5.50 

10 M. 


. 8.50 

801 . 

...... 5.25 

100 . 


. 5.25 

302 . 

...... 0.60 

110 . 


. 4.75 

860 E. 

.0.75 

117 E. 


. 5.75 

361 E. 

. 7.85 

180 E . 


. 5.50 

370 E . 

. 0.25 

180 . 


. 2.50 

890 E . 

.0.25 

180 E . 


. 5.75 

570 E . 

.7.00 

B 180 E . 


. 9.75 

571 E. 

.7.50 

190 E. 


. 5.75 

590 E . 

.0.75 


WROUGHT BRASS BUTTS—Narrow, Middle A Broad Add 
85% to List. 


WRENCHES—Agricultural—No. 6 , 60c each; 8 , 75c; 10, 
85c; 12, $1.00; 15. $1.45. 

Alligator—0, 20c each; 1, 25c; 2, SOc; 8 , $1.25; 12, 80e; 
13, 40c. 

Bemis A Call—No. 12, $2.50 each; 15, $8.50; 18, $6.00. 
Coes’—Key (28). $1.35: Key (30), $3.00: Knife ( 6 ), $1.15; 
Knife ( 8 ). $1.35; Knife ( 10 ), $1.65; Knife (12), §2.25; 
Knife (15), $2.75; Knife (18), $3.75; Knife ( 21 ), $4.75: 
Steel (4), $ 1 . 00 ; Steel ( 6 ), $1.15: Steel ( 8 ), $1.85; Steel 
( 10 ), $1,65; Steel ( 12 ), $2.25; Steel (15), $2.75; Steel 
(18), $3.75; 8 teel (21), $4.75. 

Crescent—No. 68 ( 8 ), $1.50 each; 188 (4), 70c; 188 (0), 
75e; 188 (8), $1.00; 188 (10). $1.25; 188 (12), $1.50; 
188 (15), $2.00; 188 (18), $2.75; 810 (10), $2.00. 


WRENCHES— 


P. S. A W. Stronghold 


Each 


Each 


25 6 

.$1.25 

25 15. 


25 8 

. 1.50 

25 18. 

. 4.00 

25 10 

.. . . . 1.85 

25 21 . 

. 5.00 

25 12 





ZINC—Full Sheets. 40c lb.r lees than Sheets, SOc lb. 


•X5J23355T'** .. — c 8tESJ£CP 

Smith-Booth-Usher Co. 



U» Ano«m.Cu, 


PREFERS HARDWARE WORLD. 

At one of the recent salesmen’s meetings, the 
subject came np relative to good reading matter, 
such as the System Magazine, and the “Hard¬ 
ware and Plumbing World,” and we are pleased 
to tell you that ten of our boys insisted on the 
“World.” 

We therefore ask that you kindly send ten 
copies of the “Hardware and Plumbing World” 
to our firm, beginning with the June number, and 
we will have them distributed monthly as they 
come in. 

We enclose order herewith for ten yearly sub¬ 
scriptions. SMITH-BOOTH-USHER CO. 
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HARDWARE WORLD—PLUMBING AND HEATING . 


1 1 

WH 

Classified list c 
depended upon. 

[ERE TO BUY 

►f the products of progressive manufacturers — Goods that can be 
Note carefully our advertising pages for particulars, or address our 
information department. 


AIR PUMPS 

Curtis Pneu. Machinery Oo., St. Louis, 
Missouri. 

AIR HOSE 

Chicago Tubing ft Braiding Co., Chi¬ 
cago, Ill. 

AIR VALVES 

Beaton A Cadwell Mfg. Co., New Brit¬ 
ain, Conn. 

ALUMINUM GOODS 

Aluminum Goods Mfg. Co., Manito¬ 
woc, Wis. 

Buckeye Aluminum Co., Wooster, O. 
AMMUNITION 


Giant Powder Co., San Francisco, Cal. 
Peters Cartridge Co., Cincinnati, O.: 
San Francisco, Cal. 

Remington Arms. t\ M. C. Co., New 
York, N*. Y. 

Winchester Repeating Arms Co., New 
Haven, Conn. 

ASBESTOS FURNACE CEMENT 
Wm. Conners Paint Mfg. Co.. Troy. 
New York. 

AUGER BITS 

James Swan Oo., Seymour, Conn. 
Peck, Stow A Wilcox Mfg. Co., South¬ 
ington. Conn, and Cleveland, Ohio. 
Progresses Mfg. Co., Torrington. Ot. 
AUTOMOBILE ACCESSORIES AND 


Apco Mfg. Co., Providence, R. I. 
American Chain Co., Bridgeport, Conn. 
Automobile Accessories Co., Baltimore, 
Maryland. 

Atlas Auto Supply Co., Chicago, Ill. 
Baker, Hamilton & Pacific Co., San 
Francisco, Calif. 

Buffum Tool Co., Louisiana, Mo. 
Century Plainfield Tire Co.. Plainfield, 

Chicago Tubing ft Braiding Co., Chi¬ 
cago, Ill. 

Gumming- Forster Corp., Chicago, Ill. 

Curtis Pneu. Machinery Co., 8t. Louis. 
Missouri. 

Diamond Rubber Co.. Akron, Ohio. 
Dreadnaught Tire ft Rubber Co., Balti¬ 
more, Md. 

Dunham, Carriean ft Hayden, 8an 
Francisco. Cal. 

G. ft J. Tire'Co., New York, N. Y. 
Gillette Rubber Co., New York, N. Y. 
B. F. Goodrich Co.. Akron, Ohio. 

Emil Grossman Mfg. Co., Brooklyn. 
N. Y. 


L. P. Halladay Oo., 8treator, Ill. 

J• H. Haney ft Oo., Hastings, Neb. 
Hartford Rubber Works, New York. 
Honeyman Hardware Co., Portland, Or. 
Joseph Dixon Crucible Co., Jersey 
City, N. J. 

King Lock Company, Chicago, Ill. 

Lane Bros. Co., Poughkeepsie, N. Y. 
Will B. Lane, Chicago, Ill. 

Machine Appliance Corporation, Brook¬ 
lyn, N. Y. 

McGraw Tire ft Rubber Co., East Pal¬ 
estine, Ohio. 

Frank Mossberg Co., Attleboro, Mass. 
Motor Car Supply Co., Chicago, Ill. 
Mound Tool Co.. St. Louis, Mo. 
Romort Mfg. Co., Oakficld. Wis. 
Revere Rubber Co., New York. N. Y. 
Royal Mfg. Co., Rahway, N. J. 

R. F. Sedgley, Philadelphia, Pa. 
Stanley Works. New Britain. Conn. 
States Chemical Co., Chicago. Til. 
Staybestos Mfg. Co., Germantown, Pa. 
Strevell-Paterson Hardware Oo., Salt 
Lake City, Utah. 

Salt Lake Hardware Co., Salt Lake 
City, Utah. 

Simmons Hdwe. Co., St. Louis, Mo. 
Thermoid Rubber Co.. Trenton. N. J., 


New York, Chicago, San Francisco 
and Los Angeles. 

Union Hdwe. ft Metal Co., Los An¬ 
geles, Cal. 

U. 8. Tire Co., New York, N. Y. 
Tritch Hardware Co., Denver. Colo. 
AXES 

Simmons Hdw. Co., St. Louis, Mo. 
BABBITT METAL 

Whitaker-Glessner Oo., Wheeling,W.Va. 
BABY CHAIRS 

Perfection Mfg. Co., St. Louis, Mo. 
BAKING PANS 

Whitaker-Glessner Co., Wheeling.W.Va. 
BALANCES—Spring 

John Chatillon ft Sons, New York. 
BALL COCKS 

Boston Brass Co., Waltham, Mass. 
BARB WIRE 

American Steel A Wire Co., Chicago, 
Ill.; San Francisco and Los Angeles, 
Cal.; Portland, Ore., and Seattle. 
Pittsburgh Steel Co., Pittsburgh and 
San Francisco. 

BARN DOOR HANGERS 

Hunt, Helm, Ferris A Co., Harvard, 
Illinois. 

Lane Bros. Co., Poughkeepsie, N. Y. 
Richards-Wilcox Mfg. Co., Aurora, III. 
Safety Door Hanger Co.. Ashland, O. 
Stanley Works, New Britain, Conn. 
Wagner Mfg. Co.. Cedar Falls, Iowa. 
BARN DOOR LATCHES 

P. ft F. Corbin, New Britain. Conn. 
Lane Bros. Co., Poughkeepsie, N. Y. 
Stanley Works, New Britain. Conn. 
BIRD CAGES AND SUNDRIES 

O. Lindemann A Oo.. New York, N. Y. 
BITS 

Buffum Tool Co.. Louisiana. Mo. 
Peck, Stow ft Wilcox Mfg. Co., South¬ 
ington. Conn, and Cleveland, Ohio. 
Progressive Mfg. Co , Torrington, Ot. 
BLACKSMITHS' SUPPLI. S 

Buffum Tool Co., Louisiana, Mo. 
Buffalo Forge Co., Buffalo, N. Y. 
BLOWERS 

Chnmpion Blower & Forge Co., Lan¬ 
caster, Pa. 

BOILER GRAPHITE 

Joseph Dixon Crucible Co., Jersey 
City, N. J. 

BOILER HANDLES 

Berger Bros. Co., Philadelphia, Pa. 
BOLT CASES 

American Bolt ft Screw Case Co., Day- 
ton. O. 

Duluth Show Case Co., Duluth. Minn. 

BOLT CLIPPERS 

H. K. Porter Co., Everett, Mass. 
BOLTS—Door 

Bommer Bros., Brooklyn, N. Y. 
Chicago Spring Bntt Co.. Chicago. Ill. 

P. ft F. Corbin. New Britain, Conn. 
Shelby Spring Hinge Oo., Shelby, O. 
The Stanley Works, New Britain, Ct. 

BOX OPENERS 

Bridgeport Hdwe. Mfg. Co., Bridge¬ 
port. Conn. 

BRACES 

Peck, Stow ft Wilcox Mfg. Co., South- 
ington. Conn, and Cleveland, Ohio. 
BRACKETS—Shelf 

Atlas Mfg. Co., New Haven. Conn. 

P. ft F. Corbin. New Britain. Conn. 
The Stanley Works, New Britain. Ct. 
BRAKE LINING 

John8-Manville Co., New York, N. Y. 
Stnybe8tng Mfg. Co., Germantown, Pa 
Thermoid Rubber Co., Trenton, N. J.. 
New York, Chicago, San Francisco 
and Los Angeles. 


BRAZIERS 

Clayton ft Lambert Mfg. Co., Detroit, 
Michigan. 

Turner Brass Works, Sycamore, III. 
BROOMS 

Lee Broom ft Duster Co., Lincoln, Neb. 
BUILDERS’ HARDWARE 


P. ft F. Corbin, New Britain, Conn. 
Corbin Cabinet Lock Co., New Brit¬ 
ain, Conn. 

Peck, 8tow ft Wilcox Mfg. Co., South¬ 
ington. Conn, and Cleveland, Ohio. 
Russell ft Erwin Mfg. Uo., New Brit¬ 
ain. Conn. 

Sargent ft Company, New Haven, New 
York, Boston, Chicago, San Francisco. 
BUTTS 

The Chicsgo Spring Butt Co., Chicago. 
Shelby Spring Hinge Co., Shelby, O. 
Stanley Works, New Britain, Conn. 
CANS AND SPECIALTIES 
Stuber ft Kuck, Peoria, Ill. 

CASH REGISTERS 

National Cash Register Co.. Dayton. O 
CASTERS 

Bassick Co., Bridgeport, Conn. 
Faultiest Caster Oo., Evansville, Ind. 
CATCHES—Transom 

P. ft F. Corbin. New Britain, Conn. 
Shelby Spring Hinge Co., Shelby, O. 
CEILING PLATES 

Beaton A Corbin Mfg. Co., Southing¬ 
ton, Conn. 

CELLAR WINDOW SETS 

Shelby Spring Hinge Oo., Shelby, O. 
Stanley Works, New Britain, Conn. 
CHAIN 


American Chain Co.. Bridgeport. Conn. 
The Cleveland Galvanized Works, 
Cleveland, Ohio. 

CHAIR TIPS 

Elastic Tip Co., Boston. Mass. 
CHEMICAL ENGINES 

O. J. Childs Oo., Utica, N. Y. 
CHERRY SEEDERS 

Enterprise Mfg. Co.. Philadelphia, Pa 
Schroeter Bros. Hardware Co., St. 
Louis, Mo. 

CHISELS 

Peck, Stow ft Wilcox Mfg. Oo., South¬ 
ington, Conn, and Cleveland, Ohio. 
CLEAVERS—Butcher’s 

John Chatillon ft Sons, New York. 


CLIPPERS 

H. K. Porter, Everett. Mass. 
CLOCKS 

New Haven Clock Co., New Haven, 
Conn. 

COAT AND HAT HOOKS 

Atlas Mfg. Co., New Haven. Conn. 
Shelby Spring Hinge Co., 8helby, O. 
CONCRETE MIXERS 

Lansing Wheelbarrow Co.. San Fran- 

.1 ._p.i 


COPPER GASKETS 

Beaton A Cadwell Mfg. Co., New Brit¬ 
ain. Conn. 

CORDAGE 

Columbian Rope Co., Auburn, N. Y. 
Portland Cordage Co., Portland, Ore. 
Samson Cordage Works, Boston, Mats. 
CUTLERY 

Geneva Cutlery Co., Geneva, N. Y. 
John Chatillon ft Sons, New York. 
International Silver Oo.. Meriden. Ct. 
Ontario Knife Co., Franklinville, N. Y. 
DIES 

Greenfield Tap and Die Corporation, 
Greenfield, Mass. 
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DOOR HANOERS 

Hont. HaIb, Perris Jb Oo., Harvard, 111. 

Bros. Co., PouihkMpsit. N. T. 
Richards-Wlloox Mfg. Oo, Aurora lit 
Safety Door Hunter Oo., Ashland, 0. 
Stanley Work* New Britain. Oonn. 

Mfg. Oo.. Oedar Falla, Iowa. 
DOOR LATCHK8 

Dane Broe. Oo- Poughkeepsie. N. T. 
The Stanley Work* New Britain. Ot. 
DOOR PULL8 

Bomxner Brother* Brooklyn, N. T. 
DOOR 8PRINQ8 

Chicago Spring Butt Oo., Chicago, I1L 
DRAG 8AWS 

R. If. Wade Jb Oo., Portland, Ore. 
DRINKING FOUNTAINS 

Buff urn Tool Oo., Louisian* Mo. 

M. L. Klin* Portland. Ore. 
DRILLS 

Buffalo Forte Oo„ Buffalo, N. T. 

Champion Blower Jb Forge Co., Lan¬ 
caster, Pa. 

Goodoll-Pratt Oo^ Groeufleld, Man* 
North Bros. Mfg. Oo., Phlladelphi* P* 
DUMBWAITERS 

Sedgwick Machine Work* Now York. 
DUSTER 8 

Dee Brooea k Duster Co., Linool* Noh. 
DYNAMITE 

Dupont Powder 0e~ Wilmington, Dot 
Giant Powder Oo.. Ban Frandsoo. Oat 
Hercules Powder Oo., Wilmington, 
Del., and Shn Francisco. 
ELEVATOR8 

8edgwiek Machine Work* New York. 
ENAMELED WARE 

Oentnl Stamping Go- New York,N.Y. 
New York Stamping Oo., Brookty*N.Y. 
DaUnoe k Oroajean Mfg. Oo.. New 
York, Chicago and San Francisco. 
ENGINES 

Dancing Wheelbarrow Cb„ San Fran¬ 
cisco, Oat 

Woodin k Little, San Francisco, Cal. 
ESCUTCHEONS 

J? B F. Oorbin^New Brital* Oban! 
Shelby Spring Hinge Oe., 8helby, O. 
EXPANSION BOLTS 

Parker 8upply Oo., New York, N. Y. 
EXPLOSIVES 

Hercules Powder Oo., Wilmington, 
Delaware and San Frandsoo, Cat 
FASTENERS—Casement Window 
Shelby Spring Hinge Oo M Shelby, O. 
FAUCETS 

Thou 8sTiirs Son* Phlladelphi* Pa. 
Lane Bro* Oo„ Ponghkeepsi* N. Y. 
FENCE 

United Staten Steal Product! Oo.. San 
Frandsoo, Los Angulo* Oat; Fort- 
land. Ore.; Soattl* Wash. 

FENCE WIRE 

Pittsburgh Steel Oo., Pittsburgh sad 
San Francisco. 

FIDES 

Dolts Fils Works, Phlladslphi* Pa. 
Hoary Disston k Son* Philadelphia. 
Nicholson Filo Oo., Proridooco, R. I. 
McCaffrey Pile Oo., Phlladelphi* Pa. 
81monds Mfg. Oo.. ntehbnrg. Mast. 
FIRE APPARATUS 

O. J. Childs Oo.. Utlo* N. Y. 
FIREARMS 

Colt's Patent Firearms Oo., Hartford. 
Oonn. 

Remington Arms Co., New York and 
San Francisco. 

FIRE POTS 

Clayton k Lambert Mfg. Oo., Detroit. 
Michigan. 

FISHING TACKLE 

• f p Welsh, Pasadena, Cal. 

FITTINGS 

Central Foundry Oo., Now York. 

M. L. Kline, Portland, Ore. 

Rhode Ialand Fittings Co.. Hillasrove. 

n 

FLOOR AND CEILING PLATES 
Beaton k Osdwell Mfg. Oo., New Brit¬ 
ain, Conn. 

Beaton Jb Oorbin Mfg. Co., Southing¬ 
ton, Conn. 


WHERB TO BUY—Continued 

FLOUR SIFTERS 

Prod J. Mayors Mfg. Co.. Hamilton.O. 

FLY TRAPS 

A. It. Avis, Pomona, Cal. 

FOOD CHOPPBR8 

Enterprise Mfg. Oo. of Pa., Philadel¬ 
phia. Pa. 

Ruaaell Jb Erwin Mfg. Co., New Brit¬ 
ain, Oona. 

FORGE8 

Buffalo Forgo Oo., Buffalo. N Y. 

Champion Blower k Forge Co., Lan¬ 
caster, Pa. 

FRY PANS 

Central Stamping Oo.. New York, N.Y. 
New York Stamping Oo.. Brooklyn. 
Wheeling Corrugating Oo.. Whooling. 

FURNACES 

Oil ter Jb Proetor Store Oo., Pooria. 
Illinois. 

Mangram Jb Otter, San Francisco, Osl. 
FURNITURE 8LIDE8 

Universal Oaster Jb Foundry Oo., Now- 
ark, N. J. 

GALL CURE 

Williamson Mfg. Oo., Sheffield, III. 
GALVANIZED GOODS 

Wheeling Corrugating Oo., Whooling 
W. Vu 

GARAGE EQUIPMENT 

Tune Bros. Oo., Poughkoepsle. N. Y. 
Richards-Wilcox Mfg. Oo., Aurora Til. 
Hant. Helm. Perris k Ob., Harvard, HI. 
The Stanley Work* Now Britain. Ok 
GARDEN TOOL8 

Buffum Tool Oo., Louirian* Mo. 

J Wis °°-» Port Washington, 

C. 8. Norcross k Son* Bushnell. Ill. 
Union Pork Jb Hoe Ob., Oolnmbn* 0. 

GASOLINE ENGINES 

Woodin k Little, San Francisco, Cal. 

GAS RANGES 

James Graham Mfg Oo.. Saa Frandsoo. 
GASOLINE TORCHE8 

* L * m hort Mfg. Go„ Detroit. 
Michlgs* 

Otto Bora* Newark. N. J. 
GRAPHITE 

Joseph Dixon Crucible Oo.. JorsoyOlty. 

N. J.: San Francisco, Osl. 
ORAPHTTE PA TNT 

Joseph Dixon Crucible Ob., Jsrsoy Olty. 
Nsw Jersey. 

GRASS CATCHBR8 

Philadelphia Lawn Mowsr Ob.. Phils 
delphi* P* 

8perislty Mfg. Co.. 8t. Anthony Park, 
Minnesota 
HAMMERS 

Wm. Rose k Bros., Sharon Hill, Pa 

Vaughan Jb Bushnell Mfg. Co., Chi¬ 
cago. III. 

HANDLES 

Buffum Tool Oo., Louisian* Mo. 

Ivory Handle Co., Hop.*, Ark. 

EXTINGUISHERS 

0. J. Childs Oo., Utic* N. Y. 

HAND CARTS 

L * n t 8ln,r ^••Ibarrow Oo.. San Fran¬ 
cisco. Osl. 

HANGING SCALES 

Felonss Mfg Oo., Chicago, Illinois. 
Triner Seals Oo., Chicago, I1L 

HARDWARE FIXTURES 

Duluth Show Case Co.. Duluth, Minn. 
HARDWARE SHELVING 

Duluth Show Case Co., Duluth, Minn. 

HARDWARE SPECIALTIES 

Bridgeport Hardware Mfg. Co., Bridge¬ 
port, Conn. 

Buffum Tool Co., Louisian* Mo. 
Crescent Tool Co., Jamestown. N. Y. 
Delta File Works. Philadelphia. Ps. 
Enterprise Mfg. Co., Philadelphia, Pa 
Fred J. Meyers Mfg. Co., Hamilton. 0. 
Lane Bros. Co., Poughkeepsie. N. Y. 
Lufkin Rule Oo., 8aginaw, Mich. 
Richards-Wilrov M#*. Co., Aurora Ill 
Salt Lake Hardware Co., Salt Lake 


Schroeter Bros. Hardwsrs Co., 8t. 
Louis, Mo. 

8helby Spring Hinge Oo., Shslby, O. 
Simmons Hdw. Co., 8t. Louis, Mo. 
Stanley Work* New Brital* Oona. 
8trevell-Patarson Hdwa Oo., 8alt Lake. 
Thomaon-Digga Oo., Sacramento. Oal. 

HARNESS HARDWARE 
Covert Mfg Oo., Troy, N. Y. 
HINGE8 

Bommer Brother* Brooklyn, N. Y. 

P. Jb F. Corbin, Now Britai* Oonn. 
The Chicago Spring Butt Oo., Chicago. 
Shelby Spring Hinge Oo., 8htlby, O. 
Stanley Work* Now Britai* Oona. 
Superior Spring Hinge Ob., Ohleago 
and Lot Angeloa 

HOLLOW HANDLE TOOL KIT8 
Bridgeport Hdwe. Mfg. Oo., Bridge¬ 
port, Oonn. 

HOOK AND EXPANSION PLATES 
B ®V on £ Orwell Mfg Oo.. New Brit¬ 
ai* Oonn. 

HORSE SHOES 

Phoenix Horse Shoe Co.. Ohleago, HI. 
United Statea Stool Products Oo., fcfru 
8oItt°le ’°°' LO# Aafel#8 ’ p «rtlani and 
HOSE 

Goodyear Buhhar Oo., San Franeiaeo. 
Thermoid Rubber Oo., Trento* N. J„ 
York, Chicago, San Frandsoo 
and Los Angelsa 
H08E COUPLING 

Stnbor Jb Kuck, Peori* III. 

HOSE MENDERS 

Stnbor Jb Knck, Poor!* Ill. 

HOSE REELS 

Spoeislty Mfg. Oo., 8t. Anthony Park. 
Minnesota 

HOUSEHOLD GOODS 

AInminnm Goods Mfg. Oo., Manito¬ 
woc, Wis. 

American Steel Wool Co., New York 
N. Y. " 

Baker, Hamilton Jb Paeifie Oo. f 8aa 
Francisco. 

Central Stamping Oo., Now York. N. Y. 
Cordley Jb Haye* New York, N. Y. 
Oorning Glass Work* Corning, N. Y. 
^Francisco* r r^i g a n Jb Hayden, San 

The Handy ’Mfg.* Co Ohleago, 8«attla 
dense* King Byrd Oo Spoksn* Wa 
* Grosjoan Jltg. Oo.. Now 
York, Ohleago and San Franelaoo. 
Landers, Frnry Jb Clark, Now Britai* 
Connecticut. 

Fred J. Moyers Mfg. Oo.. Hamilto* O. 
Mangrum Jb Otter, San Francisco, Osl. 
New York Stamping Oo., Brookly* N.Y. 
NnjBink Oo.,Los Angeles and San 
Frandsoo, OaL 

Ontario Knife Oo.. FranklinTlll* N.Y. 
Schlueter Mfg. Oo., St. Lonis, Ssn 
Francisco, Seattle, Denver. 
Strevell-Paterson Hardware Oo., Salt 
Lake Olty. Utah. 

United Royalties Oorporstion. N. Y. 
Wheeling Corrugating Oo., Wheeling. 
W. Vs. 

ICE OREAM FREEZERS 

North Bros. Mfg. Oo„ Philadelphia. 
ICE SCALES 

Pelouse Mfg. Co., Chicago, HI. 

Triner Scale Co., Chicago, III. 

IRON AND STEEL 

United States Steel Products 8b., San 
Francisco, Los Angelas, Portland and 
Seattle. 

W W°vk* Corrugating Oo. f Wheeling, 

JACKS—Carriage, Truck 

Lane Bros. Oo., Poughkeepsie, N. Y. 
JAPANNED WARE 

Schlueter Mfg. Co., St. Louis, Ssn 
Francisco, Seattle, Denver. 

JOIST HANGERS 

Lane Bros. Co., Ponghkeepsis, N. Y. 
KK-LRS LOCKS 

Cuinming-Forster, Oorp., Chicago, Ill. 

KICK PLATES 

Bommer Bros. Oo., Brooklyn. N. Y. 
Shelby Spring Hinge Oo., Shelby, O. 
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KNIVES 

John Ohatillon A Sons, New York. 
Ontario Knife Co., Franklinville, N. Y. 
KNOBS—Door 

P. A F. Corbin, New Britain, Conn, 
hhelby Spring Hinge Oo., Shelby, 0. 
LAWN MOWERS 

Goldwell Lawn Mower Co., Newburgh, 

N. Y., and Chicago, Ill. 

Milbradt Mfg. Co., St. Louie, Mo. 
Philadelphia Lawn Mower Go., Phila¬ 
delphia, Pa. 

Pennsylvania Lawn Mowar Co., Phila¬ 
delphia. Pa. 

LAWN SPRINKLERS 

Buffum Tool Co., Louisiana, Mo. 
Enterprise Mfg. Oo. of Pa., Philadel¬ 
phia, Pa. 

Stuber A Kuok, Peoria, Ill. 

Thompson Mfg. Co., Los Angeles, Cal. 
LAWN SWEEPERS 

Philadelphia Lawn Mower Co., Phila¬ 
delphia, Pa. 

LENSES 

Corning Class Works, New York, N. Y. 
LEVELS 

Bridgeport Hardware Mfg. Obrp., 
Bridgeport, Conn. 

GoodelF-Pratt Co., Greenfield, Maas. 
Henry Disston A Sons, Philadelphia. 
Stanley Buie Jb Level Oo., New Brit¬ 
ain, Conn. 

LOCKS 

P. Jb F. Corbin, New Britain. Conn. 
Corbin Cabinet Lock Co., New Brit¬ 
ain. Conn. 

King Lock Company, Chicago, Ill. 
Shelby Spring Hinge Co.. 8helby, O. 
MANUFACTURERS’ AGENTS 

Bailey Jb Drake Co., San Francisco. 
A H. Coatee Co.. 8an Francisco, Cal. 
George E. Dalton, Los Angeles, Oal. 
Norman Cowan, San Francisco, Oal. 
W. D. Caldwell, San Francisco. 

E. 0. Coffin Jb Co., Salt Lake. Utah. 
Horace Allen, San Francisco. 

S. V. Armstrong, San Francisco. 

Phil Bekeart Co., San Francisco. 

W. F. Boardmaa Jb CO., Ban Fran¬ 
cisco, Cal. 

A. L. Conger Oo., San Francisco. 
Omer Cox. San Francisco. 

A. W. Dow, San Francisco. 

Geo. F. Eberhard Co., San Francisco. 
Ewing-Lewis Oo., San Francisco and 
Los Angeles, Oal. 

Griffith Sales Co., Sheldon Bldg., San 
Francisco, Cal. 

Edward Knoble Jb Son, Tacoma, Wash. 
Chas. L. Lewis, San Francisco. 

French Jb Linforth, San Francisco. 

C. W. Gause Co., Ban Francisco. 

W. H. Gilbert, Sian Francisco and Los 
Angeles. 

R B. Hanna. Los Angeles. 

Haven Jb Haven, San Francisco, Cal. 

D. L. Herman, Seattle. 

H. A. Heppner Jb Co., Portland. 

Wm. P. Horn Co., San Francisco. 

M. Howard, San Francisco. 

Hughson Jb Merton, San Frandsoo. 

O. N. Jb F. W. Jonas, Los Angeles, San 
Francisco. 

E. A. Keithley, S'an Francisco. 

P. C. Jb A. E. Lowrey, San Francisco. 
Lomax Jb Chapman, San Francisco, Cal. 
C. A May dwell Jb Co.. San Frandsoo. 
May rant Conner, Ban Francisco. 
McDonald Jb Linforth, San Francisco. 
Morgan Jb Allen, San Francisco. 

J. T. McDevitt, San Francisco. 

T. D. McLean Co., Seattle. 

Osgood Jb Howell, San Frandsoo. 
Sanford Plummer, San Francisco. 

A Rannie, San Francisco. 

O. S'. Rhea, Berkeley, Cal. 

Jno. T. Rowntree, Ban Frandsoo, Port¬ 
land, Or., Los Angeles, Denver, Oolo. 
Rowntree Jb Wishon, San Francisco. 

A C. Rulofsnn. 8an Francisco and Los 
Angeles, Portland, Beattie. 

C. P. Rust Jb Co., San Francisco, Ohl. 
0. H. Smith Jb Bro., Los Angeles. 

T. H. Speddy, San Frandsoo. 

0. H. Stanyan, San Frandsoo. 

Eugene C. Baal, San Frandsoo. 
Strimple Jb Cox, Seattle, Wash. 

J. A Tuthill. Loo Angeles. OaL 
S. F. Wilbur Oo., San Frandsoo, Oal 
Thomas A Williams, Balt Lake. 


S. G. Wilson, Los Angeles. 

Fred P. Winchester, San Frandsoo. 
John J. Winner, San Frandsoo. 
Wright Jb Lacey, 8an Frandsoo. 

MECHANICS’ TOOLS 

Buffum Tool Co., Louisiana, Mo. 

The Keystone Mfg. Co., Buffalo, N. Y. 
The James Swan Co., Seymour, Conn. 

METAL LATH 

Wheeling Corrugating Oo., Wheeling, 
W. Va. 

METAL SHINGLES 

Wheeling Corrugating Oo., Wheeling, 
W. Va. 

MILK CANS 

Sturges Jb Burn Mfg. Co., Chicago, 


MILLS—Coffee, Spice, Corn 

Lane Bros. Co., Poughkeepsie, N. Y. 

MITRE BOXES 

H. C. Marsh Co., Rockford, Ill. 

MITRE MACHINES 

H. C. Marsh Co., Rockford, Ill. 

NAILS 

Atlas Tack Co., Fairhaven, Conn. 

Pittsburgh Steel Co., Pittsburgh and 
San Francisco. 

NAIL CLIPS 

H. 0. Cook Oo., Antonia. Conn. 

NAIL SETS 

James Swan Ob., Seymour, Conn. 

NAILS, STAPLES. SPIKES 

American Steel Jb Wire Oo., Chicago, 
III.; San Francisco and Los Angeles, 
Cal.: Portland, Ore., and Seattle, 
Washington. 

OIL GAUGES 

Apco Mfg. Co., Providence, R. I. 

OIL STOVES 

George M. Clark Jb Oo., Division Amer¬ 
ican Stove Oo., Chicago and San 
Francisco. 

Ringen 8tove Oo., 8t. Louis, Mo. 

PAILS—Fibrotta 

Cordley Jb Hayes, New York, N. Y. 

PAINTS 

The Brin instool Oo., Los Angeles, Oal. 

California Paint Oo., Oakland, Cal. 

Wm. Conners Paint Mfg. Co., Troy, 
N. Y. 

Joseph Dixon Orudble Oo., Jersey Olty, 

Montank. Paint Mfg. Co.. Brooklyn. 

R. N. Nason Jb Co., San Frandsoo, Cal. 

Simmons Hardware Oo., St. Louis, Mo. 

Balt Lake Hardware Co., Salt Lake 
City. Utah. 

Strevell-Paterson Hardware Co., Salt 
Lake City, Utah. 

PIPE 

Central Foundry Co., New York. 

Abendroth Bros., Port Chester, N. Y. 

Alabama Flue Jb Foundry Oo., Annis¬ 
ton. Ala. 

American Enameling Mfg. Oorp., New 
York. N. Y. 

American Foundry Jb Pipe Co., Penns 
Sta., Pa. 

Anniston Foundry Oo., Anniston, Ala. 

Bessemer Soil Pipe Co., Bessemer, Ala. 

Campbell Mfg. Co., Gadsden, Ala. 

Oasey Hedges Co., Chattanooga, Tenn. 

Charlotte Pipe Jb Fdy. Oo., Charlotte, 
North Carolina. 

Coosa Pipe Jb Foundry Oo., Birming¬ 
ham, Ala. 

Grown Pipe Jb Fdy. Oo., Jackson, O. 

Gadsden Pipe Oo., Gadsden, Ala. 

Haines, Jones Jb Cadbury Oo., Phila¬ 
delphia, Pa. 

J. D. Johnson Co., New York, N. Y. 

Krupp Foundry Oo., Lansdale, Pa. 

Medina Foundry Co., Medina, N. Y. 

National Foundry Oo. of N. Y., Brook¬ 
lyn, N. Y. 

National Pipe Jb Foundry Go., Attalla, 
Ala. 

Readin^Foundry Jb Supply Oo., Read- 

Sal em Brass Jb Iron Mfg. Oo., Salem, 
New Jersey. 

Sanitary Oo. of America, Linfleld, Pa. 


Sommerville Iron Works, New York. 
Standard Foundry Oo., Anniston. Ala. 
Superior Mfg. Oo., Bessemer, Alin. 
Union Foundry Co., Anniston, Ain. 

A Weiskittel A Son Co.. Baltimore. 

H. Wetter Mfg. Oo., Memphis, Tenn. 
PIPE BENDERS 

Buffum Tool Co., Louisiana, Mo. 
PIPE FITTINGS 

Rhode Island Fittings Oo., Hillsgrore, 
Rhode Island. 

PIPE HANGERS 

Beaton Jb Cadwell Mfg. Oo., New Brit¬ 
ain, Conn. 

PIPE HOOKS 

Berger Bros. Co., Philadelphia, Pa. 
PIPE WRENCHES 

Peck, 8tow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
Trimont Mfg. Co., Roxbury, Mass. 
PISTON RINGS 

Automobile Accessories Co., Baltimore, 
PIVOTS—Ball Bearing 

Bommer Bros., Brooklyn, N. Y. 
PLANES 

Stanley Rule A Level Oo., New Britain. 
Conn. 

PLASTERERS TOOLS 

Wm. Rose A Bros., Sharon Hill, Pa. 
PLATES—Kick 

Bommer Bros., Brooklyn, N. Y. 
PLIERS 

Peck, Stow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 
PLUMBING SPECIALTIES 

Armstrong Mfg. Co., Bridgeport, Ot. 
Buffum Tool Co., Louisiana. Mo. 

C. F. Church Mfg. Go., Holyoke, Mass. 
Otto Berns, Newark, N. J. 

Boston Brass Co., Waltham, Mass. 
Clacton A Lambert Mfg. Co., Detroit. 

Orescent Tool Go., Jamestown, N. Y. 
Excelsior Bag A Mf*. Co., Troy, N. Y. 
Hays Mfg. Co.. Erie, Penn. 

M. L. Kline, Portland, Ore. 

•Nve Tool A Machine Works, Chicago. 
Rhode Island Fittings Oo., HUlsgrovo, 
Rhode Island. 

Thos. Savill's 8ons, Philadelphia, Pa. 
Trimont Mfg. Co., Roxbury, Mass. 
Turner Brass Works. Syracuse, HL 

POLISHES 

The Cedarwax Co., Los Angeles. 

PRUNING HOOK8 

Henry Disston A Sons, Philadelphia. 

PRUNING SHEAR8 

Granuoci Hardware Co., San Frandsoo. 
Peck, Stow A Wilcox Mfg. Co., South 
ington. Conn, and Cleveland, Ohio. 

PUMP VALVES AND PLUNGERS 
Berger Bros. Co., Philadelphia, Pa. 

PUMPS 

Goulds Mfg. Oo., Seneea Falls. N. Y. 
Groetken Pump Co., Aurora, Ill. 
Lansing Wheelbarrow Co., San Fran¬ 
cisco, Oal. 

Pacific Pump A Supply Co., San Fran¬ 
cisco, Cal. 

PUSH PLATES 

Bommer Bros., Brooklyn, N. Y. 

P. A F. Corbin, New Britain, Conn. 

RADIATOR VALVES-Key and Wood 
Beaton A Cadwell Mfg. Co., New Brit¬ 
ain, Conn. 

RAILWAY CAR MOVERS 

G. D. Rowell A 8 on, Appleton, Wls. 

RANGES 

Jas. Graham Mfg. Co., San Franeisoo, 
California. 

National Stove Co., Lorain, Ohio. 
Ringen Stove Oo., St. Louis, Mo., Ban 
Franeisoo, Cal. 

RAZORS 

Geneva Cutlery Go., Geneva, N. Y. 
REAMER8 

Greenfield Tap and Die Corporation, 
Greenfield. Mass. 

REFRIGERATORS 

Baldwin Refrigerator Oo., Burlington, 
Vermont. 

Maine Mfg. Oo., Nashua, N. H. 
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RIVETS 

Atlas Tack Co., Fairhaven, Conn. 
Kdwin B. Stimpeon Oo., Brooklym,N.Y. 

RIVETING machines 

R H. Bteith Vff. Co., Chicago, III. 
ROASTERS 

OentraJ Stamping Oo., Brooklyn, N. T. 
ROOKING CEMENT 

Wm. Connors Paint Mfg. Co., Troy. 
York. 

Philip Carey Oo., Cincinnati, 0. 
ROPE 

Columbian Rope Oo.. An born, N. Y. 
Portland Cordage Oo., Portland and 
Seattle. 

RULES 

Lufkin Rale Oo., 8sginew, Mich. 
8 tnnl«y Rale A Level Oo., Mew Brit¬ 
ain, Conn. 

SASH CORD 

8 amson Cordage Works Boston. Mass. 
SAWS 

S!** 1011 ,, * Bom. Philadelphia. 
Good ell-Pratt Oo.. Greenfield, Maes. 
The Jas. Ohlen A Sons Saw Mfg. Co., 
Columbus, O.; 8an Francisco anil 
Portland. 

8 imonda lift. Oo., Fitchburg; Mass.. 

* FraneTsoo and Portland, Ore. 

L 8. Starrett Oo.. Athol, Mass. 

SAW SETS 

Peck. 8tow A Wilcox Mfg. Co., South¬ 
ington, Conn, and Cleveland, Ohio. 

SCALES 

John Ohatillon A Sons, New York. 
Detroit Automatic Scale Co., Detroit, 
Mich. 

Pelouse Mfg Oo., Chicago, Ill. 

Triner Scale A Mfg. Co- Chicago. 

8 CREW CASES 

American Bolt A Screw Case Oo., Day- 
ton. O. 

Dnluth Show Case Co., Duluth, Minn. 
SCREW DRIVERS 

Buffum Tool Co.. Louisiana, Mo. 

Peck, 8tow A Wilcox Mfg. Co., South- 
ington. Conn, and Cleveland, Ohio. 

S Sons, Philadelphia. 
Goodell-Pratt Oo.. Greenfield. Maas. 
North Bros., Philadelphia, Pa. 

The James Swan Oo., Seymour, Conn. 
Stanley Rule A Level 0b„ New Brit¬ 
ain. Conn. 

SCREEN DOOR SETS 

Bommer Bros.. Brooklyn. N. Y. 

Chicago Spring Butt Co., Chicago. Ill. 
Stanley Works, New Britain, Oban. 

SHARPENING MACHINE 

Hyfleld Mfg. Oo., New York. N. Y. 

SHEATHING PAPER 

Brown Company, Portland, Maine. 

8 HEETS 

Brier Hill Steel Oo., Youngstown, O., 
and San Francisco. 

SHEEP SHEARING MACHINES 
AND TOOLS 

Chicago Flexible Shaft Co., Chicago. 
SHEETS—Black and Galvanised 
Wheeling Corrugating Oo., Wheoling, 

8 HOTGUN SHELLS 

Cartridge Co., San Francisco 
and Cincinnati. O. 

8 HOW CA8ES 

Duluth Show Case Co., Duluth, Minn. 
SKILLETS 

New York Stamping Co., Brooklyn. 
Wheeling Corrugating Oo„ Wheeling. 

W. Va. 

SLIDING DOOR LATCHE8 

lane Bros. Co., Poughkeepsie, N. Y. 
Richards-Wlloox Mfg. Co„ Aurora, Ill. 


WHERE TO BUY—Continual 

SNAPS 

Covert Mfg. Co., Troy, N. Y. 

SPARK PLUGS 

Cummin* Forster Corp., Chicago, Ill. 
Emil ^Grossman Mfg. Co., Brooklyn, 

SPITTOONS—Fibrotta 

Cordle^ A Hayes, New York City, 

8 PORTING GOOD8 

Colt’s Patent Firearms Oo., Hartford. 

Conn. 

Du Pont Powder 0o„ Wilmington, Del. 
Honeyman Hardware Co., Portlaud, Or 
Jensen, King. Byrd Oo.. 8pokaae, Wn. 
Peters Cartridge Co., Cincinnati, O. 
Remington Arms Co„ New York and 
San Francisco. 

St revel 1-Paterson Hardware Co., Salt 
Lake City. Utah. 

T. E. Wilson A Co.. Chicago, Ill. 
Winchester Repeating Arms Co., New 
Haven, Conn. 

SPRAYING OUTFITS 

Gonlds Mfg. Co., Seneca Falls, N. Y. 

8 PRINKLERS AND HOLDERS 

Beaton A Cadwell Mfg. Co., New Brit¬ 
ain. Conn. 

8 TAMPED STEEL HARDWARE 
8 htlby Spring Hinge Co., Shelby, 0. 

STEELS—Butcher's 

John Ohatillon A Sons, New York. 

STEEL WOOL 

American Steel Wool Cb., New York. 
N. Y. 

8 TOCKS AND DIES 

Armstrong Mfg. Co., Bridgeport, Ot. 
Greenfield Tap and Die Corporation, 
Greenfield, Mass. 

STOVE8 

George M. Clark A Co., Division Amsr- 
lean Stove Co., Chicago and San 
Francisco. 

Culter A Proctor 8tovo Co., Peoria, HI. 
Hsaa 8nvdcr Mfg. Co„ Masailion, O. 
Jas. Graham Mfg. Cb., Ban Frandseo. 
Jensen. King, Byrd Co.. Spokane. Wn. 
National Stove Co., Lorain Ohio. 
Bingen 8tove Oo., St. Lonis, Mo., San 
Francisco, Chi. 

Spokane 8tovc Repair Works, Bpokans. 
Washington. 

STOVE PIPE CRIMPER 

Packham Crimper Oo., Moehanioaburg. 
Ohio. 

8 TOVE PUTTY 

William Connors Paint Mfg. Ob., Troy, 
New York. 

STOVE REPAIRS 

Myer 8. Rubens, Spokane, Wash. 
8 pokane Stove Ibtpair Works, Spo¬ 
kane, Waah. 

TACK8 

Atlas Tack Co., Fairhaven, Conn. 

TACKLE BLOCKS—Automatic 

Lane Bros. Co., Poughkeepsie, N. Y. 

TANKS—Pneumatic Water Supply 
Wm. B. Scalfe A Sons, Pittsburgh. Pa. 

TAPS AND DIFS 

Greenfield Tap and Die Corporation, 
Groenfiald, Mass. 

TAPES 

Lufkin Rule Co., Saginaw, Mich. 

L. 8. Starrstt Co., Athol, Mass. 

THREADING MACHINES 

Armstrong Mfg. Oo., Bridgeport. Ot. 
Greenfield Tap and Dla Corporation 
Greenfield, Mass. 

TIMBER HANGERS 

Lane Bros. Co., Poughkeepsie, N. Y. 
TINWARE 

Central Stamping Co„ New York. N Y. 
Schlneter Mfg. Co., St. Lonis, Sen 
Francisco, Seattle, Denver. 

TIRES 

Century Plainfield Tire Co., Plainfield, 

Diamond Rubber Co., Akron, San 
Francisco and Seattle. 


Dreadnought Tire A RubbcT Co Balti¬ 
more, Md. 

B. F. Goodrich Oo., Akron. Ohio. 
Gillette Rubber Co., New York, N. Y 
Hartford Rubber Works Co.. New York 
McGraw Tire A Rubber Oo., East Pal¬ 
estine, Ohio. 

Thermoid Rubber Co., Trenton, N. J. 
York, Chicago, San Francisco 
and Los Angeles. 

U. 8. Tire Co.. Now York, N. Y. 
TIRE PUMP8 

J. H. Hsney A Co., Hastings, Nab. 
TOGGLE BOLTS 

Richards-Wilcox Mfg. Co., Aurora, III. 
TOOL HOLDERS 

J. H. Williams A Co., Brooklyn, N. Y 
TOOL ROLLS 

Buffum Tool Co., Louisiana. Mo. 
Excelsior Bag A Mfg. Co.. Troy, N. Y. 
TOOTH BRUSH HOLDERS 

E. J. Chubbuck, San Francisco, Cal. 
TORCHES 

Turner Brass Works. 8ycamore, IIL 
01 lJi?higtn LWIlb#rt k ff * Oo„ Detroit. 
Otto Bern*,' Newark, N. J. 

T ROLLEY S—Overhead 

Lane Bros. Co., Poughkeepsie, N. Y. 
TRUCKS 

Lansing-Oompany, 8an Frandsoo, Cal. 
U sJk rt N j MUr * Foundry Ob., New- 

TRTJNK8 AND BAGS 

Olt7 I ;*Cuh H,r,,W,r * “* L ^ t ‘ 
TUBS—Fibrotta 

Cordley A Hayes, New York, N. Y. 
VACUUM BOTTLES 

k*ConnT' Wrmrj * 0Urk * Ncw Britain, 

VARNISH 

California Paint Ob., Oakland, Cal. 
VISES 

Goodell-Pratt Co.. Greenfield. Mass. 

H. 0. Marsh Co., Rockford, 111. 
WASHING MACHINE8 

E *6hio W ° 0dtaWlfcr# Mff * °°- 

WASHERS—Wrought Stool 

The Stanley Works. New Britain. Ot 
Wrought Washer Mfg. 0b„ Milwaukee. 
WASTE 

Royal Mfg. Oo.. Rahway, N. J. 
WEEDERS 

J Wis 0iU ° n 00 9 Port ^sabiugton, 
WHEELBARROWS 

L * n t 8lnf Wb««lburrow Oo„ San Fran¬ 
cisco, Cal. 

WINDMILLS 

Pacific Pump A Supply Co., San Fran¬ 
cisco, Cal. 

WIRE AND WIRE 8PECIALTIE8 
Pittsburgh Steel Ooj. Pittsburgh, Pa. 
American 8teel A Wire Oo., Akloago. 
HI.; San Francisco and Los Angslos 

wiy.in^SJ“ d ' ° r *-' “ d 

WIRE NAIL SPECIALTIES 
Atlas Tack Co., Fairhaven, Conn. 

WRENCHES 

Buffum Tool Co., Louisiana, Mo. 
Bridgeport Hdwo. Mfg. Corp., Bridge¬ 
port, Conn. 

Crescent Tool Co., Jonestown, N. Y. 

.Rgyutoue Mfg Co., Buffalo, N. Y. 
Will B. Lane, Chicago, HI. 

Frank Mosabcrjr Oo., Attleboro, Maaa. 
Peck, Stow A Wilcox Mfg. Co., 0outh- 
ington. Conn, and Cleveland, Ohio. 

R-. F- Sedgley, Philadelphia, Pa. 
Trimont Mfg. Oo.. Roxbury. Mass 
Whitman A Barnes, Akron, Ohio, New 
York and San Francisco. 

WRINGERS 

Ka 8hio Wood9nwm ^ 0o- Hamilton, 

WROUGHT 8TEEL WASHERS 
Stanley Works, New Britain. Conn. 
Wrought Washer Mfg. Oo., Milwaukee. 
Wisconsin. 
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Abendroth Bros. 15 

Abingdon Trap Co. 53 

Alabama Pipe A Foundry Co. 15 

Aluminum Goods Mfg. Co. 72 

American Bolt & Screw Case. 26 

American Chain Co.....117 

Anniston Foundry Co. 15 

American Foundry A Pipe Co. 16 

American Enameling Mfg. Corp. .. 15 

American Steel A Wire Co. 14 

American Steel Wool Company... 126 

Apco Mfg. Co.130 

Armstrong Mfg. Co.159 

Atlas Auto Supply Co.Cover 

Atlas Mfg. Co., The. 60 

Atlas Tack Company. 5 

Automobile Accessories Co.137 

Automatic Lawn Sprinkler Co. 60 

A. B. Avis. 58 


Baker, Hamilton & Pacific Co. 42 

Baldwin Refrigerator Co. 66 

Bartlett Mfg. Co. 47 

Bassick Co. 57 

Beaton & Cadwell Mfg. Co.159 

Beaton & Corbin Mfg. Co.155 

Berger Bros. Co. 36 

Bernz, Otto .161 

Bessemer Soil Pipe Co. 15 

Bommer Bros. 37 

Boston Brass Co.155 

Bridgeport Hdw. Mfg. Co. 29 

Brier Hill Steel Co. 48 

The Brininstool Co.142 

Buckeye Aluminum Co. 64 

Buffalo Forge Co. 9 

Buffalo Sled Co. 45 

Buffum Tool Co.Cover 


California Paint Co.140 

Campbell Mfg. Co. 15 

Philip Carey Co.141 

Casey-Hedges Co. 15 

Cedarwax Co. 51 

Central Foundry Co. 15 

Central Stamping Company. 71 

Century Plainfield Tire Co.109 

Charlotte Pipe A Foundry Co. 15 

Chicago Flexible Shaft Co. 6 

Chicago Tubing A Braiding Co... .135 

Champion Blower A Forge Co. 46 

John Chatillon Sons. 67 

O. J. Childs Co. 46 

E. J. Chubbuck. 53 

C. F. Church Mfg. Co.153 

George M. Clark A Co. 58 

Clayton A Lambert.159-163 

Cleveland Galvanizing Works Co. . 41 

Cold well Lawn Mower Co. 41 

Coleman Lamp Co. 57 

Colt’s Patent Firearms Co. 43 

Columbian Rope Co. 30 

Connors, Wm., Paint Co. 36 

H. C. Cook Co. 53 

Coosa Pipe A Foundry Co. 15 

Corning Glass Works.121 

Cordley A Hayes. 61 

Corbin Screw Corporation.131 

P. & F. Corbin. 70 

Crescent Tool Co.161 

Crown Pipe & Foundry Co. 15 

Oummlng-Forster Corp.114-115 

Curtis Pneu. Machinery Co.119 

Culter A Proctor Stove Co. 57 


Delta File Works.131 

Detroit Automatic Scale Co. 67 

Diamond Rubber Co.101 

Henry Disston A Sons. 22 

Joseph Dixon Crucible Co. 39 

Dreadnaught Tire A Rubber Co. ..Ill 

Duluth Show Case Co. 41 

Dunham, Carrigan A Hayden Co.. .134 
Du Pont Powder Co.138 


Gadsden Pipe Co. 15 

Geneva Cutlery Co. 63 

Giant Powder Co. 19 

Gillette Rubber Co.105 

J. E. Gilson Co. 41 

Goodell-Pratt Co. 16 

B. F. Goodrich Co.101 

Goodyear Rubber Co. 34 

Goulds Mfg. Co. 33 

Graham Mfg. Co., Jas. 51 

Granucci Hardware Co. 49 

Greenfield Tap & Die Corporation. 151 

Groetken Pump Co.137 

Emil Grossman Mfg. Co.132-133 

Haines, Jones & Cadbury Co. 15 

Hammond Lumber Co. 46 

Handy Mfg. Co. 63 

J. H. Haney & Co.128 

Hays Mfg. Co.153 

Hercules Powder Co. 21 

Hess-Snyder Mfg. Co. 57 

A. M. Holter Hdw. Co. 46 

Honeyman Hardware Co. 35 

Hunt, Heim, Ferris & Co.12- 13 

Hyfield Mfg. Co. 36 

Z 

International Silver Co. 65 

Irving Pitt Mfg. Co.137 

Ivory Handle Company. 46 

J 

Jensen-Klng-Byrd Co. 38 

J. D. Johnson Co. 15 

Johns-Manville Company.Cover 

X 

Keystone Mfg. Co.157 

King Lock Company.127 

M. L. Kline.151 

Krupp Foundry Co. 15 


Lalance A Grosjean Mfg. Co. 33 

Landers, Frary A Clark. 69 

Lane Bros. Co. 47 

Will B. Lane.129 

Lansing Company . 35 

Lawson Mfg. Co. 31 

Lee Broom A Duster Co. 63 

Lindemann, O. A Co. 60 

Lufkin Rule Co. 38 

U 

Machine Appliance Corporation... 45 

Maine Mfg. Co. 56 

Mangrum & Otter. 53 

H. C. Marsh Co. 36 

McCaffrey File Co. 37 

McGraw Tire A Rubber Co.107 

Medina Foundry Co. 16 

Meriden Brittannla Co. 65 

Meyers Mfg. Co., Fred J . 53 

Milbradt Mfg. Co. 29 

Montauk Paint Mfg. Co.143 

Motor Car Supply Co.130 

Mound Tool Co.125 

Frank Mossberg Co.135 


R. N. Nason Co. 

National Cash Register Co.. . 

National Foundry Co. 

National Pipe & Foundry Co. 
National Stove Company 

New Haven Clock Co. 

New York Stamping Co. 

Nicholson File Company. 

C. S. Norcross A Sons. 

North Bros. Mfg. Co. 

Nu-Sink Co. 

Nye Tool A Machine Works. 


The James Ohlen A Sons Saw Mfg. 

Co. 

Ontario Knife Co. 

Onward Mfg. Co. 


Eagle Woodenw’are Mfg. Co. 

Elastic Tip Co. 

Enterprise Mfg. Co. 


Faultless Caster Company. 55 


Pacific Pump & Supply Co.... 

Pacific Sanitary Mfg. Co. 

Packham Crimper Co. 

Parker Supply Co. 

Peck. Stow A Wilcox Co. 

Pelouze Mfg. Co. 

Pennsylvania Lawn Mower Co. 
Peters Cartridge Co. 


Philadelphia Lawn Mower Co. 32 

Phoenix Horse Shoe Co. 20 

Pittsburg Steel Co. 40 

Porter, H. K. 32 

Portland Cordage Co. 34 

Progressive Mfg. Co. 31 

m 

Reading Foundry A Supply Co.... 15 

Remington Arms Co. 17 

Revere Rubber Company.113 

Rhode Island Fittings Co.155 

Richards-Wilcox Mfg. Co. 27 

Ringen Stove Co. 51 

Romort Mfg. Co.125 

Wm. Rose A Bros. 3 

H. Roth A Sons. 49 

G. D. Rowell & Son. 33 

Royal Mfg. Co.123 

Royal Iron Mfg. Co. 57 

Myer S. Rubens, Stoves & Furnace 

Repair Works.163 

A. C. Rulofson Co.40- 48 

Russell A Erwin Mfg. Co. 10 

8 

Safety Door Hanger Co. 47 

Salem Brass & Iron Mfg. Co. 15 

Salt Lake Hardware Co. 50 

Samson Cordage Works. 28 

Sanitary Co. of America. 16 

Wm. B. Scalfe & Sons.153 

Schaw-Batcher Co. 46 

Schlueter Mfg. Co. 61 

Schroeter Bros. Hdw. Co. 62 

R. F. Sedgley.119 

Sedgwick Machine Works. 47 

Shelby Spring Hinge Co. 22 

Shelton Tack Co. 41 

Simonds Mfg. Co. 26 

Simmons Hardware Co. 4 

Dick Smith . 40 

Smith Mfg. Co., F. H. 32 

Somerville Iron Works. 15 

Smooth-On Mfg. Co.151 

Specialty Mfg. Co. 28 

Spokane Stove A Furnace Repair 

Works .161 

Standard Foundry Ob. 15 

Stanley Rule A Level Co. 27 

Stanley Works.Cover 

Starrett, L. S. A Co. 99 

States Chemical Co.Cover 

StaybestOB Mfg. Co.118 

Edwin B. Stimpson Co. 38 

Strevell Paterson Hardware Co.... 35 

Stuber A Kuck. 41 

Sturges A Burn Mfg. Co. 39 

Superior Mfg. Co. 15 

Superior Spring Hinge Co. 26 

Jas. Swan Co. 28 

T 

Thomas Savill’s Sons.159 

Thomson-Diggs Co. 48 

Thompson Mfg. Co. 35 

Thermoid Rubber Co.103 

Triner Scale Mfg. Co. 62 

Tritch Hardware Co. 44 

Turner Brass Works.163 

V 

Union Fork A Hoe Co. 7 

Union Foundry Co. 15 

Union Hardware A Metal Co. 52 

Universal Caster A Foundry Co.. .. 57 

U. S. Steel Products Co. 14 

U. S. Tire Co.113 

▼ 

Vaughan A Bushnell. 37 

W 

R. M. Wade & Co. 18 

Wagner Mfg. Co. 38 

Weed Chain Tire Grip Co.117 

Weiskittel A Son Co. 15 

Joe Welsh . 47 

H. Wetter Mfg. Co. 15 

Wheeling Corrugating Co. 43 

Whitman A Barnes. 31 

Whittaker-Glessner Co.43 

J. H. Williams Co. 39 

Damp Williams Hardware Co.62 

Williamson Mfg. Co.144 

T. E. Wilson & Company.139 

Winchester Repeating Arms Co.... 23 

Woodin A Little. 54 

Wrought Washer Mfg. Co. 37 
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THE BUFFUM TOOL CO. 

LOUISIANA, MO. 

HIGH GRADE TOOLS FOR HIGH GRADE WORKMEN 

“Swastika" Trade Mark Registered U. 8. Patent Office 


First Quality Ball Pain Ha nun art 



Cold CThlaol 

'Spatial” and Reliable Gradaa 




Hollow Punch 



Buffum 


"Special” Knurled Sick el or Tim 
Blued 


"Bailable” Hand Pmntk 


Reliable” Prick Punek 


Tinners’ and Farmers* Rivet Seta ^ 



1 


“Special” Knurled Prick Punch, Blued 


Warranted 




"Reliable” Octagon Center Pun ok 


"Special” Knurled OenUr Punch, Blued 


Arch Punch 


"Reliable” Octagon Nail Sat 


"Special” Knurled Nall Set, Blued 




T-Handle 

All 


Combination Pilar* 
'Special” Quality Forged Steel 


C. W. GAUSE CO. 

Boom 605 Williams Bldg. 


"Special” Knurled Belt Punch, Blued 

Western Sales Agents 
693 Mission St. 

SAN FRANCISCO, CAL. 
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Tell your customer to 
protect both car and cargo 


Your customer’s truck is probably insured—but how about 
his cargo? With the country at war a burned cargo is more 
than a commercial loss, it's an advantage to the enemy. 

Not one cargo, but every load that the truck carries is ade¬ 
quately protected when there ’s a Johns-Manviile Fire Extin¬ 
guisher aboard. 

It’s the only one-quart extinguisher with a two-way method 
of operation—discharged either by pumping, or in tight corners 
by air pressure previously pumped up. 

Entitles car owners to 15% reduction in automobile fire 
insurance premiums. , 

Trade details sent on request. 

Price in United States, East of Colorado, 

$10.00; $10.50 Colorado and West. 

Dominion of Canada: $12.00 East of 
Calgary; $12.50 Calgary and West. 

Brass or nickel finish, bracket Included. 

H. W. JOHNS-MANVILLE CO. 

New York City 

10 Factories—Branches in 61 Large Cities 


pro OP^RAI 


n.00 

:cai 


Johns-Manviile 

Fire Extinguisher 


COVIRS^ 
THE CONTI NI 
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In the picture above, the doors are hung on Stanley Today write for information on Stanley Garage Hard 

Garage Hinges No. 1457; 24 inch at top and bottom, 10 ware, which is established, has won a* reputation for 

inch at center. The latch is Stanley Garage Latch No. 1264, excellence, and is in demand, 

the bolt Stanley Garage Cremone Bolt No. 1052. 

NEW YOEK THE STANLEY WORKS CHICAGO 

100 Lafayette Street NEW BRITAIN, CONN., U. S. A. 73 East Lake Street 

Manufacturers of Wrought Bronze nnd Wrought Steel Hinges and Butts/o^jUL tknd^Jin^luding Stanlev Ball Bearing 
Butts. Also Pulls, Brackets. Chest Handles. Peerless Storm Sash QHgitSO^ by toilers^ 4fe?en Window and Blind Trim 

raings; Twinrold Box Strapping, and Cold Rolled Strip Steel. Stanley Garage Hardware IsQfclnptable for Factory and Mill Use 


Stanley Garage Door Holder 


EVERY GARAGE OWNER NEEDS IT 

There are mighty few men who will say, “Oh, that's not necessary, I can do without it,” 
when you call their attention to the fact that because winds blow and swinging doors swing, 
they need the strong, certain acting 


ft 























































THRIFT 


In the Repair of Casings, Inner 
Tubes and All Rubber Goods 

means the use of 

The Standard Tire Repair Outfit 



Because It’s 


rm\TAMir A T two cents worth repairs 

JiCUllUMlAjiVL THE AVERAGE PUNCTURE 

17 A CV TA TTGT7 n O HEAT OR TOOLS NEEDED— 
liiAO I 1U U Ob USE AT HOME OR ON THE ROAD 

PI7D1I A XT 17 XT r U NEVER LEAK OR LOOSEN 
rbltJUAllbll 1 OUTLASTS UFE OF TUBE 

Satisfy tlie National Demand 

Place your order with your jobber — get the new, 
hermetically sealed Tire-Doh Outfits 

GOOD PROFIT 

50 Cent Size $1.00 Size 

Ask Us for New'Selling Helps 


ATLAS AUTO SUPPLY 
COMPANY 

602 W. AUSTIN AVENUE - CHICAGO 
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ASSURANCE OF ACCURACY 

Perfect confidence in the accuracy of a 
rule, tape or level is vital. Such assurance 
comes through the name Starrett and the 
knowledge that every tool bearing that name 
is warranted. 

A wide variety of styles and sizes of tools 
are described in Catalog No. 21 BF, which is 
sent free on request. 

THE L. S. STARRETT CO. 

The World’s Greatest Toolmakers VMiL/ 
ATHOL, MASS. 

Manufacturers of Hack Saws Unexcelled 
NTW YORK LONDON CHICAGO 

42-763 - 
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CUTLERY 

ktOOLsil 


O r 


HARDWARE WORLD 


STANDARD 


AMERICA 


FULLY 
GUARANTEED 

Under ike 

rtc&NKurm 

TradeAVarlc 


“We manufacture Tools 
and Cutlery for every use and 
are anxious to sell Them to 
Dealers who believe in getting 
a legitimate profit. 

HANDLE A LINE THAT SHOWS YOU 

A SATISFACTORY PROFIT 

5IMM0N5 HARDWARE COMPANY 

ST. LOUIS, U.S.A. 
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HARDWARE WORLD 





Now and then a man comes in 
and asks to see razors. In most 
cases a man comes in for something 
else, looks around a bit before he 
goes out, and his eye falls on a 
display of razors. 

If it's a good display he hesi¬ 
tates. It occurs to him that he 
would like to own a really good 
razor. He stops, looks at them, and 
a watchful salesman can have him 
trying the edge of a razor on his 
thumb in a few more seconds. 

It’s never hard to make a sale 
after that if the razor feels right, 
looks right and balances right — 
especially if it's a Genco Razor, 
one the customer has heard of. 

This habit men have in buying 
cutlery has caused us to get up a 
Genco Razor Display Case, designed 


Geneva Cutlery Company 

157 Gates Ave., Geneva, New York 

Jobbers—We have an interesting selling plan 
whereby you can increase your 
Genco Razor Sales and 
Profits by distributing 
Genco Display Ajb- 
sortments. 

Write for P™ 

ini. detan, 


You Know How a Man 
Buys a Razor 


especially to arrest the attention of 
a customer who is letting his eyes 
rove over your stock. 

The Genco Razor Display Case 
has a handsome Circassian walnut 
finish and quality appearance. It 
holds six razors on constant display 
against a background of Royal 
Purple Plush. 

After making these cases up we 
worked out a plan for getting mer¬ 
chants to use them. A very attrac¬ 
tive special offer of a display case 
free with a first order was worked 
out — a proposition that we think 
will interest and be to the ad¬ 
vantage of most any dealer to 
accept. We invite you to write for 
the details of this offer. By writ¬ 
ing today you won’t forget. Men¬ 
tion the name of your jobber. 
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HARDWARE WORLD 


Help Get More Wool 


YOUR COUNTRY NEEDS IT 


Don’t let sheep owners in your locality shear 
with hand blades—it’s barbarous and waste¬ 
ful. They cut the sheep, do a rough job, and 
leave on each animal about a pound of wool 
that should be shorn. 

Machine shearing gets all the wool. Can’t 
cut the sheep, and saves time and labor, to 
say nothing of increasing the wool produc¬ 
tion which is needed so urgently. 

The additional wool obtained will more than 
pay for a machine the first shearing. 

There are Stewart Machines for shearing 
every size flock — hand-operated machines 
for small flocks and power machines for 
big flocks. 

Got our catalogue and get after every sheep 
owner in your locality. 

You can sell a number of shearing machines, 
helping yourself and your country. Will 
you do it now? 

Write immediately for Catalogue No. 65 . 


Chicago Flexible Shaft Company 


5604 West Tw|elfth Street 


Chicago, Illinois 
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MR. JOBBER 

The excellence, or lack of itj in 
small things is an indication to a cus¬ 
tomer as surely as straws show how 
the wind blows. Year in and year 
out it pays to satisfy customers in all 
things. 

If you are not stocking ATLAS 
goods, you are not giving “THE 
GREATEST QUANTITY OF 
QUALITY AT THE PRICE.” 


MR. RETAILER 

Why don’t you get full value for 
your money in buying Tacks, Nails 
and Rivets when the BEST costs no 
more than other makes, except telling 
what you want? 

Just say “ATLAS. ” They all know 
it and know it means the best. When 
they offer inferior goods, do you think 
it is for the love of you? No; “there’s 
a reason, ’ ’ but that is not it. 


SOME JOBBERS DON’T —YET; BUT MOST OF THEM DO 

“THE LARGEST AND OLDEST” 


Over TWENTY THOUSAND sizes, styles and finishes of Tacks 

Nails and Rivets 


ATLAS TACK COMPANY 

FAIRHAVEN, MASSACHUSETTS 
U. S. A. 
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GOODELL- 

PRATT 


1500 GOOD TOOLS 


Powerful Rim Wrenches 


Motor 

Car 

Necessities 



When the motorist’s tool kit contains a 
Goodell-Pratt Rim Wrench No. 82, the removal 
of the most obstinate rusted-on rim nut is a com¬ 
paratively easy operation. 

A wrench of exceptional quality, durability 
and finish. 

The 10-inch sweep gives practically irresist¬ 
ible leverage and the fact that all sockets are 
broached to absolutely accurate size prevents 
wrench slippage with a consequent damage to 
both wrench and nut. 

The handle runs in adjustable collars and 
both head and handle are finished with rubber 
enamel, making them water-proof and conse¬ 
quently longer lived. 

The finish of the sweep is nickel plate and 
that of the socket nickel plate and red enamel. 

This wrench is made with %, % or %-inch 
socket. 


Goodell-Pratt 

Company 


Greenfield, Mass., U. S. A. 
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Roller Bearing 

Flat Link Chain 

Here's a chain that's really 
different; a chain that is 
more than the staple article 
as chains are generally 
classed. 

Hodell chain combines all 
the advantages of weldless 
wire chain with all the ad¬ 
vantages of flat link chain 
and adds a few more such 
as greater serviceability, 

? reater durability, better 
lnish, and economy in use 
— virtues which are very 
evident in the chain itself. 

Hodell chain can be sold 
for every purpose for which 
weldless wire chain is used, 
and it has made ordinary, 
flat link chain obsolete. 

Hodell chain offers won¬ 
derful profit-making possi¬ 
bilities for live dealers any¬ 
where. 

Write for samples and details 
of oar business-building dealer 
co-operation. 


mmsmJOb 


GmVANIZJiN 


Jg 


CLEVELAND 


OHIO UAA. 


Branch Offices 

San Francisco, Cal., 504 Underwood Bldg. 
Los Angeles. Cal., 207 San Fernando 
Bldg. Seattle, Wash., 2118 L. C. Smith 
Bldg. Denver, Goto., 805 Mint Block. 
Salt Lake City, Utah. 1015 Newhouse 
Bldg. St. Louis, Mo., 1417 Chemical 
Bldg. New York, N. Y., 150-152 Cham¬ 
bers St. San Francisco, Cal.. 66 Eighth 
Street. Chicago, Illinois, 56 E. Randolph 
St. Baltimore, Md., 405-7 W. German St. 
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GOOD PROFIT-BIG DEMAND 

Unique Garden Tools 

Combination Trowel, Hoe, Weeder and Turf Trimmer 
Attachable to One Common Handle by 
Simple Twist of the Wrist 

Made of Finest Steel 

A BRAND NEW IDEA IN GARDEN TOOLS, COMBINING COMPACT- 



It Will Pay You to Stock These Tools Now. They Satisfy and Build Up Your 
Trade, Bringing a Good Profit to You 

SOLD BY FIRST CLASS JOBBERS EVERYWHERE 


W. P. HORN CO., Pacific Coast Representatives 

Los Angeles Rialto Building, San Francisco, Cal Portland 


NEW YORK STAMPING COMPANY 

BROOKLYN, NEW YORK 
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FIVE LATCHES AND A DEADLOCK — ALL YEAR ROUND SELLERS 


SARGENT 


R«f. U. S. Pat. Off. 

Good Display plus Good Value 

The well-known Sargent features are quickly shown and easily demon¬ 
strated by dealers who use this display board as a help in selling Sargent Day 
and Night Latches. 

The display includes a variety of good sellers, from No. J 4250, a small and 
low-cost, but effective, cylinder latch, to No. 4292, the most complete Day and 
Night Latch, with guarded bolt and push button stop, giving double security. 
All latches with this feature afford complete protection—they are jimmy-proof 
and the stop cannot be jarred out of place. 

Have you this display in your store? If not, write for particulars. 

SARGENT & COMPANY 


NEW YORK 


NEW HAVEN, CONN. 

BOSTON 


CHICAGO 
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Stanley “Pistol Grip” 
Adjustable 
Saw Set No. 42 

This Saw Set embodies several unique and 
important features not heretofore seen in 
tools of this description. 

The shape of the body and handle enables 
the user to operate the tool with great ease 
and with the least possible exertion, and the 
saw is held firmly against the gauge while 
the tooth is being set. 

It can be readily adjusted by means of the 
knurled thumb screw to give a greater or less 
set to the teeth off the saw, according as the 
saw is to be used for coarse or fine work. As 
the anvil or part against which the plunger 
works is graduated, the same adjustment can 
be easily obtained for duplicate work. 

The tool is so designed that the saw teeth 
are in plain view, which enables the user to 
quickly adjust the tool to the tooth to be set. 

The plunger and anvil are made of tool 
steel—hardened and tempered. All parts are 
carefully machined and are interchangeable. 

The tool is given a fine black finish. 

Packed one in a box. 

Send for special circulars. 

Stan ley Rule & Level Co, 

New Britain.- Conn. U.S.A. 
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CHAMPION 

BLOWERS 
FORGES DRILLS 


No. 400 Blower 


No. 408 Forge 


No. 203 Drill 


CHAMPION TOOLS 

Built for Service 

Carried in Stock by all 
Leading Jobbers 

Write for 365-Page Cata¬ 
logue 


THE 

CHAMPION 
BLOWER AND 
FORGE CO. 

Lancaster, Pennsylvania, 

U. 8. A. 
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PATENTED. 
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A DEVELOPMENT of the 
Russwin Fire Exit Bolt 
suitable for Mill, Ware¬ 
house and Garage Doors. 

Self-latching: Contact of the latch 
with the strike throws the latch 
in a position allowing the bolt to 
fall, by gravity, into the strike at 
bottom of door and also locks the 
latch at top of door and the lift¬ 
ing handle. 

Adjustable Telescopic Bolt Rod. 
Can be lengthened or shortened 
to exact height of door. Adjust¬ 
able for doors varying in height 
from 7' 11 Vi* to 8' 6" 

Write for further information and 
prices. 

Russell & Erwin Mfg. Co 

The American Hardware Corporation, Succcaaor 

New Britain, Conn. 

New York San Francisco Chicago London, Eng. 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Pence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many nses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 

AMERICAN STEEL ft WIRE COMPANY 
United States Steel Products Company 

SELLING AGENTS 

San Francisco Los Angeles Portland Seattle 

▲warded the Grand Prize at the PanamarPadfic Exposition. 


V — ■ - - 
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Several Good Points 

to Remember 

The earliest 44 CAST” IRON PIPE Is 
today In service, and is as good as new- 
This cannot be said of any other pipe. 

“CAST” IRON SOIL PIPE In all house- 
drainage Is the most economical. 

“CAST” IRON SOIL PIPE has an un¬ 
equalled record for sanitary service. 

“CAST” IRON SOIL PIPE gives per¬ 
manent and unfailing service. 

“CAST” IRON SOIL PIPE no matter 
where Installed lasts longer than the 
building— any building. 

Specifications and Illustrated literature will be mailed upon request by any or all of 
the following Independent and competing makers of Cast Iron Soil Pipe and Fittings 


union Foundry Co.Anniston, Ala. 

Weiakittel A Son Co., A.Baltimore, Md. 

Wetter Mfg. Co., H.Memphis, Tenn. 

Abendroth Brothers.Port Chester, N. Y. 

Alabama Pipe A Foundry Co... Anniston, Ala. 
American Foundry A Pipe Co..Penns bta., Pa. 

Anniston Foundry Co.Anniston, Ala. 

Bessemer Soil Pipe Co.Bessemer, Ala. 

Campbell Mfg. Go. .Gadsden. Ala. 

Casey-Hedges Co., The... .Chattanooga, Tenn. 

Central Foundry Oo.New York, N. Y. 

Charlotte Pipe A F’ndry Co.. .Charlotte, N. O. 
Coosa Pipe a Foundry Oo.. .Birmingham, Ala. 
Crown Pipe A Foundry Co.Jackson, Ohio 


Gadsden Pipe Co.Gadsden, Ala. 

Haines, Jones A Cadbury Co. . Philadelphia, Pa. 

Johnson Co., J. D.New York, N. Y. 

Krupp Foundry Co.Landsdale, Pa. 

Medina Foundry Co.Medina, N. Y. 

Nat’l F’ndry Co., N. Y., Inc..Brooklyn, N. Y. 

National Pipe A Foundry Co.Attalia, Ala. 

Reading Foundry A Supply Co.. .Reading, Pa. 

8alem Brass A Iron Mfg. Co.Salem. N. J. 

Sanitary Co. of America.Linfield, Pa. 

Somemlle Iron Works.New York, N. Y. 

Standard Foundry Co.Anniston, Als. 

Superior Mfg. Co.Bessemer, Ala. 
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MASTER-KEYING 


WITH THE CORBIN PIN TUMBLER CYLINDER 



Keying System For Group of Hospital Buildings 

This chart explains the key-combinations for locks supplied by us for a group of hospital 
buildings, and illustrates the accurate classification, the large number of segregated groups, 
and the ease of adaptation of our master-keyed pin tumbler cylinder lock for complicated 
installations. Even this intricate lay-out could have been extended without duplication or 
affecting the security. The regular Corbin master-keyed cylinder, with one key-way for all 
keys is used. The same method is employed in industrial plants, in hotels, mammoth office 
buildings, or structures of any other kind where it is desired to limit the entrance to some 
persons and give general control to others, and still maintain security. 

The Service Keys are indicated by the small circles. There are (1) single and (2) sets 
alike, but each single key or set is different from all others. 

The Master Keys indicated by larger circles give admission to each of the different groups 
of buildings and to no others. 

The Two Grand Master Keys enable the chiefs of the Medical and Business Corps to enter 
any door under their jurisdiction and no others. 

The Great Grand Master Key enables the head of the institution to enter any door at will. 

Any Key in the entire system can be fitted as a service key to a desk, a wardrobe or a 
padlock. The service key to the janitors’ quarters can be made to pass the janitors’ closets in 
all buildings; the plumbers’ key can be fitted to the shut-off cabinets as well as their apart¬ 
ments ; the housekeepers* room key can be made the same as that for the supply cupboard. The 
number of combinations is practically endless. 

The Special Keys are not master keyed. They fit lockers, fire boxes, etc., where individual 
service alone is desired. 

We are specialists in master key systems. Can we be of service to you? 

P. & F. CORBIN 

The American Hardware Corporation, Successor 

new york Chicago NEW BRITAIN, CONN. Philadelphia 
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What the Remington UMC WETPROOP process in 
Nitro Club and Arrow Shotshells means to you as a 
sporting goods dealer: An improved shell at the same 
price as the old process shell, and in increasing consumer 
demand. 


What the Remington UMC WETPROOF process means to the 
sportsman: For the first time (and at the same price as the old 
process shell) the consumer gets a shotshell that is positively 
waterproof. WETPROOF Nitro Club and Arrow Shells are 
treated with a secret compound of oils, waxes and greases. This 
process is owned exclusively by the Remington Company. 


Not only is the paper case of the shell treated with the water¬ 
proofing material but the WETPROOF treatment is also applied 
to the crimp and top wad, thus sealing the shell against wet. No 
soft crimps, no swollen bodies with Remington UMC WET¬ 
PROOF shells. 


Send to us for WETPROOF Folders 
and ask your jobber for prices 

THE REMINGTON ARMS UNION 
METALLIC CARTRIDGE 
COMPANY, INC. 


12 Geary Street 


San Francisco 
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s a Real 
Live Seller! 


Stocks carried in San Fran - 
cisco , Calif.; Los Angeles , 
Calif.; Spokane , Wash.; 
Portland, Orej Little Rock , 
Ark.; New Orleans, La.; 
Birmingham t Ala. 


The Wade Saw is the 
“livest” possible ma¬ 
chine you can han¬ 
dle. Farmers and 
mill men every¬ 
where are grabbing 
them up as quick as 
we can make deliv¬ 
eries. If you want to 
make quick profit¬ 
able sales— 


Get Our 

Dealer 

Proposition 


THE 

Wade Drag Saw 

Cuts Over 20 Cords a Day 


Oldest and largest inde¬ 
pendent wholesalers of 
Farm Machinery in the 
Northwest 


52 Years experience has 
given us the Ability to 
Test and judge the Effi¬ 
ciency of Farm Machines 


322 HAWTHORNE AVENUE. PORTLAND. OREGON 
910 N. HOWARD STREET. SPOKANE, WASHINGTON 


Digitized by 


Google 










HARDWARE WORLD 


19 


Newspaper electrotypes 
free to GIANT dealers 


B Y USING some of our striking advertisements in your local newspapers 
you can bring to YOUR store the farmers, ranchers and orchardists 
who are in need of explosives for stump-blasting, tree-planting and other work. 

Our assortment of Giant newspaper electrotypes will bring you new trade both 
for explosives and for other merchandise. Furnishing such electrotypes is one 
of the many ways in which we help the hardware trade sell Giant Farm Powders. 


MAKEJH IS TEST 



Come in and get a 25 or 50-pound case of either 

of the Giant Farm Powders. Try them out 
and you will find that they go further and 
therefore cost less to use. We have noticed 
that when farmers try them once, for any kind 
of blasting, they always come back for 

<ffi^FARM POWDERS 

^^1 ^ STUMPNO — AGRICULTURAL. 


(This space may be used for your 
own advertising of other goods) 


Dealer’s Name Here 


Let us tell 
you more 

You need not carry Gisnt 
Farm Powders in stock in 
order to make money on 
them. Giant magazines 
will supply you promptly, 
so you can make a profit 
on every order. 

If you are not already 
selling Giant Farm Pow¬ 
ders, let us send you our 
confidential trade bulletin 
entitled, “Helping the Re¬ 
tailer Sell Giant Farm Pow¬ 
ders.” This shows seven 
ways in which we will help 
you to build up a more 
profitable business in ex¬ 
plosives. 

The coupon below will 
bring you full information. 
Tear it out and mail today. 


Hardware Men 
Mail This Coupon 

The Giant Powder Co.. Coiv. 

227 First National Bank Bldg , 

San Francisco I 

CHECK 
HERE 


□ $mi n im Nek, "Httfa *• 
RstaBtr Stl Mat Fans hmknT 


O “Maks TMs TieL* 

Name_ 


Address. 
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HAND PUMPS 





WHY GOULDS PUMPS OUT-WEAR AND 
OUT-SATISFY OTHER PUMPS 

Id all lines of manufacturing industry you will always find one manufacturer 
whose product gives just a little more satisfaction, lasts just a little longer, 
and operates just a little more economically than products of other manu¬ 
facturers in the same field. This condition is not due in any way to 
chance, but to standards set for themselves by the various manufacturers. 

For Instance—Most manufacturers are satisfied to put into their product only 
such materials and workmanship as are absolutely necessary to sell that product I 

at a certain price and enable them to meet their guarantee of specifications * 

and performance—bat no more. a 

While—Invariably the one concern, whose product bears the highest reputa- 
k tion, gives more than mere necessity demands—higher grade materials 

V perhaps, or better workmanship, more weight, finer finish, and usually 

V all of these. Their product excels because tneir standard is higher— 

A and their idea of what a good product should be compels them to give i 

more value for the same money. A 

The two products—mediocre and excellent—may look much alike, M 

and sell at the same price but it is this difference in manufactur- JH 

ing standards which enables the latter product to give low JW 

W maintenance cost instead of average, high efficiency instead of BBi 

V IvA merely rood, long life instead of medium. This is the condi- EBA 

V\\\l 11 <>n loamy la the pump field. Whether you get pumps which EHE 

WB give maximum service depends on whether you buy from the BEB 

l\\\ manufacturer whose standards are the highest. Enm 

During the many years in which The Goulds Manufac* MU* - 

turing Company has been building pumps, we have 
never been satisfied to build pumps which would 
VDR barely meet our guarantee. Our one aim has been 

. |\\\ to build the best pumps possible for the price 

charged—and we have found that it pays. 

R Were it not for the high standards to which 

A Goulds Pumps are built, we could not boast of J 

^R the thousands of Goulds Pumps which have A 

|^R been in operation for periods of 10, 15, 25 B^ 

and 30 years and still giving satisfactory ^^B 

service; nor would we have on our books BEB CE 

the names of customers who have been ^BB 

buying Goulds Pumps continuously for JHB 

wflk 20 or 25 years; nor would Goulds BEB 

I VR Pumps be favored with the excellent ^^B 

1HR reputation for h i g h quality which E//B^ / 

^BR they have borne for nearly three* 

^BBE quarters of a century. /a 

The finished Goulds Product, /*£ 

WR whether it be hand, power, cen* \ K f ^ 

|RR trifugal or spray pump, is W /^ 

^^R known as the standard of 

«BR excellence. Goulds Pumps Mi, ■ W 

WA give better service because mm \rift 1 / *> 

they are a better product E/fA ' 

yf ill — and that is why it will 

__ pay y o u to them. B 

VH\ We will welcome an op* Mmf A 

PUMPS UHR portunity to show you EitM 

Wl what Goulds quality EEB 

IB really means. MmmM 



I 

\7zr. 

.ajBL 



K? 


CENTRITU O A 




SPRAY PUMPS 



The Goulds Manufacturing Co. 

Main Office and Works, Seneca Falls, N. Y. 


»w York Boston Chicago Houston 1 

16 Murray St M Pearl St. 12-14 8. Clinton St. 1001 Carter Bid* 
Philadelphia Pittaburrh Atlanta 

111 H. 3rd Street 636 Henry W. Oliver Bid*. 3rd National Bank Bldg. 
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Bhe merit of a product is attested by the demand. 

£>he volume of demand is evidenced by the size of the works. 

Qnd when the works, steadily increasing,year after year 
attain immense proportions_ 

THEN is conclusively demonstrated the continued and 
absolute confidence of a vast army of users in the 
excellence, worth and reliability of the doods. 


HENRY DISSTON ^ SONS, INC. 
KEYSTONE SAW, TOOL, STEEL W -FILE WORKS 


THE LARGEST IN THE WORLD. 



The Shelby “CHIEF” Floor Hinge 


With Improved Pivot and Socket 

“The hinge without woes, 

As the wise buyer knows.** 

The attractive features about the Shelby 
Chief Double - Acting, Ball - Bearing Surface 
Floor Hinges are, strong construction, durabil¬ 
ity, beauty, simplicity of installation, and low 
price for superior quality. 

Sell the Shelby Chief and watch year 
profits grow. 


A NEW CATALOG READY FOR YOU 

A card willbring you one of our new No. 18 catalogs just off the press, which illustrates Floor Hinges, Spring Butts, Deer 
Checks. Push and Pull Plates, Door Holders, Push Bars, Foot and Chain Bolts, Door Bolts, Cupboard Turns, Cupboard 
Catches, Card Holders, Toilet Paper Holders, Garage Door Holders, Chest Handles, Casement Window Adjusters aad 
Fasteners, Sash Locks, !>ash Lifts. Mortise Locks and Latches, Basement Window Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooks. Hall Hooks, Screen Window Hangers, Door Braces, large line of Screen Door Hinges, and a number of items ant 
mentioned. Ask tor catalog today. 


/ 



SHELBY SPRING BUTTS 

Are made entirely of wrought metal; they are very 
strong, durable and attractive; made in 3, 4, 5, 6, 7, 8 
and 10-inch sizes. 

They have no equal. 

The Shelby Spring Hinge Co., Shelby, Ohio 

Coast Representatives: 

Pond Hardware Specialty Co. D. L. Herman 

Los Angeles, Calif. Seattle, Washington 
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Kaufman Hardware Company 


Official Membership 
Button of the 
Winchester Junior 
Rifle Corps 


LIGHT AND HEAVY HARDWARE 

Eueruc $cmm Max Summ 


Read the letter below; put 
yourself in the place of a boy 
of fourteen. Would you let an¬ 
other day go by before calling 
on your dealer? Not much! 
You’d take the membership 
card to headquarters that very 
day and get your membership 
button. 

The boys in your town are 
just waiting for this opportu¬ 
nity. Start the ball rolling, and 
get the profit that is sure to 
follow. 


T*** Wlnchcatar rfjMiliM Arm Co 

Ht» fUwcr, Conn. 


Our aalea on Vlnelwwtvr Mflr* harr lncraaatd 
<jnlol If* duo to jour Advortlolnr campaign.that •• want to lot 
you knot about t»o aucetutfnl rvaulta. Out of t>* flret 

100 Witeholl lot tor* oent out oo hava aold thirty-*1rht rlfl*w 
to Fon t*at •"oco 1 rod iottoro and aovorol rlfiM to thotr Roy 
rrloodo ol'O dirt not rocolot Iottoro. Our soloa on 22 cart- 
rldroa ha** trlplod olnco selling th*** rifloo. Wo h*d 
fouVoll th*w* Iottoro direct to tho Royw and not the parents 
a« you first Instructed no to glv* parents runs and oe *>e- 
UsTO tM* to one of tho roaecns of our success. Tho 

letter pulled to the parent would ho destroyed If ho rtld not 
•ant Ms hor to hare a rifle. Hailed direct to tho hoy 
he will "Me* up a fo<«* until he rets tho rifle. 


Wo hare eliminated fror o"r stock nf gun* and am- 
munition all other ralres hut Winchester. In view of thl 
Tent do not ferret »:• on sny adeertlslnr campaign that you 
ray put on In the future, as oo sent the henlflt of tho re¬ 
sults fror ism . 


How one dealer 
cashed in on the 
Winchester Plan 


JOHN BROWN 

SHOTGUNS, RIFLES. AMMUNITION 
AND GENERAL SPORTING GOODS 
116 MAIN STREET 


Wherever the Winchester plan is 
put in operation it does more than 
just scratch the surface. It bites in 
deep. 

The letter shown above, from the Kauf¬ 
man Hardware Co. of Anderson, Indiana, 
tells substantially the same story that 
hundreds of dealers tell us. 

Make your store Winchester J. R. C. 
headquarters, and cash in on the wide¬ 
spread interest that is being taken in the 
new national organization, the Win¬ 
chester Junior Rifle Corps. 

It’s a new way to build up a business in 
.22 caliber rifles and ammunition, with 
real profit assured. Mail the attached 
coupon today and learn how you can get 
started with this business-building plan. 

WINCHESTER REPEATING ARMS CO.. DEPT 596 
NEW HAVEN. CONN. 


**• Jolnod Um flaohastar 

»«. or if yen h*T» navar fot any tint 
this Honorary Organisation ands 
ind Olrl tortaotn and Sharpahootara froa 
, it Will pay yow to raad oarafuUy Um 


«o m ftara ancle* ad a aanbarshlp applisatioa 

blank. Pill n oat and br!n* It In to this atorw - 
^lob la haadqoartara for tha Vino ha a tar Jos lor Ain* 
Corps. » will glva you a asabcrahlp button and yea 
will ba Only rag lata rad aa a a-wabar with tha right to 

•oopata for tha fa* — * — - — • — ■ — • — • - 


j Dept 596 New Haven, Conn. | 

• Gentlemen: I have not received : 

my copy of the W. J. R. O. Plan. 

■ Please send it by return mail. 

I Name 
| Street 
-j City 


State 


World Standard Guns and Ammunition 
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A SUGGESTION 

H AVE you a stock of Spring 
Hinges that have distinctive 
selling features which your 
salesmen can offer and which would 
make the prospective purchaser buy 
them and no other! 



Chicago “Triplex”SgringButts 

offer this advantage to you. The ap¬ 
pearance, durability and finish of this 
article are unsurpassed, and in consid¬ 
eration of prices that are conservative 
in respect to value, the up-to-date 
dealer cannot afford to neglect this 
profitable business. 

Send for Catalogue W - 32. It fully illustrates 
and describes the most complete Hue of Spriug 
Hiuges manufactured. 


Chicago $priu0 < Butl (Tompmqj, 


CHICAGO 



NBW YORK 


l_ 

There is a Difference 
in Rope 

There may be very little dif¬ 
ference in the appearance of 
a new rope of one brand and 
that of another, but if one 
considers of what a rope is 
made, how it is made, by 
whom it is made, where it is 
made and the reputation of 
the manufacturer, he will 
see that there must be a dif¬ 
ference. If you will consider 
all these questions before 
you place your next rope 
order — you will decide on 

COLUMBIAN 

Columbian Rope Company 

Auburn ••The Cordage City** New York 
Branches: New York, Chicago, Boston 

Pacific Coast Distributors 

BAKER, HAMILTON & PACIFIC CO. 

San Francisco 
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Work together for victory. 


7 TKe Meckinic 
mint produce 


The Ra/ilroiuU 
miut speed up. 


The Business Man 
ist help the others. 


' 

| } 

tv-' / 

Hi 


On Washing¬ 
ton’s Birthday I 
watched the New York City 
detachment of our new National 
Army swing down Fifth Avenue. 

There were ten thousand of them marching 
through the heavy, swirling snow. 

I wondered how many more would have to go. 
We may have to send all the young men and then 
call for the older men, just as France has done, and 
just as we did (Juring the Civil War. None of us 
want that to happen. 

The only way to stop the outflow of soldiers is to beat 
the Kaiser and his horde of Huns. The only way to do 
that is to give our boys in the trenches so much of the muni¬ 
tions of war—of such excellent quality—that they will be 
as superior to the enemy as a workman with a turret lathe 
is to a workman with an old hand lathe. 

So let us think quickly of better ways to do our work. 
The war today demands that we do more than we ever 
have done before. Let us all speed up, with the thought 
that we, too, are fighting the enemy, even if we can’t see 
him. Let us hurry our work at our desks and benches, 
and thus keep millions of men out of the trenches. 

(Signed) 


President 

''The National Cash Register Company 


1 

I 


1 
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Sell Saws That are Mechanically Right 

That is the way to satisfy your,customers. They want saws that cut right, that hold 
their cutting edge, that are made of high grade steel. While the carpenter is today not 
so much interested in finish, he still likes to have a good looking saw and surely there is 
no other which compares with the Simonds in finish. 

There is none which excels it in quality. It leads them all in profit to Dealer and 
value to Customer. Send for catalog and terms. 

Simonds Manufacturing Company 

“The Sow Makers” 

Portland, Oregon Seattle, Washington 

San Francisco, California Vancouver, B. C. 


SUPERIOR Screw Door Check 

The only Check that has the jack-knife lever which 
allows the door to open clear up against the wall with¬ 
out strain on the Check. 

It also has a positive plnnger and automatic inlet 
valve for air. 

The above features together with the low price 
makes it the best Check for user, dealer and jobber. 
Quickly and easily attached by anyone. 

If your jobber can not supply you, write us and we 
will give you the address of your nearest jobber whe 
MADE BT handles our Check. 

SUPERIOR SPRING HINGE COMPANY, 136 West Lake Street, Chicago 


£8 -w'fB ifcSsr. 


Revolving Bolt and Screw Cases 

Dealers in Hardware, Auto Supplies, etc., find that 
time and space are saved by using the Revolving Gases 
for keeping loose Bolts, Screws and Auto Accessories. 
Everything is kept right at the clerks* fingers* end. 
Catalog sent on application. All jobbers handle these 


American Balt & Screw Case Co., Dayton, 0. 


GoogI 
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roi GARAGES. SHOPS AHD FACTOBIIS.-A simple, practical, efficient hoisting and 
tarrying deviee for handling heavy object*. Will pay for itself many times over in any garage, 
•hop, faetory or store where heavy object* must be handled. With this outfit one man can han¬ 
dle any object weighing up to 700 lbs. Two or three men can move a ton. Outfit consists of 
the Wagner Self-Cleaning Track, roller-bearing tandem carrier and centre pull triple sheave 
hoist. Write for prices. Also ask for the Wagner 96 page catalog of Barn Door Hangers, 
Trolley Tracks, Studding Sockets. Hardware Specialties. Sleds and Non-Tipping Coaster Wagons. 

WAGNER MTG. CO., DEPT. C. CEDAR FALLS, IOWA. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Qoing to Press. 
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NORTH BROS. MFG. CO. 

Philadelphia, Pa. 


No. 130 —For all general work. 
Very popular. 

No. 131 —Heavy pattern, for general house 
carpentry and heavy screw driving. 
Becoming very popular. 

No. 136 —Small size, for smaller screws, electrical 
work, and wherever a large number of small screws are 
frequently driven. Your Jobber will supply you. 


v 


AN 

UNEQUALED 

ASSORTMENT 

FOR 

HARDWARE 

STOCK 


In every race there’* a “CHALLENGE” a “RIVAL*' and a “BANNER” 

m AND WITH THESE LINES ON HAND YOU CAN LAND EVERY PROSPECT 

/l/F&flM TAPES, BOXWOOD and SPRING JOINT RULES 

PERFORMANCE.,‘well .. J/f£/(/£/(/# D//IT S'fi « "WW 

a GUARANTEE // A> /fl/AA l *U. iq 6 Lafaystts St.. H. T. 

Stocked by Your Jobber " * - 


SAGINAW. MICHIGAN 

106 Lafaystts St.. N. T. 
Send forCmtologne 


Wagner Trolley Overhead Carrier 
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THE JAMES SWAN COMPANY 

SEYMOUR 


CONNECTICUT 

Bits 


Chisels 

Augers 

• 

Draw Knives 



Nail Sets 
Gimlets 



Gouges 
Screw Drivers 


New York Office: 100 Lafayette Street 

WE WEEE AWARDED THE MEDAL OF HONOR ON MECHANICS’ TOOLS AT THE PANAMA- 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento, California 


Samson Spot 
Sash Cord 

Extra quality, guaranteed free from 
all imperfections. Can be distin- 

S uishea at a glance by the Colored 
pots. Specified by architects and 
builders everywhere. 

We manufacture braided cord in all 
sizes, colors and grades, for all pur¬ 
poses. Carried by all jobbers. 

SASH OOBD 

0L0THE8 LINES 

SOLID BRAIDED ROPE 

SHADE OORD 
MASONS’ LINES 
OHALK LINES 

8«nd for catalogue and samples. 

Samson Cordage Works 

Boston, Massachusetts 



“foy &"ptyiiii" Grass Catchers 


“Favorably known 
the world over" 
now made with 

Re-Inforced 
Non-Slipping 
Bottom 

Rigid Light 
Durable 

Many exolutive 
patented features 
and strong selling 
points explained in 
Catalog No. 14. 

Writ* f%r it 

Some of Our Fadflo Ooaet Jobber* 
California XAw. Oo. Paoiflo XAw. ft Mee& Oo. 

Failinj-aCoOalman Oo. The Mhaw-BaCobar On* 
Xoneyman XAw. Oo. Sohwabaehor XAv. Oo. 
Xelley-Xaaon XAw. Oo.8eattle XarAware Oo. 
M a rsh all -Walla XAw. Tho Thomnom-IMgg* 

Oo. Oo. 

Pnnham. Oarrican ft XajrAen Oo. 
Xefftaan XAwo. Oo. 

The Specialty Mfg. Co. 

St. Paul, Minn., U. S. A. 
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1,000,000 

DROP FORGED WRENCHES 


ALL SIZES AND FINISHES 

IN STOCK 


THE WHITMAN & BARNES MANUFACTURING CO. 

Batnblisked 64 Ye«n 

GBNBRAL OFFICES: Akrat. O him NEW YORK 8TORB: 64 Rttdi Street 

FACTORIES: Akrea, Okie. Chios**, IMiaoie, St. Catharises, Oat. 





TOO ABB BIGHT Df 


"WORLD'S BEST" 

ZB VAMB AMD FACT 

World’s Bast 
Tubular Track 

Bam, Factory 
and 

Warehouse 
Door Hanger 


Frame U but grade malleable Iran. 

Wheel underneath track prereata derailment. 

Wide bearing of the wheel diatribe tee weight and 
makee it the Hieiet Banning Hanger on the market. 

Peeked one pair in bon complete with bolts; one- 
half do sen pain in a ease. 

Track has Slidable Bracket, which haa made the 
World's Best Hangers so popular with the building 
trade. 

If jour jobber can't supply you wo will. 

SAFETY DOOR HANGER CO. 

ASHLAND, OHIO, U. & A 
O. V. A r. W. XOVAB, Unite Bldg., Ban Fraacisee, OaL 


O. V. A F. W. XOVAB, Rialto 
sad Sfultable Barings Bs 


Latte Bldg;. Ban 
u BaakHdg., 1 
Bcpraceaftivee 


Lse Angeles 



BRIDGEPORT HARDWARE 
MFG. C0RP. 

BRIDGEPORT, CONN. 


"FIXIT* ’ POCKET KNIFE KIT 
No. 186 

Comprises 

Brass-lined Jack Knife with coco 
handle 

Wood Saw Cork Puller 

Chisel Rule Gimlet 

Bottle Cap Lifter 8crew Driver 
File Reamer Can Opener 


Each tool made of finest steel. 
Heavy leather case. Weighs only 0 
ounces. Fits perfectly in the pocket. 
Size when closed 3%x4V4xl inches. 


THE MATCHLESS TIRE TOOL 


Tempered Steel, 

No. 38—Natural finish . 

No. 39—Polished. 

11 Mi Inches 

C. W. CAUSE OO. 

J. C. McCABTY & OO. 

Western Sales Agents 

Eastern Sales 

693 Mission St. 

Agents 

San Francisco, Cal. 

New York City 
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and Smoothly 


rpiLEs^ 

vQUAUTYjj 


DELTA 


DELTA 


la the only tine of Files 
from 3 to 24 inches that are 
made absolutely of 

OBUGIBLB 

STEEL” 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sixes t here 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—you will increase your out* 
put and greatly reduce your 
cost of filing. 


This trade mark safepnaids the 
interests of tho u s an d s of fllo 
users everywhere. Always look 

for it 


DELTA FILE WORKS 

PHILADELPHIA, PA. 
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A GILT EDGE INVESTMENT 


For builders of schools, churches, lodge halls, clubs and similar institu¬ 
tions in which it is customary to divide auditoriums into class rooms and 
vice versa. 

Richards-Wilcox Hardware for Sliding Partitions 

Every dollar invested in B-W Hardware for sliding 
partitions not only pays a handsome stock dividend of 
service to the owners of the building, but earns a high 
rate of interest in favorable public opinion for tho 
architect or builder who specifies it. 

Made in suitable sizes and styles to accommodate 
all requirements and for three types of partitions— 
Parallel Door Partitions, Accordion Door Partitions, 
Flush Door Partitions. 

Writs for illustrated book 
“Sliding Door Hardware for Partitions” 

Sent without obligation 



Surface Floor Spring Hinges, 

Are slow acting with a positive holdback feature when 
opened to 90*; will INSURE AGAINST ACCIDENTAL 
release of door. INVISIBLE TOP PIVOT AND 
SOCKET. MAlDE OP WROUGHT METAL. NO 
MORTISING REQUIRED. SAVES TIME AND 
MONET—COST NO MORE. Write for catalog and Jp‘ 

LAWSON MFC. CO. 

Comer Superior and Franklin Streets, Chicago, Illinois 

New York Office, 85 Walker Street 



\ x 


“Forstner” Brace and Machine Bits 

Ter Vlas Carpenter, Cabinet sad P atte r n Work 

Specially Adapted for Hardwood Working 

_ The Forstner Lsabor Saving Auger Bit, 

unliko other lg guided by Its Circular 
Rim lngtead of its center: consequently 
will bore any arc of a circle and can be 
guided in any direction regardless of grain 
or knots, leaving a true polished surface^ 
It is preferable and more expeditious than ehlsel, rouge, scroll-saw, or lathe tool combined, for oore- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy scroll twist oolumns, newels, 
ribbon moulding and mortising, sta 

Msnnfsotnrsd bj THE PROGRESSIVE MFO. 00., Dept. "A,” Tarriagton, Conn. 

Bngaixe of Tour Hardwire Jobbers, or Write Us Direct Supplied In Sets Write for Catalogue 
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“PHILADELPHIA 
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LAWN MOWERS 

THE WORLD’S STANDARD SINCE 1869 

Ctaraine “Philadelphia” Lawn Mowers have never failed to give absolute satisfaction. We 
rm employ only highest 

grade of materials 
miijj and workmanship to 

produoe the most per- 
feet lawn mowers 
^0^ and some of them 

have been in commis- 
sion twenty-five 
years, which proves 

SMSSfl??/ C yp i z^Wius m . th *y 816 811 **“■* we 

i claim for them. 

W\Mt Now is the oppor- 

I V tune time to place "ovebbbook,” ‘ ‘indepeitdbkcb’ * 

V.. orders. BOIXEB BEABOTOS 

"AuviH" anil * 1 a 11 All Steal. Pf„. . . . | Mon Praetlral Md Par Soptrior to Old 

OEAHAJ £cato lsditn.5tn.to’ Catalog on request PaaSlonad BaU Baaruca 




’GRAHAM*’ sad “A” All Steel, Prac¬ 
tically Indestructible 


More Practical aad Far Superior to Old 
Fashioned Ball Bearings 


The PHILADELPHIA LAWN MOWER CO. SiiiffiSKZ.'EK: 


HAVEN A HAVEN, S08 Minion Street, San Francisco, California, San Francisco Selling Agents 



Are you handling the 

10-in. andl4-m.0.K. Gutters? 

If not, my Pacific Coast representatives 
will tell yon why yon should. 
Address 


Omer Oox, 
Underwood Bldg., 
Ban Francisco, OaL 

Banda ft Oox, 
Ban Fernando Bldg* 
Loo Angeles, OaL 


Jones ft Oox, 
Newhonae Bldg* 
Salt Lake Olty, Utah 

Turnbull ft Oox 
Mint Block 
Denver, Colorado. 


Strimple ft Oox, 

L. 0. Smith Bldg* Beattie, Wash. 

H. K. PORTER 

Bolt Clipper Specialist 

$ a MIT. aw n STREET, EVERETT, MASS. 


The "PONT” 

Is the very best Hand Machine that 
money can buy, for setting Tubular 
or Bifurcated Rivets 



IT’S GUARANTEED 
SOLD BY J0BBER8 EVERYWHERE 
iue.br 

F. H. SMITH MFG. CO. 

CHICAGO, U. 8. A. 
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FOUR HEIGHT ADJUSTMENTS 


16 IN. WHEEL 
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BUYERS WHO SEE AHEAD 


GILSON GARDEN TOOLS 


Liberty Cult! vator-Weeder 
Hand Cultivator 
Wheel Cultivator 
Gilson Weeder 

Comes in Four Sizes 

Lawn Edge Trimmer 

Attach to Gilson Weeder 

Gilson Scratch Weeder 

Fire 8izes and 8tyles 

Wonder Dandelion Digger 


are gaining rapidly in popularity 
where they are introduced, 
through sheer merit. A splendid M 

assortment of Hand and Wheel * 

Adjustable Cultivators, Weeders, 
Scratch Weeders, etc., are listed 
in our catalog. 

ADJUSTABLE FROM 

Send for Samples and S TO 14 IN. 

Free Booklet \ 


J. E. GILSON CO. 

Port Washington, Wis. 


Western Representative 
JOHN KEG LEY 
Lankershim, California 


N92 SPECIAL 9 TOOTH 


T.lh«rtv Cultivator 


realize the need for early 
orders in the garden line. 


JOBBERS and DEALERS! 


Now is an opportune time 
to form a permanent, prof¬ 
itable connection with a 
factory which will render 
service in every way, on 
goods which are fast becom¬ 
ing leaders. 


Sold by AH Buy a 

Leading Jobbing and Supply Houses SAMSON or ROWELL 

Railway Car Mover 

LITTLE SWITCH ENGINE 

Xa4« Only by ^ YOUR OWN 

CL D. ROWELL ft SON, Appleton, Wisconsin - 

Mapnnt Conner, 60 S Mission St, San Francisco, Pacific Coast Representative PRICK KACH V $8.00 


GARDENS —GARDENS —GARDENS 

Never—were there so many people engaged In - 

Gardening. 

i creased production, is our Country*! cry. 

NORCROSS" GARDEN CULTIVATOR-HOR8 
AND WTEEDERS are playing an important part 
in this Nation-wide movement. They are favorite 
tools; but—the demand almost exceeds the pos¬ 
sible supply. 

r SLALERS: Don't delay your orders. 

Jobbers are buying heavily, that you may be 
supplied. Early buying may pay you big divi¬ 
dends. 

Remember the name—"NORCROS8." 

C. S. NORCROSS & SONS 

MamrtMtarw* BUSHHKLL. ILL- U. S. A. 
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Clover Leaf Manila 

Rope 

Nothing Better 


❖ 

Trad* Mark 


PORTLAND CORDAGE COMPANY 

Portland, Oregon-Seattle, Washington 

Established 1887 



GARDEN HOSE 


THE 

BRANDS 

07 

GARDEN 

HOSE 

WHICH 

INSURE 

QUALITY 


WHITE FOB OATALO0UE AND PRICES 

Goodyear Rubber Company 

R.H. PRASE, Preet. J. A. SHEPPARD, Viee-Preet. H. B. PEASE, JR, Treu. 0. P. RUNYON, Se*y. 
Xm 687, 689, 691 Market and Second Sta. No*. 61, 66, 66, 67 Fourth St. * Pku at. 

SAN FRANCISCO, CALDTORNIA PORTLAND, OKKGON 

GOODS BOLD TO THE TRADE ONLY 



INSIST 

UPON 


BRANDS 
AND YOU 
GET 


BEST 
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‘Pittsburgh Perfect” 

Wire Nails 

ALL KINDS 

Barbed Wire 
Baling Wire and Ties 

AT RIGHT PRICES TO YOU 

PITTSBURGH STEEL CO. 

359-365 Monadnock Building 

SAN FRANCISCO 

Carload Shipments from Pittsburgh Mills to All 
Points on the Pacific Coast 

A. C. RULOFSON CO. 

Salts Managers 

BRANCH OFFICES: 1213 I* C. Smith Bldg., Seattle, Wash. 
403 Railway Exchange Bldg., Portland, Oregon 
1446 Malvern Ave., Los Angeles, Cal. 


YOU CAN READILY SELL 

Dick Smith” Seif-Feed Nail Stripper 

To Fruit Growers , Box Makers, Conners 
Packers and Mechanics 


P Will save time and money in your own packing 

Best Construction—11-64 Bessemer rod 107 coke tin. 
Lock corner sugar pine box. 

Fastest —Self-feeding. No time lost in keeping full. 
Most Economical —Adjustable. Works nails from 
2d to lOd equally well. 

Strongest —Put together in a way to insure dura- 
Handiest —Light weight. Only 10 pounds. Closes 
Write for prices and full information. 

DICK SMITH, 1738 West 51st Piece, Los Angeles, California 

OR ANY WESTERN JOBBER 


Digitized by Google 







36 


HARDWARE WORLD 





The MARSH-AYER 

MITRE BOX is Recognized as the Best 

WRITE FOB FULL XHFOBKATIOH. 

H. C. MARSH GO. 

212 Raoe Street - • Rockford, Illinois 

WESTERN REPRESENTATIVES. 

Omer Ooz.San Francisco, California 

Sands A Cox.Los Angelea.Gallfornla 

Strimple A Cox.Seattle, Washington 

Jones A Cox.Salt Lake Git 7, Utah 

Turnbull A Oox.Denver, Colorado 


What Other Dealers ere Making 



LMt 


We emphasize m&k- 
ing, because sharp¬ 
ening safety razor 
blades with a Hat¬ 
field Machine is a 
money making propo¬ 
sition. The profits 
start coming in as 
soon as you install 
the machine^ and they 
keep coming your 
way right along after¬ 
wards. 

What other dealers 
can do — you can do. 
It’s simply a question 
of getting started 
right. The 


Grinding Machine 

coupled with our backing, advice and experience, 
will get you started right. Remember, ours is 
the only machine that will put a velvet edge on 
every one of the 300-odd makes of safety razor 
blades. 

The speed of the Hatfield is limited only by 
the ability of the operator. Our 12-blade machine 
sharpens 10 dozen blades per hour. 

Send for Booklet. It tells exactly what dealers 
are making and what they think of the Hatfield. 

HYFIELD MFG. COMPANY 

21 WALKER ST., NBW YORK CITY 



Great Assortment of 

Ears, Knobs and Handles 



r\ 



Leading Supply House in America for this 
<^lass of Goods. Ask for Samples, Catalog and 
Prieea. 

BERGER BROS. CO., Mfgrs. 

Office—229-231 Arch Street 
Store—237 Arch 8treet 
Warerooms A Factory —100-114 Bread St 
PHILADELPHIA 



American 

Seal 

Cements 


A8BEST03 FURNACE CEMENT will withstand more 
heat than iron, bakes as hard as the casting itself, 
and will not crack, shrink, crumble or fall out. 

ELASTIC OIL ROOF CEMENT fa a superior article nt 
colors for bedding slate and tile roofs and repairing 
leaka in tin, metal, gravel and composition roofs. Es¬ 
pecially adapted for pointing up around skylights and 
fire walls. 

CARBON CEMENT, the peer of all lightweight ce¬ 
ments, is made up of long asbestos fibre, and elastic, 
adhesive waterproof gums. The ideal cement for mak¬ 
ing an old roof new, using the old roof as a founda¬ 
tion. 

T-CO is a waterproofing cement in colors, especially 
recommended for use on side walls exposed to heavy 
driving rains, preventing the water from permeating 
these walls. 

Manufactured by 

The Wm. Connors Paint Mfg. Co. 

1852 TROY, N. Y. 1918 
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VAUGHAN & BUSHNELL MFG. CO. 

Makers of Fine Tools CHICAGO 


ONLY 


DOUBLE ACTING 
SPRING BUTT HINGES 

have the weight 
s u pportlng 
bearings cor¬ 
rectly located to 
liberate the 
action of the 
springs. redu¬ 
cing breakage 
and Increasing 
spring power, 
preventing une¬ 
qual wear of j 

the barrels, and 
giving practl- 1 

cally unlimited 
durability. 

Bommer Floor Surface Spring Hinge 

Mas «sleeps and Moldbaok Psaturse, Ball 
Bearing and Alignment Devloe 

The most durable hinge of its tyne; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 
m free, without spring-action, by inserting a 

■ wire nail (when the door is open) Into a 

■ hole provided in the side plates. The 

■ spring - ac- 

■ — n —— , i _ tlon can be 

restored by 

■ WBwSMUmUMUmm withdrawing 

the 

^ wo. IS Typ. 

BOMMER BROTHERS, Wn, Brooklyn, N. Y. 


Tbera Is a Difference in Washsrs 


Just as In any other eommodlty. Our Washers 
are made of the Best Material and with the 
utmost ears. That's why the largest users of 
Washers prefer those of our make. 

We also make 

M-S--LI. M l-■--■ a-A 1- SB f-■- 

RWW vVBSMrS IHO Utfl wwm 

Wrs otht ad Steel Plate Washers 

of all descriptions. Bound and Squar* Plain or 
Galvanised. 

mmno riwk Dvn r€MW nates 

dMm Mil rMCMO nates 


Wrought Washer Mfg. Co. 

Mllwaakee, Win. 

Coast Represe n tatives. 


Number 200/ 
Assortment — 
Contains two 
Number 3 and 
four Number 
5 Pliers. 


Number 3—6 
inches long. 

Holds Nuts 
3 16" to 

out side meas¬ 
urement. 

Number 5—7 inches long. Holds Nuts 7-16" to 1" out¬ 
side measurement. 

Packed Vi dozen in a box. 

This is one of the most popular tools we have ever 
manufactured. For sale by all jobbers. 




"Highest Award (Medal of 
Honor) for 7ILS8 sad 


Honor) for 71 
SA8PB. Psasi 


HASPS, Paaa»s-Pn®#fM 
International Bxpoaitlem, 
San Tranevisoo. 
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WIRE-BRASS-COPPER 


BRASS, HOOP BRASS 
IGN BRASS, SPRING BRASS 

BRASS ANGLESandCHANNELS. 

BRASS, COPPERanoSILVER WIRE 

TUBING ROUND^SJDUARE 


TACKS S ^ LL NAILS 

Cobblers’ Nails, Glazier Points, Etc. 

Doable-Pointed Tacks and Staples 

Send for Illustrated Catalogue, most convenient 
and comprehensive 

THE SHELTON TACK CO. 

Successors to Shelton Co. 

Shelton, Conn. New York Office, 96 Warren St. 



We manufacture everything from dependable hand fire 
extinguishers to large chemical engines and chemical 
tanks for fire department service. There’s good profit 
in being our agent. We carry the stock. Write ns for 
catalog and special hardware disco unts. Manufacturers 
of Fire Apparatus. O. J. CHILDS CO., Utica, N. T. 



A. C kULOiaON, Pres ‘1 


BRIER HILL STEEL CO. 

OF CALIFORNIA 



BnerHill Steel 

CemptMf 
1. S. BISHOP. 


STEEL SHEETS 

ALL KINDS 

Stock or Mill Shipments 


MOIb aft 
Youngstown 

WRITE FOR PRICES 

Ifllla 

at Nilas 

Ohio 

WE WILL DO THE REST 

Ohio 


BRANCH OFFICES 
1213 I*. C. Smith Bldg., Seattle, Wash. 

403 Railway Exchange Bldg., Portland Oregon 
1446 Malvern Ave., Los Angeles, Cal. 

350-368 MONADNOCK BUILDING, SAN FRANCISCO 
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Williams’ Guaranteed 

Drop - Forged Safety Latho Dogs 

Tools la constant nso should have qualities of strength and 
wear which will make them fit for many years of duty. 
WILLIAMS’ product Is all designed and made with that 
purpose. 

A good tool helps you and Is a constant and good adver¬ 
tisement for us. we guarantee that every tool we sell shall 
fulfill the purposes of strength, wear and utility. Catalog free. 

I. H. WILLIAMS & CO. 

“Tho Drop-Forging People 99 

60 Richards Street, Brooklyn, N. Y. 

Western Office end Warehouse, 60 8. Clinton Street, Chicago, Illinois 




W. ROSE Wide Heels 
Supplanting Narrow Trowels 


Accurate forging of 
W. ROSE wider blade pre¬ 
vents it from seeming 
awkward. 

May we mail our Tool 
Book? 

WM. ROSE A BROS. 

200 W. Elmwood Avenue 
Sharon Hill, Pa. 

W1EBUSCH & H1LGER, Ltd., 110 Lafayette Street, New York, Selling Agents 


No. 1111 

6% Inches Wide 

Any Jobber 
Can Supply You 


COLDWELL 

WALK TYPE 
MOTOR MOWERS 

Also manufacturers of triple gang mowers, 
single horse mowers and hand mowers—150 dif¬ 
ferent styles and sizes. 

Writ* far pric* U$t* mud fall pmrUculmrt 

Cold well Lawn Mower Company 

Factory and Offloss Chicago Office 

at Newburgh, New York 68 Bast Lake St., Chicago 


Do You Sell Hose Menders? 

Improved Perfect Clinching 
Hose Menders are faat sellers. 
Made with seamless brass tubes 
and heavy galvanised damps. 
Also all steel retinned. Every 
damp is turned inwardly to 
fcrlp the hose. Prices right. 

Send for our general catalog 
—to-day. 

STUB Kit A KUCK CO. 

PeeHa, I—wets 

New York Otter-154 Chamhsrt Straw. I. M. She rw ood . Nagg 
las Aaedras ttteo-Uolto Bettdins. WUim P. Hers, Maascer 
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SNAPS 

POR THE HARDWARE MAN 

FROM THB BEST LINB MANUFACTURED 


CONTRACTORS IN YOUR OWN 
TOWN USE THIS BARROW 


YOU SUPPLYING 
ASK FOR PRICES 


THEM? 


WAREHOUSE TRUCKS, CASTERS 
CONCRETE MIXERS, SCRAPERS 
HAND CARTS, FIBRE WHEELS 
MILK CARTS, ETC., ETC. 


TROJAN OPEN BYE SNAP 
No*. 520 Bit, 521 Chun, 522 Traeo 

Sold bj All Jobitrt 

COVERT MFG. CO. 

TROY, N. Y. 


338 - 348 Brannan Street, Near Second 
SAN FRANCISCO, CAL. 


HERCULES 

Gasoline Engine 

Most complete and up-to-date engine 
made. Has less parts and fool proof . 

Fitted with Webster Oscillating Magneto 
REQUIRING NO BATTERIES 
Always Easy to Operate 

Sizes 1 3, 5, 7, 9, and 12 Horse Power 


Centrifugal Pumps 
With Oil Bearings 


OUR STOCK OF PUMPS FOR EVERY 
SERVICE AND USE 

For Irrigation—Power, Belt, Electricity, Air, 
Vacuum, Chip, Spray, Wine, OU, Mines, Steam, 
Water Works, Wind Mills, Road Sprinkling, 
Rams, Hand, Deep and Shallow Well Pumps, 
Goulds Celebrated Triplex Pumps. 

W. & L. Pneumatic Water Supply Systems 

Pipe, Pipe Fittings, Brass Goods, Tanks, 
Wind Mills, Gasoline Engines 


WOODIN & LITTLE 


PUMP HOUSE 

33 TO 41 FREMONT STREET 


SAN FRANCISCO, CAL. 


Goulds Pyramid Pumps 
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m* 


THE mi 
SANITARY 
FLY TRAP 

Gets The Flies 


: \h 


0r 





"r'c c 


i • 


/ 

Shikn 


They All Need 
Them 

THE BUTCHER 
THE BAKER 
THE GROCER 
THE HOTEL MAN 

AND THEY NEED THEM BADLY. The 
public will no longer tolerate goods that have 
been exposed to flies. Merchants know this. 

SO, MR. DEALER, just show them a trap 
that will do the w r ork, and they are buyers 
immediately. 

AVIS SANITARY FLY TRAPS have made 
a reputation for themselves. The very construc¬ 
tion of the trap attracts more flies than other 
kinds. This is the one for you to get behind. 
For sale by all jobbers. 


Manufactured 
.... by 


A. B. Avis 

POMONA CALIF. 


WILLS 

Scientific Sprinkler 

FOR LAWNS AND GARDENS 






*'U 3 SPfttNKUNG OCVKL 
PAT APPUCD rOR 


Three Superior Qualities 

Durability—Efficiency—Cheapness 

Made of eteel galvanized pipe. Saves 25% on Water 
Bills. Covers 25% more surface with same water. 
No Rust — No Leaks — Solid standards — securely at¬ 
tached. No bending or breaking. Hose connection 
BEST made. 

The 8pray ia distributed equally covering every 
apace and corner. 

Made in all Lengths, and to suit any pressure. 
Guaranteed for 10 years’ service if properly cared for. 
Ask your Jobber or send direct to tne Factory for 
our descriptive folder. 

WILLS SPRINKLER CO. 

607 CROCKER ST. LOS ANGELES, CAL. 


Here's the Sprinkler that’s 
in Big Demand 



THOMPSON’S 

IMPROVED TWIN LAWN SPRINKLER 

Throws fine mist-like spray. Very novel 
design. Non-corrosive. Made of zinc, lined 
with brass. Covers large area. Order now. 
Sold thru leading jobbers. Write at once 
for descriptive folder of sprinklers and 
permanent systems. 

Thompson Manufacturing Company 

East Eighth and Santa Fa Avenue 
LOS ANGELES 
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jap-a-lac 

^ HOUSEHOLD FINISHES ^ 

WE ARE HEADQUARTERS 
FOR 

Jap-a-Lac Household Finishes 
Enamels, Varnish Stains 
Varnishes 


And All 

Glidden 
“Green Label” 
Products 


SEND US YOUR ORDERS 

BAKER, HAMILTON & PACIFIC CO. 

Complete Stocks of Paints, Oils and Glass 
SAN FRANCISCO, CAL., U. S. A. 



JAP-a-ijic 

enamel 
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THERE ARE MANY REASONS 

For the C oithwed aid Increased Growth of Ow Trade 


If yss are mm sf 
mt mtomoff yw 
taMVtlMM. 


BVBRYTHING IN HAROWARB, IRON, PIPB AND HOUSE¬ 
HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY . 


THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 


If re* are aat mm 
m mat the appor- 
tmHj af showiag 
yss ehy It *■ be 
to jmt brtere rt to 
seod os yoM-ardor s 


100-Shot Gallery Championship 


Shooting 


WON BY ARTHUR HUBALEK 

Score 2476 out of a possible 2500 


.22 Short Semi - Smokeless 
CARTRIDGES 

Second place in the Championship event was won by Mr. L. C. Buss, 2464, Mr. 
Hubalek tied for first honors in the Continuous Match, and Mr. E. Kogler won the Bull’s 
Eye Match, all using PttSM, 

This tournament was held under the auspices of the Zettler Rifle Club, New York 
City, March 13-16, and attracted the best off-nand shots in the country. Range 75 feet, 
standing position. 

All but two of these expert amateurs selected Patera Semi-Smokeless Cartridges as 
the most dependable for such an important contest 


lha 1M-Shat 


has boss am «Nh ths ® braMl 


13 aat af tha past 2S yaars 


THE PETERS CARTRIDGE COMPANY 

Pacific Coast Branch: 565-567 Howard Street, San Francisco 
Marshall -Walls Hardware Co., Portland-Spokane, Duluth, Winnipeg • Edmonton 
Hibbard, Spencer, Bartlett A Co., Chicago, 111. 

Butler A Britain, Inc., San Francisco 
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TOOLS 

Pexto 

Stanley 

Lufkin 

Klein 

Marshalltown 

Maydole 

Disston 

Yankee 

Walden 




Gathered to Give Service to Retail Dealers 

Strovell - Paterson Hardware Co. 

SALT LAKE CITY, UTAH 

Wholesale only. 


Honeyman Hardware Co. 

Ninth and Hoyt Streets 
Fourth and Alder Streets 

Great American 

(Pennsylvania Quality) 

Elm Park, Wizard, Monarch 
Acme and Magic 

Lawn Mowers 


Ottumwa All-Steel Lawn Mowers 

Non-Bre&kable, Self-Sharpening 
Cotton and Rubber 

Garden Hose 
Hose Reels, Lawn Sprinklers 

White Mountain Refrigerators 

“The Chest With a Chill In It’’ 

POULTRY NETTING 


A. M. Holter Hard¬ 
ware Company 


SstMisUd IU7 


HELENA, MONTANA 


WHOLBBALB 

Hardware, Sporting Geods 

Ammunition 
Blacksmiths' Supplies 
Pipe 

and Fittings 


Mill and Mine Supplies 


THE JOE WELSH LEADERS 
“NEVER SAY DIE" 

—After using them an en¬ 
tire season anglers tell us 
they are fresh and show no 
signs of wear whatever. 
They never break because 
there are N O knots or 
splices. They are invisible 
in the water. 

—Five breaking strains, 80 
pounds to 4 pounds* lengths 
8, 6 and 9 feet. Endorsed 
by the Teat and Tryout De¬ 
partment of the National 
Sportsman. Booklet upon 
request. 

—This ad and 25c brings 
you a 8-foot sample, 50c 6 
feet, 75c 9 feet. 

Good Dealers Everywhere 
Bell Them 


Weffider 

Robertsons Original 
"Telarana Nova"/ 

S. No Knots - No Splices 
JV Strong. Durable. / 
Nks. Invisible, 


JOE WELSH 

PASADENA. CALIFORNIA 

Exclusive Agent U. S. and 
Canada 


Retails for 

$ 1.00 

BOLD BY 
Hardware Stores 
Paint Stores 
Department Stores 
Decorating Establish¬ 
ments 

Write for free descrip¬ 
tive circular sad prices 
to the trade. 

Tkt “III*SINK" Crapuy 

263-L W. Heilman Bldg., Los Angeles, OiL 

(Factory: San Francisco) 
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HAMMOND LUMBER COMPANY 

WHOLESALE HARDWARE 

WHOLESALE PAINTS 

Specializing In BUILDERS’ Hardware 

Sargents Looks and Hardware, Galvanized and Painted Corrugated Iron, 

Nails, Bolts and Barbed Wire, Northwestern Expanded Metal Lath. 

Beaver Board, Black Book Board and Composition Roofings, Felt Insulating and 

Upson Board. Building Paper. 

Cal-pa-co Paints and Painters’ Supplies. 

Full and complete lines o£ these materials stocked in carload quantities. 

We solicit your inquiries. 

Offices and Warehouses, Twentieth and Alameda Streets • • Los Angeles, California 





hand made Axe. 


Pick, Sledge and 
Hammer Handles. 

IVORY HANDLE 
COMPANY 
Hope, Arkansas 
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0. UNDEMANN & CO. 

36 ud 37 Wooster St, N«w York EttabUthtd 1863 



Parrot Cages Must Be Strong 

Our* are Positively the Most 
Durable 

M».).rt.r«n ol JAPANNED. BRASS md 
TINNED WIRE 

Bird Cages and Cue Sundries 


A. L. Conger Co., 731 Market Street, San Francisco, Cal. 

Representative for California 
T. D. McLean, L. C. Smith Building, Seattle, Wash. 
Representative for Wa shin gton. Oregon, Idaho, 
Utah, Montana and Brltiah Columbia. 



Economy Combination Range 



Burnt wood and 
coal for the big 
meal, but pull 
out a tlmple 
lever and it in¬ 
stantly becomes 
a gas range. 

You will find a 
big demand for 
this efficient 
and perfect 
c o m b i n ation 
range. Every 
demonstration 
should mean a 
sale. 


Jas. Graham Mfg. Co. 

531 Mission Street 

San Francisco - - California 


“QUICK MEAL” 

L A11 Blue Porcelain Enameled and 

Black Porcelain Enameled Ranges 

B are “Rust Proof,” “Sanitary” and 

Easy to Keep Clean, being Enam¬ 
eled Inside and Outside. 

Not affected by the Hottest of Fires. 

Write for Catalogue and 
Agency 

Ringen Stove Company Div i ” on of American Stove Company 


C H. SCHIECK, Pacific Coart Agent 


715 Indiana Street, near 19th 


SAN FRANCISCO, CALIFORNIA 
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Carry Your Stock on Our Shelves 


HE successful retail merchant today 
is constantly planning how to keep 
■ his investment in merchandise at 
the lowest possible point and still main¬ 
tain a profitable volume and satisfactory 
turn-over. This problem exists in every 
business and is of the utmost importance 
in these times of high prices and fluctu¬ 
ating values. 

The solution lies in purchasing goods in 
small quantities from the nearest home 
jobber who carries a complete stock and 
can fill orders promptly and give every 
day helpful service. 


We carry the largest and most complete 
stock of Hardware and Auto Accessories 
between Chicago and San Francisco and 
thousands of successful merchants in this 
Inter-Mountain country are profiting by 
the service we are rendering. 

Merchants who will let us CARRY THE 
STOCK ON OUR SHELVES, and send it 
to them as it is needed will keep their own 
investment at the lowest possible figure, 
and will be able to confidently face the 
future, knowing that they are well forti¬ 
fied to meet any emergency. 


THE SALT LAKE HARDWARE GO. 

Salt Lake City, Utah — Pocatello, Idaho 


JENSEN-KING-BYRD CO. 

Spokane, Washington 

HARDWARE JOBBERS 

UNIVERSAL RANGES 

CONGRESS AUTO TIRES 

GUNS, AMMUNITION, FISHING TACKLE 




GOPHER 



BAST TO GBT Sm OF TD POCKET 
GOPHER WITS TD 

0.K.GOPHER TRAP 

•USB TO CATCH A BURB TO HOLD 

The Abingdon Trap Co. BBK Mj 

ABIHGDOH, ILLUVOIS, U. 8. A. 

FOR 8ALB BY LBADOTG JOBBERS - 

THROUGHOUT TD WEST r ‘ 

THB TBAP THAT TAXES THB GO OUT OT OOPHXE 
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Garland Gas' Ranges 

For the Home 

Combine Safety, Convenience, Economy 
Removable Parts for Cleaning 

Mangrum & Otter, Inc. 

San Francisco 

Agents for Northern California 


After wreral months trial of other ranges, THE 
UNITED STATES GOVERNMENT now buys 
GARLAND for the Military and Naval 
Camps and Cantonments 



4 


BEAUTIFY FURNITURE 
PROTECT FLOORS and Floor 
Coverings from injury by nsing 
GLASS ONWARD SLIDING 
FURNITURE SHOE 
In place of Cotton 

If yonr dealer will not enpply yon 
write os. 

ONWARD MFG. CO. 

Manadtt, Wk Kitchener, Oat 


'A NS ONI A” NAIL CLIP 10c. 

Made tnr the mak¬ 
ers ef the “Oem” 
Clipper. 
Twelve In a boa er 
IS on a display 
eard. Fast ten- 
oent sales. 

»ig From 

H. C. COOK CO. - ANSONIA, CONNECTICUT 


THE PACKHAM 

StomHpCitopradBMfcr 

MADE BY 

THE PACKHJUN CRIMPER CO. 



If Your Jobber Does Not 
Carry It, Write Us 


Sedgwick STKE 

Monofocturod by Specialist* and Guaranteed 
Send for Catalog end Discounts 

SEDGWICK MACHINE WORKS 


136 LIBERTY STREET 


NEW YORK 


fflLUAMSOIfS LIGHTNING HEALING POWDEK 
JOBBERS AND DEALERS. 

Test Williamson's Lightning 
Healing Powder against any gall 
cure made on two horses with 
equal raw galled sore neck a work¬ 
ing horses. Orders prepaid at 
S3.00 per don., paid for when sold. 
Jobs at $4.00. Retails at $6.00 
Direct WILLIAMSON MFG. CO, SheReML Ilk 


“TRY US FIRST” 

It will pay you to make inquiry of 
us before purchasing elsewhere. 


BUILDERS HARDWARE 

SHELF HARDWARE 

HOUSEHOLD GOODS 

TOOLS 

MACHINERY 

ETC. 


H. ROTH & SONS 

942-944-946 MISSION STREET 
SAN FRANCISCO, CAT, 


t&Som 


•INUtfMH 
HIGH ORAM 
SAWS. 


Columbus 
Ohio. u.s. a 
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QUALITY— SATISFACTION 



MANUFACTURED BY 


You’ll Find Both in Our 
“De Luxe” Line of 

DAIRY PAILS 
CREAM CANS 
WASH BOILERS 
JAPANNED WARE 
WASH TUBS 
WATER PAILS 
WELL BUCKETS , ETC. 

Also a Complete Line of Pieced. Stamped, Japanned 
Galvanized Ware 


SCHLUETER MANUFACTURING CO. 


ST. LOUIS, MO. 


▲ddrsss: Omer Cox, San Francisco: Jones A Oox, Salt Lake City, Utah; Sands A Cox, Los Angeles, 
Cal.: Turnbull & Cox, Denver, Colo.; Strlmple A Cox, Seattle, Wash. 




Pop Up—Automatic Lawn Sprinkler In Operation On the 
Grounds of the 

UTAH STATE CAPITOL BUILDING 

Can be regulated for any spray from a fine mist to a very 
coarse stream. Hade for half inch connections. Has 
25'-0" distribution with 75 pounds pressure. Made of 
non-corrosive metals. Has but three parts, nothing to 
wear out. Flush with ground when not in use, made to 
cover one half circle or full circle. Write for sample— 
booklet and prices. For Sale by 

W. D. ALLEN MFG. CO., Chicago, Ill. 
PITTSBURG VALVE & FITTING CO., Barberton, Ohio. 

or 

AUTOMATIC LAWN SPRINKLER CO. 

Salt Lake City, Utah 
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S<<?el 



a churn that will 
bring you quicker and 
easier profits. Sturges 
Steel Churns sell on & 
sight. Drawn steel bar 
rel, heavily tinned inside, 
attractively finished out- ItL- W 

side in blue enamel paint. 

Sturdy, rigid steel frame, 
painted red. Get the 
churn profits in your 
community. Make easier 
sales. Every farm home 
needs a Sturges. Write 
now for circular No.35X 


Sturges A Bum Mfg. Co. 
Establish*d 1865 Cfccaf*. Illinois 

Quick shipments made from 
Pacific Coast Warehouse 


The New Liberty 

Postal Scale 

A TRINER, OF COURSE 

The chart indi- 

amoant /e quired 

town postage—at 

^-- r the new 3c per 

ounce rate — as 

\ rect l° Cft l postage. 

F/: \/ worry and inac- 

// / f k, If ing the new rates, 

pays for itself 
^ by ellmlna ting 

m\ ;1 4r over postage.” 

eiMty^ Postal 
ity two pounds. 

Finished in gold bronze or oxidised copper. List price 
91.75 each. 

Order this TRINER scale now. It's a quick seller, 
with a good profit. 

TRINER SCALE & MFG. CO. 

West Twenty-First Street CHICAGO, ILLINOIS 

W. P. HORN * CO. 

Pacific Coast Representatives 
Rialto Building, 8an Francisco, Oal. 

Los Angeles, Cal. Portland, Ore. 


When 

the 



‘Enterpriie” 
i land 


ENTERPRISE 

We are experiencing conditions — all of us — 
such as never existed before. Production and 
transportation are being accomplished under 
higher and increasing tension. 

“ENTERPRISE” 

Meat-and-Food Choppers 

Enterprise Sausage Stuffers 

and Lard Presses 

are in most active demand from early autumn 
on through the winter. But there is an annual 
scramble for them along about early “butchering 
time” on the farm. 

Don’t be caught with your “Enterprise” ship¬ 
ment side-tracked by the rush of troop trains and 
military supplies on their way to “Over There.” 
In fairness to yourself and your jobber 


ORDER EARLY 


The 

Enterprise 


Philadelphia 


29 Murray 
Street 
New York 

530 Golden 
Gate Ave. 
San Fran 
dsco 


“Enterprise” 
Sausage 
Stuffer and 
Lard Press 

Japanned 
4-Quart Size 


6-Quart Size 
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CAN 

SCLOERING 

COPPER 


MAMP WILLIAMS 

•ON ?OtSUNOUS 

SOLDERING PASTE 
WILL NOT RL'.rCAiS 
ou« own 
| COMPOUND 


BAY 


springs 




Oil Stoves 

QUALITY AND ECONOMY 

Your customers will be well satisfied with 
Clark Jewel Oil Stoves. 

They are high quality oil stoves and econom¬ 
ical in operation. 

The burners on Clark Jewel Oil Stoves give 
an even, clean heat, with low fuel consumption. 

Clark Jewel Oil Stoves are strong and dur¬ 
able. 

The handsome olive green enamel finish and 
excellent working qualities of these stoves will 
please your most particular customers. 

THEY SAVE TIME THEY SAVE OIL 

GEORGE M. CLARK & COMPANY 

Division Amerioia Stove Company 

CHICAGO 

HOLBROOK, MERRILL A STETSON 
Sen Freneiseo end Los Anfeles Jobbing Afeats for Celifornie 


1 |4 IN. 

ICOMBIN ATION 


| nano made 


STEEL 


CANKER TONGS 

PURE 


:ah solder! 


Hamp Williams has worked two years industri¬ 
ously equipping a factory to manufacture the 

HAMP WILLIAMS 
HOME CANNER 

so that the people may can their vegetables and 
fruits in tin cans or glass jars for home and market, 
and not let them rot and go to waste as they have 
been doing. This Canner complete and with direc¬ 
tions how to can everything, on which you can put 
up 500 cans daily, 

Retails for Only $14.00 

Every Retail Hardware Dealer in this country 
should have one of these canners in his front door. 
It would be worth many times its cost as an adver¬ 
tisement for people to talk and think about. Order 
one and get the agency for your town. 


HAMP WILLIAMS HARDWARE CO. 

ManufuOurer, HOT SPRINGS, ARKANSAS 
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2 BROOMS 1 

Supply your customers with 
this patented broom which can 
be worn down close to the 
handle. This is an entirely new 
feature not found in the ordi¬ 
nary broom, and will rapidly 
increase your sales. 

Broom * Duster Company, Idncoln, Hob. 

(Nearly 50 years making better brooms) 



GENUINE 

HUNTER'S SIFTER 

The Standard for a 
Q| f Quarter-Century 

Sectional View Order from your Jobber. 

Showing Construction 

Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possibla Made in one 
Piece of extra heavy tin plate, nickel trimmings. 
Handle swedged to body. No soldered Joints to 
ooroe loose. Easy to remove all parts for cleans- 

THB FBBD J. MEYERS MFC. CO. 


A Proven Repeater 

Made in One Size Only 

Fits Pint, Quart and Half-Qallon Jars 




Fruit J Mt 

HOLDERS 



The demand this year will be larger 
than ever. Increased output and central 
location enables us to fill orders promptly. 

Order now through your jobber, or 
write us direct for samples and prices. 

The Kerr Wire Produces Co. 

Manufacturers of 

THE HANDY FRUIT JAR HOLDERS 
323-325 West Randolph St. Chicago, HI. 


NO BLACKING 


NO RUST 


Lorain Enameled Range 

The body of the “B” series Lorain is coated 
with a rust proof enamel in a handsome stip¬ 
pled, dark blue. This makes the range as san¬ 
itary and washable as a pudding dish. 

The enamel is fused in the iron by 1600 
degrees of temperature. It will resist water 
or acids and is more non-corrosive than cast- 
iron. The body will be fresh and unharmed 
after being subject to the action of creosote, 
where a piece of cast-iron will pit with rust. 

B 16818 The Enameled Lorain does away with the 

cl< c£ labor of the blacking brush — this is reason 

1 on b. had without saaarroir enough for introducing the “B” Lorain to 

I Write lor Cetalof and Prioea yOUT trade. 

NATIONAL STOVE CO., DIV. 

] American Stove Company 



C. H. SCHIBCK, Pacific Cocci Sakt Agent 


715 Iadiaaa Street, netr 19th St., Sea Fraaoitoo, California 
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ove Pipe 


Madelike this 

The Corco Stove Pipe 
booklet, showing all 
style locks, will be 
mailed on request. 


is made from Even Colored, Polished, Planished or Galvanized 
Steel Sheets, in all gauges, and in 4" to 7" diameters. 

Six style locks to choose from, all simple, strong and capable of 
making a perfectly rigid joint. 

Corco Stove Pipe is shipped in steel casks with wood heads that 
save a joint on every package. With paper wrapped or wood 
crated pipe the outside joint is usually battered 
and rusted when delivered and must be thrown 


Corco Pipe, in the steel drum, comes to you 
with the outside joint in the same good con 
dition as the inside sections. Makes handling 
and storage easy. Can be used over again. 


Whitaker - Glessner Company 
WHEELING CORRUGATING DEPT. 


Wheeling, W. Va. 




Branch Offices and Warehouses 
New York Philadelphia Chicago St. Louis 
Kansas City Chattanooga Richmond 


Members of National 
Aaaociation of Sheet and 
Tin Plata Manufacturer a. 

Shipped like this 



QUALITY, plus SERVICE, equals SATISFACTION 



In offeri ng yon onr line of goods, we are offering yon 
QUALITY and SERVICE, and complete Satisfaction comes 
only in the selection of goods that have stood the test of 
time. In stocking our goods, you get this SATISFACTION. 

Our EAGLE MOP WRINGERS and BUCKETS COM¬ 
BINED, and SUPERIOR FOLDING 
WASH BENCHES have the reputa¬ 
tion of never failing to satisfy. You 
will find these two lines, quick sell¬ 
ers and big profit producers. 


“#14 .STk Our products are built of high 

grade material and are guaranteed 
against all defects. The increasing demand for these 
goods is conclusive evidence that they are the Standard 
of Comparison, the Highest point of Mechanical Skill, 
and the Acme of Perfection. 


THE EAGLE WOODENWARE MFC. CO. 

Manufacturers, 

Hamilton, Ohio U. 8. A. 



will hold • 10, li or is 
olothN wrtagtr. 


Digitized by 


Google 



















HARDWARE WORLD 


5 


YOUR CUSTOMERS WANT THE BOOMER 

IP YOU ONLY SHOW XT TO THEM 

BOOMER CANNON 

Adapted for nvery use. I* the stroiMct and moot durablo Cannon StOY# made. Conatrnetod ao that a 
•hoot iron dram may bo attached, and than ineroaa# the heating capacity. 

Mad# in nix siaoa,— 1 2 S 4 5 6 

Diameter of Fire Pota 18*4" 16" 18" 20" 22" 24ft" 

Weigh ta, 182 240 800 885 626 575 

OUR LOW PHIOEBS WILL 8URPRISB YOU—Write for them. 

THE HISS-SNYDER CO., Manufacturers - - MASSILLON, OHIO 

TnuW mark *'Boau«r” BatfatanS— :No. 68228 



A HOT WEATHER QUICK SELLER 

When the mercury is high and housewives want to 
iron in comfort, easy sales are ready and waiting for 
you. Prospects are half sold on the 



Self 

Heating DlPcSJUTl 


It’• simple, it’s sure, it’s sound in principle and de¬ 
sign—850,000 satisfied users now, and more being added 
every day. 

We supply you with Window Trims, Counter Dis¬ 
plays, Movie 81ides, Electrotypes, Circulars, etc. 

Write for details and address of your nearest dis¬ 
tributor. 

ROYAL IRON MTO., COMPANY 
553 Wayne Street Big Prairie, Ohio 


Pelouze mi Ice Scales 



The new Pelonne 11 Double 
Dial” Ice Scalee, ae the name 
implies, have doable dials 
which admit of a greater dis¬ 
tance between graduations 
and the dials are therefore 
more easily read than on any 
other scales. 

They are made of malleable 
iron throughout. Absolutely 
unbreakable. 

They can be quickly adjusted, 
if necessary, by removing the 
steel cap on top and turning 
the screw slightly—thus in¬ 
suring a permanent scale. 
Made to comply with the re¬ 
quirements of the Depart¬ 
ments of Weights and Meas¬ 
ures. 

Made in five sixes. 

Write for discounts. 

Beales of all kinds. 

Poleuzo Manufacturing Co. 

CHICAGO 

SWING-LEWIS OO. 
Representatives 
Ban Francisco Los Angeles 



Sell the Coleman “ Quick-L8te ” 

This newest Coleman Lamp is the best seller yet So 
simple, economical and safe, that customers buy quickly. 
Every sale means a liberal profit to you. 

LIGHTS WITH A MATCH 

The Coleman “Qulck-Llte” is the most wonderful lamp to handle. No 
torch needed. Lights with ordinary matches like any plain kerosene 
lamp. Makes and bums its own gas from common gasoline or kerosene. 
Gives a brilliant, steady light of 800 candle power without glare or flicker — more light 
than 20old style oil lamp*. Can’t explode. No danger if tipped over. Very ornamental 
and cornea in variety of styles. 

Dealers wanted in all part a of the country. Writs at once for catalog 86 and 
agency proposition. Address nearest office. 

THE COLEMAN LA MR COMRANY 

Wichita, Kens., 8t. P*ul, Minn., Toledo, Ohio, Dallas, Texas, Chisago, III. 
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White Mountain Refrigerators 


“The Chest With the Chill in It” 

The name “WHITE MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neith er E f- 
fort, Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow-White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated 1918 MiM 

catalogues and booklets. R 


Maine Manufacturing Company - Nashua, N. H., U. S. A. 




York City Bouton, 


BBAHCH OFFICES:— 

Atlanta. Ghu Dallas, Tanas San Franolsoo, OaL 
Mslboums, Australia 


UTSr, Colo. 


The Ontario Knife Company, Franklinviile, N.Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not our catalog and prices, you should write for them at once 



BUTCHEB 

skinning 

STICKING 

BONING 

SHEATH 

SLICING 

COEN 

SHOE 


KNIVES 


KIT C HEN 

CANNING 

FISH 

VEGETABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD OLEAVEBS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Alrnninnm Handles. 


We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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CORDLEY & HAYES 

Hot Water and 

“XXth Century” Bottle Coolers 

Hot weather is coming fast—will soon be here. Don’t let it catch you 
unprepared. 

Business houses, offices, theatres, hotels, hospitals, public buildings, etc., in 
your city are going to install water coolers. Be ready to supply them with the 
line which you can absolutely guarantee— 4 * XXth Century” Sanitary Bottle 
Coolers. 

44 XXth Century” Coolers were chosen by the United States Government in 
competition with other coolers. The Government has bought them for the 
past seven years. This fact leaves no room for doubt as to the quality and 
efficiency of the 44 XXth Century”—the most sanitary cooler made. 

In this cooler the ice cannot come in contact with the water and con¬ 
taminate it. The ice container is made of “Fibrotta,” a non-conductor of 
heat and cold, which reduces the consumption of ice to a minimum. This year 
when ice is going to be high, this is a very important selling point. 

Perfect cleanliness is insured by nesting the glass water bottle into a porce¬ 
lain jar, which is surrounded by ice and equipped with our new patented nickel- 
plated push faucet. 

Style No. 560. illustrated, is very popular. Neat and trim, carried in stock 
in mahogany finish. Can be had in a variety of different finishes on order. 

To insure good deliveries, place your order early. Send for complete cata¬ 
logue at once. 


Style No. 560 


■ORDLEY 

t O O L E R 


& H 


AYES 

EADQUARTERS 


40 Leonard Street, New York City 


Lalance & Grosjean Mfg. Go. 


Manufacturers of the Celebrated Lines of 

Agate (Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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UNIQUE 


EASY TO SELL 


PROFITABLE 


The New PERFECTION Patented 

Curtain and Shade Fixture 




\ 


A new idea, and one that fills a long- 
felt necessity. Neat, compact, conven¬ 
ient. Can be put up by anyone with a 
screw - driver, and can be used sepa¬ 
rately or in combination for shade and 
curtain. 

Is deservedly popular because there 
is nothing better on the market; hence 
has a ready sale and a quick turn-over. 

Made in old brass, oxidized copper, 
hand-buffed nickel, plain nickel rolling 
barrel finish, or can be made in special 
finishes. 

Write right now for prices and 
dealers’proposition. It will pay you. 


THE BEATON & CADWELL MFG. CO. 

New York Office and Store 
234 Water Street 


NEW BRITAIN, 
CONN. 


With Radium Dial and Hands 

The Popular One-day Intermittent 
Alarm Clock 

The Radium Dial for night use and the 
Intermittent Alarm features make & com¬ 
bination of usefulness which will appeal 
to anyone requiring an alarm clock. The 
radium material used on the dial' and the 
hands is of the highest quality, and guar¬ 
anteed to last several years. 

The clock is only 3% 
inches high and has a 
2-inch dial. Alarms in¬ 
termittently in 20-sec- 
ond intervals for five 
minutes. 

The daintiest and most 
useful clock on the mar¬ 
ket. Just right to “slip 
in the grip. 

MORGAN A ALLEN CO. 

150 Post Street 
8*a Fran&eco, California 



ATLAS 

10 Cent 
Fly Swatter 

This swatter has an 
extra long handle —10 
inches. It is very neatly 
and securely bound with 
soft green felt —cannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexlbls 
— will outlast any now 
on the market. 

Our 5 cent swatter is 
the beet ever sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
Insertion of your ad. if 
you desira 

Now is .the time to 
place stock orders. We’ll 

? rladly quote prices and 
erms. 

Atlas Mfg. Co. 


HUGHSON & MERTON 
Pacilic Coast Agent* 

Sen Francisco Los Angslss 
and Portland. Oregon 



Digitized by 


Google 







HARDWARE WORLD 


69 




MADE IN OHIO, U. S. A. 

ALUMINUM 

"Real Solid” 

ANNOUNCEMENT 

The “M A T . MOUD" LINE has be« for SO 
yoara, the Strong, wall known, dependable 
^umlnum lino of Kitchen Utensifa 

Our Policy te and haa been to give the dealer 
of ^ch quality that aaaurea him not 

SSi contln * 

A New Une of 

“REAL SOLID WARE” 

Thle la a Heavy Drawn line STAMPED from 
heavy tempered Sheet*, which ia far superior, 
Durmbffity. Way ** e * pecl<ul > r ln RitfdneaVand 

We have eliminated unnecea- 
•erv expenae of CAST ALUM- 
INTjM HANDLHJS, etc., and are 
MORE METAL into 
the BODY of our UTENSILS. 


the BODY of our UTENSILS. 

— Tinned Iron, using Double 
Coated Tinned Iron—The beat on the market. 

PROTTOTED HANDLES—All Coffee and Tea 
Pota with handles, both curved and straight— 



Liw the most complete on the market 


JY^eToday and t our Ncw 

ISIS Catalog Juat off the Press. 

Dm Buckeye Alumison Cempany 

WOOSTER, OHIO 


“UNIVERSAL” 

SLIDES 

Are an Absolute Business Getter 


No. 4 — yi m Diem. 



No. 3— H” Diem. 



No. 2—13/16* Diem. 



No. 1—1* Diem. 


An ideal article to in¬ 
crease the sendee, abil¬ 
ity of many pieces of 
furniture where Casters 
are unsuitable. 

They are easy sellers 
and afford a good mar¬ 
gin of profit for the 
merchant. 

“Universal” aides can 
be attached with per¬ 
fect safety to the most 
fragile piece of furni¬ 
ture—the unique posi¬ 
tion of the prongs obvi¬ 
ate the possibility of 
splitting the furniture 
or causing an ugly pro¬ 
jection. 

They are constructed of 
high grade steel, ease 
hardened and neatly 
nickel plated. 

Made in four sises— 
Fifty sets of size one, 
two, and three, and one 
hundred sets of size four 
in a box. At so Might a . 
cost yon cannot afford 
to pass them np. 


Write for 
SAMPLE CARD 
No. 25 H. W. 



Kanufaotnred exclusively by the 

Unlnrsil Caster & Foundry Works 

Division of The Bsssick Go. 
BRIDGEPORT, CONN. 

EUGENE C. SAUL 
Psc. Coast Representative: Monadnoek Bldg. 

San Francisco, Oai 
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Evansville 



Indiana 


Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 



Full Size Plate 2-8 


Move the FAULTLESS Way ” 
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Stop! Look! Think! 


OF THE GREAT PROFIT 
IN OUR SPECIAL ASSORTMENT OF 

“Elastic” Chair Tips 


consisting of the most salable and profitable sises, 
vis: 

8 Gross Robber Head Hails. 

4 100/144 Gross Bumpers. 

17 Dos. Sotted Screw Tips. 

4 Dos. Wood Peg Tips. 

3 Dos. Patent Rocking Chair Tips. 

4 Dos. Stetson's Combination Cosh Ion 

Chair Tips. 


“Elastic” Chair Tips 


Prevent injury to floor and carpet, sto, the noise 
nuisance in the hoc e, the schoolroom, the restaurant, 
the public hall—wherever wooden chairs are moved 
about on wooden floors, concrete or tiling. / 


Their almost universal usefulness and 
necessity make them most profitable 
sellers—if pushed. 


“Elastic" Chair Tips. 

Order the "Elastic" Assort- 
ment now— display it—then 
watch the "Elastic" sell! 


ELASTIC TIP CO. /M 


w. 


370 Atlantic Ave.. Boston. Blass. 


w 
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BALDWIN Dry-Air Refrigerator 


A Baldwin Refrigerator can be had to fill your every demand—from 
the smallest sizes for small families to the largest sizes for large 
families, hotels, clubs and grocers. Every one is of the highest 
quality. Prices are moderate. Oak and ash cases. Porcelain, Gal¬ 
vanized and white enamel lined. 

The Baldwin Refrigerator Co. 

Burlington, Vt. 

Stock Carried by Heyman-Weil Co., San Francisco 
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DEALER HELPS 

Here’s a new one. An exact reproduction of the U. S. Food Conservation Sign 


Food 

will win 

the war 



dont 

waste it 


Size 25x54 inches, lithographed in three colors 


t 




Put this sign behind UNIVERSAL Food Choppers, Butter Mergers, Bread Makers. 
They will save the wheat and the meat and help use what is left 

This is only one of many cards which go to make up the new UNIVERSAL Window Trim. 
Ask your jobber how you can obtain this trim or write direct to us. 

LANDERS, FRARY & CLARK 

NEW BRITAIN, CONN. 
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Monarch Refrigerators 

Big Stocks Carried Where You Can Get 
Them Quickly. No Waiting 



Attractive designs and popular sizes, which sell easily and show you a good 
profit. An old established make, but abreast with the times in all details. 
Cabinets of ash and oak. Lined with porcelain, white enamel and galvan¬ 
ized. Removable flues, waste pipe, and inside trap. Tinned wire shelves 
and strong, handsome hardware. 

Monarch Refrigerator Co., Burlington, Vt. 


Union Hardware & Metal Co. 
Loe Angeles 
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<mmm ALUMINUM 

REFLECTS GOOD STOREKEEPING 



Because It 

REFLECTS GOOD HOUSEKEEPING 


Mirro Aluminum is the year’s 
sensation in aluminum ware 
and aluminum sales. 

Through the medium of a 
wide list of national publica¬ 
tions, millions have been told 
the Mirro quality story month 
by month. 

Every sale has meant a 
dealer sale. Naturally dealers 
are enthusiastic. 

There’s a twofold reason for 
the big sales increase: (1) 
more and more women are 



coming to aluminum as the 
better household ware; (2) 
more and more women are 
coming to Mirro as the better 
aluminum. 

If you are not already han¬ 
dling this big, successful line, 
write today for dealer catalog 
and interesting selling plan— 
a plan that spells co-operation 
with you at every turn. 

Mirro Aluminum reflects 
good storekeeping because it 
reflects good housekeeping. 
Drop a postal today. 


Aluminum Goods Manufacturing Company 

Manitowoc, Wisconsin, U. S. A. 

Makers of Everything in Aluminum 
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Best Known 
Easiest Sold 

Disinterested surveys made 
by publishers in different 
parts of the country have 
shown 

1847—Seventy Year Plate—1917 

i847 ROGERS BROS. 

S I LVE RWA R E 

to be the choice in over 80 per 
cent of the homes. 

Not only is it a best seller 
but each turn - over is at an 
attractive profit. We would 
be glad to point out to you the 
special profit advantages in 
this line. 


International 
Silver Company 

Meriden, Conn. 

150 Pott Street, Sea Francisco 
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SUNSET 

OIL 

OVENS COOK STOVES 



Gives more service 
Does better cooking 
Does quicker cooking 

Burns one-third less oil 
than any other make 
of stove 




SOLE AGENTS 


DUNHAM, CARRIGAN & HAYDEN COMPANY 

SAN FRANCISCO, CAUFORNIA 
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vOLT Firearms 

-'te„ 


•9B^g 






I 









W-mPrv&nBest 
by Government Test' 


Through >11 Wars 
The National 
Standard 

Tried and trusted by 
“our boys ' 9 in their 
heroic defense of our 
national honor, 

Colt Fireanns 

are today as they 
have been for genera¬ 
tions back, the great 
American weapon of 
dependability. 

The best is none too 
good for Uncle Sam 
in the field—nor for 
the HOME. 

Rmlvtrt 

Automatic Pistols 
Automatic 

Machine Quas 


Colt’s Patent Fire Arms Mfg. Co M Hartford, Conn., U. S. A. 

Pacific Coast Repre s entative, PUL B. Bekeart Co., San Francisco 


Keep the 
Shotguns Busy 



How many shotguns are 
there in your city! Suppose 
we say a hundred. Now if 
50 were used at the trap¬ 
shooting club each week 1250 shells and targets would be sold. 

It is the idle gun that keeps your stock of shells on the shelf. The Du Pont Company 

By Boosting the Trapshooting Game 


creates a steady demand for loaded shells, 
targets, trap equipment, sporting goods and 
many other articles. By vigorous and con¬ 
tinuous advertising; employment of salesmen 
thoroughly familiar with the trapshooting 
game and its promotion; conducting a shoot¬ 


ing school at Atlantic City; introducing novel 
and instructive features in local, state and 
national events and being the leaders in every 
beneficial project to popularize trapshooting, 
we are carrying on a vigorous campaign to 
put across the patriotic sport of trapshooting. 


Where There's a Gun Club 

we want to put more “pep” into its membership—get more guns working. If there is no club 
organized—write us. Let’s get busy—mark X before “Trapshooting” and “Gun Club” and mail 
the coupon today to Sporting Powder Division. 

£. 1. du Pont de Nemours & Co., Wilmington, Delaware 

POWDER MAKERS SINCE 1802 
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IS THE 
TIME 
TO SELL 


FULLY 

GUARANTEED 


“BA BY” 

Trade Mark Beg. U. S. Pat. Off. 

Hammerless Revolvers 

The vest-pocket edition of the best type of 
modern revolver. Shoots 22 caliber short, rim fire 
cartridges. Six shot. Positive fire. Four inches 
long. Weight six ounces. Equipped with folding 
trigger, interchangeable parts, and new patented 
one-piece main and trigger spring. 

Your Demand Should Be Big 
Because: 

It appeals to man. woman and youth. 

It appeals especially to motorists. 

It can be carried in vest pocket. 

It is a handy weapon. 

It is well made and guaranteed. 

It will do the work as intended. 

It completes your line of revolvers. 

Also Manufacturer of the “HEXALL” 
Ratchet and Socket Wrenches 

A»k Your Jobber or Write 

McDONALD & LINFORTH. Pacific Coast Representatives 
739 Call Building, San Francisco, Cal. 

R. F. SEDGLE Y, Manufacturer 

2311-13 N. 16th St, Philadelphia, Pa. 


Quality or Price? 

Before purchasing Hardware Store Fixtures be sure you 
are right— then buy. 

Do not let price alone be the inducement. 

Bemember there's just as big a chance to skimp and 
deceive in the quality of store fixtures as there is in 
any line of merchandise— so be sure you are right, first 
as to quality —then price. 

* ‘ Duluth ’ ’ Sectional Hardware Store Equipment 

is the best quality that skilled labor and highest grade 
materials can produce. It pays to buy the best—in the 
lon£ run it is by far the cheapest. 

Write us today for our attractive and interesting new 
Catalog No. 10C of complete Hardware Store Equipment. 

DULUTH SHOW CASE COMPANY 

DULUTH, MINNESOTA 


For Better Bookkeeping' 

30SE IP [leaf] 


ASK YOUR STATIONER 


WE MANUFACTURE AND CAN MAKE PROMPT SHIPMENT OF 

FOLDING CAMP FURNITURE 

^Cots, Chairs, Stools 

(Also a Complete Line of 

M /W Canvas Goods, Tents, Covers 

Peerieii Cot £, Psullns, Leggings, etc. 

M THREAD MOPS ON THE HANDLE end 

r MOP HBADS WITHOUT HANDLES 


WE SOLICIT INQUIRIES 

TUCKER DUCK & RUBBER CO., Inc., Fort Smith, Ark., U. S. A 

MANUFACTURERS 
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Caloric Always Makes Friends 


“Never sold anything that has given us 
more universally satisfied customers.” 


One in 1916 
78 in 1917 
*27 in 1918 

*First two months 



The Original Patented Pipeless Furnace 

“They do the selling— 

We take the orders” 



Store of Geo. H. Graf ft Co., Dunkirk, N. Y. 
Showing Crowd Present. 


Dunkirk, X. Y., March 15, 191S. 
The Monitor Stove Company, 

Cincinnati. Ohio. 

Gentlemen: We are pleased with the results had 
from the Caloric Furnace which we have in¬ 
stalled. It is a pleasure to sell your product, as 
it always makes friends and future customers for 
our store. We have never sold anything that has 
given us more universally satisfied customers 
than the Caloric Furnace and the biggest lot of 


boosters for the house, and they never hesitate 
to express themselves when called upon to do so. 
In fact, we do not have to sell the furnace; we 
are getting to be order takers only, as when we 
find a prospective customer we take him to our 
customers who have Calorics. They do the sell¬ 
ing; we take the orders. 

Yours very truly, 

GEO. H. GRAF & COMPANY, 

Per Geo. H. Graf. 


You dealers who have been looking for a profitable line, read that let¬ 
ter again! 


Note the high points carefully: 


“Always makes friends and future customers ” 
“Universally satisfied customers.” 

“Biggest lot of boosters.” 

“They do the selling.” 



Let us tell you of the good profit; the big customer / 
advertising; the carefully planned helps to our deal- / 
ers, and the opportunity for extending your own / 
business. a 

Write for our proposition now, while it is / 
in your mind. / monitob 

✓ STOVE 

✓ COMPANY, 

The / 900 Gest Street 

mjr •. ci r» ✓ Cincinnati, Ohio 

Monitor Stove Company / 

j Please send me full partic- 

Est. 1819—99 Years of Service / “ lars of >’ ou '' dealers P r °p° 8i - 

f tion on the Caloric Furnace. 

900 Gest Street S 

Cincinnati, Ohio / Name . 

Address. 
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Why every food cooked in Pyrex 
is so much more delicious 


B READ baked in Pyrex rises an inch 
higher. Pies have crisp undercrusts just 
like the top. Meat is tender and juicy. Cake 
does not fail. Fruits and vegetables keep 
their fresh color and flavor. Everything is 
more delicious. 

The chart above shows the figures ob¬ 
tained by Prof. Weinrich of Columbia Uni¬ 


floods through Pyrex. So when you cook 
in Pyrex the food inside gets nearly all the 
heat instead of only a part. 

6,000,000 families are learning 
these facts 

This year, about 6,000,000 families will learn 
theceractsfrom the Pyrex ad vert ising-t he most effect¬ 
ive advertising campaign ever used on an oven ware. 


versity through scientific experiment. It 
proves that Pyrex gives 86% of the oven 
heat to the food cooking inside, while tin 
gives only 28%. This explains why every 
food cooked in Pyrex is so much more 
delicious. 

Scientists explain why Pyrex transmits 
oven heat so much better: 

They tell us there are two kinds of heat 
in the oven—hot air heat and heat which 
radiates from the walls and bottom of the 
oven. Only a small part of oven heat is 
hot air. Most of it is radiant heat. 

Only the hot air can heat a metal pan. 
Just as an iron shutter keeps out the sun’s 
rays, so every metal pan keeps out radiant 
heat. Just as a window pane lets in the 
warmth of sunlight, so all the oven heat 


This means that the demand will increase enor¬ 
mously—will increase in your town as it is increas¬ 
ing in the rest of the United States and Canada. 

Be prepared to meet the increased demand in 
your town. 

Dealers everywhere say that when a woman buys 
one Pyrex oven dish 
she comes back for 
more and more. 

Pyrex will not 
break in the oven. 

Dealers are author¬ 
ized to replace any 
dish broken by oven 
heat. Pyrex has the 
name on every piece. 

Leading jobbers 
of housewares carry 
Pyrex in stock. 

Write today for „ , . . . 

full information and Mak.a^ndercrnaU cnap 

the 1918 Price List. 



Maaufatturtd by the World's Largest 
Makers of Tethaital Glass 



TRANSPARENT OVEN DISHES 


\ 

PYREX SALES DIVISION 
301 Tioga Ave., Corning, N.Y. 

CORNING GLASS WORKS 


Leading manufacturers ofmetalmountings have adopted Pyrex,for their standard inserts 
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WHAT A FATHER SAID TO 
EDWIN MARKHAM 

0 ERE’S A POEM you should read, ask your wife to read, 
learn it and teach it to the children. 

It was written by Bishop James D. Hughes, of the 
Methodist Church, Pasadena, California. Greater sig¬ 
nificance is given to his lines because of the fact that Dr. Hughes’ 
son was killed in action and lies buried “somewhere in France.” 


MARKHAM’S QUESTION 

“O mothers will you longer give your sons 
To feed the awful hunger of the guns? 
What is the worth of all these battle drums 
If from the field the loved one never comes? 
What all these loud hosannas to the brave 
If all your share is some forgotten grave?’’ 


The Bishop’s poem is as follows : 


THE UNSELFISH MOTHER’S ANSWER 


“God gave my son in trust to me: 

Christ died for him, and he should be 
A man for Christ. He is his own 
And God’s and man’s; not mine alone. 

He was not mine to ‘give.* He gave 
Himself that he might help save 
All that a Christian should revere, 

All that enlightened men hold dear. 

‘To feed the guns?’ O, torpid soul! 

Awake and see life as a whole. 

When freedom, honor, justice, right. 

Were threatened by the despot’s might, • 
With heart aflame and soul alight, 

He bravely went for God to fight 
Against base savages whose pride 
The laws of God and man defied; 

Who maidens pure and sweet defiled; 

He did not go to ‘feed the guns.’ 

He went to save from ruthless Huns 
His home and country, and to be 
A guardian of democracy. 

‘What if he does not come?’ you say; 

Ah, well! My sky would be more gray. 

But through the clouds the sun would shine, 
And vital memories be mine. 

God’s test of manhood is, I know, 

Not ‘will he come?’ but ‘did he go?’ 

My son well knew that he might die. 

And yet he went, with purpose high. 

To fight for peace and overthrow 
The plans of Christ’s relentless foe. 

He dreaded not the battlefield; 




He went to make fierce vandals yield. 

If he comes not again to me 
I shall be sad; but not that he 
Went like a man—a hero true— 

His part unselfishly to do. 

My heart will feel exultant pride 
That for humanity he died. 

‘Forgotten grave!’ this selfish plea 
Awakes no deep response in me, 

For, though his grave I may not see, 
My boy will ne’er forgotten be. 

My real son can never die; 

’Tis but his body that will lie 
In foreign land, and I shall keep 
Remembrance fond forever, deep 
Within my heart of my true son. 
Because of triumphs that he won. 

It matters not where anyone 

May lay and sleep when work is done. 

It matters not where some men live; 

If my dear son his life must give, 
Hosannas I will sing for him, 

E ’en though my eyes with tears be dim, 
And when the war is over, when 
His gallant comrades come again, 

I’ll cheer them as they’re marching by, 
Rejoicing that they did not die. 

And when his vacant place I see, 

My heart will bound with joy that he 
Was mine so long—my fair young son— 
And cheer for him whose work is done.” 
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I AM AN AMERICAN 

I was a Pilgrim seeking a lasting peaee. 

I was a Protestant fleeing a persecution I 
could no longer bear. 

I was a Catholic in quest of freedom for my 
faith. 

I was a Jew, an outcast carrying the burden 
of centuries of unrepose. 

I was a political Zero with no function to 
serve. 

I was a Mind, kept unschooled lest know- 
ledge set me free. 

I was a Man, made in the image of my 
Creator as other men are, but bending low be¬ 
fore the power of a fellow man. 

And so I left the land of my fathers to be¬ 
gin again in a strange, wild land. 

I came to America. 

I did not come to build castles. These were 
the badge of kings who said that God had ap¬ 
pointed them to be the keepers of the riches I 
produced. 

It was enough for me that I should live, they 
said. 

I did not believe that. I began to build a new 
free home in the wilderness. 

Patiently I induced, compelled the untrained 
soil to share its bounty. I contended with w ild 
men. 

In Seventy-Six I fought and bled to hold the 
winnings so hardly earned. 

In the Sixties I fought and bled again to 
free myself of Old World wrongs and keep the 
new Nation whole. 

Thus I made America. 

And America made me—a new man, still a 
Protestant, still a Catholic, still a Jew, but first 
an American. 

No longer a nonentity but a man bending 
only in the voluntary service of mankind. 

Now, suddenly, a danger, greater than any 
I have known is upon me. 

The enemy of Liberty, of all that America 
stands for, has made the treacherous spring for 
which it was long preparing. 

Do I know what it all means? 

Am I great enough, strong enough to keep 
what I have made? 

Do I realize, now, that America contains the 
inspiration and the purifying principle for the 
world ? 

Does American Liberty mean anything in 
particular to me ? 

Is America but a country at war with an¬ 
other? 

Is it more than a mere nation of people. 


more, conceived in the Freedom-loving thought 
of a hundred nations, builded of human desper¬ 
ation and kept whole by the will and determin¬ 
ation of noble incentive? 

Will I earnestly work, willingly give and 
gladly sacrifice to save my America and there¬ 
by save the world? 

YES! I AM AN AMERICAN. 


A GOOD APPOINTMENT. 

The appointment by President Wilson of 
Chas. E. Hughes to assist in the aeroplane in¬ 
vestigation will be approved by everyone in the 
country, regardless of party politics. 

Governor Hughes* insurance investigations, a 
number of years ago, resulted in the cleaning 
out of those Augean stables of inefficiency and 
graft, and if he is allowed a free hand and not 
handicapped by superiors and red tape, he will 
find out where the fault lies, and who is re¬ 
sponsible. 

His past record in the insurance investigation 
justifies grounds for the belief that he will un¬ 
cover where the fault lies. 


YOU HAVE NOT DONE YOUR SHAJtE YET 

None of Us Have 

The population contains a large percentage 
of people you have to wind up at the side with 
a key. Such people are loyal though, to be sure. 
They say, “What’s the matter with you? Ain’t 
I doing my bit? When they came to me I sub¬ 
scribed to the Liberty Loan. When they asked 
me I gave some money to the Red Cross. I have 
bought War Saving Stamps for my children. I 
never eat meat on meatless days, nor wheat on 
wheatless days. Whenever they play the Star 
Spangled Banner I stand up. What more do 
you want?” 

What more! Good God, do such people real¬ 
ize what this war means? Do they realize after 
paying all the taxes and buying all the bonds 
and denying ourselves every luxury and doing 
all the other things we are asked to do that we 
will still have to multiply our sacrifices by a 
thousand before we even approach the price 
paid by the people of Belgium and France? 

Every man who isn’t taking this war home 
to himself and making it a part of his life is a 
nonessential. Every man who does not make 
the cause of his country the subconscious 
thought back of every action of his daily life is 
not living up to the possibilities of his citizen¬ 
ship. He is not doing his part in the glorious 
work for the liberation of humanity from des¬ 
potism. 

The shouting must stop, and the shooting 
begin. We can afford to leave off singing the 
Star Spangled Banner long enough to go out 
and work to keep that holy and sacred flag from 
defilement in the dirty paws of the German 
Kaiser—the paws that are dripping with the 
blood of murdered millions. 
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Merchants to Encourage Home Buying 


W E WANT to commend to merchants in 
other sections a plan adopted by the 
Skagit Valley Merchants’ Association in 
Washington of offering prizes to school chil¬ 
dren for the best essays on “Why We Should 
Trade at Home.’’ 

Secretary Dennett tells us that the plan is 
meeting with success, and will become an an¬ 
nual event. In this matter they have the co¬ 
operation of their local jobbers. 

Their county association is offering $100 
to be divided in three prizes, and the jobbers 
are offering sufficient to make the first prize 
amount to from $150 to $250 as a state prize. 
Get the People of Tour Community to Thinking Bight 
Politicians seeking office, if they believe the 
farmers and consumers in their community are 
in the majority, try to mislead them with the 
idea that the merchants and business men take 
advantage of them. 

The I. W. W. and socialistic element in every 
community likewise go out of their way to make 
their associates believe that the business men 
are robbing them, and the business men with 
no effective means of organization are often 
compelled to remain inert under such calumny 
with no means to combat such deceit and false¬ 
hood. The Skagit Valley Merchants’ Associa¬ 
tion have set a good example. 

Their plan is set forth as follows: 

The Skagit Valley Merchants’ Association 
offers the following plan to encourage home 
buying and we are now putting this plan into 
effect. Our association is offering a county 
prize for the best essay on “Why We Should 
Trade at Home,” the prizes to be sevehty-five 
dollars ($75.00) for first, twenty-five ($25.00) 
for second and fifteen dollars ($15.00) for third. 
The plan in detail is this: Each school district 
or community is offering prizes, amounts op¬ 
tional with that particular district, owing most¬ 
ly to the number and financial condition of the 
merchants in that locality. The winners of these 
local prizes will meet some place in the county 
and contest for the county prize. The sentiment 
seems to be here, in the majority of cases, to 
give a first prize of fifteen dollars ($15.00), 
second prize ten dollars ($10.00), and third 
prize five dollars ($5.00). Of course this could 
be cut down to $10.00 for first prize, $3.00 for 
second and $2.00 for third in districts that 
could not afford to pay more. The idea is to 
have pupils contest for this in the eighth grade 
and under, that is, eliminating the high school 
pupil. We want to be sure that the pupil goes 
to the parent and teacher or merchant for this 
information on “Why We Should Trade at 
Home” and not to the library, which the high 
school pupil is liable to do. (If you do not 
fully get our meaning in the foregoing write 
us and we will explain more fully.) 


We are asking other merchants’ organiza¬ 
tions to follow our example and are at this time 
requesting that the jobbers, wholesalers and 
manufacturers of the state contribute to a state 
prize to be contested for by all county prize 
winners. We are satisfied that this is going to 
be by far the cheapest advertising the merchant 
has ever invested in for these essays certainly 
will be read. 

The traveling men of the state are vitally 
interested and they, to a great degree, have the 
success of this plan in their hands. They call 
upon every member of the trade and will en¬ 
thuse them and advertise the plan thoroughly. 

The campaign should be a real success for 
the following reasons: 

1. It is patriotic and in line with the gov¬ 
ernment’s request that communities rely upon 
their home products as much as possible, thus 
relieving the railway congestion. 

2. The children of the grade schools have 
but three sources of information, the teacher, 
parents and local merchants. All will become 
interested in the movement. Teachers, in the 
majority, are mail order patrons. This will 
compel them to look at the question from the 
standpoint of community good. The parents, 
interested in the success of the child, will give 
more thought to the question than ever before 
and find it increasingly hard to teach the child 
the evil of sending money away from home and 
for him to continue the practice. 

3. The local newspapers will gladly print 
the winning papers in their local schools. 
County papers will print the county prize win¬ 
ning paper and the essay winning the state 
prize will be published in the majority of the 
newspapers in the state. These papers will 
be eagerly read in every community and com¬ 
pared with local essays. Thus every family in 
the state will naturally read ten or twelve ar¬ 
ticles on “Why We Should Trade at Home.” 
This alone should more than repay us for our 
efforts. 

4. We are training the next generation of 
buyers and the result of this drive will be felt 
for years. 

5. The local merchants will have to pre¬ 
pare to meet the questions of the school chil¬ 
dren and answer them truthfully and honestly. 
This will cause them to improve their business, 
stock and service. The education of the local 
merchants is one of the greatest merits of the 
campaign. 

6. It will draw local merchants together, 
cement fellowship and arouse the interests of 
the banker, real estate man, jeweler, shoemaker. 

7. It will cement the friendship and busi¬ 
ness interests of manufacturers, wholesalers 
and retailers, compelling them to co-ordinate in 
the study of needs of the different localities. 


Digitized by Google 


77 


HARDWARE WORLD 

Catering to the June Bride 

Wonderful Opportunity for Hardware and Hou se Furnishing Merchants. 


T IMES have changed since the past genera¬ 
tion, and the bride of today is not content 
with the oil paintings and embroidered 
chair covers which fond relatives were wont to 
bestow upon the happy pair. 



This June Bride’s table was a sale maker. See list 
of suggestions on the following page. 


The bride of 1918 is awake to the stern 
realities of life, and is standing side by side 
with the men in her demand for efficiency. She 
wants to conduct her home on the same plan 
that the man does his factory or office, and to 


that end wishes it properly equipped with mod¬ 
ern labor-saving devices. 

This then, is the cue for the hardware man 
to get busy and call to her attention, and to that 
of all her friends, his line of gas and electric 
ranges, electric washing machines, vacuum 
cleaners, electric lamps of all descriptions, as 
well as the countless little kitchen conveniences 
of wood, tin, aluminum or enamel. 

One of the most effective publicity cam¬ 
paigns along this line was recently inaugurated 
by the Parmelee-Dohrman Co., who instituted 
what they termed “A Kitchen Shower for the 
June Bride.” Space was taken in the local 
papers, and in a quarter page, in neat black 
type, with plenty of white margin, was printed: 


A cordial invitation is extended to the June 
bride and to all her friends to inspect our com¬ 
plete line of house furnishing specialties and 
countless labor saving device for the new home. 
The housekeeper of many years 1 experience wiU 
also find it to her interest to inspect our line 
and secure the latest novelties for the efficient 
running of her household machinery. 

Don't fail to see our kitchen shower table for 
the June bride. 

Exhibition May 27th-31st. 

PARMELEE-DOHRMAN CO. 


This advertisement naturally aroused the 
curiosity of the maids and matrons, and caused 
them to flock to the large and commodious es- 



The * * Calif ornia ' 9 table was another feature of this sales campaign, that served to hold the interest of every¬ 
one entering their store. 

They advise us that their sales of gas ranges, refrigerators, electrical goods, aluminum ware, bath-room fix¬ 
tures and kitchen utensils was more than satisfactory, as the result of this exhibit. 
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tablishment, in order to inspect the attractive 
lines so beautifully displayed. 

Down the centre aisle of the store were a 
number of tables set with fine china and glass¬ 
ware, suitable for breakfast, luncheon, or din¬ 
ner. At the end was a quaint conceit—a table 
set for a kitchen shower luncheon, such as might 
be tendered the bride by her intimate feminine 
friends. The centrepiece for the table—which 
was spread with a handsomely embroidered 
white cloth—was a bamboo clothes horse about 
three feet high, spread to its fullest extent, from 
which dangled a score or more of red ribbons, 
to the end of which was attached some kitchen 
necessity of wood or aluminum. 

The China was of red and green Crown Staf¬ 
fordshire; the glassware of lotus pattern, and 
the silver Sheraton design. At each plate were 
tiny wicker clothes hampers filled with after 
dinner mints, and the place cards were attached 
to clothes pin dolls. 

They realized, however, that many would 
not see the printed ad and, accordingly, ar¬ 
ranged a most striking window display to at¬ 
tract the attention of the bride and her friends. 
Suspended from the ceiling by brass chains was 
a long white wooden sign, lettered in black, 
which extended entirely across the big window: 
“A Thousand and One Kitchen Helps.’* The 
window was floored with black felt, and set 
about were many glass-topped stands of vary¬ 
ing heights. On each of these, in wire racks, 
and on the floor, were varnished boards 12x18 
inches, to which were attached scores of kitchen 
conveniences which the majority of housewives 
never knew existed. Near each little utensil 
was pasted a card, stating the name and price. 

Suggestions Ton Can Use 

Among the novelties were an orange juice 
extractor, clothes sprinkler (glass jar with per¬ 
forated metal top), asbestos mats of different 
sizes, asbestos griddle, aluminum percolator, 
egg separator, tea strainer, dish mop, egg whip, 
fancy vegetable cutter, radish cutter, grape fruit 
knife, lace paper doilies in wax paper envelopes, 
asbestos toaster, wall duster, apple parer, vitro- 
lite pastry board, wooden spoon, cake orna- 
menter, boning knife, butcher knife, orange 
knife, asparagus knife, pineapple snip, oblong 
loaf mold, oyster knife, bread knife, mayonaise 
mixer, butter mold, toast rack, dish towel, shad 
board, milk bottle top, meat chopper, rubber 
drain board mat, China drain rack, pastry tube, 
ironing wax, berry huller, vegetable peeler, 
aluminum measuring spoon sets, hot pan lifter, 
clothes spray, aluminum roaster, large chop 
frills (paper, assorted colors), fancy aluminum 
molds, sink brush, pot scrub,.pastry brush, 
soup strainer, tea and cocoa strainers, 
metal pot cleaner, mincing knife, wooden lemon 
squeeze, rubber sink stopper, aluminum egg 
beater, soufflet cases (paper, assorted colors), 
butter quirler, fish knife, soap dish coaster set, 


pastry fork, basting spoon, oyster broiler, pas¬ 
try wheel, apple grater, pot scraper, sink brash, 
wire fish rack, mixing bowl set, oven ther¬ 
mometer, corkscrew, tea-maker, one-half meas¬ 
uring spoon, vegetable peeler, bottle brush, cof¬ 
fee pot brush, ham slicer, China casserole, vege¬ 
table brush, ice pick and electric iron. By this 
last was a card, “Demonstration on Mezanine 
Floor.” A large card at one side of the window 
advised: 


Just What I Needed 

So often you will hear this exclamation in our 
Kitchen Ware Department. It is wonderful what 
$1.00 will do at PARMELEE-DOHRMAN *S. 


Incidentally it would pay the hardware mer¬ 
chant to go carefully through the foregoing 
list and see how many of the new wooden and 
metal contrivances are absent from his stock, 
and then send in an order to his jobber to bring 
the list up to date. 

Another Good Idea 

Another window that sold many goods was 
one fitted up as a modern kitchen, showing the 
June bride in the midst of her new household 
equipment, ready to cater to the inner man of 
her “John.” The floor was covered with blue 
and white tiled linoleum, with white walls and 
white enamelled furniture. The model of the 
attractive young matron, in her blue morning 
dress and white cuffs and cap, served at once 
to focus the attention of the passing crowd. She 
was making a pie and on the table were the in¬ 
gredients for mixing and baking. A large pan 
filled with red apples had on top an apple corer. 
slicer and fancy cutter. On the floor in front 
was a good assortment of aluminum dishes and 
cooking utensils, and the modern gas range in 
the rear was plentifully supplied with same, 
while a vacuum cleaner in the corner showed 
the way to the elimination of backache from 
manipulation of the broom. 

The whole campaign was so timely and made 
such an appeal to the common sense of the bride 
and her friends, that any merchant would find 
it very profitable to inaugurate one along simi¬ 
lar lines. 


After getting the average man started on 
his hobby nothing short of a steam roller can 
stop him. 


The interest accumulates on them just hv 
keeping them. War-Savings Stamps we mean. 
You should buy them. 

Notice the big successful dealers, merchants 
of today. * They spend big money on their win¬ 
dows. Would they do it if it didn’t pay? No, 
indeed. Why not profit, therefore, by their 
experience? 
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* 1 SPYMALIGNITIS TEUTONICUS” 

A physician sends us the following prescrip¬ 
tions, which we especially recommend: 

“Our land is afflicted just now with a 
malady for which I have coined a name that 
says what the disease is, that it is malignant, 
end that it is Teutonic. I also send you a cure 
for this scourge in the shape of a proscription. 
This is the only disease I know of, for which 
a true specific has been discovered. Properly 
administered, this medicine will cure the 
trouble. Here is the prescription. Being a phy¬ 
sician, naturally I had to write it as obscurely 
and vaguely as possible, but you may catch the 
point: 

B. 

Plumbi pura. grs., 200. 

Potassii nitras. 

Sulphum. 

Carbonum pulvere. aa, q. s. 

Fiat plumbi pilula. Misce potassii nitras, 
sulphuris et carbonum pulvere. Fiat capsula. 

Sig.—Place the capsule in a long steel tube 
and the lead pill on top of the capsule. . Ad¬ 
minister the pill hypodermatically by striking 
the capsule a sharp blow and directing the steel 
tube so as to affect the heart action perma¬ 
nently. 

“The ingredients may be procured at any 
hardware store or ammunition factory in the 
land. All we need is some one properly au¬ 
thorized to administer the pill.” 

Doesn’t this look a whole lot better than to 
come right out bluntly and sav: “The way to 
cure a spy of spying is to back him up against 
a wall and shoot him?” And are we not coun¬ 
seled by everything official about us to treat 
the subject of German spies and spying with 
much consideration and gentleness? Why, even 
when we go to the astounding length of passing 
a federal law that will permit us to strike a spy 
three times on the wrist instead of once, we call 
it the “Espionage Law.” so as not to hurt the 
sensitive feelings of the kaiser’s busy little 
workers. 

Some day we may lose our patience for a 
moment and follow the advice, administering 
the leaden pellet strictly according to direc¬ 
tions: but if we do, surely it will be with pro¬ 
found assurances of our most distinguished con¬ 
sideration, begging leave to subscribe ourselves, 
etc. 


We have little patience with mob rule, or 
summary vengeance, but let the officials who 
condemn them, remember that it is because of 
the negligence of our officials, that men feel 
compelled to “take the law in their own hands” 
and teach spies and pro-Germans some much 
needed lessons. 


A GOOD SALES STUNT YOU COULD USE 

An enterprising Western merchant tells us 
of a good sales stunt which he found he could 
use to advantage, and which any retail mer¬ 
chant can adapt to any of his lines with very 
little trouble or expense. 

Secure a map of your county, or of the terri¬ 
tory you cover on any agency in case you are 
not selling throughout the entire county. Buy 
a cube of pins, a drygoods store can sell you 
these for a few cents; they come either with 
blackheads, or red or blue. Whenever you 
make a sale on the article w'hich you are push¬ 
ing, stick a pin in the map. If you are selling in 
some nearby town, or a few miles out of town, 
stick a pin in the approximate location. If your 
territory covers several miles in radius, and you 
are making sales on any particular line, such as 
manure spreaders, cream separators, plow's, you 
will find that people will be very much inter¬ 
ested to see just where you are selling the line. 

By using different colored pins, you can call 
attention to your sales campaign on various 
lines, one color for each particular article. 

You know' many people are like a flock of 
sheep, as it were. They are influenced by what 
the other man is doing. If they find that you 
have customers over quite a wide area for any 
particular article, such a display in your win¬ 
dow will attract more than usual attention. The 
plan can be used in featuring stoves, refrigera¬ 
tors, and can be varied to suit the conditions. 


THESE ALSO 

By D. M. Henderson 

The soldiers of the common tasks— 

They do not dwell in tents; 

In house and school, in shop and field. 

Arise their battlements. 

They do not wear a w'arrior’s dress. 

Nor march to thrilling drums, 

Yet mighty in their lowliness. 

They fight till wrong succumbs. 

The soldiers of the humble deeds, 

Who save the light and heat; 

Who keep with joy the holy fast 
That gives the starving meat; 

The w oman whose swift needles clothe 
The bearer of her lance; 

Yea, every praying, toiling heart 
Defends our flag in France! 

The soldiers of obscurity— 

They hide their wounds and grief 

And guard against despair and doubt 
The forts of their belief. 

They keep the faith, for on them rests 
Their great republic’s fate— 

From them its heroes draw' the strength 
To shield and save the state! 

—Chicago Tribune. 
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A Patriotic Hardware Manufacturer 

Typical of the Family and Organization He Represents 


H ARDWARE manufacturers of the country 
have set an example for work in war 
service that is deserving of more than 
passing notice. Even before our administra¬ 
tion would admit we were being driven into a 
war for self-preservation, many manufacturers 
saw that war was inevitable — that Germany 
was determined to force her domination upon 
us and the rest of the world as she had often 
boasted, and planned she would—and in their 
own way many began to plan and think of meth¬ 
ods by which they would be able to further the 
interests of the government when called upon. 

We believe ninety-five out of every hundred 
manufacturers (perhaps the percentage is more 
nearly ninety-nine out of a hundred) are ready 
to put their personal interests in the back¬ 
ground, to make whatever sacrifice is neces¬ 
sary. Even the hundredth man is not much to 
blame when we consider our officials could not 
seem to realize what Germany intended not¬ 
withstanding the daily warnings, and lessons 
we should have learned from the sufferings of 
Belgium and France. 

But there were manufacturers who realized 
what was coming. We know of instances 
where plants were kept going with a view of 
keeping their organization together, to hold 
their men, so that when the government did 
decide to act, they would not be caught short- 
handed. 

And so it was when we at last officially 
recognized that “ a state of war already ex¬ 
ist ed” the Hardware Manufacturers’ Organiza¬ 
tion for War Service was formed, with Charles 
W. Asbury of the Enterprise Manufacturing 
Co., as executive head; Fayette R. Plumb, Frank 
Baackes of the American Steel & Wire Co., and 
A. W. Stanley of the Stanley Rule & Level Co. 
as an executive committee. 

But some thoroughly capable and efficient 
man was needed as executive manager, and 
when it was suggested that if possible Murray 
Sargent of Sargent & Co. be secured, the com¬ 
mittee thought itself most fortunate. 

Peculiarly fitted by education, travel, expe¬ 
rience, training and knowledge of conditions 
among manufacturers, he consented to relin¬ 
quish his work with the organization bearing 
the family name and devote his entire time to 
the work in hand. 

Of Sturdy New England Stock. 

The Sargent organization dating back a hun¬ 
dred years, Mr. Sargent was literally born and 
bred into the hardware industry. A native of 
New Haven, Conn., son of Henry Bradford Sar¬ 
gent, now president of Sargent & Co., and 
grand-son of Joseph Bradford Sargent, the Sar- 



Naturally the chief pride of Mr. Sargent is in his 
family, who will help perpetuate the Sargent name and 
institution. 

His three young sons, Murray, Jr., James Cunning¬ 
ham and Harry Bradford II, can be depended upon to 
assume their full share of responsibilities when the 
proper time arrives. 

gent family have been engaged in manufactur¬ 
ing since 1814, and typify the patriotic New 
England spirit. 

As a young man in Yale he took a prominent 
part in college activities; was a member of the 
Delta Kappa Epsilon fraternity, Skull and 
Bones and other societies, and received the de¬ 
gree of Bachelor of Arts in 1905. 

Before entering the employ of Sargent & 
Co., he took a trip to Europe, and upon his 
return begun work in the sampling department. 
Later he was transferred to the New York of¬ 
fice as a member of the sales organization. In 
his work in selling the Sargent products he has 
traveled extensively throughout the United 
States and England. 

Returning to New Haven he was placed in 
charge of the sale of the tool section of the 
business. In 1917 he was elected secretary of 
the company, but resigned in March, 1918, to 
devote all his time for the duration of the war 
to the Hardware Manufacturers’ Organization 
for War Service as executive manager, with 
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MURRAY SARGENT 

resigned his position as secretary of Sargent & Co. to become executive manager of the Hard¬ 
ware Manufacturers’ Organization for War Service, and will thus serve his country throughout 
the war. 

Those who know Mr. Sargent agree that no better selection could possibly have been made. 
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offices at 1218 New York Avenue, N. W., Wash¬ 
ington. 

Maintaining the Family Tradition. 

Pride of family and of heritage is a most 
commendable characteristic of New England 
families. There is something in the old say¬ 
ing “ there is a destiny that shapes our ends 
roughhew them though we may,” notwithstand¬ 
ing that verse of Kipling, “East is East, and 
West is West and never the twain shall meet,” 
and in choosing his life partner, Mr. Sargent 
was not unmindful of this. 

For while Miss Mary Hale Cunningham, to 
whom he was wedded in 1913, is proud to be a 
“daughter of the Golden West,” being a native 
of California, where our California readers will 
recall her father, as a member of the wholesale 
stationery house of Cunningham, Curtis & 
Welch, yet we believe it was in New York, 
where the family removed after the passing of 
her father, that Mr. Sargent met his bride-to-be. 

In perpetuating the Sargent name, three 
young sons, Murray, Jr., James Cunningham, 
and Henry Bradford, II, can be depended upon, 
when they grow to man’s estate, to assume their 
full share of activities, whether it be serving 
their country or adding to the prestige of the 
Sargent institution. 

The Hardware World is glad of the oppor¬ 
tunity, continuing its well - known policy, of 
giving our readers the opportunity of making 
the acquaintance of men for whose products 
they are distributors—meeting one of the many 
men who willingly devote themselves to service 
in this hour of our country’s great need. 


GET THE HABIT. 

Monday— 

I never missed the quarter that I would have 
spent for smokes. 

Tuesday— 

I never missed the quarter that I would have 
spent on jokes. 

Wednesday— 

I never missed the quarter I’d have blown on 
other folks. 

Thursday— 

I never missed the quarter I’d have spent on 
anyone. 

Friday— 

I never missed the quarter that I would have 
spent for fun. 

Saturday— 

And now I have six Thrift Stamps and am help¬ 
ing whip the Hun. 


Politicians who could not earn an honest 
dollar in any mercantile line, are generally the 
loudest mouthed in condemning business and 
business men. But who is it that is financing 
the war? 


NO HOPE NOW TO COMPEL MANUFAC¬ 
TURERS AND JOBBERS TO “SHINNY 
ON THEIR OWN SIDE” 

(Copyright by Elton J. Buckley.) 

The following letter, just received from a 
retail merchant in Illinois, is of interest, though 
obviously name and address must be sup¬ 
pressed : 

-, Ill. 

# • * The - retailers of this section are 

very hard pressed just now by jobbers * competition. 

A large percentage of the wholesale dealers of- 

and -, which supply our territory, will solicit 

our trade and at the same time the trade of large 
consumers, which rightfully belongs to the retailer. 
We have plead with them and even threatened them 
through our organization, but with very litle effect 
Some of them stop for a time, but they get back as 
soon as they think we are not looking. We also have 
manufacturers’ competition in a few cases, and have 
not been able to do anything about that, either. Also 
three mail order houses. 

Our association is convinced that there must be 
some legal way to preserve the old lines of trade by 
making manufacturers and jobbers shinny on their 
own side, and Bell their own customers and let ours 
alone. We are also against the mail order house, and 
believe there is some legal way to get back at the 
people that are selling them their £Oods. We believe 
from what we have seen of your writings on legal sub¬ 
jects that you may be able to put us where we can ac¬ 
complish something. Anything you may write us will 
be greatly appreciated by all of our members. 

L. F. O., 

Secretary-. 

I regret that I cannot say anything to this 
correspondent which will help him in the slight¬ 
est degree. No one can, at least no one can help 
him do what he wishes to do. I can half help 
him by telling him that it is now an illegal and 
dangerous thing for merchants of any rank, for 
instance retailers in any line, to attempt to sew 
up their natural field of customers so as to keep 
out merchants of another rank, such as jobbers. 
It is also illegal and dangerous to attempt to 
keep manufacturers from selling to mail order 
houses, or to threaten to impose, or actually im¬ 
pose, in any systematic, organized way, a pen¬ 
alty, such as blacklist or boycott, upon manu¬ 
facturers who do sell mail order houses, or 
upon jobbers who sell consumers. 

In the very same mail which brought this 
letter, came the official report of a case which 
has just been decided by a United States Court 
for a Western district. The facts of the case 
are practically identical with the situation out¬ 
lined by the above correspondent, and the law 
laid down is therefore directly applicable. 

The case I refer to hinged upon the efforts 
of a combination of lumber retailers to (1) keep 
wholesale dealers from selling consumers; (2) 
keep manufacturers from selling mail order 
houses, and (3) force consumers to buy of the 
retailers nearest them. To accomplish these 
purposes, a very elaborate system had been 
built up which was extremely successful, to 
judge from the following description of it by 
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the president of the association: “We are to¬ 
day acting in unison with 15 other retail asso¬ 
ciations representing 5,000 yards, making with 
our own a total of 7,200 yards, covering terri¬ 
tory extending from the western slope of the 
Alleghenies on the east to the eastern slope of 
the Rockies on the west, and from Winnipeg 
down to the ‘Sunny South by the sea.’ In this 
vast territory it is estimated that of all the lum¬ 
ber used in the building trades, 94 per cent of 
it is confined to its proper channels, reaching 
the consumer through the retail yards.’’ 

This scheme was based on a contention 
with which a large number of merchants in all 
lines agree, viz., that the manufacturers’ only 
legitimate customer is the jobber, the jobber’s 
the retailer, and the retailer’s the consumer. 
Also, that the mail order house is nothing more 
than a poacher, that it should not be permitted 
to intrude into everybody’s territory to com¬ 
pete with established retailers, and that manu¬ 
facturers w T ho sell mail order houses are un¬ 
friendly to the trade. 

The lumber retailers built up a strong and 
careful scheme to carry out this contention, the 
essential part of which was the periodical publi¬ 
cation in various ways, of the names of whole¬ 
salers who sold consumers, the names of retail¬ 
ers who went into other retailers’ territory, and 
the names of manufacturers who sold mail or¬ 
der houses. This was so the fair retailers 
could boycott the unfair jobbers who sold con¬ 
sumers ; so the fair jobbers could refuse to sell 
the unfair retailers who sold other retailers’ 
customers, and so the whole trade could boy¬ 
cott the unfair manufacturers who sold mail 
order houses. Naturally, the same thing ap¬ 
plied when the manufacturer sold consumers, 
as he occasionally did. 

There was only one thing wrong with this 
scheme—it was unlawful. Its success was so 
conspicuous that the Government prosecuted 
everybody connected with it in this Western 
district for violating the anti-trust laws, and 
after the court saw the boycott notices and the 
blacklists the whole beautiful scheme crumbled 
and fell. The court granted an injunction 
against every person connected with it, on the 
ground that ‘the circulation of these reports not 
only tends to directly restrain the freedom of 
commerce by preventing the listed wholesale 
dealers from entering into competition with 
retailers, but directly tends to prevent other 
retailers who have no personal grievance 
against listed jobbers and who might trade with 
them, from so doing, they being deterred solely 
because of the influence of the report circulated 
among the members of the association.” 

When the court got through with this beau¬ 
tiful and most effective plan, there was nothing 
left of it* and there will never be anything to it 
again. From this time on, a manufacturer, job¬ 
ber or retailer may sell jobbers, retailers, con¬ 


sumers or mail order houses, any or all, and 
nobody who considers himself aggrieved can do 
anything about it except stop buying himself 
from the man he thinks has offended. The min¬ 
ute he tries to get his fellow merchant to join 
him, which is the only way such a thing could 
become effective, he will run into the law. 
Henceforth, there are no lines between the diff¬ 
erent branches of the trade which cannot be 
obliterated at the will of anybody. 


OULD IRELAND IN THE SADDLE. 

Dennis Sullivan, who was sent by the Adver¬ 
tising Club of San Francisco, on a transcon¬ 
tinental trip and to interview President Wilson, 
made this report of his visit: 

“My visit to President Wilson was fortunate. 
I was among friends. I went as Sullivan. A se¬ 
cret service man named O’Neil put me through 
an examination. He shunted me to Secretary 
Tumulty, who passed me on to Patrick Mc¬ 
Kenna. McKenna eased me off to Senator Phe¬ 
lan—and so I arrived in the President’s office. 
Ould Ireland is in the saddle.” 


“YANK” 

At last we have struck a word that fits our 
boys in khaki. The word was there all the time, 
but we didn’t seem to see it. We tried “Sam¬ 
my,” but it didn’t sound right, and many of us 
would not use it, and not one of the khaki boys 
liked it. “Sammy” bore too close a relation¬ 
ship to “Willie” and other diminutives to fit 
the full-grown huskies now crowding across the 
water to have their “go” at the Huns. Then 
some one from the sidelines, some inspired 
gamin, no doubt, yelled “Go it, Yanks,” and the 
right term was coined forthwith. “Yank” 
means something to us. It says something. It 
is full of vigor and strength and “pep.” I get 
it in all its fullness as I recall the remark of 
Mark Twain’s cow boy when he said of the 
local evangelist: “He’d yank a sinner outen 
hell; he done his level best.” 

We are not engaged in yanking sinners out 
of hell just now, but we have a big job on our 
hands of yanking hell out of a bunch of sinners, 
and I do not know of any one better prepared 
to do the job as it should be done than our own 
khaki-clad “Yanks.” Fancy our boys going 
into action with the Tommies and the Poilus 
yelling “Go it, Sammies!” Why, it would 
make the Germans laugh. But with the yell: 
“Go it, Yanks,” something has to give way, and 
it will not be the “Yanks.” 


Germany has not acted any differently in 
her treatment of prisoners or civilians, since we 
entered the war, than she did before. The scales 
have merely begun to drop from our eyes. 
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A Jobber’s Method of Co-operation 

Making a Display of Your Entire Stock 


T HE HARDWARE WORLD is always glad 
to bring to its readers methods of helpful 
cooperation by manufacturers and job¬ 
bers. 

Many manufacturers are glad to cooperate 
with retail merchants in advertising material 
and other data for effectively displaying the 
manufacturers own particular line. 

But it has remained for a Western jobber to 
go even further and study out an economical 
plan that will enable the merchants to display 
their entire stock. In the territory in which 
they operate, Strevell-Paterson Co. will send 
their own salesmen to help rearrange the stock, 
and offer suggestions the merchants can use to 
advantage. All this without a cent of expense 
on the part of the dealer. 

They do not sell the material (lumber and 
compo board) for building the display boards, 
although they have made arrangements with a 
mill that will furnish it to any merchant who 
prefers. The merchant can have his own mill, 
or get mechanics in his own town to make the 
installation through plans and drawings, which 
Strevell-Paterson will furnish without any 
expense. 


They have been doing this work among their 
customers for years, and it has been so satisfac¬ 
tory they have decided to give all Hardware 
World readers the benefit of what they have 
been doing, so merchants in every section of the 
country can avail themselves of the ideas and 
plans they have developed. 

Speaking with reference to the matter, they 
say: 

“We believe goods well and attractively dis¬ 
played are half sold. 

“This applies especially to hardware, which 
lends itself in many ways to the imagination of 
a good display man. The cost of display fix¬ 
tures, however, has kept many retail merchants 
from properly showing their goods, and they 
have gone on from year to year, trying to keep 
their stocks free from dust and broken boxes 
straight on the shelves. 

“For several years we have been installing 
a simple and inexpensive, but very effective dis¬ 
play, which we are now bringing to the atten¬ 
tion of the trade. In our judgement, you should 
be able to obtain the following results, provided 
you put in the display according to our direc¬ 
tions. 



The first step towards making a display of your entire stock. 
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1. Keep broken and soiled boxes out of sight. 

2. Keep stock away from the dust and dirt. 

3. 8how and advertise what you have for sale. 

4. Increase your sales. 

5. Classify and arrange stock and keep it in one 
Diace so that you know instantly where to find it. 

6. Make it easy for your clerks (new and old) to 
handle customers and know the stock. 

“This is done by the use of display doors 
made to fit over the ordinary shelving found in 
most retail hardware stores. These doors are 
made of fir frames with a compo-board panel, 
and so constructed that there is little, if any, 
probability of the panel working loose, no mat¬ 
ter how heavy the load. 

“The frames can be finished in the natural 
wood, or in such a manner as to conform to the 
finish of the room in which they are placed. 
The panels, however, should be painted a bril¬ 
liant red, as this color displays hardware more 
effectively than any we have been able to find. 

The doors should be hung directly upon the 
shelving with brass or bronze-plated loose pin 
butts, so that they can be easily removed in case 
it is found necessary to re-arrange the display 
or repaint the panels. 

On each door should also be placed a round 
or square medium sized door handle, to match 
the hinges, and a friction catch at the top and 
bottom to hold the door shut. To fasten the 
display to the panel we recommend a patented 
wire sample holder that will hold in place any 
thing from a carpenter’s pencil to a 24-inch pipe 


wrench. These holders are made in two sizes, 
cost but little, and can be obtained from our 
stock. By using these holders samples can be 
removed or replaced in a moment’s time. 

There is no profit for us in furnishing these 
doors. In fact, there is considerable expense 
attached to it, which we bear in handling this 
matter in our office, and through our salesmen, 
who will be glad to help you install and display 
your goods. This is all furnished free to the 
customer as a part of Strevell-Paterson’s “Veri- 
best” hardware service—a service which means 
something really valuable, and is not merely a 
catch word without anything back of it. 

DETAILS AND INSTRUCTIONS FOR PUT¬ 
TING UP SAMPLE DOORS, OPEN 
TOOL CABINETS, ETC. 

Sample doors can be used to best advantage with 
new shelving, but can be used to very good advantage 
over your old shelving. We have convinced a great 
many of our hardware friends this is the very best sys¬ 
tem for displaying hardware. The price of this door 
system is so very cheap it will surprise you. The draw¬ 
ings and photos will be of value in developing and 
carrying out the idea. 

New Shelving 

The height of shelving should, of course, be pro¬ 
portioned to height of your room (ceiling to floor). So 
also should Venbest Sample Doors. The base shelf 
should be 30 inches high and 22 inches wide. Extend¬ 
ing about 2 inches over bottom shelves (under base), 
should use good clear board 1% inches thick, rounded 



The sample doors finished and in place, ready for display. 
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in front for base shelf. All other lumber in shelving 
can be 1 inch. 

Bottom of shelving, 20 inches deep (see drawing). 

Base of shelf, 22 inches deep (see drawing). 

All upper shelves, 14 inches deep (see drawing). 

Always use good full cornice on top of shelving at 
least 6 inches. This balances it and looks good. 

When using sample doors, set face of shelves back 
about 1 inch, so wire sample holders on inside of doors 
won't touch shelves when doors are closed. This is im¬ 
portant. 

Doors should always be made 11/8 inch thick lum¬ 
ber for frames, so use 11/8 inch strip 3 inches wide 
between each pair of doors (not each door). Very small 
sample door frames can be lighter of course. 

Shelving can be made of cheap lumber if necessary 
as doors completely cover shelves, and it won't be seen. 

You can cover only part of shelving with doors 
leaving balance open for enamel ware, tinware and etc., 
as shown in drawing. 

Doors For Old Shelving. 

This can be worked out fine. Have doors made 
in proportion to shelving to be used. Put strip to fasten 
doors in front of old shelving. If they happen to come 
between partitions of shelving this does not matter a 
great deal as the doors completely cover all shelves 
back of them and these faults are not seen. 

Call in a good carpenter. He can straighten up 
out of line or crooked shelving and with this system 
make your store look like new. 

Several of our friends have done this very thing, 
much to their great satisfaction. 

Sample Doors 

Use Compo board panel. This is the best we have 
found. Make frame of 1 1/8 inch thoroughly seasoned 
lumber so it won't warp when hung. Lumber with 
good grain is best as it takes a stain better. Mortise 
Compo board in frame inch all the way around. If 


this is made right it will support 50 to 80 lbs. of sam¬ 
ples on door. Always hang with three only 241 3 inch 
by 3 inch butts. Don't use half surface or surface 
butts. They detract from the sample. Use friction door 
catches only. Never use cupboard catches or cupboard 
turns. They don't look right. Use light neat door pull 
for handle. 

Painting 

The Compo board panels are porous and it is very 
necessary first to put on coat (or two coats) of shellac 
or some other good filler. Then two good coats of 
bright red paint, and when dry a coat of good varnish. 

Do not paint inside of compo panel. It is useless. 
Stain frames of doors to suit balance of color in room. 
Paint the entire inside (sides, top and black) of open 
tool cabinet same red as doors. 

Open Tool and Gun Cabinet 

This should be proportioned to balance of shelving 
5 ft. to 8 ft. wide, or to size of stock. Always start 
this in front of store as the tools, guns, etc., displayed 
in it are the most attractive goods you sell. This 
should be an extension of sample door shelving. The 
bracket shown on drawing is best for hanging hammers, 
etc. (see photo). Use two brackets for each lot of ham¬ 
mers. They are long and strong enough for six ham¬ 
mers, hatchets, etc. Any blacksmith can make them of 
common 3/8 inch round iron. They must all be squared 
alike. 

For saw rack in open tool cabinet use all/2 inch 
piece of lumber 2 inches wide at bottom. On this let 
the handle of saws rest with blade up and teeth to* 
wards the back wall. For holder for top of blades of 
saws fasten a piece of lumber of similar size and saw 
wide notches (say 3/16 inch) so saw will fit in and out 
easily (see photo). Saws can be arranged close to¬ 
gether just so there is room to get fingers between 
handle. 

You can carry two dozen saws (any length) in a 
space of 30 inches. This is a good arrangement as han- 
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Just aft merchants in other lines find that goods well displayed are half sold, so you will be more successful in 
making sales if your store room presents this appearance. It will enable you to see that your goods are kept in 
excellent condition, and there are many advantages apparent to merchants in having such an arrangement. 
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An economical space saving way of displaying your 
saws and hatchets. 

dies are always where you want them in taking down 
to show and the blade does not have to be touched in 
handling, thus preventing rust spots. 

Sampling. 

In sampling doors draw the pins from butts and 
take down. Put door on two saw horses (or boxes). 
Never fasten down a single item until you have ar¬ 
ranged all samples you are $oing to put on doors. Fol¬ 
low this rule sure or you will be sorry. 

On the first door (nearest the front), sample your 
nicest goods such as auger bits, drill bits, car bits and 
then chisels, screw drivers, pliers, etc., and towards the 
rear the odds and ends will come. The best plan is to 
make a list of everything you wish to put on each 
door, and then get them altogether before starting to 
sample. 

Follow all the above and you will get a nice sat¬ 
isfactory job. Have our man who calls on you help you 
with this work. He will be glad to do it. 

We can furnish the wire sample holders in two 
sizes, light for all ordinary goods, and heavy for heavy 
wrenches, and articles too heavy for light ones. These 
holders enable you to fasten even an 18 inch solid han¬ 
dle wrench on doors securely. They are made so you 
can take sample off and put it back by simply re¬ 
leasing the tension of spring on back of door. Ask for 
a sample and have our man demonstrate it. 

We can also furnish spindles for sampling escutch¬ 
eons and knobs of all mortise locks. When on the door 
these goods look as they would when in actual use. 

Every merchant wants to have an attractive look¬ 
ing store because he knows it will increase his business. 
Under our display plan this is easily and cheaply ac¬ 
complished and in addition much less stock can be 
carried, much less money will be invested in stock and 
a larger variety can be put upon the shelves. 


Have you the reputation for handling a gen¬ 
eral line of reasonably good merchandise, or 
the name for handling the best that can be had 
anywhere? 


YOU MUST SELL YOURSELF 

By Berton Braley, in Forbes Magazine 

Life is a “selling problem,” that is all; 

And every man is his own line of goods; 

And what the price is, big or very small, 

Is simply up to him. For though the woods 

Are full of buyers for his sort of stock 
He’s got to learn the way to sell himself 

Or he ’ll discover, with a cruel shock, 

That he’s a marked-down remnant on the 
shelf. 

So to begin with he must try to be 
An article of value, sound and fair; 

For if he isn’t—take this straight from me— 
He ’ll find the market sluggish everywhere. 

But, having worth, he must let buyers know 
He’s on the market to supply their need, 

He’s got to learn to make his value show 
So plainly that whoever runs may read. 

That doesn’t mean that he must boast and shout 
His own high quality; but it does mean 

That he must make it clear, beyond a doubt, 

By pep and push, that he is on the scene. 

He mustn’t miss a chance to prove his worth 
And make his merit patent to men’s eyes; 

The chaps who get the highest price on earth 
Are those who have the goods—and advertise. 

So watch your opportunities, and dwell 
Upon the job your whole existence through, 

Yourself is all the goods you have to sell 
And what you get it wholly up to you! 


HAS THE RIGHT IDEA 

Thos. J. Hisey, an 
employee who is nei¬ 
ther able to hear nor 
speak, expressed re¬ 
cently in writing—his 
only remaining meth¬ 
od— the spirit which 
makes employees of 
Dorris Reyman Com¬ 
pany pull together and 
acquire results at a 
banquet not long ago 
on ‘Loyalty.’ “Stick 
to it” and “Habit” 
read by another mem¬ 
ber of the force, he said: 

“Loyalty is another name for honesty and 
uprightness. If you work for a man, be loyal 
to him. You cannot honestly and truthfully ac¬ 
cept your wages unless you give both service 
and loyalty in return. You cannot respect your¬ 
self if you are cheating your employer. Eschew 
dishonest dealings in your business. Honesty 
is the best policy—.be loyal.” 


Even a shallow man may get deep in debt. 
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Wanted—Some He-Men! 


W ITH full appreciation that a man can do 
no more than his best, and with unfair 
condemnation for no man for inability 
to be anything other than what he is—there is 
growing more noticeable daily throughout this 
land, a tremendous tide of opinion favoring the 
placing in positions in this Government where 
their powers may be used directly toward win¬ 
ning the war, the very strongest and most vig¬ 
orous mentalities that the nation can boast. 

There are strong men in Washington today 
who are serving to the best of their ability: but 
there are many more men of unusual power, 
and superior mental and physical energy, in this 
land, who are not in position to give the country 
the best of their talents, while on the other 
hand we have handed down to us from times of 
peace, many men who were splendid public 
servants in those peaceful days and are loyal, 
patriotic and hard working citizens today, but 
whom Providence never equipped—either as to 
brains or bowels—for the positions in which 
they find themselves. 

Take a vote of the men of this land today— 
aye and the women also—and there will be 
rolled up an overwhelming majority in favor 
of relegating to the background many excellent 
gentlemen who hold high office in Washington 
today, and placing in their stead the very 
strongest, wisest and most powerful men that 
the various states can furnish. 

There is a genuine demand from this whole 
nation today for more he-men to assist Presi¬ 
dent Wilson! 

Is there anything surprising in the fact that 
the same men who served satisfactorily in times 
of peace are not equal to their offices in times 
of great world peril, such as we have today 1 
On the contrary, would it not be a miracle 
if those same men who were called in to serve 
the Government in times of peace, should meas¬ 
ure up to war standards? 

They could not—and they have not! 

The most dangerous tendencies at work in 
this nation today, are those which seek to stifle 
honest and earnest criticism, aimed at the bet¬ 
terment of the public service, and the success¬ 
ful handling of the war. The idea that horses 
should not be changed in mid-stream is mad¬ 
ness. 

The history of England and France since 
the war started teaches us that personal con¬ 
siderations should be thrown aside regardless 
in times like these, and the welfare of the na¬ 
tion be given undivided consideration. The 
best men that we can find should be placed in 
the positions of greatest importance. Any doubt 
of such necessity is weak-mindedness that ill 
becomes a nation in times of war. 


There Is No Time for the Theorists. 

It is no time for dreamers. It is a time 
when brain and brawn must go hand in hand; 
we want men with bowels in Washington today. 
We need the finest, strongest, most typical Am¬ 
ericans, who will inject typical American en¬ 
ergy and fire and enthusiasm, and practicability 
and genius, into our efforts to overthrow the 
power of the beast. 

That virility which is supposed to be a pre¬ 
dominant part of the average American make¬ 
up, is absolutely lacking in various of our lead¬ 
ing public servants. The same objection that 
the two-fisted rookie feels to going into battle 
under the leadership of a weak-kneed sissy for 
an officer, is being experienced today by a ma¬ 
jority of the population of this country against 
leaving vital Government departments in the 
hands of men who do not measure up to stand¬ 
ards of leadership in times of world peril. 

If we had not wonderful material in this 
land for improving the situation, it would be 
different. But we have the material in plenty; 
we have the need for such material; we have a 
popular demand for more intelligent aggressive¬ 
ness than is being manifested in our war-mak¬ 
ing efforts. 

There is such a thing as not being tough 
enough to do a certain job. Whipping Germany 
is a tough job. It should be entrusted to the 
strongest and most aggressive hands, and the 
most virile brains that the nation affords. 

Boy—Page some he-men, and tell them 
“Uncle Sam needs them”!—Western Lumber¬ 
man. 

WOMEN AND ELECTRICITY 

When a woman is sulky and will not speak— 
Exciter. 

If she gets too excited—Controller. 

If she talks too long—Interrupter. 

If her way of thinking is not yours—Con¬ 
verter. 

If she is willing to come half way—Meter. 

If she wants to go further—Conductor. 

If she would go still further—Dispatcher. 

If she would be an angel—Transformer. 

If she wants chocolates—Feeder. 

If she sings wrong—Tuner. 

If she is in the country—Telegrapher. 

If her dress unhooks—Connector. 

If she eats too much—Reducer. 

If she is wrong—Rectifer. 

If she is cold to you—Heater. 

If she gossips too much—Regulator. 

If she fumes and sputters—Insulator. 

If she becomes up—Reverser. 

—Electrical Experimenter. 
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J. R. GAMBLE 
President 


M. D. HUSS'IE 
Vice-President 


M. L. COREY 
Secretary 


H. P. SHEETS 
Assistant Secretary 


Four officials of the National Retail Hardware Association, who extend an especially warm welcome to the 
delegates at their National Convention, to be held at Cedar Point, Ohio, on Lake Erie, June 17 to 21. 



HAMP WILLIAMS 


E. E. MITCHELL 


W. P. LEWIS 


C. T. WOODWARD 





Four more prominent hardware men, who take an active part in the welfare of the National Retail Hard¬ 
ware Association, who have done splendid work in their own state organizations. 


ETIQUETTE OF THE FLAG 

By Major John B. Jeffery 

1. When the 4 'Star-Spangled Banner,” 
recognized by our army and navy as the na¬ 
tional air, is played or sung, all should arise, 
stand still until the ending, all the while facing 
the musicians or those singing. 

2. The flag should not be hoisted or dis¬ 
played outdoors before sunrise or allowed to 
remain out after sunset. 

3. When the flag is raised at ceremonies 
all present should stand at attention and salute 
with the right hand raised to forehead over 
right eye. 

4. When the flag is passing on parade or 
review the spectator, whether man or boy, 
should uncover and stand, or if sitting, should 
arise and uncover. 

5. It is an unwritten law in the navy that 
the flag is never to be washed, as it is always 
to be considered immaculate. The flag should 
never be allowed to trail or lie on the ground 
or be left out overnight or be displayed in 
stormy weather. 

6. When any other flag is displayed with 
our national flag, Old Glory must always be on 
the right or above. The only exception is the 
church flag of our navy. This flag on a naval 


vessel is hoisted above Old Glory only when di¬ 
vine service is going on, and it typifies God 
above country. 

7. When used for mourning on a staff or 
pole, the flag should be hoisted to top mast for 
a moment, then lowered to the position of half- 
mast; and at sunset the flag should be hoisted 
to the top and then lowered. If used on a bier 
or coffin, the stars should be at the head. 

8. Old Glory may be displayed outdoors any 
fine day, not necessarily a holiday. The flag 
should never be used as a cover for a desk, box 
or table, where anything can be placed on it. 
The only object that can, with propriety, be 
laid on Old Glory, is the Bible, thus signifying 
the submission of the nation the flag represents 
to God. 

9. The flag should never be placed below 
a person sitting, always above. It is question¬ 
able even if it is proper to wave Old Glory to 
salute any one, but instead the flag is always 
to receive the salute. On shore the flag is never 
dipped. 

10. The flag should never be placed upside 
down. This is recognized as a signal of distress 
and must never be made use of except in case 
of extreme danger. 

11. Love Old Glory, our nation’s flag, so 
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dearly that you, under all circumstances, will 
Help those in authority to uphold the honor of 
our flag and the Republic it represents. 

12. Old Glory should he in every home and 
preserved and cared for like the photograph of 
a dear parent and placed after using it in a safe 
place, with reverence; and when old should be 
placed in a glass ease or vase. 

13. A recognized salute to the flag, one that 
should be encouraged throughout the land, is 
when at attention the following words be spo¬ 
ken : “I pledge my allegiance to the republic 
for which it stands; one nation indivisible, with 
liberty and justice to all.” 

YOU CAN TRY THIS 

A physician whose list of slow pays was be¬ 
coming formidably long appended this note to 
his monthly statement: “You owe me $10—I 
owe you a receipt. Let’s swap.” 

The offer to trade was almost invariably 
accepted by his patients, the physician says. 

WHICH SHALL IT BE? 

Sat-a-day .6-15-18 

Saturday .$615.18 

Be bigger than your troubles. 


FALSE THRIFT 

There is a lot of difference between thrift 
and parsimony. Conservation does not mean 
patched clothes, niggardliness in diet and cur¬ 
tailment of all expenditures to the absolutely 
indispensable necessities. 

Thrift is essential, but not in the personal, 
penny-pinching way that many persons mistake 
for thrift. In war times, as always, we need 
amusement, the broadening that comes with 
educational advantages, and some things that, 
because they are not necessary to life, are com¬ 
monly called luxuries. 

Real conservation lies in the way of elimina¬ 
tion of waste, the correction of uneconomic hab¬ 
its and a thorough investigation of costs. 

It is not so much doing without things we 
have been accustomed to having that counts, as 
it is living so efficiently that we will not have 
to do without them. 

False thrift—a mere curtailing of expendi¬ 
tures—saves nothing in the end. It merely dis¬ 
turbs the producing and distributing industries 
of the country at a time when they are, at 
best, passing through an unprecedented crisis. 

Postponed expenditures usually cost more 
in the end. Living efficiently, cutting down 
waste, saving what was formerly spent without 
a fair return—that is real thrift.—Dupont Mag- 


Digitized by 


Google 


HARDWARE WORLD 




H. O. ROBERTS 


A. R. SALE 


NATHAN ROBERTS 


ART!H R J. SCOTT 


Another group of state secretaries who have (lone excellent work for the interest of the retml merchants of 
ir respective states who are actuated t>v a sincere desire to serve their constituency. 


D. FLETCHER BARBER 


CHARI.ES IRELAND 


II. F. KRUEGER 


L. C. ABBOTT 


It must be a satisfaction to these men to see how the various associations have grown and prospered. 
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L. D. NISH 


P. J. JACOBS 



C. N. BARNES JAS. B. CARSON 




Four more energetic state secretaries, who do valuable work for the interest of their respective organiza¬ 
tions. 



GROVER T. OWENS 



WALTER HARLAN 


J. M. STONE 



T. W. DIXON 


Four Dixie secretaries, who are just as energetic and progressive business men as you would meet anywhere 
and who are doing good work in organizing the merchants in their respective states. 



IF YOU ARE LIABLE UNDER A WORK¬ 
MEN’S COMPENSATION LAW, THESE 
CASES WILL INTEREST YOU 

(Copyright by Elton J. Buckley) 
Workmen’s compensation laws have now 
been so generally passed throughout the States 
—all states, or very nearly all now, have such 
laws—that interesting and important cases de¬ 
cided under them are beginning to appear quite 
frequently in the reports. In fact, workmen’s 
compensation cases are beginning to form a 
little body of law of their own, most vital to 
every business man interested in workmen’s 
compensation, as practically every business man 
is if he lives in a state having such an act. For 
that reason I intend to devote an occasional one 
of these articles to reporting some of the cases 
under workmen’s compensation which would 
bear most directly upon the situation of the 
readers of this series. 

Readers hereof are doubtless familiar with 
the theory of workmen’s compensation: It is 
that when an employee meets with an accident 
arising out of and in connection with his em¬ 
ployment, he must be taken care of as a public 
duty, regardless of whether it was his employ¬ 
er’s fault or his own fault, or the fault of 
neither. Such laws have thrown upon all em¬ 
ployers a new and heavy burden, because they 


have made them financially responsible for con¬ 
ditions that they are not in the least to blame 
for, and for which very often the victim alone 
is to blame. Before workmen’s compensation 
laws were passed these cases stood on their 
merits, and if an employer was not to blame for 
them (or even if he was to blame, if the em¬ 
ployee was also to blame) he was not obliged to 
stand the loss. 

The main principle in workmen’s compensa¬ 
tion cases is did the accident arise out of and 
in connection with the employment? If it did, 
the employer is responsible, if it did not, he is 
not. In an effort to protect employees the 
courts have gone pretty far under this principle. 
I think the most remarkable case I have seen 
concerned an employee who, in connection with 
his work, slept one night in his employer’s 
house. During the night a little piece of some¬ 
thing dropped from the ceiling into his mouth, 
was breathed into his windpipe, he had a vio¬ 
lent fit of choking and burst a blood vessel. He 
claimed half his wages under workmen’s com¬ 
pensation and got them, the court deciding that 
this was an accident arising out of and in con¬ 
nection with his employment. 

* Another case seems to me to be even more 
remarkable in some respects. An employee who 
had some oily clothes on, knocked off his work 
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FRED GRIKBENOW 


F. X. BECHERER 


G. A. PAULY 


F. C. THORPE 


Another gTonp of association men whose work for 
thoroughness in business matters. 


their respective associations is characteristic of their 



E. BARROTT 



H. C. PARKER 


8. 8. REED 



J. D. PIERCE 



Four prominent retail merchants from four different states, who are always ready to serve their associations 
in any way. 





a minute to smoke. When he lit a match for 
this purpose his oily clothes caught fire and he 
was severely burned. When he claimed under 
workmen's compensation, his employer said, 
“No, smoking is not your work at all. The 
accident came from lighting a match to smoke, 
and did not arise out of or in connection with 
your employment." Certainly that seems 
sound, but the Pennsylvania Appeal Court gave 
him half his wages, deciding that he was techni¬ 
cally working for his employer when the thing 
happened. 

Here are brief summaries of some other in¬ 
teresting cases that might happen to almost any 
reader hereof: 

1. An employee, when leaving his employ¬ 
er's place of business one day, slipped on the 
stairway, made a misstep, lost his balance, fell 
and was hurt. He was through his day's work, 
but the court held that the accident arose out 
of and in connection with his employment. 

2. A clerk going on an errand for his em¬ 
ployer climbed on a wagon, so as to get to his 
destination more quickly. He fell off and was 
hurt, but here the court said the accident did 
not arise out of or in connection with the busi¬ 
ness. If he had fallen while walking, the deci¬ 
sion would doubtless have been otherwise. 

3. A merchant hired a painter to paint his 
store, not by the day, but for a lump sum. The 


painter hired a man to help him, and while this 
man was working on the job he fell and was 
hurt. Though not employed by the merchant 
at all, he tried to collect workmen's compensa¬ 
tion money from the merchant on the ingenious 
theory that the painter was the merchant's 
agent for the hiring of himself and, therefore, 
he was really the merchant's employee after all. 
The court decided against this. 

4. An employee worked part of the time in 
one building and part in another, going from 
one to the other as necessity required. While 
doing this one day he slipped on the ice and 
fell. The court held that this accident arose out 
of and in connection wuth the employment. 

5. A salesman for a wholesale house went 
to a town in the course of his rounds, and while 
going to a hotel, before he had even started in 
to work, slipped and fell. He claimed work¬ 
men's compensation, and the court upheld him, 
saying that in a sense he was working for his 
employer when the accident happened. 

6. In a wholesale house one day two em¬ 
ployees were skylarking. One threw a heavy 
object at another, and the latter, in an effort 
to catch it, broke his arm. Here the court held 
that the accident did not arise out of the em¬ 
ployment. 

7. An employee w r hile at work one day, had 
a fit, fell down and w r as hurt. He claimed com- 
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E. K. EVENS 


IRVING VAN VORIS 



J. M. CAMPBELL C. 8. ROBERTSON 


Who represent the extreme portions of the country in association work, and who can always be depended upon 
to do with their might whatever their hands find to do. 





E. M. HEALEY OTTO SOUGSTAD C. H. ROBINSON 

Four more prominent retail hardware men and association workers. 


W. J. DEERING 



pensation, but was denied it. The court said 
this was not an accident at all. 

8. Here is a peculiar case. An employee 
whose work took him outdoors some of the 
time, had a sunstroke and died. Claims for 
compensation was resisted on the ground that 
this was not an accident arising out of and in 
connection with his employment. The court, 
however, finally decided that it was. 

In all these cases the courts main object is 
to protect the employee, and they will go the 
limit to do that, it seems. A principle which 
runs through all of them is that an employee 
will not be denied compensation merely because 
his accident was caused by mismanagement of 
his job, unless that mismanagement was so gross 
as to amount to wilful misconduct. 


CHEERING SOME ONE ON 

Don’t you mind about the triumphs, 
Don’t you worry after fame: 

Don’t you grieve about succeeding. 
Let the future guard your name. 

All the best in life’s the simplest, 

Love will last when wealth is gone; 
Just be glad that you are living. 

And keep cheering some one on. 


Let your neighbors have the blossoms, 

Let your comrades wear the crown; 
Never mind the little setbacks 

Nor the blows that knock you down. 
You’ll be there when they’re forgotten, 
You’ll be glad with youth and dawn, 

If you just forget your troubles 
And keep cheering some one on. 

There’s a lot of sorrow around you, 

Lots of lonesomeness and tears: 

Lots of heartaches and of worry 
Through the shadows of the years, 

And the world needs more than triumphs; 

More than all the swords we’ve drawn, 

It is hungering for the fellow 
Who keeps cheering others on. 

Let the wind around you whistle, 

And the storms around you play: 

You’ll be here with brawn and gristle 
When the conquerors decay. 

You’ll be here in memories sweetened 
In the souls you’ve saved from pawn, 

If you put aside the victories 
And keep cheering some one on. 


The allies are your pals in the world war. 
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Recent Marketing Developments 

Some Things Worth While for Merchants to Think About 


(By George 

M OST retail hardware advertising is un¬ 
interesting, because it is aimed at no¬ 
body and hits nobody. 

Everybody knows what soap is for, yet the 
Ivory Soap Manufacturers, who get out some of 
the best advertisements, illustrate specific uses 
for their soap, instead of merely emphasizing 
the name “Ivory.’’ 

Point Out Each Group in Tour Community 
The hardware man should talk to a particu¬ 
lar group or class in his neighborhood or com¬ 
munity about what he has that will interest 
them. 

Point at each class with your ads. Don't 
advertise nails—but the different kinds of 
nails—nails for carpenters, farmers, poultry- 
men or fruit growers—talking to each group 
about what you have for their use and how to 
use them. 

The profit of a retail hardware store comes 
through the clerks’ hands and anything that 
will go to increase their knowledge of the cus¬ 
tomers’ problems and the real uses and pur¬ 
poses of the articles the store sells, will build 
permanent trade. 

Why Yon Lose Profit 

Recent investigations indicate that some of 
the profit that should come through the clerks 
is lost for the following reasons: Indifference 
of sales people is the cause of approximately 25 
per cent of lost sales; lack of tact, ignorance 
and over insistence of sales people causes ap¬ 
proximately 15 per cent of the lost sales ; at¬ 
tempts at substitution, errors and poor store 
management is responsible for the loss of the 
balance. 

Be a Host to Your Customers 

The value of proper conveniences provided 
for out-of-town trade—the fact that it is not 
fair to let the local hotel, depot, saloon or candy 
store furnish the rest room and conveniences 
for the out-of-town trade—that it pays to be a 
host to your customers. 

I have directly in mind the fact that all 
agencies seem to encourage, and some of the 
larger governmental organizations are fostering 
the direct buying from producer to consumer, 
without realization, apparently, that this sort 
of thing will work the potential ruin of legiti¬ 
mate retail traders in most lines. 

My organization is convinced that the in¬ 
vestigation of W. H. Ingersoll is correct, and 
that there will not be any more economical 
method of distributing the general run of farm 
and manufactured products than from the pro- 


H. Eberhard) 



No one connected with the trade has made a closer stndy of 
salesmanship In all its phases than Mr. Eberhard. 


ducer to the wholesaler, the wholesaler to the 
retailer, the retailer to the consumer. He is 
completely satisfied that there is not, and will 
not be, any other type of retail establishment 
so economical and efficient as the moderate 
sized independent, specialized retailer. After 
exhaustive study the conclusion is reached 
that the ordinary retail store is found to dis¬ 
tribute goods on a smaller ratio of operative 
expenses than the department store or the 
chain store. 

And when the transportation and service 
are taken into consideration, the same applies 
to the mail order house. The greatest reason 
that these large retail institutions can stay in 
business in competition with the small, inde¬ 
pendent specialized merchant, is that they se¬ 
cure lower prices on account of quantity pur¬ 
chase, and it did not appear that they earn the 
lower prices, which they receive. To quote di¬ 
rectly from a talk by W. 0. Ingersoll recently 
delivered before a retailers’ convention in St. 
Louis: 

“But let us return to the question of why the 
distrust of the retail merchant. I know that you all 
stand well individually in your communities, and that 
you have friends and customers who believe in you 
and trade with you; yet it cannot be gainsaid that 
there is deep skepticism, both as to the disposition and 
capability of the retailer. The repeated doubts ex 
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pressed in the public prints cannot fail to leave their 
impress on the readers ’ minds. And the effect is shown 
in part by the rapid and continuous growth and ex¬ 
pansion of the mail order houses, the department 
stores, and chain stores. It cannot be denied that the 
people are turning to them in large numbers, having 
faith in their large scale operations to effect savings. 

11 It is a matter of concern, for example, to manu¬ 
facturers to be confronted with the inroads which 
these large retail institutions are making upon the 
market. Their selling policies must be adjusted to 
the conditions in the field, and the demands upon 
them for greater discounts from the prices which you 
pay are more insistent year by year. 

44 Again, if you went before the committee of con¬ 
gress, for example, to argue in behalf of the Stevens 
bill, which would permit the maintenance of standard¬ 
ized prices on standard products, you would see with 
what skepticism our public men view the smaller mer¬ 
chants. 

4 4 It is not sufficient for us to take an attitude of 
indifference. It would be the greatest mistake to take 
Commodore Vanderbilt’s 4 the public be damned’ at¬ 
titude. Even our greatest monopolies, such as the 
Pullman Company, our public service electric and gas 
companies, our street car companies and our railroads 
have found that it doesn’t pay to ignore the public 
sentiment. The great corporations kept silent for 
years under criticism and the public thought there 
was no answer. 

4 4 It seems to me, therefore, that there are two 
or three main reasons for the misunderstanding exist¬ 
ing between the public and the retail merchant. To 
commence with, the business, the difficulties, the func¬ 
tions, the duties, and problems of the merchant are 
not appreciated by the public. In the second place, 
there are scamps among retailers — fakirs, jugglers, 
price cutters. 

f4 In the third place, there is no adequate leader¬ 
ship in the retail ranks. In saying this, there is not 
even by inference any reflection upon the able, un¬ 
selfish, liberal efforts put forth by the officials of your 
organization. Rather, I refer to the retailers in all 
lines of business and to the fact that there is no 
federation in this country of retail trade associations, 
to watch out for the interests of the retail merchant 
generally and to represent him in our halls at legis¬ 
lation, and at public gatherings, and to speak for 
him wherever he is misunderstood. 

Politicians Oive Attention to Organization. 

4 4 Just think a moment of what solicitude is shown 
for the farmer, and for the laborer in this country. 
It is because of organization and voting power. The 
farmers of this country have been vastly helped by 
the government — agricultural stations, agricultural 
schools, free seed, and other helps are extended to 
them, and properly so. The laborer is protected by 
laws governing hours of labor and rates of pay, and 
in many other respects. 

Our manufacturers are assisted by protective tar¬ 
iffs and by help from the Department of Commerce 
in scouring export markets for trade opportunities. 

But who has ever heard of the government making 
a study of retail'distributions for the purpose of help¬ 
ing the retailer, or of establishing schools for mer¬ 
chants, or sending them 4 seed’ or any sort? It is 
because the retail merchant has not seen to it that 
he was organized and represented. He has stayed at 
home while others went out and looked after their 
own interests. I believe that the welfare of the 
manufacturer and the public, as well as the retailer 
himself, depends upon stronger and more strongly 
supported trade associations among the retail mer¬ 
chants. Unfair competition cannot be curbed until 
the merchants who know what these things are speak 
in no uncertain voice, demanding their abolition. We 
are going to suffer from unfair price cutting, from 
exaggerated advertising, from the fake auctioneer, 


the traveling peddler, and all the other ills that beset 
us, until we get together and reach an understanding 
of what is right and what is wrong; reject from our 
organizations as members those who will not conform 
to the right, and insist upon legislation and its en 
forcement for purging business practices . 99 

The moral of all this is, not only strengthen 
your organization and work with it, as suggest¬ 
ed, but use intelligent publicity and paid ad¬ 
vertising, by providing a fund, through the re¬ 
tail trade organizations. Show the public at 
large that you have a clear, clean warrant for 
your existence, and that you serve them most 
economically. 

One other thought that I would like to leave 
with you, and that is, prepare your business so 
that the end of the war will not come as a shock 
to you, don’t let the rebuilding and rehabilita¬ 
tion of Europe confuse your thoughts. The very 
financial stress of the European nations will 
compel those nations to rehabilitate themselves 
in every possible way, and to sell us everything 
they can. 

If you don’t watch your inventory, so that 
when prices drop, the shock won’t cripple you, 
the end of the war will be remembered a long 
time by your bank balance. Buy and sell free¬ 
ly of the goods that turn quickly—standard, 
staple, advertised lines, but buy just reasonable 
stocks and turn them quickly. Quick turnovers 
on every possible item should be the rule, then 
you can’t get caught with a surplus stock on 
hand. The time to watch your inventory is 
now. 

My own conclusion as to the situation that 
will prevail following the assurance of peace 
—assuming, of course, victory for the United 
States and her Allies—will be a brief period of 
mental exhilaration, affecting largely the atti¬ 
tude of mind of the people, so far as it relates 
to their human sympathies—a feeling of relief 
—of optimism. 

The general disposition will be to view busi¬ 
ness with more or less uncertainty, and this un¬ 
certainty will probably accelerate the forming 
of unfavorable opinions as to the force of the 
“shock” to business resulting from the discon¬ 
tinuing of active war expenditures. This will 
undoubtedly cause a feeling of “hesitancy” on 
a number of the large and small trade. There 
will be a feeling that “it is best to wait and 
see,” and this in itself will react by causing 
the very condition of slow business that most 
everyone instinctively realizes will occur, even 
though they all desire good business after the 
war is over. 

There will be a great slowing down in almost 
every line of business, except the few specifi¬ 
cally benefited by peace, and even these will be 
obliged to withstand the downward trend of 
prices in the leading commodities. 

Of course, if peace is long delayed, condi¬ 
tions might even be more unfavorable and the 
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period necessary before there is a recovery will 
be that much more extended. 

It is far better to over estimate the serious¬ 
ness of the situation and prepare for it f than it 
is to view it optimistically and find that you 
are not prepared. 

If the majority of individuals and merchants 
are prepared for the worst, this in itself will 
prevent the worst from happening, in the inter¬ 
val following the declaration of peace. 

VARIOUS LIBERTY BOND ISSUEvS 

There are at present issued and outstanding 
four issues of Liberty Bonds, and soon there 
will be six issues. They are as follows: 

1. The original bonds of the First Liberty 
Loan; these bear 3 */•> per cent interest and ma¬ 
ture June 15, 1947, but are redeemable at the 
Government’s option on or after June 15, 1932. 
They have a conversion privilege. 

2. The original bonds of the Second Liberty 
Loan; they bear 4 per cent interest and mature 
November 15, 1942, but are redeemable at the 
Government’s option on or after November 15, 
1927. They have a conversion privilege. 

3. Bonds of the second issue which have 
been obtained by the conversion of bonds of 
the first issue into bonds of the second; they 
bear 4 per cent interest and mature June 15, 
1947, but are redeemable by the Government on 
or after June 15, 1932. They have a conversion 
privilege. 
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4. The original bonds of the Third Liberty 
Loan; they bear 4*4 per cent interest and ma¬ 
ture September 15, 1928, and are not redeem¬ 
able until maturity. They have no conversion 
privilege. 

The other two issues which will soon be out¬ 
standing will be 4*4 per cent bonds obtained by 
the conversion of bonds of the first issue, and 
4*4 per cent bonds obtained by conversion of 
bonds of the second issue, into bonds of the 
Third Liberty Loan. They will have no con¬ 
version privilege. 

WITHOUT SHIPS WE CANNOT WIN THE 
WAR 

The building up of vast armies, the manu¬ 
facture of mountains of munitions, the saving 
of food for our own soldiers and those of our 
allies are of no avail unless we have ships to 
transport our men, our munitions, and our food 
to France—an unbroken “bridge of ships.” 

Nearly 12,000,000 tons of Allied shipping 
have been lost since the beginning of the war. 
Only 6,606,275 tons of new ships have been built 
to offset these losses. Even with the addition 
of over two and one-half million tons of enemy 
shipping to the Allied resources, we are still 
2,632,297 tons short of the ships the Allies had 
in 1914. 

These 2,632,297 tons of shipping would 
maintain an army of hundreds of thousands in 
France. 


Try onr varnish stains for floors. 

In Walnut, Oak or Cherry, 

Or any paint you think you need 
Will make us just as merry. 

One of the many rhymes seen in 
the window of 

Douglas Brothers Hardware Store 
On Jerome Avenue 


March is the month of variable 
weather, 

Dark and cold days, with rain and 
sleet; 

Hope and good courage, put them to¬ 
gether, 

And with an Oil Heater makes com¬ 
fort complete. 

Douglas Brothers Hardware Store 
On Jerome Avenue 


Swat the fly! Swat the flyl 
It is all the rage; 

If you do not use a swatter, 

Catch him in a cage. 

We have both of these for you. And 
the sticky paper, too. 

Douglas Brothers Hsrdware Store 
On Jerome Avenne 


Advertising Rhymes 

FOR 

Hardware and House Furnishing 
Merchants 


Security on every key. 

When using locks of Tale, 

Is certainly a guarantee 
For you on every sale. 

Douglas Brothers Hardware Store 
On Jerome Avenne 


Made to Order to Suit Your Business 
In Ordinary Sign Lettering 
8 SIGN CARDS, 7x11, MAILED TO THE 
TRADE FOR ONLY $1.25 
It Pays Others—Also Will Pay You 
Send Me a Trial Order 


To keep your chickens ssfe from harm 
In your backyard or little farm, 

My poultry netting made for you 
In one-inch mesh and also two. 

Douglas Brothers Hsrdwsre Store 
On Jerome Avenue 


H. 8. GEER 

1S84 Jer oms Nvemm, Bren Ce. - New Yerfc 
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WHO IS RESPONSIBLE WHEN YOU STORE 
GOODS AND SOMETHING HAPPENS 
TO THEM 

(Copyright by Elton J. Buckley.) 

The question raised by the following letter is 
this: When you store merchandise in a ware¬ 
house, or in somebody else's building, and it is 
lost, destroyed or damaged, is the warehouse 
responsible ? 

Cincinnati, Ohio. 

Kindly give us information on this question, which 
we are now facing in our business here. Several 
months ago we had a chance to buy certain goods 
at a favorable price, and we stocked up pretty fully 
with them, and had them shipped, as that was a con¬ 
dition of the contract. Having not enough room in 
our own building, we stored some in a neighbor's 
third floor, which he lets out as a storage warehouse 
occasionally. About two weeks ago a fire occurred in 
the building where the goods were stored, and they 
were badly damaged by both fire and water. Not 
being on our own premises, they are not covered by our 
stock insurance, and unless we can hold the owner of 
the burned building responsible, the loss, which will 
be heavy, will fall on us. It does not seem as if we 
should have to stand it. The owner of the burned 
building carried insurance, but it does not cover our 
goods and he refuses to do anything. Please con¬ 
sider our case, and see if you can find some way in 
which we can collect from the owner of the burned 
building. E. O. N. & Son. 

I cannot say anything reassuring to this 
correspondent, for the law of warehouseman is 
too well established. There is only one chance 
that he can hold the owner of the building 
where his goods were stored responsible for his 
damage. If he can show that the fire was 
caused by the negligence of the owner of the 
building or some employe or agent of his, he 
can collect. Or if he was led to use the build¬ 
ing by some such statement as this by the 
owner—that the building was fireproof, when 
it was not, he can collect. But if nothing of this 
sort is in the case, he will have to stand the loss 
himself. 

The law has gone pretty far to protect a 
warehouseman, or person who takes another 
person's property on storage. No matter what 
happens to the goods—be they burned, or dam¬ 
aged by leakage, or rats or what not, or lost or 
stolen, the warehouseman is not responsible un¬ 
less it can be shown that the loss came about 
through his carelessness. This seems fair in the 
case of a fire, which is mostly an unavoidable 
accident, but not quite so fair in the case of 
theft, which can usually be prevented. But as 
I said, if the owner of the goods can show that 
the warehouseman should have prevented the 
theft, but did not, he can hold him responsible. 

This is from a leading case: 

A warehouseman is not responsible for goods de¬ 
stroyed by fire, not due to his negligence or that of 
his agents in the course of their employment, where 
due diligence has been exercised for their safety. In 
order to hold the warehouseman responsible, the owner 
of the goods must show negligence by the warehouse¬ 
man or his agents. 


The same rule is laid down in other cases as 
to damage by leakage, rats and where goods 
are lost or stolen. Did this happen through the 
carelessness of the owner of the storage build¬ 
ing—is the question in every case. 

What would be negligence? I will cite two 
cases one showing what is not negligence and 
the other showing what is. In the first case a 
fire broke out near a place where A had stored 
some goods. A became alarmed and asked B f 
the owner of the storage building, to let him 
get in and remove his goods. B refused, on the 
ground that opening the door of the building 
would expose the contents to sparks and 
thieves, and also in the belief that the fire 
would be shortly put out. This belief was 
wrong, B's building caught fire and A’s goods 
were destroyed. It was held that B was not re¬ 
sponsible. 

In the second case, a fire was also raging 
near a warehouse. Half an hour before the ware¬ 
house caught it was apparent that it was going 
to catch, it was highly inflammable and there 
was a high wind. The owner of the building 
did nothing, though if he had, he could prob¬ 
ably have saved much of the contents of the 
building. It was held that he was guilty of 
negligence and was responsible to the owners 
of the burned goods. 

Everything said above applies equally to the 
warehouse company, which does a regular stor¬ 
age warehouse business, and to the man with 
some space in his third floor that he doesn't 
use, and lets out to neighbors. But the regular 
warehouse companies, having been made wise 
by many law suits, will usually restrict their 
liability by making owners of stored goods sign 
contracts. It is well settled that a warehouse¬ 
man can restrict his liability for loss to goods 
stored with him, within certain limitations. He 
cannot limit his liability against loss or damage 
resulting from his own lack of good faith, or 
fraud. Nor can he limit his liability in cases of 
gross negligence. But in everything else he can 
tie you up so that you can collect little or noth¬ 
ing from him in case anything happens to the 
goods. Sometimes warehousemen overreach 
themselves in these contracts. In one case a 
warehouse company thought it would eliminate 
all of its liability in one sentence, and it used a 
receipt which provided that the goods were 
“held at owner's sole risk." The court, how¬ 
ever, said that this did not exempt the company 
from the necessity of taking due care. And the 
same decision was rendered in another case in¬ 
volving a warehouse contract which recited that 
the goods were held “at owner's risk of fire, 
loss or injury to warehouse." 


Fourteen months since the declaration of 
war, the U. S. Steel Corporation have been 
asked to erect a plant to build ships. Would 
that they had begun 14 months before the war. 
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SQUEEGEE TREAD TIRES 


THIS CARLOAD OF 

Diamond Tires 

for ARCHER & Wiggins co. poruano 


TWTOTOR cars must carry more 
“ton-miles” this year than 
ever before. 


The railroads have more than they 
can handle. Interurbans can’t take 
up all the slack. 


A purchased Thrift 
Stamp is a Soldier’s 
Life Insurance 
Policy. 

On sale at all 
Diamond District 
Offices 


the Diamond Rubber Co. 

(Incorporated) 

AKRON, OHIO 


We’re face to face with the biggest 
transportation year the automobile 
industry has ever seen. 


Now they are reaping a rich harvest. Car- 
owners, urged by the necessity of the times, 
insist on Diamond mileage for their money. 


You ought to be getting your share. Ask 
your Hardware Jobber for the Diamond 
proposition, or write us. 


Scores of far-seeing hardware mer¬ 
chants, anticipating the demand for 
“practical,” low-cost tires that deliver 
big in mileage, ordered Diamonds by 
the carload. 


Receipt of carload shipment of 
Diamond Tire# and Tube# by 
Archer A Wiggins, 

Portland, Ore. 
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America’s Farthermost Hardware Store 


Most Northern and Western hardware establishment in the world, at Nome, Alaska. 
Famous as the home of the Allan-Darling Dogs, now doing wonderful work in assisting our 
Allies. Nome is a summer resort, where residents of Siberia “run over” for the “week¬ 
end.” Mrs. Darling devoting her time to patriotic work. 


I N PREVIOUS ISSUES of the Hardware 
World we have shown the most Eastern and 
Southern hardware stores in the United 
States possessions. Now our readers may note 
in one and the same establishment the most 
Northern and fartherest Western store on the 
American continent. 

Get out your geography and verify this. 
Nome, Alaska, is west of Honolulu, and is as 
far west of Seattle or San Francisco and is as 
great a distance as Eastport, Maine, is east. It 
is less than 100 miles from Siberia from which 
country natives often “run over” to spend their 
week-ends. 

When Secretary Seward consummated the 
purchase of Alaska for $7,000,000 he was ma¬ 
ligned and ridiculed, and for a number of 
years Alaska was called “Seward’s ice box.” 

How little we of “the States” know of 
Alaska—an empire one-fifth the size of the 
United States, whose metal and mineral re¬ 
sources are beyond comprehension of every-day 
mortals. The coal resources of Alaska are ap¬ 
parently boundless. 

Ice Cream Freezers Not Sold Every Day. 

Our printers devil interpolates that it’s the 


only country where refrigerators and ice cream 
freezers are not in large demand, but he doesn’t 
know that in season it has one of the most tem¬ 
perate climates in the world. 

Still if you talk about cold weather, when 
land and water are frozen so that your breath 
crackles in the stillness, you can find it in 
Alaska with the thermometer from 50 to 60 de¬ 
grees below zero, as long as you care to 
stand it. 

But if you want mild, balmy weather, when 
children can go barefooted in the brooks and 
when the land looks as if a fairy had waved 
her magic wand over its gay-colored field, 
Alaska can satisfy you; and there are portions 
of it, too, where you can get as good a baking 
heat as you would find in the tropics. 

It was to such a country as this, that 
eighteen years ago C. E. Darling, then with a 
Western paint house, decided to go and take a 
supply of fire-proof paint for fire-proofing the 
miners’ tents. Once there, he decided to en¬ 
gage in the hardware business. 

Mr. Dean retired some time ago, but Mr. 
Darling with “Scotty” Allan still continues 
the Darling & Dean business, carrying $150,000 



Ordinarily carrying $150,000 stock, Darling & Dean Hardware Co., of Nome, Alaska, naturally have done an 
excellent business. 

The Hardware World regularly visits each month this most northern and fartherest western hardware 
store. 
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C. £. Darling, as he appears on a morning when 
“land and water are frozen so your breath crackles in 
the stillness.” While operating the farthermost hard¬ 
ware store on the American Continent, he is also proud 
to be the husband of Mrs. Darling. 

stock of hardware, ship chandlery, roofing, 
dredgers supplies, mining and mill supplies. 

If a hardware merchant in the “states” 
thinks he is doing business under difficulties, 
how would he like to be located in a place 
where he can only ship in goods for one hun¬ 
dred days during the year. Even under the 
most favorable conditions the shipping season 
lasts from June to October. 


Mrs. Esther Birdsall Darling, one of *he owners of 
the famed Allan - Darling dog teams, which are now 
doing such wonderful work in helping our Allies in 
France. 

Both by spoken and written word she has been 
assisting in patriotic work. Her latest book, “Baldy 
of Nome,” has a wide sale. 

As one instance of the stock carried, when 
Stefensson, the Arctic explorer, was outfitting 
for his Polar expeditions, he purchased $21,000 
worth of hardware from Darling & Dean in ten 
days. This was three years’ supply for three 
ships. 

Other Arctic explorers have also been out¬ 
fitted by them. 



The sled dogs of the Stefansson Canadian Arctic Expedition. These dogs formerly carried the mail to Nome, 
Alaska. Twenty thousand dollars worth of hardware to outfit three Stefansson ships for three years was pur¬ 
chased. Mr. Darling is shown standing at the right of the doorway, and a little further to the right is seen 
Stefansson, who will be identified wearing a derby hat. Between the two in the front is “Scotty” Allan hold¬ 
ing some dogs. 
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Mr. Darling first went to Nome to spend 
one summer. Sticking it out for eighteen years 
is a pretty good index of his “ stick-to-it-ive- 
ness,” but Mr. Darling comes of a good Irish 
family, Dublin being the place of his nativity— 
Dublin the home of Sinn Feiners, or “fine-sin¬ 
ners” who have been so much before the public 
as not liking the word “conscription.” 

But that is a different story and Mr. Darling 
does not sympathize with them in injecting 
into the present world conflict a religious prob¬ 
lem which has no part in it. 

During the winter when there is no oppor¬ 
tunity of leaving except by dog team, it might 
be called the “land of tomorrow.” You know 
when you don’t see a man today you can see 
him next day or next week, so there is no occa¬ 
sion to worry. When thus ice bound you have 
a splendid opportunity to “discover your own 
peculiarities.” 

Another Claim to Distinction. 

But operating the fartherest North and most 
Western hardware store is not the only claim 
for recognition which Mr. Darling admits. 
Bather it is he is fortunate in being the husband 
of Mrs. Esther Birdsall Darling. His business 
requiring most of his attention, he gave to her 
his interests in the Allan-Darling Alaskan dog 
team. 

We can only briefly refer to a few things, 
but if you want to hear someone put the 
“human touch” and tell the story of the won¬ 
derful work of Alaskan dogs, Mrs. Darling can 
give you a vivid and true picture. Her ad¬ 
dresses and lectures are most interesting, 

Someone has said, “money can buy every¬ 
thing except the wag of a dog’s tail.” He in¬ 
stinctively knows who is his friend. Mrs. Darl¬ 


ing has been the friend of many wonderful 
Alaskan dogs. 

Anyone who has had a dog of his own, 
knows the almost human intelligence they pos¬ 
sess, and Lieutenant Rene Haas, of the fYench 
Army, who was sent 10,000 miles to Alaska by 
the French Government to purchase the Allan- 
Darling dogs, said they seemed to have a “col¬ 
lege education.” 

When transporting the dogs across the 
ocean a difficulty that was expected hard to 
overcome, would be to keep them quiet, espe¬ 
cially when nearing the other side, but by talk¬ 
ing to them, just as you would to “people” no 
trouble was experienced. 

The only terms used in training Alaskan 
dogs are “Gee” and “Haw” which, of course, 
are understood by everyone, and a word that 
sounds like “Mush,” a contraction of the 
French word Marchon, taken from the famous 
French song Marseilles, and meaning to “go 
forward.” 

Ten Thousand Dogs Now Serving the Allies. 

It will be surprising to most of our readers 
to know that in France 10,000 dogs are now 
serving the cause of the Allies. 

The start was first made by securing 450 
Alaskan dogs and shipping them to France, and 
their number has been increased and other dogs 
have been purchased, so valuable have the first 
proved. 

In fact, Mrs. Darling has the Croix de 
Guerre awarded to her dog team in recognition 
of relief and rescue work which they have ac¬ 
complished. 

The work the dogs are doing as carriers or 
sled dogs, pulling ambulances, doing Red Cross 
relief work, guarding munitions and prisoners. 



One of the Allan-Darling dog teams, winner of the All-Alaska Sweepstakes prize, from Nome to the Arctic 
Ocean and return. 

Sometimes the dogs are driven with two leaders and sometimes with one. 

* ‘Scotty” Allan is shown with this team. 
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Quality has created national distribu¬ 
tion. From coast to coast, in this big 
country of ours, you’ll find PASCO service 
stations, PASCO enthusiasts. 

And it is just another case of ready 
appreciation—by dealers and buying pub¬ 
lic—of the genuine worth and the unique 
features of PASCO Wire Wheels. 

FOR FORDS 

Pleasure and Delivery Cars. Set of 5 wheels 
complete, in black, $75.00. 


The TANGENT METHOD of spoke 
lacing, the INDESTRUCTIBLE HUE 
CAP, and the SAFETY LOCKING DE 
VICE appeal to anyone who knows the 
shortcomings of most wire wheels. Arc 
PASCO BEAUTY attracts instant atten 
tion. 

If you wish we will gladly send de 
scriptive literature. 

FOR MAXWELLS 

Pleasure and Delivery Cars. Set of 5 wheels 
complete, in black or white, $100.00. 


Other Standard Colors $5.00 Extra Per Set 
Dealers: Write for our interesting sales plan. 


National Wire Wheel Works, Inc. 

Dept. “H,” Geneva, N. Y. 


Western Representatives: Bailey-Drake Company 
Offices: San Francisco, 149 New Montgomery Street 
Seattle, L. C. Smith Building 
Kansas City, 419 Rialto Building 
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The front dooryard of Nome in the winter on the Bering Sea, where the dogs furnish all the “motor” power 
for transporting provisions and supplies as well as mail. 

Mr. Darling is shown standing with one foot raised near the front of the sled. “Scotty” Allan is at the 
rear. They are out for a real joy ride in which the kiddies join with great glee. 


and serving as messengers and carriers, is 
probably given little thought. 

They seem never to tire, and it is only death 
or a serious wound that can stop them. 

The Alaskan dogs are a cross of the Mc¬ 
Kenzie River huskies and the bird dogs, and, 
with their long legs, are able to go through 
snow at a most rapid pace, and numerous times 
have saved lives of the soldiers at the outposts, 
which had been cut off from all hope of receiv¬ 
ing outside help. 


During a blizzard which lasted four days 
and four nights, in the Alps, 90 tons of ammu¬ 
nition and supplies were transported by dog 
teams. 

This was done under a continuous shell fire. 
They got through safely because they went so 
rapidly and so close to the ground it was diffi¬ 
cult to hit them. 

Once when the wires had been cut a roll of 
telephone wire was placed on a sled, to which 
had been hitched a team of these dogs, one end 



Sales windows are just as effective in selling hardware and household goods in the Arctic region, at Nome, 
Alaska, as anywhere else. 

This is a millinery display made by Darling & Dean Hardware Co., which attracted much attention^ all of the 
ladies 1 hats being made of articles kept regularly in stock, which the window trimmer took certain liberties in 
naming “Naughty” Widow, “Affinity,” etc. 
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GILLETTE 
Safety Tires 

A Co-operative Selling Plan 
that Puts Our Whole Organ¬ 
ization Behind Every Dealer. 

The Gillette Distributing Plan is, In its 
way, as remarkable as the Gillette Tire 
itself. 


Every Gillette Dealer is practically a 
member of our organisation. His business, 
the trade he builds, is of course his own— 
and will remain his no matter how big or 
prosperous it becomes. But his selling prob¬ 
lems are ours. We are all interested in the 
correct solution of those problems—for the 
smallest as well as the largest of our 
Dealers. 

The Gillette Contract is short, simple, 
easily understood. It confers upon the 
Dealer certain advantages which are 
plainly printed and thoroughly explained. 

While the Gillette Dealer has for sale a 
Quality Tire, with an unbroken record of 
extraordinary performances, he has also the 
assurance of splendid profits, and an in¬ 
creasing business that will always belong 
to him! We will never establish branch 
offices to compete with him. He is our 
branch office. We are all growing to¬ 
gether, parts of the same organization, 
equally valuable, one to another. 

This extraordinary tire and unusual dis¬ 
tributing plan has attracted a grade of 
Dealers such as we wish to have—ambi¬ 
tious, far-seeing men, who recognize this 
great opportunity and possess the ability 
to make the most of it. 

The 

Gillette Rubber Company 

GENERAL SALES OFFICE 
1834 Broadway, New York 

CHICAGO OPFICB FACTORIES 

122 MICHIGAN AVENUE BAU CLAIRE. WIS. 
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of the wire fastened to a tree, and they sped 
out on their trip, and before the work had been 
finished, between three hundred and four hun¬ 
dred miles of wire had been strung, again es¬ 
tablishing communication between the far away 
sentries and stations. 

In their war work the dogs are used in 
teams of fifteen and twenty each. The Allan- 
Darling Alaskan dogs have had their pictures 
painted and hung in the Museum of War in 
France in recognition of the wonderful service 
rendered. They have their regular camps and 
keepers and are an important unit. 

Alaskan All-Sweepstakes Race. 

While they have proven most valuable in 
Alaska as the only means of transportation, dur¬ 
ing the winter months some years ago, when 
no sport or pastime was to be had, the idea was 
conceived of a race from Nome to the Arctic 
Ocean and return, a distance of 408 miles. 

Contrary to the generally accepted idea, this 
is a most humane sport, for the drivers must 
see that their teams return in a fit condition 
and must take excellent care of the dogs that 
they will be in position to win the race, and 
every dog must be returned. As they would 
not wish to haul back a dead one they take 
care to keep them in good condition. A team 
generally consists of 10 to 15 dogs. 

The man who is the most careful and takes 
the best care of his dogs stands the best chance 
of winning and that is the reason why the 
Allan-Darling dog teams have won the race 
more times than all competitors put together, 
having been first four times and second twice. 

The Allan-Darling dogs established a 74-hour 
record in their race to the Arctic Ocean and 
back. 


It was this training and education that first 
attracted the French government to their work 
and which has since proved such a wonderful 
help in the world conflict. 

Mrs. Darling did not think at the time she 
began devoting attention to Alaskan dogs that 
they would play such an important part in sav¬ 
ing human lives, but now that they are on the 
battlefield, she is devoting her time, both with 
spoken and written word contributing to vari¬ 
ous charitable and patriotic institutions. 

Her book, “Baldy of Nome,” named after 
one of her famous dogs, has had a wide sale, 
and is one of the most interesting books of the 
year. 


It was unbelievable to the average American, 
but the daily revelations of the activity of Ger¬ 
man spies and pro-German propaganda makes 
people believe that Roosevelt’s warnings were 
based upon far more than any “ war hysteria”— 
even in spite of our earlier predilections he was 
nearer right than any public man in the country. 


ANNUAL CONVENTION OF ACCESSORY 
JOBBERS 

The next annual convention of the National 
Association of Auto Accessory Jobbers will be 
held at the Homestead, Hot Springs, Virginia, 
June 10th, 11th and 12th. 

Commissioner Webster has made arrange¬ 
ments that will insure a pleasant gathering, and 
it is expected the attendance will be large. 

Many matters of interest to the auto acces¬ 
sory jobbers and manufacturers will be dis¬ 
cussed, and the meeting will be an important 
one in every way. 



The interior of the Darling & Dean hardware store, where the Hardware World is a Tegular monthly vis¬ 
itor. This does not do justice to the store, which is 50x100 feet. 
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Colliers 


Have your brakes inspected 
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Makers of "Thermoid Crolide Compound Casings " and "Thermoid Cardan 
C Thermoid Rubber Co., 1913 
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Over 

5,000,000 

Motorists 


will read 
the 

Thermoid 

Story 



“i 

“ BRAKES B 
1 INSPECTED ■ 

u 



Go to your Dealer”— 


T HAT Is the doctrine we are 
preaching to over 5,000,000 
car and truck owners. 

In each of the forty adver¬ 
tisements being run in the pub¬ 
lications shown above we are 
urging motorists to Join the 
“Brake Inspection Movement." 
We are sending h i m to his 
dealer to have his brakes inr 
spected. 

If a motorist comes to your 
store for brake inspection, and 
you find that his brakes need 
new brake lining, it will mean a 
sale for you. 

Very likely he will also buy 
other necessary supplies and 
accessories besides brake lin¬ 
ing. It may be your opportunity 
to make a new customer. 

Thermoid superiority la proved 

If you will carry a stock of 
Thermoid Brake Lining, you 
will find that the service we 
give our dealers is equaled by 
the service Thermoid gives the 
motorist. 

Here are three reasons why 
Thermoid Brake Lining will 
give satisfactory service to 
your customers and thus in¬ 
crease your good will: 


2. More material, greater aervice — 

There is over 40% more ma¬ 
terial and 60% more labor 
used in the manufacture of 
Thermoid Hydraulic Com- 

f tressed Brake Lining than 
n any woven brake lining. 

2. Grapnalized —Thermoid Hy¬ 
draulic Compressed Brake 
Lining is Grapnalized, an 
exclusive process which cre¬ 
ates resistance to moisture, 
oil and gasoline. 

3. Hydraulic compreaaed, uniform 
throughout- l*>very square inch 
of Thermoid is hydraulic 
compressed at a pressure of 
2000 pounds. 

Endoraed by automobile manufacturer 

The engineers of fifty-one 
leading car manufacturers, ten 
of the most prominent axle- 
makers. all leading jobbers and 
thousands of dealers have se¬ 
lected Thermoid Brake Lining 
because of its dependability. 

If you have not received your 
copy of “The Brake Inspection 
Movement and What It Means 
to Dealers," write for it today. 

Our guarantee: Thermoid will 
make good or WE WILL. 


Brake Inepection Movement 

Prominent officials, leading clubs 
and organizations and motorists 
everywhere have endorsed this 
movement to reduce automobile ac¬ 
cidents, by having brakes inspected 
before tho touring season begins. 
Give it your support. Tie it up 
with your store. 


Will your car do this ? I 


1 hermoid Rubber Compaq^ 

Factory and Main Offices : Trenton, N. J. 

Branchea: 

York Chir*«.> San Fmnri*cn Indianapolis Drtroil L.* A nr He* Philadelphia 

Pittaburch Boston London Pan* Turin 

Canadian Distributors 

The Comedian Fairbanks-Mem Company. Limited, Montreal 
Branches in all principal Canadian cities 


Automobile engineers have proved 
that when brake mechanism is right 
and road conditions avornge, any 
car should stop at distances and 
speeds given by the chart. 

V * means the square of the velocity 
or speed of your car. 10.8 is the 
proved factor of retardation under 
average road conditions. This fac¬ 
tor decreases on smooth, slippery 
roads to 6.7 and increases as nigh 
as 17.4 on rough, worn roads. The 
chart represents the average condi¬ 
tion and other conditions can read¬ 
ily be figured by changing the fac 
tor within the given limits. 
Remember that your brake mechan¬ 
ism is not "right” unless its brake 
lining has the ideal co-efficient of 
friction. The better the brake 
lining the quicker your stop. 

Thermoid 

Brake Inspection Chart 
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Let Your Goods Talk 


A RE you giving your goods a chance to sell 
themselves ? Are you giving them a 
chance to attract the attention of your 
customers, and tell their stories 7 

A prominent dealer recently remarked that 
his accessory department did not pay and he 
had decided to discontinue it. How could he 
expect it to pay, when he kept his goods packed 
away where no one could find them? He was 
induced to purchase a show case, and to decor¬ 
ate his windows. Inside of two weeks he was 
doing a lively business. 

Your accessory stock will pay you a hand¬ 
some profit, if you will give it a chance. Ar¬ 
range your goods so that they can be seen by 
every one who comes into your place or passes 
your windows. 

It is not unusual for a customer to discover 
other articles he needs while in the store, but 
in order to do this, he must be able to see the 
goods and be attracted by them. 

You would not hire an expert salesman at 
$50.00 a week, and then permit him to sit 
around your store and do nothing. Why, then, 
should you allow your show windows to be idle ? 

Your windows are salesmen who work 
twenty-four hours a day, and require a very 
small expense account. They are valuable. You 
pay out good money in rent for your windows. 
Use them. Properly trimmed, they will act as 
sentries to stop the people passing your store 
and direct them inside. 

Many dealers expect to get business by put¬ 
ting half a dozen cans of grease and a few cast¬ 
off parts together. Don’t make your window 
a storage place or trash pile. Trim it up so that 
every one who passes will be obliged to stop and 
look over your goods. 

The great Atlantic and Pacific Tea Co. is 
today operating 3.418 stores. They would hold 
no such record had they tried to sell their goods 
by packing them away under the counter and 
trimming their windows with only a half dozen 
packages thrown in at random. These stores 
may well give the retail merchant in any line 
something to think about. 

The United Cigar Stores Co. operates over 
1,300 stores. In every one of the 1,300 stores 
you will find a neatly trimmed, business-build¬ 
ing display window. The Wool worth Stores 
owe a large part of their big business to their 
ability to attract customers through their win¬ 
dow displays. 

You are selling goods to the same people 
who trade at these stores. Why, then, should 
you not adopt the same methods for attracting 
their attention to your goods.—Stewart Lever. 


Give the world the best you have and the 
best will come back to you. 


A. J. Kalin has purchased the interest of R- C. 
Taylor in the TayloT Hardware Co., at Brawley, Cal., 
and the corporation is to be reorganized, rechristened 
and the capital stock increased from $25,000 to double 
that amount. Other stockholders are James and Harry' 
Sloan, F. H. Girvin, and H. S. Gipe. A. J. Kalin will 
remain president of the reorganized company, H. S. 
Gipe, secretary, and F H. Girvin, manager. They will 
handle hardware and auto accessories. 

- » 

•The Roberts-Dearborne Hardware Company, of 
Carlsbad, New Mexico, have found it necessary to in¬ 
crease their capital stock from $12,000 to $15,000, fully 
paid up. They plan to add materially to their stock 
and increase the lines which they have been handling. 
They handle a general business, with everything per¬ 
taining to hardware, house furnishings, tinning and 
plumbing, and in addition operate a paint shop and 
harness shop and kindred lines. The business was es¬ 
tablished in 1889, and they are recognized as one of 
the leading retail hardware companies of the state. 


NORWESCO WINDOW AND COUNTER 
DISPLAYS 

Norwesco displays are designed to do just one thing 
—to help the dealer sell more Norwesco Utilities. 

Each display holds a filled can of Se-ment-ol, the 
self-acting radiator cement; Skalex, radiator cleaner; 
Norwesco Mohair Dressing and Lining Dye; Norwesco 
Utility Black, air drying enamel; Norwesco Leather, 
Pantasote Top and Upholstery Dressing, and Norwesco 
Valve Grinding Compound. 

The d i s- 
plays are litho¬ 
graphed in six 
colors. Behind 
the filled cans 
printed on the 
background is 
an actual repro¬ 
duction of each 
can. In this 
way the goods 
are always dis- 
played, even 
after the filled 
cans are sold. 

On both 
sides of the 
chemist figure in the circle, a pocket is provided hold¬ 
ing fifty eight-page folders, “ Longer Life for Your 
Car.” These folders thoroughly describe the Big Six 
Norwesco Utilities. The most natural thing in the 
world for the waiting customer to do is examine the 
different utilities. They are all removable. The de¬ 
scriptions are easily read and the prices are plainly 
marked on the literature that accompanies each dis¬ 
play. The display is always there, and always ready. 
The customer can sell himself about as easy as you can 
sell him. 

In the window, they are a real sales force—a force 
that not only attracts the passing motorist, but brings 
him into the store to buy. The combined effect of 
Norwesco counter sets and window displays gives a 
sales pulling power that should not be overlooked. 
They are silent salesmen, and make the store the con¬ 
necting link between the motorist and Norwesco 
products. 

The readers of the Hardware World can secure 
these displays by writing the Northwestern Chemical 
Company, Marietta, Ohio. 
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POSOEUtnr-WABB 

Inferior insulators, like cheap porcelain-ware 
cups, break under audden changes of tempera¬ 
ture. 


BTONB-WABB 

Stone-ware withatanda extremea of heat and 
cold. That ia why Vitriatone inaulatora do not 
break. 


Dealers are Cashing in on Red Head Plugs 

Why the Story of Vitristone is Providing a Powerful Sales Builder 


JLf OTORISTS used to buy spark plugs care- This story is told in Red Head advertising in 
lessly. Many still do. the Saturday Evening Post, Country Gentle- 

But thousands are learning every « man and nineteen other publications 

Hnv th»t nln« With inferior ins,,. VST ■ reaching more than 20,000,000 


lessly. Many still do. 

But thousands are learning every 
day that plugs with inferior insu¬ 
lators cannot stand up under the se¬ 
vere operating conditions of the mod¬ 
ern engine. 

That is why Red Head dealers are 
cashing in so heavily on the increas¬ 
ing demand built up by the interest 
of motorists in the story of Vitri- 


mg demand built up by tne interest chalky, inferior in- Jobbers and dealers who are pre- 
of motorists in the story of Vitri- Snde^^en^iLggrd 1 ! pared to meet this enormous demand 
stone—the insulator that resists heat crystalline vitristone are making quick and profitable 

. ., ,. withstands the ie- , ° n 

and vibration. verest conditions. turnovers. 


readers. 

In every state, thousands of motor¬ 
ists, convinced by the sincerity and 
common sense of the Vitristone mes¬ 
sage, are buying Red Head plugs. 

Jobbers and dealers who are pre¬ 
pared to meet this enormous demand 


Write Today for Complete Details 

Emil Grossman Mfg. Corp. 

Bush Terminal, Bldg. 20 Brooklyn, N. Y. 


(ftedtUacC 
VltnStc 


(F) Red Head Vitristone, %"-18 Big 
Boy. For high-powered engines . . . .$1.25 

(0) Red Head Vitristone Priming, H- 
inch Long Body, accessible type for 
Fords.$1.50 


(D) Red Head Vitristone, %"-18 Standard. An all¬ 
purpose plug.$1.00 

(B) Red Head Vitristone Long Body Special for 
Fords. Very accessible.75c 


(H) Red Head Vitristone Motorcycle metric plug. 

Protected from carbon.$1.00 

(I) Red Head Truck and Tractor plug. Mica pro¬ 
tected by Vitristone.$1.50 
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Your windows should be the magnets to pull trade your way. If you are not using them, then you alone are 
to blame, and you alone the loser. 


I 


THE PUNCH IN THE PINCH 

Who cares if lie’s stalwart and able and fit? 
Who cares if he’s clever—a bit of a wit? 

When there’s some one on bases we want him 
to hit, 

That’s a cinch. 

He may be a jolly companion at lunch, 

Or good at a bargain—but still I’ve a hunch 
It’8 back to the minors if he lacks the punch, 

In the pinch. 

Who cares if he’s been forty years in the game 
And knows all the ins and outs of the same, 
There are times when the business needs more 
than a name, 

That’s a cinch. 

We want—not a man who can holler and bellow 
And not a mere jokester or jolly good fellow— 
We want to be sure that the yap won’t be 
yellow 

When it comes to the pinch. 

What odds does it make that he owns wads of 
money ? 

What odds that man’s disposition is sunny, 

If he tries now and then to pull off something 
funny ? 

Its a cinch. 

We want no four-flusher whose courage is 
cracked 

And many a guy on the job has been sacked, 
Cause when needed the most we found that he 
lacked 

The punch in the pinch. 


CUTTING PRICES. 

The dealer sat behind his desk 
And watched the trade go by. 

"I do not understand,” said he, 
“My prices are not high. 

And when a bargain presser comes 
“I cut them on the sly.” 

“That is why,” said the little bird, 
“That all the trade goes by.” 


SOUTHERN CALIFORNIA DEALERS nOLD 
INTERESTING CONVENTION 

The Retail Hardware Dealers in Southern 
California recently held their semi- annual meet¬ 
ing at the Virginia Hotel, Long Beach. The 
banquet that concluded the session was at¬ 
tended by about three hundred and fifty. Dis¬ 
cussions were had on various subjects vital to 
the hardware merchants, making this an un¬ 
usually interesting convention. 

The Southern California dealers are firm be¬ 
lievers in the value of organization and co¬ 
operation, and this subject was splendidly em¬ 
phasized by Ira W. Byrnes. The Southern Cal¬ 
ifornia merchants, under the leadership of their 
executive, P. L. Lord, are a splendid example 
of team work. Mr. Lord was untiring in his 
work to make the convention a success. Among 
others to whom much credit should be given are 
L. C. Scheller, Shannon Crandall, M. M. Deitz, 
J. B. Kendal, L. T. Hammersley, Bruce Moore, 
Secretary Marks and Don Stauberg, who were 
also on the program. 

The California Hardware Co. presented gifts 
to a number of fortunate ones, which added 
interest to the meeting. 
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N EVER in the history of this coun¬ 
try has conservation been so 
forcibly urged. In all walks of 
life the individual is seeking the utmost 
for the dollar expended. The DREAD- 
NAUGHT TIRE is a supreme example 
of the spirit of the times. Its very name 
proclaims its ruggedness, doggedness 
and its ability to withstand the hardest 
wear and tear. 

GUARANTEED 5000 MILES 

but good for many hundreds more 

Made in two treads— the DREADNAUGHT VACUUM AND THE DREADNAUGHT RIBBED. 
SUPER - DREADNAUGHT INNER TUBES are likewise the best buy on the market. 

PACIFIC COAST DISTRIBUTORS 


8TREVELL-PATERSON HARDWARE 00. 

Salt Lake City, Utah 
DREADNAUGHT TIRE AGENCY 

1200 Eaat Pike 8t., Seattle, Wash. 
JAMES RAFTERY 

W. 617 Second Ave., Spokane, Wash. 
AUTO ACCESSORY ft SPEEDOMETER 00. 

Denver, Colorado 


DUNHAM, CARDIGAN ft HAYDEN CO. 

2 Kansas Street, 

San Francisco, Cal. 

THE P. J. CRONIN CO. 

129 First St., Portland, Oregon 

DREADNAUGHT TIRE CO., OF LOS ANGELES 
631 South Olive St., 

Los Angeles, Cal. 
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ARCHIBALD DOUGLAS McMULLEN 


HEADS NEW AUTO ACCESSORY JOBBING 
HOUSE 

The Motor Mercantile Co., the only exclusive auto 
accessory jobbing house in Salt Lake City, has been 
organized with A. D. McMullen as president, E. J. 
Raddatz as vice-president, F. A. Pyke as secretary, 
who, with J. P. Gardner and V. A. Culver, are also 
directors. 

While Salt Lake City has a number of auto acces¬ 
sory jobbers yet the new house will confine themselves 
exclusively to handling auto accessories. 

A building is being completed for occupancy, and 
they are placing their orders and contracts i'or those 
lines for which they will be distributors of in the 
inter-mountain country. 

Mr. McMullen was formerly with the well-known 
house of Strevell Paterson Hardware Co., and more re¬ 
cently with the Capital Electric Co., and is well known 
to the trade. 


PROPER WAYS OF ELIMINATING 
SQUEAKS 

One of the most annoying things about an 
automobile is a squeaky spring. When a mo¬ 
torist complains about it to his garage man or 
to the dealer who sold him the car, it is evident 
that he has not been using the right kind of 
lubricant. Plain oils and greases squeeze out 
and permit friction between the bare metal of 
the leaves. The proper lubricant is one that 
will form a tough, enduring film between the 
leaves, preventing metal-to-metal contact. 

The Joseph Dixon Crucible Company, man¬ 
ufacturers of Dixon’s Motor Graphite, give this 
advice about lubricating the springs: Jack up 
the car so that all the weight is off the springs 
and spread the leaves apart with a screw driver 
or instrument provided for that purpose. Then 
smear a creamy mixture of kerosene and Motor 
Graphite between the leaves. 

Springs thus treated will ride much easier 


and will be entirely free from squeaks. If the 
graphite is of pure flake variety, it will adhere 
to the surfaces, filling up and smoothing over 
the minute irregularities and will not squeeze 
out. 



PASCO WHEELS ARE TIRE SAYERS 

Attention is called to the Pasco wheels, manufac¬ 
tured by the National Wire Wheel Co., of Geneva, N. 
Y., the largest manufacturers of the kind in the coun¬ 
try. 

Wire wheels for Fords and other cars with spoke 
lacing in which each spoke crosses four others in both 
front and back rows. Hub caps are white metal cast¬ 
ings and wheels are so laced that all nipple heads on 
the spokes come under tire beads, preventing tubes be¬ 
ing scratched by spoke heads. Valve hole is placed 
where the largest air chuck can be used without inter¬ 
fering with spokes. A locking device prevents wheel 
from loosening while in motion. Wheels furnished 
complete with four inner hubs permanently fixed on 
car axles. To make change, release safety lock, un¬ 
screw hub cap, slip off wheel, put on spare wheel and 
replace cap. Set consists of five wheels, four inner 
hubs, four hub caps, dust cover for spare wheel, name 
plate and wrenches. With Ford wheels bearings are 
included. 

There iB an increasing demand for Pasco Wire 
Wheels, for it is well known that as heat is a fatal en¬ 
emy of rubber, and as wood is a nonconductor of heat, 
all heat that is generated in the tire through friction 
while driving, as well as the heat of the road itself, dur¬ 
ing hot weather, is continually being stored in the rim 
of a wooden wheel without means of escape. It is 
claimed that tires on wooden wheels are as much as 80 
degrees higher in temperature than the tires on wire 
wheels under the same driving conditions. This is 
point that it is well to emphasize when talking to cus¬ 
tomers and prospects. 

The National Wire Wheel Works will be glad to give 
any information to our readers upon request. 


In a deal between John C. Lawrence, of Spokane, 
Washington, and M. E. and EL T. Hay, of Wilbur. 
Washington, the Lawrence-Fisher Hardware Company 
stock has been turned over to M. E. and E. T. Hay, 
in part of the consideration, so we are informed. 
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» travelers of the sea pursue their 
confident of safe voyage, knowing 
he faithful bellmen of the deep stand 
against mishaps. 


Cleveland. Ohio 


St. Louis, Mo. 
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AN ENERGETIC WESTERN SALES 
REPRESENTATIVE 

Norman Cowan typifies the western spirit, 
and is a real live and enterprising sales repre¬ 
sentative. 

He was for many years identified with the 
well known firm of Hughson & Merton, but 
several months ago severed his connection with 
them, and is now the western representative of 
Swan & Finch, L. P. Halladay Co., General As¬ 
bestos & Rubber Co., Prismolite Co., Howe Mfg. 
Co., “X” Laboratories, Gray & Davis and N. 
A. Petry Co. 

He sells only to the jobbing trade. Mr. 
Cowan ’a training and experience enables him 
to give the factories mentioned most excellent 
representation, and they are fortunate in having 
their interests looked after by him. 


Dr. Newell Dwight Hillis is authority for 
the statement that in one of the North Carolina 
hotels are quartered one thousand or more Ger¬ 
man officers taken from the raiders that were 
sinking the ships of America and her allies, 
and causing the destruction of life and property 
—that they are being paid their salaries by our 
government, provided with means of recreation, 
and pleasure, tennis, golf, polo, and living a 
happy and pleasurable life. 


Germany believes thoroughly in socialistic 
theories and propaganda—for other countries. 
But within her boundaries socialists who at¬ 
tempt to practice such, are lined up against 
the wall. 


When your son or daughter comes home 
from school or college, filled with socialistic 
theories, you know you have a pro - German 
teaching them. 


NEW YORK CITY FIRE DEPARTMENT 
PURCHASES GILLETTE TIRES 

The Fire Department of the city of New York has 
placed a large contract with the Gillette Rubber Co., 
for furnishing and delivering pneumatic tires and tubes 
for 1918. 

This is a tribute to the merits of the Gillette tires, 
for all tires were put through the most strenuous test 
of any place in the world, and they are very careful 
in the selection of their tires. The Gillette Rubber 
Co. naturally feel complimented to obtain the contract 
for the ensuing year’s supply. 

They also say that they have been having excellent 
reports from their large jobbers in the West, among 
whom are the Marshall Oil Co., Marshalltown, Iowa; 
the Herman-Sanford Saddlery Co., Springfield, Mo.; 
the John C. Nichols Manufacturing Co., Sheboygan, 
Wis., etc. 

They claim that in building their quality tires by 
their chilled rubber process, their tires are the toughest 
rubber known. They are greatly pleased with last 
year’s business, as well as the outlook. 


SUPPLEMENTAL BASE FOR AUTO JACKS 

The article here¬ 
with illustrated is 
just being placed 
upon the market 
by Lane Brothers 
Company of Pough¬ 
keepsie, N. Y., for 
use in connection 
with Jacks of their 
manufacture. 

In an emergency 
it sometimes hap¬ 
pens that auto 
jacks have to be 
used on very soft 
ground. 

In such cases, of 
course, an excep¬ 
tionally large base 
is desirable for the 
time being; where¬ 
as, in the majority of cases this extra size of base is 
only an annoyance, an additional weight to handle, and 
always cumbersome to carry. 

The Lane Supplemental Base meets these occasional 
requirements for larger area without any disadvantages 
for regular use. Being flat it can be carried in the bot¬ 
tom or against the side of any tool compartment with¬ 
out occupying appreciable room and is not handled at 
all until needed. 

To attach for use, the .lack is simply placed in posi¬ 
tion on the Supplemental Base and clamped by turning 
a button. 

Made in one size for Lane Jacks only, and we under¬ 
stand may be used with any of the various sizes manu¬ 
factured by this company. 


The People’s Hardware Co., successors to Tash & 
Akers, at Heppner, Ore., was recently organized with a 
capital stock of $35,000. They will also take over the 
machinery and farm implement business of Vaughn 
Sons, at Heppner. The latter concern, however, is con¬ 
tinuing the handling of automobiles, fann tractors, etc. 


W. S. Clark & Sons, of Eureka, Cal., have an 
nounced the sale of their business to Leon Baker, of 
Areata, and Allen Crosby, of Nebraska, who have been 
conducting a business in Areata for the past two years. 


Mr. Shearer, of the hardware firm of Shearer & 
Albritton, at Alspaugh, California, has purchased the 
interest of his partner and will continue the business. 
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Century- Plainfield 

TIRES 


A Big Service Tire 
A Big Guarantee 
An Oversized Tire 
Satisfied Users 

Century 

Plainfield Tires 

carry the highest guar¬ 
antee because they are 
super-service tires —they 
are high QUALlTYtires, 
too, they’re oversized. 

The company makes 
good on every Century 
Plainfield Tire that fails 
to give service. 

Some Good Territory Open. 

Write for Dealers’ Proposition. 




CENTURY- 

PLAINFIELD 

TIRES 


Smooth Tread 5000 miles 
Non-Skid 6000 miles 


Ford Sizes 

Smooth Tread 6000 miles 


Skid 


miles 


Non 


7500 


TERRITORIAL DISTRIBUTORS 


BAKER, HAMILTON St PACIFIC CO. 

SAN FRANCISCO 


J. B. WOOD TIRE CO. 

923 E. 3rd ST., LOS ANGELES. 


R. M. WADE St CO. 

PORTLAND AND SPOKANE 


CITY SEBVICE STORB 

HOELLE- RUBBER SALES GO 

Branch and Warehouse 

430 Golden Gate Avenue 
SAN FRANCISCO 


'PLAINFIELD jfitCCOL 

“A snbildiary of the Rubber Insulated Metals Corporation, 
axel a lire manufacturers of the BIMOO Bnbbtr products by the 
BLCHBMO process.” FACTORIES, PLAZBTTELD, N. J. 
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HE MAKES AND STANDS THE SPOTLIGHT 

Several years ago, Chas. Kaufraann operated a 
foundry at Santa Ana, California, and being of an in¬ 
ventive turn of mind, and seeing the necessity for a 
good light for traveling at night in order to note the 
turns in the road he conceived the idea of the Silver- 
beam Spotlight, something that should be better than 
anything on the market. He had previously invented a 
screen for launches, by which the exhaust could be made 
directly into the water. So in making the Spotlight, he 
wanted to make something that would be better than 
anything that was then being sold. 

It was hard work at first to become established. 
He started in by making one or two lamps a day, tak¬ 
ing these out and selling them, so as to secure enough 
funds to purchase additional material, the operations 
being repeated over and over again until he accumu¬ 
lated the necessary capital to engage in business on a 
larger scale. 

Unfortunately he became involved in a partnership 
dispute, but we understand that in the various actions 
that have been taken in connection with the manufac¬ 
ture of his spotlight that Mr. Kaufmann has come off 
victorious in every case, he himself securing an in¬ 
junction and collecting damages against those who 
infringed on his patent. 

Sufficient capital was secured some time ago for a 
factory of ample size that could meet the demand for 
their light. Everything is now made complete in the 
lamp with the exception of the bulbs. Only about 40% 
of the bulbs are accepted that are furnished to him, 
so careful is he in the inspection. 

The same care is exercised in the manufacture of 
the shape and finish of the reflector. Seven different 
processes are necessary in oTder to turn out the com¬ 
pleted article, which is made of spun brass, and not 
of steel. 

They have developed a large sale all over the coun¬ 
try on the Silverbeam. 


The Valley Hardware and Furniture Company, at 
Ramona, California, who sell hardware implements and 
household furnishings, report a very satisfactory sea¬ 
son’s outlook, and expect to keep quite busy. 


The Holcomb Hardware Co., of Banning, Cal., re¬ 
ports a very satisfactory season’s business and a good 
outlook. They carry full lines of everything pertain¬ 
ing to hardware, house furnishings, and farm imple¬ 
ments. 


Whatever it is that has been responsible for 
the remarkable growth of the I. W. W. jKhd 
anarchist element in this country the past six 
years, it is time now to take effective action to 
stamp it out. Let the officials know that jrou 
are back of them in enforcing the law. 


Ordinarily we do not believe in investiga¬ 
tions jn times of great national stress but the 
investigations so far held in Congress seem to 
have been necessary and fully justified. 


The Kaiser was right. There is no $uch 
thing as a German-American. j 


RETRY 

CUT-OUT 


Sizes — 1 V& 
to 3 Vi" 
Price $4 to $6 


Dealers Write or Wire 


Oases expelled to the rear through pat¬ 
ented flared opening, prevents all 
back pressure. Lever has seven 
adjustments which make easy, in¬ 
stallation. Spring it away from the 
body of Cut-Oat, 4eee 
not absorb heat, has ,» 
simple ten*, 
s i o n ad¬ 
justment 
and easy 
notion, mat 
strain on 
the ex- • - 
haust ptpl 
Ends ae- * 
curmtely 

machined for pipe siae, 
and fitted with set i 
which insures a per 
flat 



nently rigid installation. 


N. A. PETRY COMPANY. Inc. - 1306 Race Street I 




BUTENBEB ELBC- 
TBIC TABLE 
STOVE 

Model 206 

Is one of the Job¬ 
ber’s o r Dealer’s 
quick, sure sellers. 
Square cooking sur¬ 
face, seven by seven 
inches. 

Furnished complete 
with all the neces¬ 
sary cooking utensils. 
Full nickel finished. 


W e manufacture a 
full line of Household 
Appliances. 

Write for our com- 
p 1 e t e Catalog and 
Trade Discounts. 

RUTENBER 
ELECTRIC CO. 

Marion, Ind., U. S. A 
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Plumbers Safety Chain 
To Ships’Anchor Chain 






The Complete Chain Line 

Weldless, Electric Welded, Fire Welded 
All Sizes, All Styles, All Finishes 

AMERICAN CHAIN COMPANY, Inc. 

BRIDGEPORT, CONN., U. S. A. 


Boston Office: 

107 Massachusetts Ave. 


Chicago Office: 

529 West 12th Street 


San Francisco Office: 
714 St. Clair Building 


Largest Chain Manufacturers in the 


In Canada—DOMINION CHAIN CO., Ltd., Niagara Falls, Ont. 
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Transmission 


otters a remarkable business opportunity for 
live hardware dealers. 


Because it is superior in service to any cotton lining 
heretofore produced. Quicker in action, as sure as it 
is speedy. Quiet—absolutely chatterless. Compactly 
woven, like the famous S-M-C Brake Lining, then treated 
with a perfected compound which makes it slip-proof, water¬ 
proof and oil-proof. 

$1.00 Complete 

Set for Fords includes three proper lengths for Ford transmission 
bands and all rivets required, all boxed in a handy package. 

“As easily sold as a package of tacks and a lot more profitable.*' 

Get our quantity prices for dealers—write for it on your letterhead. 
Use it as a lever to pry loose the big trade of the users of “The Uni¬ 
versal Car.” 

STAYBESTOS MFG. CO. 

The “Modem” Factory Equipped to Make 
AU Width* Up to 6 Inches 

5547 LENA STREET 

PHILADELPHIA, PA. 






*?<> 

'°o%% \ 
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F. G. HIGGIN TO REPRESENT LOCKWOOD 
MANUFACTURING CO. 

F. G. Higgin, well known throughout the 
West, by reason of his long connection with 
the trade, is now western sales representative 
of the Lockwood Manufacturing Company, 
manufacturers of builders' and ship hardware, 
of South Norwalk, Conn. 

Mr. Higgin was with the Geo. Tritch Hard¬ 
ware Co., of Denver, Colo., for twelve years, 
and for almost fifteen years was with the Pa¬ 
cific Hardware and Steel Company. 

He has always paid particular attention to 
builders’ hardware; in fact, that may have been 
said to be his specialty. He will represent the 
Lockwood Manufacturing Company throughout 
the Pacific Coast, and far West. 


WHY SOME MERCHANTS LOSE TRADE 
TO MAIL ORDER HOUSES 

Husband—“Did you buy those goods in 
town today?’’ 

Wife—“No, I went to town and looked 
around but no one seemed to have what I 
wanted but Exeter Brothers. And you know 
how their store looks. I think they’ve got a lot 
of the same goods they had when they started. 
At least their shelves look the same.” 

Husband—“Yes. I know they don’t take 
much pride in their store. But what are you 
going to do about getting the goods?” 

Wife—“I guess I’ll send to the Mail Order 
House for them. I don’t want to buy that old 
stuff at Exeter’s.” 

Moral—Clean out the dead stock on your 
shelves. Freshen your store in every way. 
Change the location of certain merchandise, 
counters and show cases. Customers do not like 
to believe they are buying old stock. 


The Mail Order House realizes this, there¬ 
fore they change the location of merchandise, 
pages and paragraphs in their catalogues, issue 
entirely new catalogues, and otherwise present 
their merchandise in a fresh manner. 


Congressional investigations into war activ¬ 
ities are to be deplored at the present time, but 
it must be admitted that the necessity for such, 
is more to be deplored. 

Honest officials who are doing their utmost 
to speed war activities will have nothing to fear, 
but should court investigation, in order that 
the country may maintain its confidence in what 
is being done. 

It is fortunate that at the head of the Senate 
investigation committee is Senator Chamberlain, 
a well-known Democrat. Thus no charge of 
political activity could be sustained against him. 

The country has confidence in President Wil¬ 
son, and in his sincere desire to do everything 
to win the war in the shortest possible time, and 
at the least expense of life. But the war is 
bigger than any one man, or any party, and in 
order to maintain the full confidence of the 
nation, it may be necessary to investigate con¬ 
ditions and find out why things are not being 
done that should have been accomplished. 

STICK TO IT TILL IT’S DONE 
Stick to it till it’s done— 

Stick to it, boy; don’t chuck it up 
Because there’s somethin’ new 
That’s glimmerin’ in the distance 
An’ fascinatin’ you. 

Why, make believe there’s nothin’ beats 
The job you’ve just begun, 

An ’ keep right at the thing you’ve got— 
Stick to it till it’s done. 

There’s lots o’ things looks mighty good 
When first they heave in sight; 

The rosy dawn o’ mornin’ don't 
Tell nothin’ o’ the night, 

Nor nothin’ how you’ll have to sweat 
Beneath the broilin’ sun; 

You’ve got your work to do today— 

Stick to it till it’s done. 

If you just keep a-pluggin’, boy, 

Put ev’ry ounce you’ve got 
O’ pep an' grit an’ smiles an’ song 
Into your daily lot, 

An’ try to think your hardest job 
Is just a pile o’ fun, 

You’ll win, an’ windin’ preach that text— 
“Stick to it till it’s done.” 

—Hlarold Freeman Barnes. 


Here is Dr. Hillis’ prescription for the cure 
of spies and traitors: “Arrest them at sun¬ 
down, try them at midnight, line them up 
against the wall at daybreak.” 


Digitized by 


Google 



120 


HARDWARE WORLD 


HOW A NORTHWEST MERCHANT MEETS 
CATALOGUE HOUSE PRICES 

Editor Hardware World: 

We have not been bothered much with com¬ 
petition from catalogue houses, except in the 
farm implement line, and in that we are both¬ 
ered quite a great deal, as we generally do not 
get a chance to figure with the buyer, or even 
know that he is in the market, until his goods 
are at the depot. 

In the regular hardware line, we often are 
asked price on one or several items by pros¬ 
pective customers, then it is up to us either to 
make him a price that is right, and dose the deal 
by showing him the article—bringing out the 
better qualities of the goods that we handle, 
and when we do get hold of him, we have no 
difficulty whatever in making’the sale. 

It was our good fortune last year to have 
a catalogue buyer come into our store; after 
buying several articles, the question of heating 
stoves came up. This customer then said that if 
we could furnish him a heater like the one 
shown on the clipping which he had from a 
catalogue, somewhere near the price of the cata¬ 
logue house, he would give us the order. Our 
salesman, to whom this customer was talking, 
was not sure whether we could duplicate the 
price or not, as the stove, of which he had the 
illustration, was of an obsolete pattern. So he 
made a bluff, explaining, of course, that it was 
sold to him on a catalogue house basis; that is, 
money in advance, postage, money order, and 
that he had to haul it home himself, buy the fit¬ 
tings, polish, and set it up, and of course, that 
we would handle it in just the same way that 
the catalogue house did, and would be through 
with it when it arrived at the station. 

He accepted our terms, but hedged on pay¬ 
ing money in advance. At any rate, we found 
the stove wanted; had it sent to him. Upon re¬ 
ceipt of the invoice, we found that the stove 
cost us $12.25. We sold it to the customer for 
$18.75, leaving us a profit on the deal of $6.50. 
Later, the same season, we sold another at the 
same rate. 

We believe that if all merchants were to 
study the mail order houses’ catalogues a little 
more, that we perhaps could head off a great 
many orders that rightfully belong to local 
merchants. 

We have just sold another farmer 15 rolls 
of barbed wire. He had his order made out to 
a mail order house, but gave us a chance to 
meet the price, which we did. Whenever it is 
possible to get in touch with a mail order 
buyer, we very seldom have any difficulty in 
keeping the money at home. 

Now, we believe that the jobber can help 
the retailer a great deal by fighting the mail 
order houses, by trying to co-operate with, 
rather than against, the retail merchant. This 
has happened to us also in several instances that 


it was hard for us to meet this mail order com¬ 
petition, unless we could get a concession from 
the jobber on the items in question; but gen¬ 
erally when we have appealed to the jobber, 
there has been no help from that source. We 
have referred to certain articles in mail order 
house catalogues, and have asked jobbers to 
try to duplicate for us, but often they would 
come back with word like this: “We have not 
got the catalogue to which you refer, so can¬ 
not make you any better price.” This kind of 
assistance does not get the jobber anywhere 
with the retailer. It is our opinion that if the 
jobber would help the retailers a little, the job¬ 
ber in turn, ask the manufacturer for help, and 
all would work with the same idea in view, we 
could get the results that we are after. 

Another good idea would be that if the re¬ 
tailer would take the mail order house cata¬ 
logue, go through it and pick out items that 
are hard to get a good price on in the regular 
line, then send them to his jobber or jobbers— 
ask each one to try to duplicate it from the 
factory with a description and electrotype, as 
near as it is shown in the mail order house cata¬ 
logue—then advertise it in the farm or store 
paper, we surely could get results that way. 
But above all, let the manufacturers, jobbers, 
and retailer work together, and we can surely 
cut off some of the mail order house sales and 
profit. 

MINARD & CO. 

By Geo. W. Schmidt. 


ENTERPRISING, PROGRESSIVE MER¬ 
CHANTS 

The Linder Hardware Company edition of the Tu¬ 
lare Daily Advance, commemorating the completion 
and occupancy of their new building, is in keeping 
with the enterprise and progressiveness of this well- 
known institution. 

The Linder Hardware Company have been one of 
the factors in the trade in the San Joaquin Valley 
and California for many years, and notwithstanding 
the fact that they have had perhaps more than their 
usual share of obstacles and diffculties, including the 
loss of their establishment by fire, yet their misfortunes 
have been made the stepping stones to overcome still 
greater obstacles and difficulties, and they have re¬ 
cently completed and are now occupying one of the 
finest retail hardware establishments in the country 
in every particular. 

Messrs. Linder have been fortunate in having a 
splendid force of co-workers and they celebrated the 
completion of this building by issuing a twenty-page 
edition to their local Tulare paper and having an 
opening that was attended by thousands. 


J. L. Barnett is a new hardware and sporting goods 
house, at 149 American avenue, Long Beach, Cali¬ 
fornia. 

He recently engaged in business, being formerly in 
business in Nebraska. He reports a splendid outlook. 


The J. M. Conley Company, of Stockton, have 
opened a branch house at Lodi, with John H. Davies in 
charge. The store is located on the site formerly 
occupied by the Davies Hardware Company, and a full 
line of farming implements will be carried. 
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MR. HARDWARE MAN 

We’re after the hardware business , that’s YOU. You’re 
after the best you can get for the least amount of 
money, that’s US. Why not get together? 

We have Hardware men who have been buying of us for FIVE 
YEARS and they are buying many times more accessories now 
than they ever did. 

~ I They are Building their Busi* - 

ness on the MARTIN Line 
because it gives service, satis¬ 
faction and the Price is Not 
Too High. 



Top Covers 

Windshield Weather 
Strips 

Door Pockets 
Water Buckets 
Curtain Holders 

Radiator and Hood 
Covers 

Cushions 

Curtain Envelopes 
Headlight Dimmers 
Tire Covers 
Covers for Seat Back 
Curtains 




Curtain Lights 

Covers for In¬ 
strument Hoard 

Sleeve Pro¬ 
tectors 

Wash Aprons 
Robe Rail Bags 

Inner Tube 
Cases 

S p e c i a 1 Seat 
Covers 

Top Slip Covers 
Chain Bags 

If it's made 
o f Cloth, M o • 
hair or Leather 
Cloth, and be- 
longs to an 
Automobile, w e 
make it. 


Black and White Tire Covers 

We Originated Them and We are Still Making Them 

Accessories for All Makes of Cars. It Will Pay You to Write to Us 

THE MARTIN MFG. CO., Lancaster, Ohio, U. S. A. 

We Have Some Excellent Territory Open For Hustling Salesmen 
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Here is the way H. G. Beatty & Co., live hardware merchants at Clinton, Ill., feature auto accessory lines. 
They find that auto accessories are one of their best trade bringers, and generally is cash business. They don't 
simply make a side line of auto accessories, but put the same vim into it as they do their other lines. 

They believe if hardware merchants will give greater attention to auto accessories they will find it one of the 
most desirable parts of their business. 

Accessory buyers are generally cash buyers, and when a man has an automobile he likes to have its equip¬ 
ment up-to-date, and there is nothing like visualizing just what you have to offer. 

Their sales windows are always well trimmed. 


Rex 

Gaso¬ 

line 

Hose 


FaUy 

Go a ran toed 

Rex Gasoline Hose has a core of asbestos 
packed steel tubing, covered with gasoline proof 
gum, over which is woven a cotton jacket. Rex 
Gasoline Hose is recommended for use in connec¬ 
tion with measuring pumps for gasoline and oil, 
and to those who require service and satisfaction. 

The couplings are of the compression type, 
especially designed so they cannot leak or pull 
off, also giving full flow without any back pres¬ 
sure to pump. Couplings and hose to fit all 
pumps, made in the following sizes: %-inch, 
1-inch and 1 *4-inches. Any length. 

Packless Anti-Drip Nozzles also furnished. 

Distributed By 

Dunham, Carrlgan & Hayden Co. 

SAN FRANCISCO 




JUST THE SOCKET 
WRENCHES THAT SELL 

JUST THE WAT TO BtTT.T. THEM 


No. 300 includes an assortment. Quanti¬ 
ties and sizes are determined by exact de¬ 
mand, and the Chest is offered FUSE with 
the assurance that Solves Tour Wrench 
Problems. Write—Ask for Catalog No. 
183-D. 

FRANK MOSSBERG 00. 

ATTXfBOBO, MASS* U. 8. A. 


Ohlcgjo, X3L 


HASTINGS ft ANDERSON CO t 
EWING-LEWI8 CO., San Francisco, 

EWING-LEWIS 00., Log Angeles, OaL 
D. L. HERMAN, Seattle, Wash. 

P. W. LYNN, Dallas, Texas. 

W. W. CRANDALL CO.. Nashville, Teaa. 
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Say Royal to the man 
■who buys your supplies — 


Tell him he can standardize his waste purchases 

— that he can get uniform quality,6% "tare’'(wrappings), 
even weight—all guaranteed. 

— that buying the best waste means time saved, effort saved, 
money saved. 

— that getting uniform waste by name beats the old way of 
trying to get it by specification—and costs no more. 

— that the man who works with Royal Cotton Waste knows. 


“Producing the Fittest in 
Waste” is a good book—write 
for it. The Royal Sampling 
Catalogue is mighty well worth 
getting from your jobber or us. 
It is worth your while to fol¬ 
low up the worth-while Royal 
campaign in the big magazines. 



TWELVE GRADES 


Each best for a special need of 
service and price 

Six White Six Colored 

Baron King 

Count Marquis 

Czar Mikado 


Duke Prince 

Earl Bajah 

Emperor Sultan 


ROYAL MANUFACTURING C9 

GENERAL SALES OFF1CBS AND PLANT 

New York Office —2 Rector Street RAHWAY, N. J, Pittsburgh Office—Oliver Bldg. 

St. Louis Office—Pontiac Bldg. Chicago Offioe — People's Gas Bldg. San Francisco Office—Wells Fargo Bldg. 

LOOK FOR THE BRAND ON EACH STBBL BAND 
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Headquarters For Auto Supplies 


ONLY $2.00 


MMSM-. 

! worn w I m 


Hydrometer 

Battery 

Syringe 



HERE LS AN ALTOGETHER DIFFERENT TIRK. A tir* AO e«w|. 
TIRFVa'i LK°* ll:r ** U * "** * , * IKj,r ’ 1 “ ,vtr > lhu ‘* that KO»* to n*t> 
Nun into oar (tom and ptamiru a .liver oI th» now ••Val*« Rabbet” 
of which thariund tire. an made. You’ll find it’a a« strong’ at a liga- 
»pni. Kahmit it to nay loti 'mi like—then jo*H ondorttand why th« 
Nqon-gvr trvad "f a Diamond tin practically never wears owl 

Die Diamond is a nimble tire and Mrun« It is i-ompanlivelv light in 
"eight, compact, springy. »i*rd> and wry comfortable to ride on by reason 
of it* true pneumatic quality. 

Cicoaai'e onlcagns are common. 

Diamonds au never sold by the pound nor on the old fashioned high- 
priced high milcattc promise coruf imatioo. 

They are wild on Derformancv records at fair M, prices—the loweat 
of any of the standard makes 

DIAMOND FAIR LIST PRICES 

WR CARRY THE FOLLOWINO SIZES IN STOCK, 

lafalai 9 D at b|alt. Q. D a. 

Sue Stiaifhi Beaf Straight hit (m Taka 

Smadh Trtaf Sist.ftt Trtaf 

28 t 3 I1L40 111 95 |2SO 

30 x S 11.10 11.00 ITS 

38 x 3 14 80 liH s 10 

30 x SH 1440 15.10 3 <0 

33 x Ji, 10.83 17.70 IN 

34 . J>, 1370 30.06 436 

32 a 4 2250 33.46 440 

33 i 4 33.00 3470 OS 

34 x 4 3410 3630 470 

33 ■ 4 2730 28 90 M3 

30 ■ 4 25 70 3436 6.00 

37 x 4 tO lO 3056 6.00 

36 x *Vs 33J6 36.66 603 

34 t 4S 3460 34J0 6 0S 

07 x 6 41 05 43.10 736 

FIVE FRR CENT OFF THIS UST FOR CASH 


We are always glad to show Diamonds to visitors and purchasers alike. 


WE DO DOUBLE TREAD WORK 

If you have two old Uret let as double trend than. They will bo worth the price 


H. G. Beatty & Co. 

$1.00 | South Side Square CLINTON. ILLINOIS 


“u’ I .2 5c up 
*“ t n Tbennoi Boltin 



On the previous page we referred to the sales window of H. G. Beatty & Co. They couple up their sales win¬ 
dows with their advertising campaign, and here is a reproduction of a portion of one of their recent advertise¬ 
ments, which is well balanced, neatly displayed and gives such information as will lead the prospect to investi¬ 
gate. 


AUTOMOBILE 

ACCESSORIES 


If you handle Auto Accesso¬ 
ries, Motorcycle and Bieycle 
Supplies and Bieyeles, why 
not get in toueh with a 
Wholesale House that handles 
this line exclusively and plaee 
yourself in a position to serve 
your customers with anything 
they could possibly require in 
this line. Yon should have 
our catalog as a reference. 
Write for it. It will mean 
big business to yon. Onr 
motto — “If it's kin to an 
auto it's related to us.” 


MOTOB GAB SUPPLY GO. 
1451-53-55 Michigan Ave., 
Chicago 



NEW TYPE OIL GAUGE 

FOR 

FORDS 

What every Ford owner has been waiting 
for—it cannot break—it will not leak—it 
is absolutely accurate and dependable and 
can be easily read, even at night. 

It consists of a metal chamber containing 
a float with a rod extending out of the top 
with a white ball on 
q the end of the rod. 

JC The height of the 

m 4* ball tells the amount 

£*50c otofl 


Mr. Dealer: 

1 These gauges cost 

you $4.00 per dozen 
f. o. b. 126 largest 
cities. 

APCO MFG. COMPANY 

DUDLEY ST., PROVIDENCE, RHODE ISLAND 
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MOUND TOOLS 

■FOR THE AUTOMOBILE 


STANDARD FOR 20 YEARS 

Bearing Scrapers Pry Bars 

Carbon Scrapers Cotter Pin Extractors 

Chisel Sets Mound Tool Rolls 

Smd for Catalog Offset Screw Drivers 

Pacific Coast Bepreeentative 
Mayrant Conner, 603 Mission Stmt, San Francisco, Cal. 


THE MOUND TOOL CO., Dept D, 7th and Hickory Sts., St. Louis, Mo., U. S. A. 


Romort Automatic Air Valves 

THE SERVICE STATION’S FRIEND 

a atria a 



List Price 
$3.00 

This Valve is a guaranteed device and has no 
equal for free sir stations. Will withstand any 
roufh or herd usage and abuse. Reoommended 
for any free air station or air stores* plant, 
repair shop or any station that Is subjected to 
hard, rough usage. Air is released only when the 
Valve is pressed on to the tire and when discon¬ 
nected is thrown down absolutely air-tight; the 
operator cannot waste your air. Will fit any 
else tubing, and oomes equipped with the famous 
Romort Pump Connection Rubber. 


List Price 

$1.00 


The Style B Automatic Air Valve Is recom¬ 
mended to f r e e a ir stations requiring a small 
and inexpensive air device. Stem Is made to 
fit any slse tubing, and Is automatic In opening 
and closing, and guaranteed to be positively air¬ 
tight We strongly recommend this Valve for 
use of private or publlo garages, vuloanlsers, tire 
repair shops, etc. Every Valve leaves the fac¬ 
tory equipped with the Romort Pump Connection 
Rubber. 


Romort Tire Tester Attachment 


A GARAGE NECESSITY 


Per Style A 


Per Style B 



List Price, $1.50 



The Romort Tire Tester Attachment Is a device for attaching your gauge to either 8tyle A or 
Style B Air Valves, and gives the servloe station a permanent holder for Its gauge* ready for Instant 
use by the public. Simply screw your gauge Into the holder and you have a tire tester and tire lnflator 
combined in one* and the old trouble or losing gauge Is forever over. We sell only the holder attach¬ 
ment. Every garage with free air should be equipped with the Romort Tire Tester Attachment. 

Oavticn—When ordering, state whether for Style A or Style B Valve. 


Manufacturers, 

BOMORT MANUFACTURING 00. 


OAXFH5LD, WX8. 


FOB SALE B7 ALL J0BBEB8 

Sales Dept. 

nUTNO on THE ZIN3Q5 COMPANY 

UKLNU- UU. 1323 Michigan At* 


CHICAGO, XT. & A. 


Retail Selling Prices in This Issue Are Revised Up to the Time of Going to Press. 
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A Reliable Speedometer 
For Your Ford 

T HE Ford owner, lacking an oil 
gauge, must keep his mileage 
record accurately in order to re¬ 
new the lubricant at proper inter¬ 
vals. Neglect of this safeguard may 
leave him with an oil-less motor some 
time far from a garage. 

Many Ford owners never bother open¬ 
ing the petcock in the motorbase to 
learn the oil level. They 3imply supply 
a quart of lubricant for about every 
fifty miles of travel, as indicated by the 

^rm^ Brown Speedometer 

That saves them a lot of trouble and 
insures proper oiling. Experience has 
shown them that the Corbin-Brown re¬ 
mains perfectly reliable after seasons of 
hard usage. 



The accompanying illustration shows 
Special Ford Bracket No. S-250. This 
bracket, though firm and rigid, can be 
adjusted to four positions by merely re¬ 
moving four screws. The driver can 
lace it at the angle most convenient to 
is range of vision. 

The Corbin-Brown for FoTds is also 
furnished with complete, handsomely- 
finished cowl board if desired. 

Write for Catalog 


The Corbin Screw Corporation 

American Hardware Corporation, 8ncceaaor 
NEW BRITAIN, CONN. 

Branches: New York, Chicago, Philadelphia 

Makers of Corbin Duplex Coaster Brakes for Bicycles 


AN EFFECTIVE WIND SHIELD CLEANER 

Although simple in construction and easily at¬ 
tached, the Burke Centrifugal Clearsight, a plate glass 
windshield cleaner, manufactured and distributed by 
the Automobile Devices Company, 1619-21 Sansom 
street, Philadelphia, is attracting considerable atten¬ 
tion in scientific circles, having been exhibited for the 
first time only recently. 



Outside view of the wind shield, which is driven by a 
small motor at a terrific speed, keeping the driver’s vision 
clear, even in a heavy snow storm. 

A plate glass disc, set in the wind shield of any 
make of motor car or truck, is whirled at 2,000 r. p. m. 
on fine ball bearings by a tiny motor, the centrifugal 
force throwing off rain, snow, sleet, mist or dust, there¬ 
by keeping the vision area clear in every kind of 
weather. 

The small motor is driven by current from the 
car's regular batteries, the makers claiming that its 
operation costs less than that of a single headlight. 
Perfect balance and scientific precision of the instru¬ 
ment, it is explained, makes the high speed possible 
with minimum power consumption, there being no 
frictional wear and tear. A push button, installed in 
a convenient place on the regular instrument board, 
controls the current. 

No repairs are necessary, it is claimed, the entire 
device requiring no cleaning or polishing. The motor 
is weather and rust proof, while its ball bearings are 
of a special type of fine alloy steel. 

The diameter of the standard size plate glass disc 
is seven inches. All parts, except the glass, are of 
white metal, heavily plated with nickel or black gloss. 

Although made especially for use on motor cars 
and trucks, the Clearsight also is adaptable for use on 
battleships, submarines and aeroplanes. While the 
standard size is seven inches, larger diameters are ob¬ 
tainable on short notice. 



Inside view of this wind shield cleaner. A tiny motor 
driven by the cur’s batteries operate it. 
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Service— 

that is what the user requires of an ignition battery—not 
only long service but the right kind of service. High 
amperage is an important item of service—so is rapid 
recuperation after use and very slow deterioration when 
idle. The 

Red Seal Dry Battery 

It not only an ignition cell pat excellence but it it 

A Battery that is Suitable for Every Use 

combining the qualities of efficiency, reliability, economy 
and long life in one, and is sold under the following 
absolute 


GUARANTEE 




MANHATTAN ELECTRICAL SUPPLY CO., INC. 

New York Chicago 8t. Louis San Francisco 

17 Park place 114 So. Wells Street 1106 Pine Street 604 Mission 8treet 

Factories: Jersey City, N. J.; Ravenna, Ohio.; St. Louis, Mo. 


Here’s 
a Rapid 
Seller 
for Y ou 



KLEAR-SIGHT Windshield Cleaner 


Send in your 
Advance Fall 
Bookings on Al- 
cola Non - Freese 
Solution. The best 
auohol substitute. 
Now taking or- 
dors for Fall. 


See how simply it works. Just one easy motion 
across and in a jiffy the windshield is cleared of 
rain or mist. 

Car owners are demanding Klear-Sight because it 
is big value. Works simply and efficiently. Can 
be slipped on or off any windshield instantly. 

Ready for instant use from either side of shield. 
Handsome and durable. Made of sturdy steel w’ith 
rubber squeegee. Heavily japanned. Price $2.0u. 


Send for details. 


ALCEMO MFC. CO., 101 Bridge St., Newark, N.J. 


KOR-KKR Tire Treatment 
absolutely seals punctures— 
stops slow leaks, keeps tires 
at normal inflation and re¬ 
duces blowouts to a mini¬ 
mum. It preserves rubber— 
is not a filler. Don’t class Kor- 
Ker with any other product 
which may have made claims 
to do what Kor-Ker actually 
dots accomplish. 

There’s a big, liberal 
profit for you In Kor-Ker. 
Write for details today. 
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Are You Selling King 
Padlocks? 

They are excellent sellers offering at¬ 
tractive profits for you. 

Exceptionally attractive and strongly 
built, being made from a solid bronze cast¬ 
ing bored out to receive mechanism. 

17 to 31 tumblers form the locking hold. 
All tumblers are controlled by one spring, 
making the mechanism most simple. 

THE KING LOCK works under the 
most rigid tests. 

If you want to add a padlock to your 
line which needs no apology but which will 
sell readily and net you a nice profit, THE 
KING PADLOCK MERITS CONSIDERA¬ 
TION. 

KING LOCK COMPANY 

319 WEST OHIO STREET . • CHICAGO 


THE RIGHT WAY 

to build up your accessory busi¬ 
ness is to sell your customers 
supplies that give the best serv¬ 
ice — tires, “gas,” oils or lubri¬ 
cants. 


n IXO MV 

GRAPHITE 9 

Automobile 

LUBRICANTS 


are the ones that give 100% 
service and are ever depend¬ 
able. They will help you build 
a better business. 


Write to us for Dixon’s Deal¬ 
er’s Deal No. 230-G. 

Made in Jersey City, N. J., by the 

Joseph Dixon Crucible Company 

Established 1827 


RECENT CHANGES AND NEW 
MERCHANTS 

Circleville, Ohio—Secrest-Shaner Co. succeed Secrest- 
Yates Hardware Co. 


Cuyahoga Falls, Ohio—Mitchell Hardware Co. suc¬ 
ceed Hardware & Builders f Supply Co. 


Lorain, Ohio—Home Supply & Hardware Co. 


Nashville, Ohio—L. H. Castell suceeds A. D. Castell 
& Son. 


Nashville, Ohio—H. H. Martin succeeds McClelland, 
Martin & Son. 


Alex, Oklahoma—Murdock & Neill succeed NorviU 
Hardware Co. 


Anadarko, Oklahoma—Morris Leonard succeeds Dun¬ 
can & Leonard. 


Calumet, Oklahoma—Thompson Bros. & Son succeed 
C. C. Thompson. 


Carmargo, Oklahoma—Secret Hardware Co. 

Cleo Springs, Oklanoma—C. J. Chastain succeeds 
Chastain Hardware Co. 

(Continued on Page 130) 


CORRUGATED LOX-WASHER 

Smith & Hemen- 
way Company are 
placing on the mar¬ 
ket their 1 * Red Dev¬ 
il 9 9 Corrugated Lox- 
Washer, which they 
claim will stick 
where others slip, 
having 6 points of 
contact, thus holding 
the nut with three 
times the number of 
points that other washers do. 

They also claim that their washer requires 1 % turns 
to loosen it, while similar washers require only a % 
turn to loosen them. 

They come in blue gunmetal finish, packed 1000 in 
a box, sizes up to nine-sixteenths inches—larger sizes 
250 in a box, although the small sizes can be furnished 
packed 100 in a box, if desired. 




These are put in assorted boxes, also for the con¬ 
venience of automobile tool kits, retailing at 10c, 15c 
and 25c. 

They will be glad to give full information to any 
of our readers upon request. 
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IRBHPUMP 

w Jm Double-Triple and 
w JjjW Compound Tire Pumps 
mey are Out-of-Date 

Nobody will use one after trying 
TIIE HOSE. “It’s the Patent Valve . 99 
v DEALERS! Most jobbers handle Rose 
Pumps and Grease Guns. If you do not, 
write for samples. 

J. H. HANEY & CO., HASTINGS, NEBR. 

Manufacturers 

Rose Tire Pumps Rose Grease Guns 



Lane's “Unique" Ratchet Wrench Sets 

The Original Wrench of This Type 



No experiment—No imitation. 

No stamped parts—No castings. 
All parts machine-made from high- 
grade steel and case-hardened. 

The Ford Sot Contains: 

1 handle 7 in. in length. 

2 Screw-drirer bits. 

1 Extension bar 7 in. in length. 

Six sockets to fit sll nuts and bolt heads on Ford ear, 
including the cylinder head. 


Standard Sot 

Handles drop-forged. 
Manufactured and sold for past 10 
years on merit. 

Handled by jobbers in all parts of 
the world. 

Every part fully warranted. 

Standard Set Contains 

1 Hsndle 7 in. in length. 

2 Screw-drirer hits. 

7 Sockets to fit semi-finished hexsgon nuts as follows: 
U. S. Stsndsrd Nuts from % to % in. 

A. L. A. M. Stsndsrd from 5-16 in. to 11*16 in. 

Cap screw hesds from 5-16 to % in. 


Manufactured Ilf III 1 
...onlyby Vf llsls I 

180 NORTH DEARBORN STREET 


WILL B. LANE 


CHICAGO, U. 8. A 
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Recent Changes—Continued From Page 128 

Davis, Oklahoma—J. W. Caughan succeeds Wm, M. 
Moore & Co. 


Davis, Oklahoma—C. H. Willis succeeds J. C. Page. 


Elmore, Oklahoma—W. A. Taliaferro & Co. 

Guymon, Oklahoma — Star Hardware Co. succeed 
Langston Hardware Co. 

Hooker, Oklahoma — Haynes-Mayer Hardware Co. 
succeed Haynes-Fleming Hardware Co. 


Lone Wolf, Oklahoma — Strange-Warren Hardware 
Co. succeed Strange Hardware Co. 


Marietta, Oklahoma — Hardy-McKinney Hardware 
Co. succeed J. W. Scanlon. 

Paul's Valley, Oklahoma—J. E. Goad succeeds Goad 
& Williams. 

Ponca, Oklahoma — Eugene Smith succeeds T. Y. 
Myatt. 

Prague, Oklahoma—D. E. Thomas & Co. 

Purcell, Oklahoma—Morehead Hardware Co. 

Purcell, Oklahoma—Smith Bros. Hardware Co. suc¬ 
ceed Smith-Gla 8 C 0 Hardware Co. 


Ryan, Oklahoma—Hillery Bros. Hardware Co. suc¬ 
ceed Gwaltney & Underwood Co. 

Sasakwa, Oklahoma—Sasakwa Hardware Co. 


Sparks, Oklahoma—C. K. Thomas Hardware Co. 


Stroud, Oklahoma—J. C. Comer Hardware Co. suc¬ 
ceed A. B. Hester Hardware Co. 


Sulphur, Oklahoma—H. J. Polk Hardware Co. suc¬ 
ceed R. J. Carter & Co. 


Westville, Oklahoma—Benton County Hardware Co. 
succeed Westville Hardware Co. 


Wapanucka, Oklahoma—S. O. Youngblood. 


Monitor, Oregon—Monitor Mercantile Co. 


Agar, South Dakota—James Archer succeeds Edw. 
T. Ryan. 

Bigstone, S. D.—D. M. Warford succeeds Black Bros. 

Olivet, South Dakota—W. F. Wagner, Jr. 

Trent, South Dakota—M. Lester succeeds Landen- 
berger & Lester. 

Tyndall, South Dakota-^J. D. Merkel succeeds M. 
Weisser & Son. 

Watertown, South Dakota—T. G. Lamm succeeds 
Towslee & Towslee. 


McKenzie, Tenn. — Leach, Everett & Co. succeed 
Wrinkle, Moore & McAdams. 

Crowell, Texas—M. S. Henry & Co. succeed Alee- 
Henry & Co. 



Smooths t Polishes Anything' & Eveiything 


A lightning cleanser and seller! Meets a multitude of needs 
for home, farm, dairy and shop. 


CAN’T BE BEAT POE— 

Cleaning, scouring and polishing 
u mi mini, steel and iron kitchen 
tensils, sinks, stoves, bathtubs, 
asins, and fixtures, brie - u - brae, 
tc. Removing dirt, mud and rust 
•om farming utensils, garden im- 
lements and tools; from autos, 
icycles, carts, wagons and trucks. 


Eliminating old coats of paint, 
varnish, shellac, etc., and rubbing 
in first fresh coat; also rounding 
off and smoothing down wooden 
surfaces. 

Whatever, wherever the object is 
that needs to be cleaned or bright¬ 
ened AMERICAN STEEL WOOL is 
essential and incomparable. 


Six Grades and Each the Best for a Special Use 

Your jobber can supply you with a trial gross of American Steel 
Wool in the ATTRACTIVE NEW HOUSEHOLD PACKAGE. Otherwise 
write ns. Please write us for •‘Dictionary of Uses and Instruc- 
tions for using.” 

AMERICAN STEEL WOOL MFG. CO., INC. 
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Don’t Take Our Word For It 

Prove It "for Yourself with a Free Sample, and Prove 
It Without Any Cost to You 


So confident are we that CRYSTAL-LAC will prove abso¬ 
lutely the best cleaner and polisher for automobiles. We want you 
yourself to be the judge. Try it out on your own car, then you will 
know the truth of what we say. 

CRYSTL-LAC is a quick cleaner and polisher, which removes 
all grease, dirt and previous polish, leaving a mirror-like surface 
with an aristocratic luster. 

CRYSTAL-LAC is a mechanical cleaner and polisher, there¬ 
fore harmless; it contains no acid, alcohol, alkali or any substance 
harmful to the finest luster. 


LOOK FOR THIS 
LABEL 


EVERY CAR OWNER A CUSTOMER FOR YOU 

ADDRESS NEAREST OFFICE 

Crystal-Lac Distributing Co. 

Los Angeles Seattle San Francisco 



Digitized by 


Google 











132 


HARDWARE WORLD 


LANE'S “H-C” lack 



Easily Operated You Keep Clean 
Absolutely Dependable 

Handle it Jointed in the Middle for Storing Away 

AT ALL SUPPLY HOUSES 

Manufaetured by 

LANE BROS. GO., Poughkeepsie, N. Y. 



For “Extra Service” 


T HIS Double-Cable-Base con¬ 
struction is one of the chief 
reasons for the remarkable mile¬ 
age delivered by 

Federal 

iw&ka&kiuTIRES 

Other features have helped win Feder¬ 
ate their name of “Extra Service* Tires* 
There Is more stock In them—side¬ 
walls are thicker—fabric and rubber are 
combined by a special Federal process. 
Ask us to demonstrate th e se facts* 

W. E. & W. H. JACKSON 

Wholesale Distributors 
785-787 Mission St. 

SAN FRANCISCO, GAD. 




DOOR POCKETS FOR AUTOMOBILES 

Here is a convenience for Ford and other 
cars, which is made by the Martin Mfg. Co. at 
Lancaster, Ohio, and are having a wide sale. 

These pockets retail for $1.00, but are suf¬ 
ficiently roomy to carry route books, pamph¬ 
lets, small tools, etc. 

The Martin Mfg. Co. make a wide variety 
of auto accessories which are illustrated in 
this issue. It will be worth while to get their 
catalog and prices. 


A GOOD CHART TO DISTRIBUTE 

Many car owners find it difficult to know 
just what lubricants to use in the various parts 
of their cars. They frequently use too heavy a 
lubricant in one part, or too light in another 
part. 

For the benefit of car owners the Joseph 
Dixon Crucible Co., Jersey City, N. J., has pre¬ 
pared a series of charts containing instructions 
for lubricating several of the most popular cars 
such as Reo, Studebaker, Hudson, Overland, 
Buick, Ford, Chevrolet, Dodge and Cadillac. 

Dealers interested in obtaining a supply of 
these charts should address Dept. 230-G of this 
company and advise the number of variety of 
charts wanted. 


The H. Shwarz Hardware Company, at Napa, 
Cal., are modelling their store to give them facilities 
for carrying an increased stock. 


NO CARBON - MORE POWER-LESS FUEL 


OIL SCALING PISTON RINGS 



ry set guars_ 

„„_ Popular sizes 50 c. Sold by over 

100 jobbers or direct by P. Post. 

AUTOMOBILE ACCESSORIES CO. REAlo.tr? * 


EYELET TOOL CO. 

Manufacturers of Punches and Sets 
(hand drive and foot power) for 
Leather, Cloth and Metal. Punch 
Tubes, Punches and Diet. All kinds 
and aisea made to order. Write jobber. 
Booklets free. Established 1858. 

40 Lincoln Street 
BOSTON MASS. 


Digitized by CjOOQie 













HARDWARE WORLD 


Manufactured by ECLIPSE MANUFACTURING COMPANY, Indianapolis, Indiana, U. S. A. 


Digitized by 


Google 






















































































134 


HARDWARE WORLD 



“A Great Net of Mercy Drawn Through an Ocean of Unspeakable Pain” 

What Your Red Cross Dollars Do 


An Accounting of Expenditures of the First Red Cross War Fund 

Every one of the twenty million and more Red Cross members is entitled to this state¬ 
ment. Your local Red Cross Chapter can give you further details. 

First War Fund Appropriations Up to March 1st, 1918 


Foreign Relief: 

Relief in France.$30,936,103.04 

Relief in Belgium . 2,086,131.00 

Relief in Russia. 1,243,845.07 

Relief in Roumania. 2,676,868.76 

Relief in Italy . 3,588,826.00 

Relief in Serbia . 875,180.76 

Relief in Great Britain. 1,885,750.75 

Relief in Foreign Countries. 3,576,800.00 

Relief for Prisoners, etc. 843,804.00 

Equipment and expenses in U. S. of Per¬ 
sonnel for Europe. 113,800.00 

Total Foreign Relief.$47,325,609.38 

Restricted as to use by Donor. 2,520,409.57 


United States Relief: 

U. H. Army Base Hospitals.$ 54,000.00 

U. S. Navy Base Hospitals. 32,000.00 

U. S. Medical and Hospital Work. 531,000.00 

tJ. S. Sanitary Service. 403,000.00 

U. S. Camp Service. 6,451,150.86 

U. S. Miscellaneous . 1,118,748.41 

Total U. S. Relief.$ 8,589,899.27 

Working capital for purchase of supplies 
for resale to Chapters or for shipment 

abroad . 15,000,000.00 

Working cash advances for France and 

United States. 4,286,000.00 

Total of War Fund Appropriations. . .$77,721,918.22 


At the close of the first year of the War the Red Cross goes to the public for the raising of the Second War Fund with 
a record of appropriations which warrants continued contribution to this great relief work. As an influential eitisen 
of your community, join with your local Red Cross Chapter to make this campaign successful. Your Red Cross is the 
Army behind the Army. Give till your heart says stop. 

Second Red Cross War Fund Week May 20-27 
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INSPECTION OF BRAKES IS l T RGED 

The safety of the road and of the street is 
the object of a new nationwide movement 
among traffic officials, automobile experts 
and organizations, with the object of calling 
motorists’ attention to the importance of the 
brakes and decreasing the number of prevent¬ 
able accidents due to imperfectly adjusted or 
defective brakes. 

An official of the Motor Truck Club of 
America says that 60',; of the accidents caused 
by brake trouble could be averted if motorists 
would only pay more attention to their brakes 
and have them inspected regularly. 

The ultimate object of the brake inspection 
movement is to bring about compulsory inspec¬ 
tion of brakes. In addition to traffic officials 
the movement has the endorsement of such 
men as Raymond W. Pullman, head of the 
police of the nation’s capital; Francis M. Hugo, 
Secretary of State of New York; Arthur 
Woods, former Police Commissioner of New 
York City; T. D. Pratt, of the Motor Truck 
Club of America, and numerous officials of 
accident insurance companies. 


The Motor Hardware and Equipment Company is 
a new enterprise at San Diego, California. This is 
the outgrowth of the wholesale department of the 
Auto Tire Company, which was formerly operated by 
Oeorge W. Colton and his associates. They are lo¬ 
cated at 1328-34 Fifth street, and will do a jobbing 
business. 



ME HUDSON SALES 
G.LW. SPRING OILER 


Basic USPktimts 
A w.il.tM !9« 


Stops 
Squeaks. 
Makes 
Your Car 
Easy 
Hiding. 
Saves 
Tires. 
Wonder¬ 
ful Seller 


Write for Dealers’ Proposition Snaps On 

HUDSON SALES GO. 

7 East Jackson Boulevard, Chicago 


Best Business Guarantee 



F*ch item that offers 100% serv- 
guarantees the customer maxi¬ 
satisfaction and steady profits 
t<* t Lie dealer. To this active produc- 
class belongs the powerful 

SAMSON PUNCH 

To workers in sheet metal, fur- 
n piping, roofing, leather, paper, 
fabrics, etc., the Samson offers def¬ 
inite assurance of maximum 
service and satisfaction. 

Samson capacity—sheet iron 
and soft steel up to 20 gauge; 
paper, cloth, leather up to *4". 
Tool takes 7 interchangeable 
punches and dies — sizes from 
1/16" to Va" diameters. Drop 
forged steel, nickel plated. Made to last. 


Sold on Every Continent on the Globe 

APflMNCE CO UPQ M TWH, 351 Asy St, Brooklyn, N. Y. 



OIL RUINS TIRES” 

Motorists realise what a great menace oil 
is to inner tubes and, therefore, look for 
the place where they can fill their tirea with 

CURTIS AIR-FREE 
FROM OIL 

Five different aises of com¬ 
pressor. 135 different com¬ 
binations of outfits. In 
stock at moat jobbers. Price 
ia right. A result of 25 
yeara T experience in com- 

? rector manufacturing. Send 
or Bulletin 0-6. 

Cartk Rasa. Mcby. Co. 

1512 Kienlen At., St. Louis 
6S0-L Hudson Term., V. T. 



BARREL PUMPS 

Measuring and non - measuring. 
For Automobile Oils, Kerosene 
and Gasoline. 

Direct out of Shipping Barrel. 

Visible Measuring 
Glass Dome 

Can bo attached to your Curb 
Pump now in use. 

MakinK your old equipment up- 
to-date. 

Show your customers amount 
of Gasoline you are selling 
them. 

Write today for literature. 

THE GROETKEN PUMP 
COMPANY 
AURORA. ILLINOIS 


“Star” Expansion Bolts 

Trade Mark “9BBCO” 

A PLEASURE TO SELL 

Standard the World Over 



Lag Screw Wood Screw Toggle Machine Machioe 
Type Type Bolt Bolt Bolt 

STAR EXPANSION BOLT CO. 

120 West Lake Street, Chicago 
147-149 Cedar Street, New York 
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“CONSERVATION” GOWNS 


FREE SAMPLE AS A TRIAL 


Fred Stone, the comedian of “Jack o' Lan¬ 
tern,” and Eugene Wood, whose stories and 
essays are well and pleasantly known, met on 
Broadway recently. They stopped for a mo¬ 
ment to exchange a few cheerful views, when 
a woman in a particularly noticeable wool con¬ 
servation gown passed. Simultaneously, Wood 
turned to Stone; Stone turned to Wood; then 
both turned to rubber. 


The Chambers Hardware Company, of Eugene, Ore., 
is remodeling their store room and installing up-to- 
date fixtures in their store and office. 




DI»MEL-IN E 


PAINTS ♦ STAINS - ENAMELS 




The complete, compact, distinctive line In handy 
hou sehold c ans—full-size, full-measure. RBTAXX4I 
15 CUNTS —no larger sizes. Big Value for user; 
Big Profit for Ton. A popular seller with Hard¬ 
ware trade. Assortments contain all 29 colors; 
Display matter included. 

Dealer's Assortment (30 Dos.).>33.0# 

Jobber's Assortment (12 Dos.). 

Open Stock, aU colors, per gross.$14.4# 

2% Freight allowance, F. O. B. N. Y., 2 % Gash. 
Writ e for Color Card, Circular and Booklet 

MonIaukPjuntMfg. Col 


169-173 Second Ave., BROOKLYN—NEW YORK 

Townley Metal & Hdwe. Co., Kansas City, Mo. 
Pacific Wooden Ware & Paper Co., Oakland, Cal. 


When a manufacturer is willing to stand 
back of his product, and send you a free 
sample, that you can try on your own auto¬ 
mobile—you alone to be the judge as to its 
value, is pretty good evidence as to its merits. 
That is what the Crystal-lac Distributing Co. 
are perfectly willing to do. 

Crystal-lac they claim to be a superior 
polish. If you have tried good polishes, they 
claim Crystal-lac will be better—that it quick¬ 
ly cleans, removing all dirt, grease and prev¬ 
ious polish, leaving the car with a mirror-like 
surface that is lasting. 

They will gladly send you a free sample, 
if you will but ask for it. They are creating 
a large demand for their product, which brings 
repeat orders. 

Whether you are from the “show me state” 
or not, they want the opportunity of proving 
to you what they say. 


Supplee-Biddle New Catalog 

The Supplee-Biddle Hardware Company have re¬ 
cently issued for the trade, a new automobile accessory 
catalog of almost three hundred pages, showing every¬ 
thing pertaining to automobile accessories, garage 
equipment and shop supplies. The catalog has been 
materially enlarged, showing a complete automobile 
accessory line, and they will be glad to send it to any 
of our readers on request. 



E VERY Hardware Dealer 
should know the merits of 


Noahs Pitch. 


Write today for a generous sample 

Suggest to your customers that 
a can of Noahs Pitch is handy 
to have in emergencies. Comes 
in Big - Mouthed Cans. One Pound 
and Up. 



jd Carets Product 
that Stops A/I Lea/cs 

I T WILL PAY you to stock NOAHS PITCH for it 
stops leaks in any roof. You can recommend it 
safely for leaks of all kinds. Can be applied easily 
with a trowel or table-knife by anyone, without heat¬ 
ing. Will adhere to any surface, wet or dry. 

Instantly seals all leaks in roofs, gutters, around 
chimneys or skylights. Invaluable to the farmer for 
it keeps his silo water-tight. Wood 
sills of greenhouses last longer 
when set in Noahs Pitch as it pre¬ 
vents decay. You can quickly 
calk a boat with it. 

The Philip Carey Company 

232 Wayne Ave. Cincinnati, Ohio 
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MAKES YOU A REAL FISHERMAN 

Tears ago, long before he could talk, Jack Lloyd 
knew how to fish. As a child he would hunt np the 
mud ponds and catch minnows and pollywogs, but as he 
grew older he hunted ponds and lakes whero he could 
get better results. 

When, a few years ago he first went to Big Bear 
Lake in the San Bernardino Mountains, he was sure he 
had found his heaven. 

The spinner and tackle to be bought At the stores 
did not catch fish quick enough or large enough to suit 
him, so he started making tackle to suit himself. The 
result was the present well-known J. L. Special Trout 
Spinner, which is a silver triple blade spinner. The 
big silver hand-hammered flasher is at the top of a two- 
foot piano wire leader. At the bottom are two smaller 
blades and below that, are fastened the hooks. It is 
conceded by the sportsmen and all fishermen to be the 
one spinner that will pull the big beauties out of any 
lake. 

There have been several well-known people who say 
that the J. L. Spinner hypnotizes the fish into biting. 

One day as Jack and another well-known fisherman 
were trying their luck, the pole suddenly bent double 
and Jack gave it a sudden jerk. He started reding in 
as usual, when with a mighty jump a big four rounder 
cut an arc through the air and landed in the boat at his 
feet. Both Jack and the other man swear as to the 
truth of this story, but both also say that the trout 
was simply trying to swallow the entire spinner and 
that was the cause of its mighty muscular effort. This 
little fish story is only one of many similar experiences 
Jack has had with his pet spinner. The perfection of 
his tackle in catching fish has been the cause of many 
trying to imitate his spinner, but they were only imita¬ 
tions and did not succeed. 

Jack spends his summer at Big Bear Lake and is 
always ready to prove the fish catching habits of his 
spinner. 

The above cut shows a few of the beauties Jack 
brought in after spending a couple of hours on the lake. 
Of course he trys to stay within the limit as prescribed 
by the law. but he has been known to go over the limit 
and the game wardens watch him rather closely, as they 
have a great respect for the J. L. Spinner. 


The Escondido Hardware Company of Escondido, 
Cal., report a good business and a splendid season’s 
outiook. 



12-HOUR SERVICE 

On Tennis Racket 
Restringing 

JEALERS can guarantee 12- 
hour service on tennis racket 
restringing from the time the 
racket reaches our restringing fac¬ 
tory until it is on its way back to 
you. It will be impossible for any 
dealer to make more satisfactory 
arrangements than this, for we 
manufacture our gut in our own 
factory, where we have the ad¬ 
vantage of being able to select ex¬ 
ceptionally high quality gut and 
get it at the lowest prices. All of 
this work is done by experts who 
thoroughly understand tennis 
racket restringing, and who will 
be sure to turn out a first-class job. 

We will supply dealers with can¬ 
vas containers that will hold from 
one to five rackets and which can 
be sent through the mail. Write us 
today for full particulars regard¬ 
ing this exceptional service. 




/i\ 


/7 


Thos.E.Wilson & Co. 


W 

701-703 No. Sangamon Street, Chicago 
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PUSH THE “CLEAN-UP” CAMPAIGN 
ALWAYS 

Because it pays. 

Because the campaign preaches cleanliness. 

Because it increases property values. 

Because good citizenship is good business. 

Because the campaign offsets “hard times” 
and high prices. 

Because the campaign means increased 
prestige to you as a business man. 

Because the campaign brings publicity 
which would otherwise be impossible to get. 

Because the campaign introduces many new 
customers to your store whose later business 
will prove very profitable. 

Because more than 10,000 communities push 
Clean-Up and Paint-Up campaign work this 
year and you want your town in evidence in the 
iist of live towns. 

Because it eliminates fire risks and reduces 
insurance premiums. As a result of the cam¬ 
paign in Cincinnati that city reduced its fire in¬ 
surance premiums $160,000 a year in the down¬ 
town section alone. 

Because better homes mean better work, less 
sickness, better home towns. Clean-Up and 
Paint-Up can achieve all. Rightly some one has 
said, “The paint man of today is the medicine 
man of the future.” 

Because, “As a stimulator of trade the 
Clean-Up and Paint-Up campaign has never 


been equaled. As a movement for better living 
conditions, it will probably never be sur¬ 
passed.” 

Because the women will help. ‘I have been 
very much interested and gratified by the fact 
that any business could take up such a good 
civic campaign. I shall be glad to be a part of 
it.”—Mrs. Philip North Moore, past president 
general Federation of Women’s Clubs. 

Because of the Clean-Up and Paint-Up 
spirit is contagious, many town campaigns have 
practically resulted in a refurbished county. 
“It hardly needs any argument to convince 
any one that a well painted home or barn would 
naturally be appraised at a higher value than 
one not so renovated.”—Secretary Flannagan, 
Federal Loan Board. 


HANDLE THE BEST 


“We believe that it is well for the hardware 
man to carry automobile accessories, not only 
the usual accessories, but such as tires, oils, etc. 
Again we want to emphasize in the accessory 
line, as we do in all other lines of hardware, and 
house furnishings to handle the best only. Give 
the consumer good service and personal atten¬ 
tion.” 

DICKERMAN HARDWARE CO. 


Wisconsin. 


If you can’t go, you can send. 


SATISFACTORY and PROFITABLE 



Water Tight 


Good Painters use Cal-Pa-Co Pure Paint when 
they have a particular customer to please 

CALIFORNIA PAINT CO. 

OAKLAND, CALIFORNIA 



JOBBERS 

Hammond Lumber Co., 

Los Angeles 

Stsyner & Daly, Salt Lake 
Kelly, Thoraen A Co., Portland 


CAL-PA-CO^ 


FOB BOTH 

CONSUMER 

AND 

DEALER 


No other manufacturer uses 
greater care in making 
100% Pure Paint. 

Cal-Pa-Co products combine 
only the best ingredients 
under the direction of the 
most skilled paint chemists. 

The California Paint Com¬ 
pany — manufacturing Cal- 
Pa-Co paints, varnishes and 
enamels for over 50 years 
—took five first awards at 
the Panama - Pacific Inter¬ 
national Exposition. 

It will pay you to write 
for dealers’ special agency 
terms. 
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“Our Standard" 



▲ FuvfMt Paint far Outatda 
Painting. In diffarant shads*. 
Moat Lasting. 


R. N. NASON & CO. 

San Francisco, U. S. A. 

MAKEB8 

Paints, Colors, Varnishes, Lubricating 
Oils and Greases 

JOBBBR8 

Brashes for Painting, Glass Mirrors, Etc. 

FOREIGN PACKING OF SHIPMENTS A SPECIALTY 

WRITE FOR LITERATURE, CATALOGUES AND PRI0E8 


The Attaw&y-Latham Hardware Company are build¬ 
ing a warehouse, to enable them to carry an increased 
stock of implements and tools, at Phoenix, Ariz. 


The Cochise Lumber Company, who also handle 
hardware, at Bisbee, Arizona, report a very satisfac¬ 
tory season, and expect to keep busy throughout the 
year. 


D. P. Donovan announces that he has sold his 
business at Nezperce, Idaho, to the Nezperce Hard¬ 
ware Company, who will continue the business in all 
lines. 


The Colton Hardware and Furniture Company, of 
Colton, Washington, of which Messrs. Kirk and Mun¬ 
son are the proprietors, have disposed of their stock 
at auction. 


H. H. Dale, a hardware merchant at Santa Ana, 
Cal., is having erected for him a new building, which 
will be occupied as soon as completed, and will add 
materially to his stock. 


The Palouse Hardware and Implement Company, 
Palouse, Washington, of which James Throop was the 
proprietor, has sold his interest to T. E. Boone, who 
will take over the active management. 


The Garnett-Corey Hardware Co., at Medford, Ore., 
has been succeeded by Garnett Brothers’ Hardware Co. 
H. C. and Ben Garnett, who have been active in the 
Garnett-Corey Hardware Co., comprise the new firm, 
and they plan to do a strictly cash business. 


GEOGRAPHICAL TALE 

Two British soldiers went into a restaurant 
at Salonica and asked for Turkey with Greece. 
The waiter said: 

“I'm sorry, gentlemen, but I can’t Servia.” 
Whereupon the Tommies cried, “ Fetch the Bos- 
phorous!’ ’ 

When that gentleman arrived and heard the 
complaint the manager said: 

“Well, gentlemen, I don’t want to Russia, 
but you cannot Rumania.” 

And so the poor Tommies had to go away 
Hungary. 


Holloway & Spittler have purchased Hook Bros, 
hardware store, at Perris, Calif., and have taken pos¬ 
session. 


The Concord Hardware & Plumbing Company are 
adding a line of crockery and house furnishings to 
their stock, at Concord, Cal. 


H. P. Fites, of Brawley, Cal., is building an addition 
to his establishment, in order to give him facilities 
for carrying an increased stock. 


H. N. McKie announces that he is the owner of 
what is known as the Broadway Hardware Store, 720 
Broadway, Los Angeles, and that he will continue the 
business under the same name. 


PAINT 


WRITE FOR ATTRACTIVE 
DEALER PROPOSITION 


— Since 1894 


r/IE BRININST00L CO. 
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New Goods and Specialty 



m 


WAR POSTAL SCALE 



The Pelouze Manufacturing 
Company have placed on the 
market a war postal scale, 
which complies with the new 
postal rates effective last No¬ 
vember. This attractive post 
al scale is finished through¬ 
out in gold bronze. It has 
a capacity of two and one- 
half pounds, by half ounces. 
It is made with double up¬ 
right supports. It gives the 
exact postage in cents on all 
mail matter. The Pelouze 
Manufacturing Company, or 
their jobbing representatives 
will be glad to give full in¬ 
formation to any of our 
readers upon request. 


RECORD SHIPMENT OP RAZORS FOR GOV¬ 
ERNMENT USE 

When the Government issued their call to the 
manufacturers of the country for the mobilization of 
its industries for supplying the materials necessary 
to equip the Army and Navy, one of the first estab¬ 
lishments to put their factory at the disposal of the 
Government was the Geneva Cutlery Company, makers 
of the Genco razors. This company pledged itself to 
give any Government requisitions right of way in its 
factory. 

On the morning of May 7th, at 9:00 o’clock an 
order was received for 10,000 completed razors. This 
order reached the office of the company at a time 
when they were more than 100,000 dozen oversold 
and were putting forth every effort to give their regu¬ 
lar customers the best service possible under most ex¬ 
traordinary conditions. 

In spite of this fact the decks were immediately 
cleared for action and every available part of the high¬ 
ly efficient Genco plant was given over to the atten¬ 
tion of this Government order. 

During the same day upon which this order for 
10,000 razors was received, the entire order was com- 

? leted, packed and delivered to the railway company 
or shipment, thereby establishing a record not only 
for their own plant but undoubtedly for any establish¬ 
ment of its kind. 

An additional indication of the desire of the Ge¬ 
neva Cutlery Company, to be of real service to the 
Government during these times is the fact that this 
immense order was turned over to the Government at 
a price approximately 5 per cent above the actual 
manufacturing cost. 

The plant of the Geneva Cutlery Company is the 
largest factory in the world devoted exclusively to the 
manufacture of high grade razors and not only does 
its output exceed very materially the claimed produc¬ 
tion of the largest German factories before the war, 
but it is now four times greater than the combined 
output of all razor manufacturers in this country. 


John II. Rodeman, an enterprising hardware and im¬ 
plement dealer, of Jefferson City, Missouri, is making 
extensive improvements in his hardware department 
to make room for increasing his stock. He reports a 
splendid business and a good outlook. 



STRIKING ADVERTISING PRESENTATION 

Last month there went through the mails an un¬ 
usually attractive piece of advertising literature, beau¬ 
tifully illustrated, entitled “Here Comes the Bride.” 

This was one of a series of announcements to the 
trade featuring Mirro Aluminum, the season’s selling 
sensation. Among other things it spoke of the ad¬ 
vantage afforded by the big spring drive on this 
popular line, an important feature of which was the 
big national advertising campaign in Saturday Eve¬ 
ning Post and Good Housekeeping, proofs of which 
were also reproduced in the announcement. 

All in all the Mirro advertising campaign has been 
markedly different and one calculated to stimulate con¬ 
sumer demand to the direct advantage of Mirro dealers. 
The advertising deals in no uncertain way with Mirro 
features of excellence which are bound to appeal to 
discriminating purchasers of aluminum. 

The fact, also, that this line is made by one of the 
world’s largest concerns manufacturing aluminum ware, 
a concern with twenty-five years’ experience in this 
field, constitutes a further factor of merit and con¬ 
fidence, of significance to dealers and the buying pub¬ 
lic alike. 

Mr. George Vits, president of the Aluminum Goods 
Manufacturing Company, Manitowoc, Wis., says that 
Mirro has come up to their every expectation, both as 
to quality and sales. He says that now Mirro has 
been so successfully launched on its advertising career, 
it will be their aim always to keep it prominently be¬ 
fore the public in a big national way, having in mind 
not only an ever increased output, but al& the in¬ 
terests of Mirro dealers through whom alone all sales 
shall be made. 


A USEFUL PUNCH 

The Machine Appliance Co., Brooklyn, New York, 
are manufacturers oi the Samson Punch, which has a 
wide variety of uses. 

It is adapted for sheet metal work, furnace piping, 
roofing, leather, paper, fabrics. Any place where a 
punch can possibly be used the Samson punch will 
meet every requirement. 

The same tool uses seven interchangeable size dies 
from 1-16 to % inch diameters. They are made of drop 
forge steel and nickel plated, and are sold bv leading 
jobbers and supply houses everywhere, or the manu¬ 
facturers will be glad to give full information to any 
of our readers upon request. 
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ORNAMENTAL CORNER IRONS AND 
MENDING PLATES 

No. 998Va and No. 999V 2 - 

The accompanying illustrations 
new it<‘i»s winch The 
Stanley Works recently added to 
its large line of Wrought Stell 
Corner Irons and Mending Plates. 

\n. Ornamental Corner 

Iron is made in sizes rail] ing from 
Inches to 1^x8 inches, 
aad ^ furnished in i-right steel 
and brass plated. 

Packed in cartons with screws 
to match. 


No. 998M* Ornamental Mending Plate can be ob¬ 
tained in sices ranging from 2 to 10 inches, in length, 
and is furnished in bright steel and brass plated. 



Packed in a carton with screws to match. 

For further information, prices, etc., write to The 
Stanley Works, New Britain, Conn. 


G. M. Hurley, of Salem, Oregon, has engaged in 
partnership with Ralph Feige in the plumbing business. 


The Ilwaco Hardware and General Supply Company 
of Ilwaco, Wash., conducted by J. H. Doupe and 
Charles F. Rogers, report a very satisfactory season. 



THE PERFECTION CURTAIN AND SHADE 
FIXTURE 

The Beaton k Cadwell Manufacturing Company, of 
New Britain, Conn., are putting on the market a new 
Perfection Curtain and Shade Fixture. These fixtures 
can be put up by anyone with a screw driver. Th* 
entire fixture is made of steel, is neat, and looks good 
when up. It saves tenants buying new fixtures when 
moving into a new house, makes a combination to care 
for and provides fixtures for both curtains and shades 
whenever wanted. Can be used separately or in com¬ 
bination. They have been introduced and used suc¬ 
cessfully for several years. They are furnished in 
old brass, oxidized copper, hand buffed nickel, and 
plain nickel; special finishes to match hardware of 
any building can be desired. The Beaton k Cadwell 
Manufacturing Co. will be glad to give full informa¬ 
tion, and send sample. 


J. J. Fairchild has sold his hardware and imple¬ 
ment business at Denair, near Hughson, Cal. 



SAVED FROM THE FIRE DEMON 


When G. E. Cole, proprietor of the Cole 
Hardware Company, Carnegie, Okla., pur¬ 
chased the automatic fire doors shown on the 
side of the building in the accompanying pho¬ 
tograph, a half block of frame buildings stood 
in the foreground of the picture—where the 
tile and machinery appear. That was in 1910. 

Two years later (1912) the frame buildings 
caught fire, a strong south wind carrying the 
flames directly against the Cole Hardware 
Company’s building. The whole block and 
in fact the entire business district of Carne¬ 
gie were likely to be swept by the onrushing 
flames. As the flames approached the Cole 
store, however, the fire doors automatically 
closed, sealing the wall tightly against the 
Fire Demon which threatened its destruction, 
blocking the flames absolutely and confining 
their devastation to the half block mentioned. 

In the words of Mr. Cole himself, who was in 
his place of business at the time, “I would not have known there was a fire out there by the way things were in 
the store.” 

This photograph was taken in February, 1918, six years after the fire. The fire doors have been repainted 
and the hardware is intact and as rijjid as ever, presenting an impressive testimonial to the value of fire door 
protection. These doors and automatic fire door hardware were made by the Richards-Wilcox Manufacturing 
Co., Aurora, Ill. 

The R.-W. Company have published a book entitled < 1 Richards^Wilcox Fire Door Hardware,” which illus¬ 
trates and describes in detail the various types of fire door equipment manufactured by them to cover all 
possible doorway conditions. This book they will be glad to mail without obligation, as well as furnish par¬ 
ticular information and prices covering individual requirements to anyone sufficiently interested to address a 
^rd to the Richards-Wilcox Manufacturing Co., Aurora, Ill. 
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“SCREEN DOOR HARDWARE” 

is the name of a new eight-page folder illustrating a 
few of the best selling items of Screen Fixtures and 
Trims made by the Watrous-Acme Mfg. Company, of 
Des Moines, Iowa. The Stanley Works of New Brit¬ 
ain, Conn., is the sales agent for all Watrous-Acme 
products and is the publisher and distributor of this 
new folder. 

The folder is designed for retailers to pass out to 
their customers. A liberal space is left at the bottom 
of the cover where the dealer’s name and address may 
be prominently printed. All reference to the manu¬ 
facturer is omitted until the last page. 

These folders, imprinted, will be sent in reasonable 
quantities on request from any hardware dealer who 
is selling any of the following Watrous-Acme Screen 
Door Catch No. 210, Screen Door Latch No. 129, 
Screen Door Spring Hinge Sets, Nos. 1156, 1157, 1158 
and 1159, Screen Door Brace Sets No. 27, and Porch 
Screen Couplings Nos. 16 and 17, all of which are il¬ 
lustrated and described in the folder. 


PLASTERERS' AND MASONS' TOOLS 

Attention is directed to the announcement of Wil¬ 
liam Rose k Bros, on their line of tools for plasterers 
and masons. 

Wm. Rose k Bros, have specialized on tools for 
plasterers and masons, and their line is most practical. 
They have had the benefit of advice and suggestions 
from these mechanics, hence a merchant knows that in 
stocking the Rose line he is handling tools that will 
prove satisfatcory to their trade. 

Their line is sold by the leading jobbers generally, 
and either they or their jobbing connections will be 
glad to give full information to any of our readers 
upon request. 


THE ATLAS TACK LINE 

The Atlas Tack Co., Fnirhaven, Mass., who are said 
to be the largest and oldest manufacturers of tacks and 
small nails in the world, manufacturing twenty thou¬ 
sand kinds and sizes in iron, steel, copper, brass and 
zinc, as well as electro-plated, galvanized, tinned, enam¬ 
eled and japanned for every purpose, directs atten¬ 
tion to their line, which is sold under their registered 
trade-mark, as shown on page 5 of this issue. 

They will be glad to give further information to 
any of our readers upon request. 


A GOOD SALESMAN 

Oneida Community are featuring their Par 
Plate Silverware, furnishing to the trade a 
green leatherette display counter case, which 
serves as a stock assortment of staple samples, 
as well as a salesman. 

The price of each article is plainly printed, 
and the cover, when raised, gives full informa¬ 
tion. Wherever these display counter cases are 
shown they are proving splendid sales-makers. 

They are glad to give full information to 
any of our readers upon request. 


ADVERTISEMENTS OF ENORMOUS 
INTEREST. 

There is one thing I want to say concerning 
the Hardware World. The advertisements ap¬ 
pearing therein are of enormous interest to me. 
In fact, if I don’t get time to read your maga¬ 
zine thoroughly, as I should, and do, I always 
take time to read the advertisements first. 

J. A. ADDLMAN. 


LIBERTY ADJUSTABLE CULTIVATOR- 
WEEDER 

The J. E. Gilson Co., of Port Washington, Wiscon¬ 
sin, have issued a very attractive booklet in colors 
on their Liberty cultivator-weeder, illustrating and de¬ 
scribing the well-known Gilson garden tools. 

The Liberty Cultivator leaves the soil thoroughly 
stirred, and in fine condition for absorbing heat and 
moisture, and is ideal alike for preparing the seed bed, 
as well as for cultivating the maturing plant. They 
are made in a variety of styles and sizes, with attach¬ 
ments that make the Liberty garden tools everything 
that can be desired, whether for the professional gar¬ 
dener, the amateur, or the woman in her conservatory 
or home garden. They will be glad to give full infor¬ 
mation to any of our readers upon request. 




ioo per cent Value 
SILVERWARE 
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EVERY FAMILY NEEDS THEM 

The Kerr Wire Products Co., of 325 West Ran¬ 
dolph Street, Chicago, are successors to the Handy 
Manufacturing Co., manufacturers of the well known 
line of Handy fruit jar holders. 

This institution was established first at Seattle, 
Wash., bat moved their factory to Chicago, on account 
of the increasing demand for their products from all 
sections of the country, and they desired a more central 
location. These holders are a proven repeater. They 
are made ia one size only, but fit pint, quart and half 
gallon jam. 

Undoubtedly the demand this year will be larger 
than ever,, but the increased facilities of the Kerr Wire 
Products Cs. # and their central location will enable 
them te fill all orders promptly. Orders may be sent 
to your nearest jobber, or the manufacturers themselves 
will be glad to send samples and prices to any of our 
readers whe may be interested. 


NESCO HOME CANNER 

Since the government has 
taken eontrol of the food sup¬ 
plies of the United States 
and has requested citizens to 
conserve in every possible 
way, many devices have 
been brought out to enable 
economical preserving of 
of foods. The cold-pack 
method is the one that is 
particularly recommended by 
the government in Farmers’ 

Bulletin No. 839. Steam is 
coming more and more to be 
recognized as an efficient 
method of processing both 
fruit preserves and vege¬ 
tables. Pressure canners are 
sometimes used, more for 
large output than others. 

A new device that makes 
use of the cold-pack method 
and affects the processing by 
the use of steam is the 
Nesco Steam Home Canner. This article consists of a bot¬ 
tom pan about ten inches in diameter, which holds the 
water used to create the steam, and two upper ves¬ 
sels, each with holes perforated in its respective bot¬ 
tom, which are set above this lower vessel—one story 
above another. The steam rising from the lower vessel 
through the holes of each of the vessels effects the 
sterilization of the jars contained within each vessel. 

This canner is suitable for home use; set over 
one burner of a range or stove it is economical as to 
consumption of fuel. Each vessel will hold four one- 
pint Mason jars, or two one-quart Mason jars. The 
processing is carried on while other jars are being 
prepared. The time required is not of great length. 
A full and complete table, corresponding to that fur¬ 
nished in the Farmers’ Bulletin mentioned is the stand¬ 
ard and gives satisfactory results. 

It is well for retailers to join in this movement 
by investigating the different devices and conducting 
individual campaigns among their own customers for 
more home preserving. 



YOUR STORE APPEARANCE INFLUENCES 
YOUR SALES 

There is nothing more true than that appearances 
count either for or against a merchant in making sales. 

It doesn’t make any difference whether you cater 
only to the trade of men, they are unconsciously influ¬ 
enced by the appearance of a store almost as much, 
if not more, than women. 

Mechanics or farmers coming into your store in 
their ** every day” clothes are influenced by a neat 
and attractive appearance in a store as much as they 
are in the home. 

Hence the importance of having your store present 
an attractive appearance. Nothing will contribute more 
to this than to have the proper hardware store fix¬ 
tures. An investment in hardware store fixtures is 
not made for a day or for a month, but to last indefi¬ 
nitely. Price alone is not the only thing to be con¬ 
sidered in having the proper kind of fixtures. 

The Duluth Show Case Co., Duluth, Minn., are man¬ 
ufacturers of Duluth Sectional Hardware Store Equip¬ 
ment of the best quality skilled labor and material can 
produce. 

They furnish an interesting catalog showing their 
complete hardware store equipment, which they will be 
glad to send to any of our readers upon request. It is 
worth having. Write them for it. 
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RICHARDS-WILCOX SLIDING DOOR 
HARDWARE 

The Richards-Wilcox Mfg. Co., Aurora, Illinois, have 
prepared an attractive fibre board sign 21% inches long 
by 14 inches wide, printed in black on a buff back¬ 
ground, illustrating their distinctive sliding door hard¬ 
ware, for barns, warehouses, residences, churches, 
garages and schools. 

In fact they make a hanger for any door that 
slides. This hanger is furnished with a silk cord so it 
inay be hung, and at the back there is a substantial 
cardboard easel, by which the sign could also be used 
as a counter display. 

They furnish these signs to any merchant without 
cost. 

While the reading matter advertises sliding door 
hardware generally, the illustrations are of their Slide- 
tite Garage Door Hardware, showing both the interior 
and exterior views with doors open and closed. 

The Richards-Wilcox Mfg. Co. will be glad to give 
full information to any who ask. 


Charles E. McReavy, of the Raymond Hardware 
Store at Raymond, Washington, has sold his holdings 
to Ernest Hawthorne, of Tacoma. 


The Toledo Hardware Company of Toledo, Wash., 
have purchased the stock of hardware, house furnish¬ 
ings, etc., of Fred Williams, and consolidated it with 
their own. 


THE MARSII-AYER MITRE BOX 

Manufactured by the H. C. Marsh Co., Rockford, 
Illinois, and is recognized as the best and most prac¬ 
tical boxes of the kind. 

Their boxes may be obtained from the leading job¬ 
bers or any of their sales representatives mentioned on 
page 36 will be glad to give full information to any 
of our readers. 
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REMARKABLE GROWTH OF STANLEY 
WORKS DURING 1917 

Last year was a very remarkable one in the growth 
of the Stanley Works. A few figures may be inter¬ 
esting in this connection. 

The total area of land owned and occupied in New 
Britain by the Stanley Works on January 1, 1917, was 
about 33 acres. During last year 61 acres were added 
to the New Britain plant, making 94 acres in all. 

Because of this large increase in land ? changes 
were necessary in the transportation facilities. It is 
now almost a mile from the east to the west end of 
the New Britain plant. Nineteen hundred seventeen 
began with about one mile of full gauge railroad track. 
An additional half mile was built last year and another 
half mile of track will be constructed during 1918. A 
narrow gauge industrial track one and one-half miles 
long at the beginning of last year was increased to 
over two miles. The Stanley Works now has four 
electric storage battery locomotives and the fifth is on 
its way. 

Besides the industrial railroads, a large part of the 
material is handled on two electric industrial trucks 
and two electric tractors. The elevators in the new 
buildings have been so constructed that these trucks 
can be taken to the upper floors in the building, and 
thus save considerable rehandling. In addition to the 
trucks already mentioned, the Stanley Works in con¬ 
nection with its New Britain plant now owns and oper¬ 
ates one three-ton electric truck, two three and one 
half-ton Packards, one five-ton Packard and one five- 
ton Packard. 

Two large buildings were put up during 1917, one at 
the extreme east end of the plant which almost doubled 
the Stanley Works warehouse facilities, and a factory 
building at the west end of the plant. These two 
buildings alone contain about two half acres of floor 
space. Besides them there have been constructed sev¬ 
eral smaller buildings and two large buildings for hot 
rolling steel mills, making the total floor area in the 
New Britain plant at the present about 15% acres. 

During 1917, the Stanley Works enlarged its power 
plant by completing a long distance transmission line 
to bring in electricity from its new plant on the Farm¬ 
ington Biver. This added about 50 per cent to its 
power, and helped the Stanley Works m no small de¬ 
gree to keep its plant running this winter. 


NEW FEATURE OF “XXth CENTURY” 
BOTTLE COOLERS 

Cordley & Hayes, 7-9 Lombard St., New York City, 
are now furnishing 1 ‘ XXth Century’’ Bottle Coolers 
equipped with new White Porcelain Drip Tray, instead 
of the open glass drip tray with which these coolers 
have been equipped heretofore. This new porcelain 
tray is better looking and stronger than the opal glass 
tray and minimizes the danger of breakage. It is very 
easy to clean and much superior to a metal drip tray, 
as formerly used on practically all makes of bottle 
coolers. It marks one more step forward in the way 
of the sanitary advantages of the “XXth Century” 
line of bottle coolers. 


Recent Changes—Continued From Page ISO. 

Ennis, Texas—Craig Hardware Co. succeed E. E. 
Craig & Co. 


Gainesville, Texas—Schad k Pulte. 


Davenport, Washington — Denson k Cassels Co. 
succeed Denson & Son. 


Seattle, Washington—Buckeye Hardware Co. 


Bagley, Wisconsin — Tilden Brodt succeeds J. T. 
Clifton. 


Blair, Wisconsin—E. C. Hanson succeeds Hanson k 
Johnson. 


Cadott, Wisconsin—Herman Friess succeeds E. H. 
May. 


Casco, Wisconsin — Bichard H. Wunsch succeeds 
Thomas Drury. 


Elroy, Wisconsin — Fresley & Grimshaw succeeds 
Chas. Nernd. 


Independence, Wisconsin—L. W. k E. E. Bunkel 
succeed Larson & Short. 


Manitowoc, Wisconsin—Worel Hardware Co. 


The illustra¬ 
tion shows a 
shipment of ma¬ 
chinists ’ scrap¬ 
ing tools recently 
made by the 
Mound Tool Com¬ 
pany of St. Louis 
to New Yorrk 
City. These 
scrapers are prin¬ 
cipally used for 
scraping valves, 
babbit metal, 
journals, bear¬ 
ings, etc. This 
type of scraper 
has been adopted 
and is being ex¬ 
tensively used by 
the U. S. Navy 
and by all large 
automobile and 
machinery manu¬ 
facturers. 
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Business Opportunities 


FOB SALE. 

I want to sell my entire stock of Sherwin-Williams 
Paints and Varnishes. Martin Englehart, 2538 Lincoln 
Ave., Chicago, HI. 


FOB SALE. 

Clean stock of general sheep and builders’ hard¬ 
ware in live Eastern Illinois city. Well equipped tin 
shop. 

Address 1 ‘Hardware/’ care Hardware World. 


POSITION WANTED. 

Experienced plumber, steamfitter and sheet metal 
worker wants steady position. With hardware company 
preferred. Can figure or estimate all work. Tyrrell the 
Plumber, Devils Lake, N. D. 


FOB SALE. 

A good paving hardware business, will sell at in¬ 
voice price, which will be about $12,000. Season for 
selling, want to retire from business. Reasonable rent, 
or wifi sell building. S. F. W., care Hardware World. 


WANTED 

Distributor for highest grade mechanics’ tool chest. 
Advise lines handled, territory covered, class of dealers 
reached and commission wanted. Prefer established 
manufacturer’s representative traveling several men. 
Address Union Tool Chest Works, Rochester, N. T. 


FOB SALE. 

Hardware store ; with plumbing shop, in one of the 
beet grain and fruit growing sections in California. 

Old established business. Only $5,000.00 cash capital 
required, and satisfactory terms for balance. 

Address, R. P. Burr, P. O. Box 596, Sacramento, Cal. 


FOB SALE. 

Good paying hardware business in the best city in 
Idaho, doing a good business. 10-year lease, brick 
building 140x30 feet, with large basement. A-l loca¬ 
tion. Stock and fixtures about $40,000.00. Reason for 
selling, owner wants to retire from business. Address 
C. P. I., care Hardware World. 


HARDWARE SALESMAN WANTED. 

Must have not less than five years’ experience, and 
must be competent stockkeeper. 

This store carries a $50,000 stock of hardware and 
implements in a thriving Southern Idaho town. 

A good opportunity for a hustler who is willing to 
work for advancement. 

Address M. H. Company, care Hardware World. 


FOB SALE. 

Clean, well balanced stock of hardware and imple¬ 
ments in Idaho town. Center of sheep and mining 
country. Richest county in state and growing rapidly. 
Will invoice about $17,000 and $60,000 business last 
year. Good reasons for selling and terms to right per¬ 
son. Unusual opportunity. No agents. “8. L,” care 
Hardware World. 


FOB SALE. 

Old established general merchandise country store 
for sale at a discount. 

Making money, reason for selling war-draft, will in¬ 
voice about $10,000. Yearly sales nearly $60,000; prin¬ 
cipal part hardware and groceries. 

Located in one of the best wheat districts in Whit¬ 
man County, Washington. 

Will stand closest examination. 

Write owner, 205 Eagle block, Spokane, Wash. 


A GOOD BUT. 

Good clean stock of hardware — about $6,000. Will 
sell at invoice. 

The business is located in a lively city on Grays 
Harbor, Washington. 

Sales from $18,000 to $20,000 a year. 

Will stand investigation. 

Address * * U. H., ” care Hardware World. 


AN A1 OPPOBTUNITY. 

An old established hardware business located in one 
of the best towns in the Sacramento Valley, California. 
Stock will invoice about $10,000.00. Owing to death 
of senior member of firm, outside interests require 
personal attention of other member. This is an un¬ 
usual opportunity to step into a splendid paying busi¬ 
ness, good central location. Will either sell or lease 
building. Will bear fullest investigation. Address 
H. Mitchell & Son, Colusa, California. 


MANAGES RETAIL HARDWARE STORE WANTED. 

We want a live, up-to-date, thoroughly capable man¬ 
ager for a retail hardware store in a city of 260,000 
people. 

Daily cash sales will average over $500.00. 
must be thoroughly competent, and experienced. 

Give full particulars, age, experience, references, 
salary wanted, personal habits; in other words, such 
information as you would want were the position re¬ 
versed. 

Applications treated Confidential. 

Address «‘RETAIL,” care HARDWARE WORLD. 


FOB SALE. 

Hardware and implements, located fifty miles from 
San Francisco, in a live little city, being a county seat, 
with rich farming country and many substantial fac¬ 
tories that have a steady payroll all year. 

Sales last year $75,000, and expect to do better this 
year. 

Business is largely cash and back accounts are short 
terms. 

A modern store, clean, up-to-date stock. It takes 
from $1600 to $2000 to handle the business. A paying 
business that will stand inspection. 

Will give part terms. 

Above in a good, desirable town and a fine climate. 

J. X., care Hardware World. 


FOB BALE. 

Stock of Hardware, Implements, Furniture and Har¬ 
ness. 8tock invoiced Januarv 10, 1918, $7,535.30. Fix¬ 
tures $500.00. Building 24x84, two stories and imple¬ 
ment building 24x60, $2,750.00, in good condition. Also 
residence on tract 100x150, set in shrubs and trees, 
$1,750.00. 

I have contract with Fairbanks Morse, International, 
John Deere, and Parlin & Orendorff. 

Cash sales last year, $30,000.00. 200,000 bushels of 
wheat marketed here last year. Gravel surfaced road 
leading out of town in two directions and contract let 
for three miles in third direction. 

I will sell for present wholesale price, less freight 
to Wheeler. 

Business is good, and has been good. I started in 
business here January 10, 1914, with $1,600.00 

I have other business that demands my attention, 
and if I sell, must be before June 10, 1918. 

EDGAR DRY, Wheeler, Washington. 


J. C. Throop, who has been engaged in the hard¬ 
ware business at Palouse, Wash., has traded his busi¬ 
ness to E. E. Boone, who will continue the hardware 
and implement business. 
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Plumbers’ Windows With a Punch 


W HY is it that so many dealers in plum¬ 
bers , supplies overlook their most valu¬ 
able aid to publicity—the show window. 
A miscellaneous outfit of castings, pipes and 
various supplies is not a particularly interest¬ 
ing sight and does not attract the attention of 
the passing throng, but place these supplies in 
their proper environment—fit up a room with 
the latest devices of the plumber’s art and 
people will begin to consider what an improve¬ 
ment it would be to have those fixtures in their 
own home. The first thing to do is to have 
some particular object of interest on which to 
fasten the eye. Nothing attracts like life, or 
at least a simulation of it, and it would there¬ 
fore pay to invest in, or at least rent, a wax 
model to form the nucleus of your display. 

A Brooklyn firm (The House Repairing 
Co.) have a window that attracts attention both 
day and night. At night the display is lighted 
up by the indirect lighting system—another 
adv. for the plumber and fitter—which throws 
all the light upon the display and does not blind 
one with its glare as when the illuminating 
medium is exposed. 

The window is fitted up as a large modern 
bathroom. In the center of the display stands 
a man in a bathrobe with Turkish towel over 
his arm, just as if ready to take a plunge. 
Everything is of enameled ware—bathtub, uri¬ 
nal, washstand, and toilet cabinet with mirror 
above the washstand. The floor is covered with 
black and white linoleum to represent tiling, 
and a small radiator gives the necessary 
warmth. All pipe connections are made, and 
at certain hours of the day—when the crowds 
are passing, water is running in the bathtub, 
and a shower bath apparatus shown in opera¬ 
tion. 

Catchy signs add to the success of the win¬ 
dow: 

WIRE US, AND WE WILL WIRE YOU 
Yes, we do plumbing: and oar prices are right 
An Arkansas Traveler said: “Ona rainy day you 
can’t mend the roof: and on a fine day it 
doesn’t leak.” 

DOES YOUR ROOF NEED MENDING! 


Catchy signs and up-to-the-minute trims 
such as the above are big factors in securing 
trade. The window is the silent salesman that 
is on the job three hundred and sixty-five days 
in the year, and it depends upon the merchant 
whether it is a catch-all for dead flies, or an 
agency earning its proper per cent of the store ? s 
business. 

The N. 0. Nelson Mfg. Co., St. Louis, Mo., 
have their corner window fitted up as a com¬ 
plete modern bathroom—tub, shower, toilet and 
washstand. The show room is equipped with 
a number of little booths, each containing a 
different style of bathroom appointments—the 
partitions keeping each set to itself, and en¬ 
abling a prospective purchaser to see just how 
it would look in his own home, as each booth 
is about the size of an ordinary bathroom. In 
another window, displayed on a black velvet 
panel, are seen various bathroom accessories— 
mirrors, glass and enamel towel racks, soap 
dishes, toilet article holders, etc. In the center 
of the show room is a large fountain of stone, 
set around with dwarf palms, and in the middle 
a great stork uplifts his bill, from which spouts 
a stream of water. Of course many plumbing 
establishments would not permit of this elabo¬ 
rate display, but the essential features could be 
retained, with at least two booths fitted up with 
different types of bathroom settings, and the 
rooms kept clean and light—which is too rarely 
the case in shops in the smaller cities. 

The Standard Mfg. Co., Chicago, have their 
interior fitted up in dark green, which forms an 
excellent background for their enamel bath and 
toilet fixtures. A glass case, displayed in the 
front window, shows in little heaps, the ingred¬ 
ients that go to make up standard porcelain 
enamel. 

The Federal - Huber Company, Chicago, at¬ 
tract attention by displaying in their window 
two tall enamel and steel bathroom scales, to 
which are attached cards: 

WATCH YOUR WEIGHT 
It is a reliable barometer of your physical condition 
Weigh daily. 

Just inside the door is a large porcelain bath- 
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Service 

Is the big factor in | 
modern business, g 
With us it has been I 
put to the test and | 
found not wanting. B 
It measures up to the | 
recognized quality of | 

Our “FAULTLESS” 

Plumbing and Heating 
Fixtures 

It is a Prompt, Accurate and Depend- | 
able Service 

M. L. KLINE 

30 Ycara Wholesaling Plumbing aad Heating 
Supplies in Portland 

84,86,67,89 FRONT ST., PORTLAND, ORE. i 
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IT’S THE QUALITY 



of the "AL* 
WAY8 RELI¬ 
ABLE" torch¬ 
es and fur¬ 
naces which 
makes m e- 
chanics buy 
them. They 
know from 
past experi- 
ences that 
there are no 
equals when 
quality, work 
manship and 
results are 
concerned. 


If you have 
never used 
this make, a 
trial is sure 
to con vince 
you of its su- 

„ _ periority over 

No. 57 1-Quart No. 58 1-Pint all other 

makes. You 

cannot go wrong because each article is carefully tested 
before shipment is made, therefore, is guaranteed to 
give perfect results. 


Place a trial order with your jobber 
today. If your jobber does not stock our 
goods, write us. 


Otto Bernz, Newark, N. J. 



Wrench users will tell you that 
breakages occur most often at the 
places numbered in the illustration 
and the orders that we used to re- 
ceive for repair parts bore out this 
point. 

After knowing where the weak 
places were it was a simple matter 
to strengthen them. A comparison 
of the “Wells Improved Pipe 
Wrench” with any other make will 
convince you that the “Wells” is 
exceptionally strong. 

We know that you can sell 
“Wells” Wrenches because a 
buyer will not pass up a wrench 
that will save him the expense of 
buying new parts. 

G. T. D. is back of this wrench 
with a strong guarantee. 

Send a trial order today. 

Catalog. 

GREENFIELD TAP AND DIE 
CORPORATION 

Greenfield, Massachusetts, U. S. A. 

New York, 28 Warren Street 
Chicago, 13 South Clinton Street 
Canadian Plant: Wells Brothers Company of Canada 
Limited, Galt, Ontario 
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tub to which is attached a portable baby’s bath 
—which is simply rubber and canvas stretcher 
wrung on steel rods with bent ends that grapple 
and hold it securely to the sides of the tub. It 
is much more convenient than the ordinary 
wash bowl as it avoids any danger of wetting 
or mussing up a room. 

The People’s Gas Light and Coke Company, 
Chicago, have a hot water heater display that 
causes people to look a second time. The win¬ 
dow is draped with brown velvet—this luxuri¬ 
ous background being very unusual in displays 
of heating materials. In the center is a unique 
hot water heater, with a section of the front 
removed to show the water coils. A sign above 
it says: 

FIFTEEN GALLONS OF HOT WATER FOR ONE 
GENT’S WORTH OF GAS. 

Narrow brown ribbons run from various por¬ 
tions of the heater to a row of little brown cards 
lettered in white set up against the glass: “Gas 
valve has needle point adjustment,” “Water 
heating coils,” “Inlet from water jacket to 
heating coils,” “Burner top removable for 
cleaning,” “Water jacket where water is pre¬ 
heated — an exclusive feature, utilizing heat 
otherwise wasted,” “Stove pipe connection to 
chimney,” “Hot water outlet to faucet.” A 
thermo valve is shown: “This device, when at¬ 
tached to the water tank, will make the heater 
self-operating, so that a constant supply of hot 
water is always on tap.” In the background is 
a series of photographs showing the heater in¬ 
stalled in various buildings, houses, flats and 
office buildings. 

The American Radiator Company, Chicago, 
show a furnace painted white with open door 
disclosing red painted coals within. To the 
furnace is attached a card : 

An architect’s advice, like that of a 
competent doctor or lawyer, is the wisest 
to follow. His experience and training 
leads him to recommend Blank’s boilers 
as the most economical, cleanest and 
safest for the cottage as well as the 
largest office building. 

Always on the job to distribute genial 
warmth throughout the house in all kinds 
of weather. 

On the other side are three radiators painted 
green, and a card: 

HEAT OR WASTE? 

Do your coal bills yield full heat value t 
Blank’s boilers fill the bill. 


CERTAIN TO WIN 

“How is your boy getting along at the train¬ 
ing camp?” 

“Wonderful!” replied Farmer Applecart. 
‘ 4 1 feel a sense of great security. An army that 
can make my boy get up early, work hard all 
day an’ go to bed early can do most anything.” 


ATTRACTIVE SOUVENIR BOOKLET 

The Greenfield Tap & Die Corporation, is¬ 
sued on the occasion of the occupancy of their 
new office building, shipping room, and recrea¬ 
tion building, a souvenir booklet. 

The reason of this house-warming was to 
give the people of Greenfield and their friends 
outside an opportunity to look over the two new 
buildings, of which they feel justly proud. The 
erection of these buildings marks the complete 
amalgamation of the various units and divisions 
of the Greenfield Tap & Die Corporation, with 
its various plants in different parts of Green¬ 
field. 

The reception was marked by a very large 
attendance from the people of Greenfield, about 
5,000 persons attending. F. 0. Wells, president, 
and F. H. Payne, vice president, assisted by the 
board of directors, and the office force, served 
as ushers and guides, explaining the various 
departments and the many labor-saving and 
modern improvements in the office equipment. 
J. T. Seller, secretary of the company, was 
chairman of the general arrangements commit¬ 
tee, and the souvenir booklet was prepared un¬ 
der the direction of W. L. Robbins, advertising 
manager. 

Refreshments were served, and the occasion 
was greatly enjoyed by every one who attended. 


PORTABLE AND STATIONARY FORGE 
CATALOGUE 

The Buffalo Forge Co. have issued a catalogue on 
Buffalo forges covering sections No. 100 and 108 de¬ 
scribing their portable and stationary forges. It is a 
booklet over one hundred pages, illustrating and de¬ 
scribing their well known line. 

Buffalo forges have been on the market for forty 
years and are known and used the world over. This 
catalogue is conveniently arranged for ready refer¬ 
ence for everyone in any way interested in the line, 
and they will be glad to send a catalogue to any of 
our readers upon request. 


The Beeman & Ayer Supply Company, of Albu¬ 
querque, New Mexico, advise us that they expect to 
go out of the contracting and repairing business, devot¬ 
ing all of their time to the wholesale plumbing and 
heating trade. 


HARDLY 

Eager Shopper—Where are the demonstra¬ 
tions today ? 

Salesman—No demonstrations on Thursday. 
Eager Shopper—not even a special sale? 
Salesman—Special sale in bathtubs—but no 
demonstration. 


Don’t close your purse merely because the 
Liberty Loan campaign is over. The War Sav¬ 
ings Stamp fund is your daily duty. 


Whenever you hear of any suspicious act, 
even though it be of your neighbor, you have a 
duty to perform. 
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Eliminate Those Embarassing^ 
Sounds 

of rushing and gurgling water that 
offend your customers’ sensibilities. 

The Closet flushes so silently 

that not a sound can be heard outside 
the bathroom door. It flushes even more 
thoroughly than the ordinary closet and 
its mechanism is less likely to cause anv 
trouble. 

^ PACIFIC 

PLUMBING FIXTURES 

For Sale By All Jobbers 

Main Office and Show Room 
67 New Montgomery Street 
San Francisco, Cal. 

Branch Offices: Portland and Los Angeles 
Factories: Richmond and San Pablo, Cal. 


GAS or OIL or 

WATER or STEAM 7^R|Opf" 

is absolutely safe where .' 

Rhode Island ill 

UNIONS are in use 

The Rhode Island Union is made of the best grade malleable iron with a 
specially constructed bronze seat which makes a tight joint, preventing 
wasteful, destructive and dangerous leaks. 

Approved by the Underwriters Laboratory and tested in our factory to 
300 pounds pressure before being passed as perfect. 

The whole story is told in our booklet. Send for it. 

RHODE ISLAND FITTINGS GO., Hillsgrove, Rhode Island 
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To Reduce Tool Costs 


M ANY a master, when he comes to foot 
up the outlay for tools for the year, is 
horrified at the sum total. It runs in 
an active business anywhere from several hun¬ 
dred to several thousand dollars, and eats into 
the profits for a goodly percentage. 

While the writer does not claim to cut out 
this expense entirely, he does claim, from ac¬ 
tual experience, to be able to suggest means of 
reducing the same materially and mentions the 
following considerations as a means. 

First: Do not make the mistake of buying 
cheap tools. Cheap dies, for instance, soon dull 
and cut poor threads, resulting in expensive 
leaks. 

Cheap dies work hard. Many times the pipe 
has to be threaded two or three times to give a 
standard thread. This all takes time and adds 
to the cost of the job. On the contrary, it is 
not a paying proposition, in the long run, to 
buy the most expensive tools to be found. 

There is a happy medium in this respect 
which each shop can best fit to its own needs. 
Sufficient to illustrate: don't give men stocks 
and dies that require their whole strength ro 
thread an inch and a half pipe—when stocks 
and dies are to be had whereby a fourteen-year- 
old boy can do the same work if he chooses 
(which boys generally don't). 

Fine cools intrusted to a numbskull are soon 
ruined, therefore as point second I should ad¬ 
vise selecting intelligent men to use said tools. 
A man may be a crackerjack of a workman 
and yet slam out a whole lot of tools in a 
year’s time. 

I have noticed that he don’t slam quite so 
much nor so hard if he has to pay for some of 
the tools he misuses. 

• The use of a pipe cutter illustrates this case. 
If screwed too tight as it is being used the cut¬ 
ter wheels soon become dull, the pin moves and 
then the cutter gnaws off the pipe unevenly 
and all because the workman did not use the 
tool intelligently. 

Right here is a good place to spring the 
third point which is inspection, frequently, of 
the tools in stock, which should be made as 
often as once a month. It will be found that 
this will not take much time and the amount 
saved through the added usefulness given the 
tools repaired, will amply repay the time so 
spent. Instead of having to buy half a dozen 


pipe cutters a few cutter pins and cutter 
wheels will answer the purpose. 

A jaw replaced here and there in the pipe 
wrenches will be another saving and the re- 
grinding of some of the dies will save some 
more money. Sometimes this can be done in 
the winter time or the early spring when busi¬ 
ness is slack, but it is expecting to# much to 
trust that tools so repaired will last the season 
through without further repairs taking the use 
they get from the general run of workmen and 
it will be found far better to have regular 
periods to fix up the tools. 

All tools should be carefully and thoroughly 
protected when they are not in use. Om large 
jobs it is quite the practice to have one huge 
box and the twenty or fifty or more workmen, 
as the case may be, all use this box in common, 
slamming the tools into said box at night in a 
hit or miss fashion. Hammer handles are 
broken, stocks bent and hardly any man gets 
the same tools the next day that he put in the 
box the night before. The men on such jobs 
grow mighty careless and often “ditch” the 
tools around the building rather than cart them 
to the box. Result—in about ten days the con¬ 
tractor is shy fully one-half his tools. 

Each journeyman should have a safe tool 
box in which to put whatever tools that are 
charged to him and be requested to be respon¬ 
sible for tools placed in his charge. Such a 
course will, nine times out of ten, materially 
reduce the losses on tools. 

A good mechanic will keep all the tools in 
his kit cleaned and wiped up without being re¬ 
quired to do so. 

It is for the boss’ own interest to furnish a 
competent mechanic with enough tools to per¬ 
form the work required, yet in lots of shops the 
proprietor is too niggardly to do this. 

The time the mechanic spends running to 
“Tom, Dick and Harry” to borrow tools will 
pay for several sets in the course of a year. 

If a mechanic is required to furnish his own 
kit of tools he should be paid somewhat better 
wages than the man who comes into the shop 
with only a measuring rule and pair of pinch¬ 
ers in his pocket. Many firms have found that 
it was for their interest to do this and thus 
settle the tool question at once by shifting the 
entire responsibility on the shoulders of the 
journeyman. 


Are You Using the "Go-Getter” or the 

"Sit-StiUer” Methods in Your Business? 

■■ ■ ■ ■— - — - - '' * ■ ■ ■ "" " ' 


Digitized by Google 





HARDWARE WORLD—PLUMBING AND HEATING 



M /WJ' 

STOVE PIPES 
CAS FIXTURES 
KNIFE HANDLES 
CEMENT FLOORS E» 


POTS PAILS 
SINKS BOILERS 
KETTLES CANS 
OVENS *od LIDS 


stays upright, when placed 
on counter or shelf. 
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For the benefit of well regulated shops that 
have small difficulty in the matter of a large 
expense for tools, we will state that this article 
was inspired by the remark of a certain master 
plumber and fitter who stated that in the past 
year he had paid out over two thousand dollars 
for tools and did not have two hundred dollars 
worth left to show for the outlay. 

Certainly some—if not all—of the sugges¬ 
tions we have given should apply to all shops 
that approach a similar condition. We wish to 
re-state what we remarked in the beginning of 
this article that these suggestions are the re¬ 
sult of years of actual experience and are not 
doped out from any hear-say on the subject. 

Get after this tool proposition and impart 
to it the same degree of system you apply to 
other branches of your business and we will 
venture that, when accounts are balanced at 
the year’s end, you will find yourself several 
hundred dollars to the good. 

It costs but a little time and trouble, any¬ 
way, and is well worth a trial. 

We should be pleased to hear of your ex¬ 
perience after trying and you have our best 
wishes in the effort. Later we may give some 
further suggestions. 


HIGH GRADE PLUMBING SPECIALTIES 

In these days of advancing prices, particu¬ 
larly in every article in which brass and cop¬ 
per enter, there will doubtless be some attempt 
to lower the quality, in order to make up for 
the increase in cost. 

If such is the case, it will never be the 
policy of the Boston Brass Company, whose 
line of “B. B.” plumbing specialties will main¬ 
tain the high standard originally set for them. 

Their “B. B.” high-pressure ball cock 
illustrated in this issue, is claimed to be not 
only the simplest, but the best cock ever made, 
and can be had for top supply, bottom supply, 
end supply, bottom supply low down and high 
low down, with either rough or nickel plated 
nuts and tails, also that the tail piece can be 
had for lead pipe or threaded with any thread 
desired. 

All sizes up to and including four-inch car¬ 
ried in stock. 

No special packing required. Ground joint 
coupling, which is always tight. No hammer¬ 
ing. Renewable seat of steam metal. No sing¬ 
ing or whistling. Roller bearing lever on cam, 
reducing friction to lowest amount. 

The Boston Brass Company of Waltham, 
Mass., will be glad to give full information to 
any of our readers. 

“Mother,” asked Tommy, “do fairy tales 
always begin with ‘Once Upon a Time’?” 

“No, dear, not always; they sometimes be¬ 
gin with ‘My love, I have been detained at the 
office again tonight.’ ” 


CO-OPERATION THAT IS WORTH WHILE 

That the “average” plumber and dealer 
does not make use of his opportunities for ob¬ 
taining greater co-operation on the part of the 
wholesalers and jobbers is very evident. 

Just why the “average” man does not is 
something which is hard to understand. 

In most cases it is doubtless pure thought¬ 
lessness, but it is co-operation that gets one out 
of the “average” class. 

This is the day of co-operation, and manu¬ 
facturers and jobbers are always anxious to 
work with their patrons. 

We know of no plumbing jobber who of¬ 
fers greater facilities along this line than the 
plumbing house of M. L. Kline of Portland, 
Oregon, for Mr. Kline maintains extensive dis¬ 
play rooms with competent salesmen for the 
use of plumbers and their customers. 

The absolute protection which the plumber 
obtains from this house, together with the 
knowledge that every convenience and facility 
in sanitation methods is to be seen, makes it 
worth while. 

Aside from this, their complete stock and 
their experience of over thirty years in the 
plumbing line, together with their efficient 
representatives and their feature of co-opera¬ 
tion, a plumber should not overlook. 


INSTALL FIXTURES THAT ARE SURE 
TO PLEASE 

The plumber who recommends and installs 
White Pyralin bath room fixtures is sure to 
please his customers. 

And, after all, that is the secret of holding 
and building up trade. 

Nothing is cheap unless it will give satisfac¬ 
tion and please the customer. 

And so it is that in installing White Pyralin 
bath room fixtures, made by C. F. Church Mfg. 
Co., Holyoke, Mass., that the plumber assumes 
no risk whatever. 

We speak from a personal experience with 
their products. 


Save in every way you can—especially in 
food. In this way you’ll back our boys on the 
firing line and help to win the war. 

W. E. Correa has purchased the Phelps plumbing 
shop, at Newcastle, California, and will continue the 
business, and will also do automobile repairing. 


J. S. Smith has purchased the hardware and plumb¬ 
ing business of Resaw Brothers, at Reedley, California, 
and he in turn sold it to H. J. Kennedy. The plumb¬ 
ing branch, however, has been taken over by E. R. 
Treaster & Son. 


George Chappie and J. H. Matthews, plumbers and 
sheet metal workers, of Jerome, Ariz., have taken over 
the business of J. C. Lambert, formerly known as the 
Arizona Sheet Metal Works, and will onndu** • 
eral plumbing business in Jerom*' 
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Closet 5ea+ 


OM SUPPLIES 


Dependable Tanks 


Only Absolutely Sanitary Line Made' 

The LINE that APPEALS at ONCE TO YOUR TRADE, THAT 
MAKES CUSTOMERS FOR YOU AND BRINGS THEM BACK 
AGAIN DISPLAY THESE GOODS AND SALES WILL FOL¬ 
LOW. Each article covered with a preparation of celluloid called 
PYRALIN, put on in sheet form by our patent process. 

N0N-P0R0U8, GUARANTEED NOT TO CHIP, CRACK OR 
FLAKE. Not AFFECTED BY HEAT OR COLD. Only SOAP and 
WATER NEEDED TO CLEAN IT. A necessity in all high-grade 
bath rooms, hospitals, hotels, public buildings, etc. 

BEWARE OF WORTHLESS IMITATIONS 

C. F. CHURCH NIFG. CO. 

HOLYOKE, MASS. 

These goods can be obtained from the LEADING JOBBING 
HOUSES IN THE WEST. INSIST ON THEM. If you cannot 

C \ them address for information, W. E. Gilchrist, Pacific Coast 
presentaUve, Monadnock Building, San Francisco, Cal. These 
goods are sold by Holbrook, Merrill & Stetson, Crane Co., A H. 
Busch Co., and all the leading jobbing supply houses. 


If you desire the best, choose our 

“Copper Brazed” Construction 

Positively hold air without loss of pressure. 

Pneumatic and Storage Tanks. 

Range Boilers, Riveted or Welded. 

Special Tanks for Air, Gas or 
Liquids. 

Manufactured by 

WM. B. SCAIPE AND SONS CO. 
Pittsburgh, Pa. 

Factory, Oakmont, Pa. 


Garden Hose Valves 

- O F- 

Recognized Quality 

Which command repeat ordera for yon. 


Sizea %" to 2%" inclusive. Both bent 
and straight Hoae Spool 

HAYS MFG. CO., Erie, Pa. 

W. Irwin OiloMst 
Pacific Coast Representative 
681 Market Street, San Francisco. 
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WAITING TOO LONG TO REJECT GOODS 

(Copyright by Elton J. Buckley.) 

The following letter gives me a chance to 
make some things plain about the rights and 
duties of a buyer who is sent goods poorer or 
different than his order called for. This is hap¬ 
pening every day, and many a buyer who had a 
clear right in the beginning loses it and has to 
pay for the goods, merely because he didn’t 
know how to protect himself: 

Troy, N. Y. 

About a month ago we ordered from a concern in 

New York City an assortment of-, first grade, 

certain designated sizes. They were to be shipped be¬ 
tween the 1st and 10th of April. We ordered through 
the regular salesman who represents thiB house, and 
the copy of the order which he left us is correct as 
we ordered. There is a paragraph printed on the order 
blank, as follows: “All claims on this shipment, of 
any nature, must be made within five days from re¬ 
ceipt, otherwise no claims will be allowed . 11 

The goods arrived on April 2d, and we, believing 
they were what we ordered, and having no use for 
them at the moment, put them away until April 15th, 
when we had occasion to get them out and put them in 
stock. We found then that they were not according 
to order, either in quality or sizes, and they also sent 
more than we ordered. Very evidently we were given 
somebody else’s order. We at once made complaint to 
the New York house, but they decline to do anything, 
as they say they have closed out that line and cannot 
take the goods back. They also raise the question 
of the paragraph referring to claims within five days. 
It looks as if a law suit would be brought against us. 
What is your opinion as to our case. 

E. M. McK. & Son. 

The question of law involved here is, when 
a merchant orders certain goods and is sent 
something poorer or different, what does he 
need to do to protect himself? It goes without 
saying, of course, that he isn’t obliged at the 
outset to take what he hasn’t ordered, or some¬ 
thing different in quality, but he may put him¬ 
self, by his own carelessness, in a position where 
he will be. 

Where goods ordered show a defect in qual¬ 
ity or character, when delivered, the buyer has 
a choice of four remedies: 

1. He can reject them absolutely and let the 
railroad company get them back to the seller 
the best way it can. 

2. Or, if he has taken the goods in. he can 
return them, or notify the seller they are held 
subject to seller’s order. In only one state, 
Maine, is he obliged, if he has taken them in, to 
get them back to the seller. In all other states 
he can hold them for the seller’s order. 

3. If he has taken them in and paid for 
them, he can reject when he finds out they are 
inferior, and sue the seller for the return of the 
purchase money. 

4. If he has taken them in, but has not paid 
for them, he may find that he can use them 
though thej were not as good as he ordered. In 
that event, he is obliged to pay their fair value, 
and if that value is less than the value of the 


goods he ordered, he can set off the difference 
against any claim the seller may brimg to re¬ 
cover the full order price. 

But whichever of these remedies ke takes, 
he must take it promptly or it will be lost. The 
law does not look kindly upon a buyer who de¬ 
lays in letting a seller know he is dissatisfied 
with the delivery. Every buyer has the right 
to inspect goods before paying for them, and it 
is a great mistake not to do so systematically 
at the earliest possible moment. Thousands of 
just claims have been lost merely because the 
buyer let it go too long. 

In considering what is a reasonable time to 
inspect goods after receipt, the law always con¬ 
siders the circumstances of the case. I* some 
cases a much longer time is allowed than in 
others. The buyer must always be prompt. Did 
the above correspondent act promptly when he 
put the goods away for thirteen days? I am 
inclined to think he did, under the circum¬ 
stances, if you eliminate the five-day clause in 
the order. Can that be eliminated? I am afraid 
not. It was part of the written contract be¬ 
tween the parties, and it looks to me as if the 
buyer was bound to take notice of it. 

The other day a case came under my notice 
in which a buyer waited a month before he ex¬ 
amined a shipment, and then found the goods 
grossly inferior to the order. He could have 
examined them at any time. He tried to com¬ 
plain when he finally inspected, but his own 
counsel advised him that he was too late, and 
while the case was settled, and he didn’t have 
to pay the full bill, he made a considerable loss 
which he could have saved had he inspected 
promptly. A buyer cannot hold goods received 
without inspection any longer than what is a 
reasonable time to examine them. If he does, 
the law says, “You must have known or you 
could have known what they were, and you 
must pay for them.” 

A buyer can’t return an article if he has 
done anything with it inconsistent with reject¬ 
ing. For instance, if the goods show their qual¬ 
ity or character clearly on their face, and he ex¬ 
poses them for sale and sells some. But if the 
buyer can’t tell what the goods are without 
using some, he doesn’t lose his right to reject 
by using enough to give him a line on them. 

The war is right at your doorstep. Defend 
your home, your country and democracy. 

“SMOOTK-ON” INSTRUCTION BOOK 

The Smooth-On Manufacturing Co., of Jersey City, 
N. J., will be glad to send to any of our readers upon 
request a copy of their Smooth-On instruction book, 
16th edition. This book is very interesting to anyone 
using or selling their products, and it contains informs 
tion that is of value and is very helpful, especially to 
engineers, mechanics, etc. It contains 144 pages, each 
page showing an illustration, and giving, as we have 
said, information of value to everyone in any way 
interested in their products. 
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YOU GBT THB SIMPLEST AND BBST 
COCK BVBR MADB mktm YOU 9PBCIPY 


B. B. HIGH PRESSURE BALL COCK 


Has Only One 
Packing Which 
Is Readily 
Removed 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tail piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and including 4-ineh 
carried In stock. 

No Special Packing Required. Ground 
Joint coupling, which is always tight. 
No hammering. Renewable Seat of Steam 
Metal. No Singing or Whistling. Roller 
Bearing I*ever on Cam, Reducing fric¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Bacon and Plimpton St* Waltham, Hass. 


No. 10—Steel— y B in. to 4 in. 


Why Experiment 

with untrademarked floor and ceiling platea that 
are offered as equal or superior to our famoua 
"B. 8c C.’* brand? 

Our No. 10, illustrated, is one of many ntyles, 
and carried by the leading supply houses. We are 
the old original company. Look for our trademark 
on the labels, the B. A 0. circle of red. 

Catalog on request 

The Beaton & Corbin Mfg. Co. 

Southington, Conn. 

Largest and oldest plate company in the world 

Pacific Const Representative 

W. ERWIN GILCHRIST 

681 Market Street San Francisco, California 


The Banner of 
Merit 


SHOWING 


The Official Award 
Ribbon 


of the 


Medal of Honor 

AWARDED 

Trimo Tools 


AT THE 


Panama - Pacific 
International Exposition 

SEND FOR CATALOGUE NO. 777 


"Honor Awarded Means Merit Rewarded ” 


TPIMONT 
MFG. CO. 

1 POXB ~v M.cc 


AWARDED 


IMcdal 


« f Jfonor 

V-4 HlfiHF^T AWAPD 


PIPE FITTING 
TOOLS 


M|»A* 


P P I E> 


oAN FRANCISCO 

1315 
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SMOOTH-ON IRON CEMENTS 

We want our subscribers to know the great value 
of the Smooth-On Iron Cements to the manufacturer, 
plumber and steam fitter. 

The great value of Smooth-On to the user is be¬ 
cause of its peculiar chemical properties, namely of 
metallizing and expanding when metallizing. 

There are nine different Smooth-On Iron Cements 
compounded by the Smooth-On Manufacturing Co. and 
the metallizing and expanding action of these cements 
is made to act slowly or quickly according to the re¬ 
quirements of particular uses. 

These properties make the Smooth-On a valuable 
substance in the making of chemical iron cements. To 
this subject the chemist of the Smooth-On Manufactur¬ 
ing Co. has given careful study for many years and 
has succeeded in compounding the valuable Iron Ce¬ 
ments known generally throughout the world as Smooth- 
On Iron Cements. 

It will be to your advantage to read the following 
information regarding the different Smooth-On Iron 
Cements: 

All the Smooth-On Iron Cements are packed in tin 
cans with the Smooth-On trade mark as per the illus¬ 
tration below. If the cement is for engineers’ use, it is 
marked “For Engineers,” or “No. 1” on the front; 
if for plumbers, it is marked “For Plumbers,” or 
“No. 5. 

A brief description of the different Smooth-On 
Iron Cements is as follows: 

Smooth-On Iron Cements—No. 1 and No. 2. 

Which are chemically prepared iron compounds and 
sold in a powder form and used by mixing with water 
to the consistency of stiff putty, and when in this putty 
state, they must be applied immediately, because the 
metallizing of these cements is rapid. For repairing 
leaks or breaks in castings and for making connections 
in steam or hydraulic work. Withstands fire. No. 1 is 
quick hardening. No. 2 is slow hardening and hy¬ 
draulic. 

Bold in 1, 5, 10 and 25 pound Blue Labeled cans; 
also in V4-pound size for household use. 

Smooth-On Elastic Cement—No. 3. 

An iron cement especially prepared for use on all 
seams of boilers or tanks to stop leaks; also for 
boiler patching and for screw-thread joints. Applied as 
a paint, paste or putty and may be applied to hot metal. 
Prepared and sold in putty form in gray labeled cans. 

Packed in 1 , 5 and 10 pound tins. 

Smooth-On Castings Cement—No. 4. 

Is an iron cement for repairing blemishes, blow¬ 
holes or defects in iron or steel castings; prepared and 
sold in powder form, applied as a putty. 

Packed in 1, 5, 10 and 25 pound tins. 




Smooth-On Joints, Caulking Cement—No. 5. 

An iron caulking cement for bell and spigot cast 
iron soil and green-house pipes, in place of caulking lead 
and in combination with lead. 

Packed in 1, 5, 10 and 25 pound red labeled tins. 

Smooth-On Putty Cement—No. 6. 

A plastic iron cement for making tight joints in 
structural iron or steel work, filling up rivet heads, 
etc. Prepared and sold in putty form, in 1, 5 and 10 
pound white labeled tins. 

Smooth-On Iron Cement—No. 7. 

A hydraulic chemical iron cement for waterproof¬ 
ing and stopping leaks in concrete or brick work. Used 
in combination with Portland cement. Sold in powder 
form, in 5, 10, 25, 50 and 100 pound packages. 

Smooth-On Iron Concrete Paint. 

A fluid preparation of Smooth-On Iron Cement for 
surfacing concrete. 

Sold in Vj , 1 and 5 gallon tins. 

Smooth-On Fire Brick Cement—No. 8. 

For setting and coating fire bricks, and other 
products, all of equal value in performing the work for 
which intended. 

And we would call vour special attention to their 
Smooth-On Motor Repair Package for all roadside as 
well as garage repairs. This Repair Package in an 
automobile, a garage, shop, home or on the farm, is 
insurance against long and expensive delays by unfore¬ 
seen accidents; same being a compact package of 
Smooth-On repairing cements enabling anyone to make 
permanent repairs on water-jackets, engines, boilers, 
tanks, screw-thread joints, pumps, pipes, etc. 

The Smooth-On Manufacturing Co.. 572 Communi- 
paw Avenue, Jersey City, N. J., have issued an attrac¬ 
tive and w’ell illustrated 144 page instruction book, 
giving full information pertaining to all their cements 
and wdll gladly mail a copy to any of our subscribers, 
who send their name and address. Write for it. 
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THI “SAVILL.* * 
•I U. 8. Pat Off 



‘SWAN’S NECK' 


PATENTED 
JUNE 18. 1013 


THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the beat universally 
used. It is the moat satisfactory, most reliable plate made. 
All we ask is that you try it once—then compare it to any 
other plate you’ve used. We're sure you’ll agree with us 
that this No. 10 ia the winner. 

THE BEATON & CADWELL MEG. CO. 

NEW BRITAIN, CONN. 

New York Office and Store, 234 Water St. Pacific Coast 
Representative, Wm. P. Horn k Company. Rialto Bldg., 
San Francisco; Dekum Bldg., Portland; Hollenbeck Bldg., 
Los Angeles. Middle Western Representative, Harry Ver- 
beck, 120 No. Clark 8t.. Chicago, Ill. Western Canadian 
Agents, A. E. Hinds k Co., Chamber of Commerce, Winni* 
peg, Manitoba. Southwestern Representative, J. R. Devereux, 
1858 Beaver Hall Square, Montreal, Quebec, Canada. 


The Savill Swan Neck Faucet 

The Original Quick Opening Perfect Sink Faucet 

ONLY faucet with all operating parts within basin. 

If hands are soiled or holding something, faucet can be 
opened or closed just as easily with a finger, the wrist or arm. 
Opens to full stream and shuts off in fraction of a minute. 
“SAVILL” Faucets are a profitable and most satisfactory 
line. Investigate now. 

Send for Booklet 

Made in S. O. T. See A-5 Catalog. 

THOS, SAVILL’S SONS wm w»ii»ce st. Philadelphia 

HOLBROOK, MERRILL k STETSON, 

San Francisco, CaL. and Lot Angelas, OaL 



MO. 1 JPtro Mot. Lilt Mo# Booh 

Discount 

It Is Time to Anticipate 

your requirements for C. k L. Fire Pots and 
Torehes and be in position to fill emergency 
orders. By so doing, you please your customer 
and will secure many repeat orders. Deliveries 
count. Time is money, and if you can do your 
work with C. k L. Fire Pots and Torches in less 
time, besides saving fuel expense, and you can, 
you should. Why notf Specify C. k L. high- 
grade Fire Pots and Torches and you will be 
pleased and satisfied. Jobbers supply at factory 
price. Send for catalog—it's free. 

CLAYTON A LAMBENT MFC. CO. 
Detroit, Mich., D. S. A 



In writing the 
company addreee 
Department HW. 


ARMSTRONG 

TOOLS 

Tools bearing the 
name of the Arm¬ 
strong Mfg. Go. 
are superior made 
tools. Perfect in 
construction, accu¬ 
rate and depend¬ 
able. 

The name of Arm¬ 
strong has ever 
stood for the best 
in service, quality 
and workmanship. 

Tools with an En¬ 
viable Guarantee. 

Sand for oar catalog of Gen¬ 
uine Armstrong Stock and 
Diet, Water. Got andStoam 
Fitter»* Toole and Pipe 
Threading Machine*. 

THE ARMSTRONG 
MFC. CO. 

276 Knowlton St 
Bridgeport Oonn. 
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THE ORIGINAL 

“WESTCOTT” ADJUSTABLE 
S WRENCHES 


Hmdli But Malltabte Iron; Jaw, Steal, 
SirdtMd 



Sizes, Eaoh Style, 8-in., 8-in., 10-in., 18-hu, 14-in. 


mBBZOB QVAUTT AMD CHEAP 

We are the only makers of the “WESTCOTT” 
(Name on Handle), which has stood tha test 
of years and is now more popular than ever. 

ASK TO UK JOBBER 

THE KEYSTONE MFC. COMPANY 

BUFFALO, HEW TORE 


“C. & L.”—What It Stands 
For? 

On C. 9c L. Fire Pots or Torches, it 
is a guarantee of perfect working 
qualities, practical and satisfactory 
workmanship, and economy to the user. 
The user will soon save the cost of his 
Fire Pot or Torch in the saving of 
fuel alone. C. 9c L. Torches and Fire 
Pots for gasoline and kerosene pro¬ 
duce intensely hot blue flames and are 
sold bv all leading jobbers under the 
makers guarantee. They are “up-to- 
date" in every respect and save you 
time and money b 7 operating perfectly 
and with reasonable care will give 
years of satisfactory service. All lead¬ 
ing jobbers will supply at factory 
price. Send for catalog—it’s free. 

CLAYTON A LAMBERT MFC. C0„ Detroit, Mick, U. S. A. 



No. 32 Torch 
List Price 
Bach $8.00 

Discount 


THE NEIGHBORS SAY 

If he is regular in attending church he is 
too pious. 

If he doesn’t attend church, he is on the 
road to perdition. 

If he send his family away for the summer, 
it is more than he can afford. 

If he doesn’t allow them a vacation, he is 
called stingy. 

If he happens to be successful in business, 
he achieved success unfairly. 

If he doesn’t succeed, he missed his calling. 

If the piano is silent, why don’t they buy a 
player 1 

If they have a player piano, it annoys the 
whole neighborhood. 

If he gives freely to charity, it is done for 
show. 

If he doesn’t he is classed as a tightwad. 

If his wife does her own work, she is ‘‘kill¬ 
ing herself” for the family. 

If she has servants, she ought to be more 
economical. 

If he dies young, he led too fast a life. 

If he lives to a ripe old age, he is living 
beyond his time. 


MR. THOMAS PROBABLY WAS 

A little girl whose father was a commercial 
traveler sat on a porch holding a kitten and, 
creeping up close, her mother heard this: 
“Kitty,” said the young miss, “I know you an’ 
I know your mamma, an ’ I know all your little 
brothers an’ sisters, but I ain’t ever seen your 
papa”—then after a brief pause—“I spec’ he 
must be a traveling man.” 


ANSWERED 

Professor (discussing organic and inorganic 
kingdoms)—Now, if I should shut my eyes —so 
—and turn my head—so—and remain perfect¬ 
ly still, you would say I was a clod. But I 
move, I leap. Then what do you call met 
Bright Pupil—A clodhopper, sir. 


WE 

WELD 

ANYTHING 


"WE KNOW THE STOVE REPAIR BUSINESS’ 

Stove and Furnace Repairs 


WE 

WELD 

ANYTHING 


MYER S. RUBENS 

STOVE AND FURNACE REPAIR WORKS 

We Furnish DUPUCATE ORDER BOOKS Free on Request 
**We Know the Stove Repair Business 99 


W £ 


r E know your wants and can fill mail or¬ 
der! 99-lQOfy correct and with dispatch. 
VVe can supply parts for over 500,000 
different Stoves, Ranges and Furnaces from Spo¬ 
kane. 15 years experience filling mail orders for 
Stove Repairs in Spokane. 


MYER S. RUBENS 


STOVE AND FURNACE 
REPAIR WORKS 


1009 W. First Ave., Spokane, Wash. 
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J. $. Malott, who has been engaged in the plumbing 
business at Bakersfield, has opened a store and en¬ 
gaged in business on his own account. 

PIPE CATALOG NO. 38 

The Greenfield Tap & Die Corporation have 
issued their new Pipe Tool Catalog No. 38, 
which is a revised and complete edition of the 
first catalog mailed some time ago. 

It shows the complete line of pipe tools, in¬ 
cluding the new receding pipe threader. It is a 
book of information which should be in the 
hands of any one in any way interested in this 
line of tools. 

To indulge in self-pity is self-destruction. 


No. 204 Tumor Torch 


A strictly high grads to rah sold 
under the makor'a gaaraatoo. If 
you want the boot torches on the 
market for your work ass the 
Turner. 

No. 204, Quart Sirs, Each, $7.60 List 
Ask for Catalog No. A 


THE TURNER BRASS WORKS, SfUMn, III., U. S. A. 


STOVE REPAIRS 



IF IT IS MADE 
FOR A STOVE 
RANGE OR 
FURNACE 

You Can Get It at the 

Largest Stove Re¬ 
pair House in the 
Northwest 


THE SPOKANE STOVE & FURNACE 
REPAIR WORKS, Inc. 

912-14 First Avenue Phone Msin 1790 

SPOKANB, WASHINGTON 

WRITE FOR OUR ORDER BOOKS 



For men 

who know 
good tools 


The Crescent Hamr Ilandl Screw¬ 
driver is a favorite with mechanics. 

Not alone for its strength—and its irre¬ 
sistible leverage on a tight screw, 

—but because it has the ‘ 1 feel ’ ’ and the 
balance that are characteristic of only the 
very best tools. 

If you use one yourself, you will want 
to sell them in your store. Send for free 
sample. 

CRESCENT TOOL CO. 

Jamestown, N. 7. 


Crescent 

(.UMHANTtL L> 

H ami'Handl 
screw driver 


MAIL THIS COUPON 

Write your name and address and jobber’s 
name below and we will mail you free a 
sample Crescent Hamr Handl Screwdriver. 

Name. 

Address. 

Jobber . 
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ENGINES 

Fuller 

& 

Johnson 

Farm Pumper 

“Fits any pump 
and makes it 
hump.” 

Model “N” 
Model “K” 

For Every Service 

li/ 2 to 25 H. P. 

PACIFIC PUMP & SUPPLY CO. 

San Francisco, Calif. 

SOLE DISTRIBUTORS 


INDOLENCE 

Rankin—Umson seems to be an indolent sort 
of a chap. 

Phyle—Indolent ? Why, man, that fellow is 
so lazy he always runs his automobile over a 
bump to knock the ashes off his cigar. 



PUBLISHED MONTHLY BY 

Hardware World Publishing Co. 


OFFICIAL OBQAN OF THE WE8TEBN TRADE 
Vol. XIII June, 1918 Numbbx 6 


Subscriptions 60 Osnta Par Annum 


T. M. SHEARMAN 
R. L. SHEARMAN 


Editor and Mistier 
Associate Editor 


Entered ss teoond-claas matter at Portland^ Oregon, under Act 
of Congress of March 8, 1679. 


Copyrighted by the HARDWARE WORLD, 1918. 
_All Right! Referred._ 


Boatmen’s Bank Bldg. 

gt Loalt 

Phelan Bldg. 

San Franofneo. 

607 Pioneer Bldg. 


OFFICES 

Ellsworth Bldg. 
Chicago. 

388 Tnylor St 
Comer 10th 
Portland, Ore. 


70 Fifth Awe. 
New York. 

817 X. N. Van Buys 
Bldg. 

Lot Angelas 
804 Scott Bldg. 
Salt Lake. 


280 Pacific Bldg. Vancouver, B. O., Canada. 


ACCORDING TO HOYLE 

A man came in from the mountains to a 
little country store and purchased a jug of 
whiskey. He decided to leave it at the gro¬ 
cery. 

For identification he took a deck of cards 
from his pocket, selected the seven of hearts, 
wrote his name upon it, and tied it to the handle 
of the jug. Then he ambled forth. 

He returned in about three hours and found 
the jug missing. 

“Say, Bill,” he cried in great excitement to 
the proprietor of the store, “do you know what 
became of that jug of mine?” 

“Sure; Jim Joiner came along with the Jack 
of hearts an’ took it.” 


A BUSINESS 

A politician who is a great walker was out 
enjoying his favorite recreation, says Yice- 
President Marshall. After going a few miles 
he sat down to rest. 

“Want a lift, mister?” asked a g##d-nat- 
ured farmer driving that way. 

‘ * Thank you,’’ responded the politician. ‘ ‘ I 
will avail myself of your kind Qffer.” 

The two rode on in silence for a while. Pres¬ 
ently the farmer asked: 

“Professional man?” 

“Yes,” answered the politician, who was 
thinking of a bill he had pending before the 
House. After another long pause the farmer 
observed: 

“You ain’t a lawyer, or you’d be talkin’; 
you ain’t a doctor, ’cause you ain’t got a bag, 
and you ain’t a preacher, from the looks of you. 
What is your profession?” 

“I am a politician,” was the reply. 

The farmer gave a snort of disgust. 

“Politics ain’t no profession; politics is a 
business,” said he. 


Statement of ownership, management, circulation, etc., re¬ 
quired by the Act of Congress of Aug. 24, 1918, of Hardware 
World, published monthly at Portland, Ore., for April 1, 1918. 
Before me, a Notary Public, personally appeared T. M. Shear¬ 
man, who, having been duly sworn according to law, deposes 
and saya that he is the publisher of the Hardware Werld, and 
that the following is, to the best of his knowledge and belief, 
a true statement of the ownership, management, etc., of the 
aforesaid publication for the date shown in the above caption. 
Publisher, T. M. Shearman, 388 Taylor St., Portland, Ore.; 
editor, T. M. Shearman; business manager, T. M. Shearman: 
owner, T. M. Shearman. Known bondholders, mortgagees and 
other security holders owning or holding 1 per eent or more 
of total amount of bonds, mortgages or other securities are: 
None. The two paragraphs next above, giving the names of 
the owners, stockholders and security holders, if any, contain 
not only the list of stockholders and security holders as they 
appear upon the books of the company but also, m cases 
where the stockholder or security holder appears upon the 
books of the company as trustee or in any other fiduciary 
relation, the name of the person or corporation for whom such 
trustee is acting, is given; also that the said two paragraphs 
contain statements embracing affiant's full knowledge and 
belief as to the circumstances and conditions under which 
stockholders and security holders who do not appear upon the 
books of the company as trustees, hold stock and securities in 
a capacity other than that of a bona fide owner; and this affi¬ 
ant has no reason to believe that any other oeraon, association, 
or corporation has any interest direct or indirect, m the said 
stock, bonds, or other securities than as ao stated by him. I. 
M. Shearman, Publisher. Sworn to and subscribed before me 
this 4th day of April, 1918. Thos. L. Anderson, Notary Public. 


Digitized by 


Google 













HARDWARE WORLD 


161 


Retail Selling Prices 

The following are tbo present market retail aelling prices of merchants in some of the large cities. At the 
request of many merchants In smaller towns and cities who do not hare the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of courm be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION— 


Blank Rim Fire— 

Black 

Smkla. 

22 Short . 

.$ .15 

$ ... 

82 Short . 

. .86 


82 8. A W. 

. .55 


38 a A W. 

. .70 


88 Long Colt. 

44 W. 0. F. 

. 1.20 


. 1.50 

... 

Shot Rim Fire— 

22 Long . 

. .66 

.60 

82 Long . 

. 1.05 

... 

Shot Center Fire— 

82 8. A W. 

. .95 


82 W. C. F. 

. 1.80 


88 8. A W. 

. 1.15 


38 W. 0. F........... 

. 1.50 


44 W. C. F. 

. 1.60 

1.75 

44 X. L.. 

. 1.60 

1.80 

44 Game Getter. 

. 1.60 

LOO 

Rim Fire. Ball— 

BB Caps. 

. .85 

.85 

CB Cape. 

. .46 

.45 

22 Short . 

. .26 

.80 

22 8hort H. P. 

. .35 

.85 

22 Long . 

. .86 

.40 

22 Long H.P. 

. .40 

.45 

22 Long Rifle. 

. .40 

.45 

22 Long Rifle H. P.... 

. .45 

.45 

22 W. It F........... 

. .50 

.55 

22 W R. F., K, P. 

. .55 

.60 

22 Win. Auto. 


.65 

22 Win. Auto. H. P- 


.60 

25 Short Stevens. 

. .60 


25 8tevens . 

. .80 


82 8hort . 

. .60 


82 Long ... 

. .70 


88 Short. 

. 1.00 


38 Long . 

. 1.00 

. . . 

41 Short. 

. 1.06 

,., 

Center Fire Pistol- 
22 Win. 88. 1.30 

1.50 

26 Colts Auto. 


1.85 

25-20 8ingle Shot. 

. 1.56 

1.75 

25-20 Win. 

. 1.85 

1.60 

25-20 Win HV. 


1.75 

7.68 MM-Mauaer . 


2.15 

7.66 MM-Mauaer . 


2.15 

9 MM-Luger. 


2.80 

82 Colts Auto. 


1.85 

32 Colts Short. 

. 1.00 

1.10 

82 Colts Long. 

. 1.15 

1.25 

82 Colts Police Positive 

. 1.16 

1.26 

82 RAW.... 

. 1.00 

1.10 

32 8. A W. Long. 

. 1.15 

1.25 

82-20 Marlin. 

. 1.40 

1.80 

82 Wincheater . 

. 1.40 

1.80 

82 20 Win HV. 


1.80 

85 R A W. Auto. 


1.55 

88 Colts Auto. 


2.20 

88 Colts Short. 

. 1.25 

1.85 


88 Colta Long . 

1.80 

1.50 

88 Colts Police Positive. 

1.25 

1.85 

38 8. A W. 

1.20 

1.80 

38 S. A W. Special. 

1.45 

1.55 

38 Wincheater . 

1.66 

2.05 

41 Colts Short DA. 

1.30 

1.50 

41 Colt* Long DA. 

1.60 

1.75 

44 Bull Dog. 

1.85 

».. 

44 8. A W. Amer. 

1.75 

1.95 

44 8. A W. Rus.. 

1.75 

1.96 

44 8. A W. Special. 

1.90 

2.10 

44 Webley . 

1.50 

... 

44 Winchester . 

1.65 

2.05 

45 Colta . 

1.95 

2.10 

45 Colts Auto . 

... 

2.50 

Center Fire Military 
and Sporting — 

22 Savage . 


1.40 

250-3000 8avage . 

... 

L96 

25-21 Stevens . 

1.90 

2.55 

25-25 8tevens . 

1.90 

2.65 

25-35 Winchester . 


1.20 

25-85 Short Range . 


L20 

25-36 Marlin . 


1.20 

25 Remington Rimless.. 
6 MM if 8. N . 


1.20 


1.85 

7 MM 8pecial Mauser. . 
7.65 MM Bel Mauser.. 


1.85 


1.85 

8 MM Mauser . 


1.85 

9 MM Mauser. 


2.05 

80-80 Winchester. 


1.86 

80 Remington Rimless.. 


1.85 

80 Government Rimless. 


2.05 

308 8avage. 


1.86 

32 Remington Rimless. . 


1.35 

82-40 Winchester . 

1.05 

1.20 

82-40 Winchester HV... 


1.86 

82 Winchester Slf. Ldg.. 
82 Winchester Special. . 


2.45 


1.36 

88 Winchester . 


1.80 

35 Remington Rimless.. 


1.66 

85 Winchester . 


1.95 

85 Winchester Slf. Ldg.. 
851 Winchester 81f. Ldg. 


2.55 


2.85 

88-55 Winchester Lead. . 

L80 

1.65 

88-55 Winchester HV... 

... 

1.65 

88-56 Winchester . 

1.80 

1.65 

40-60 Marlin . 

1.35 


40-60 Winchester . 

1.85 

1.66 

40-65 Winchester . 

1.86 

1.65 

40-70 Winchester . 

1.40 

1.66 

40-72 Winchester . 

1.40 

1.66 

40-82 Winchester . 

1.40 

1.65 

401 Winchester Auto ... 

• • • 

1.55 

405 Winchester . 


2.20 

45-60 Winchester. 

1.40 

• •. 

45-70-405 Government.. 

1.40 

1.60 

45-75 Winchester. 

1.40 

e e • 

45-90 Winchester . 

1.60 

1.65 


SHELLS, LOADED— 

Winchester Repeater or Remington 
U. M. O. Nitro Club- 
12 3 dra. x 1 os., 24 gra. x 1 

oa., drop ahot .$1.15 

8 dra. x 1H os., 24 gra. 1)4 

os., drop ahot . 1.15 

8)4 dra. x 1)4 os., 26 gra. x 

1)4 os., drop ahot. 1.15 

8)4 dra. x 1H os., BB shot, 

drop ahot. 1.20 

8 )4 dra. x Buck shot, drop ahot 1.20 
16 2% dra. x % os., 22 gra. x 

% os., drop ahot. 1.05 

2% dra. x % os., BB 8hot 

drop ahot. 1.10 

20 2)4 dra. x % os., 18 gra. x 

% os., drop ahot. 1.06 

Wincheater Leader or Remington U. 
M. O. Arrow— 

12 8)4 dra. x 1)4 os., 26 gra. x 

1)4 os., chilled shot.$1.25 

8)4 dra. x 1)4 os., 28 gra. x 

1)4 os., chilled ahot.1.80 

16 2% dra. x % os., 22 gra. x 

% os., chilled ahot. 1.16 

20 2)4 dra. x % os., chilled ahot 1.16 

2)4 dra. x % os., chilled ahot 1.20 
Trap Loads— 

12 8 dra. x 1)4 os., 7)4 Chilled.$1.26 
8)4 dra. x 1)4 os., 7)4 Chilled 1.26 
Black Powder Load*— 

12 8)4 dra. x 1)4 os., drop ahot 96c 

Caps and Primers— 

Percussion .20 

Musket Capa.26 

Primers, 100 in box.86 

Primers, 260 in box.80 

Empty Paper Shells—Black Pow.— 

12, 16, 20 Ga. per 100 ... 1.60 

10 Ga. per 100. 1.66 

For Smokeless Powder, Repeater or 
Nitro Club— 

12. 16, 20, 28 Ga. per 

100 . 1.80 

10 Ga. per 100. 2.10 

Leader or Arrow— 

12, 16, 20. 28 Ga.. 2.80 

10 Ga. per 100. 2.40 

Empty Brass Sheila— 

Beat Qual. 12, 16, 20, 

28, Yox 26. 2.76 

2nd Qual. 12, 16, 20, 

28, box 26 . 2.10 

Wade- 

Cardboard, box 260.20 

Black Edge, Reg., box 

260 .50 

Black Edge, )4 in., 126 

in box . -40 

Black Edge, )4 in., 260 

in box ...80 


ADZES (UNHANDLED)—Carpenters, No. SO, 4 White, $8.26 
each; No. 80, 4)4 White, $8.26 each; No. 281, 8)4 Sierra, 
82.75 ea.; No. 231, 4 Sierra, $2.75 ea.; No. 281. 4)4 Sierra, 
$2.75 each. Railroad. No. 80 B, 6 White, $8.50 each: No. 
80 B, 5)4 White. $8.50 each; No. 288, 5 Sierra, $8.00 
each; No. 283, 5)4 Sierra, $8.00 each. Ship, No. 44, 4 
White, $3.85 each; No. 44, 4)4 White, $8.85 each; No. 44; 
4)4 White, $4.00 each: No. 45, 4)4 White, 84.50 each; No. 
45, 6 White, $4.50 each; No. 285, 4 8ierra, $8.50 each; No. 
285, 4)4 Sierra, $8.50 each. 

ANCHORS—8crewa per 100, 8*16, $4.15; )4. $6.25. 
ANVILS—Vulcan—No. 2. 20-lb.. $6.50; No. 8, 80-lb.. $7.50; 
No. 4, 40-lb., $8.75; No. 5. 50-lb.. $10; No. 6, 60-lb., $11: 
No. 7. 70-lb.. $12; No. 8, 80-lb., $18. Trenton—80 to 425 
lb., 22He lb.; 70 to 79 lb., 23c lb.; 60 to 69 lb., 28He 
lb.; 50 to 59 lb., 24He lb. With Clip Horn, 2c per lb. 
extra. Columbia, All Steel—80 lbs. and oxer, 20He lb. 
ANTIMONY—Slab, 45c 1b. 

APRON8—Carpenters—California Leg, $1.50; No. 12 Long 
Brown, $1.25; No. 2 Short Brown, 60c. 

ASBESTOS— 

Mill Board, 85c 1b.; Cut, 40c lb. 

Paper, 85c lb.; Cut, 40c lb. 

Wieking, H*lb. balls, 80c each. 

Wicking, 1-lb. lota, $1.50. 

Cement, per sack . $00 


AUGERS—Greenlee Carpenters Nut, No. 57. 


8ise . 


% 

% 

% 

1 

1H 

Each. 

.$1.00 

$1.00 

$1.15 

$1.25 

$1.35 

$1.66 

8ixe . 


.. 1H 

1% 

2 

2H 

3 

Each . 


. .$2.00 

$2.35 

$2.65 

$4.00 

$8.00 

Greenlee Ship. 






16ths _ 


11-12 

18 

14 

15 

16 

60 each . . 


$1.75 

$1.75 

$1.86 

$1.95 

$2.00 

62 each . . 

. 1.95 

2.00 

2.00 

2.15 

2.20 

2.25 

18ths _ 


18 

19 

20 

21 

22 

60 each . . 

.$2.15 

$2.25 

$2.80 

$2.40 

$2.50 

$2.50 

62 each . . 


2.65 

2.60 

2.80 

8.15 

3.15 

16 the _ 

. 28 

24 

25 

26 

27 

28 

60 each .. 

.$2.85 

$8.00 

$3.80 

$3.45 

$3.75 

$4.10 

62 each .. 


3.60 

8.65 

8.75 

4.10 

4.40 

16ths _ 

. 29 

30 

81 

32 



60 each .., 


$4.70 

$5.00 

$5.35 



62 each .. 


5.85 

5.95 

6.25 



AXES—Boy s’ 

Handled, 

Blue Wing, $2.00 each 

; Pacemaker, 


$1.90. Hunters, 670, $1.50 each; 671, $1.50 each; 673. 
$1.65 each. Boy Scout, 655 S, $1.85 each; 655, $1.50 each; 
50 8 (Sheaths), 50c each. Double Bit Unhandled, Dread- 
naught. 3-4, $2.75 each; Dreadnaught, 3H*4H, $2.75 each; 
Dreadnaught, 4-5, $2.75 each. Double Bit Handled, Tuff 
Temper, 3-4, $3.25 each; Tuff Temper, 3H*4H, $3.25 each; 
(Continued on Page 163) 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


L. k G. ENAMELED WAKE— 


Oral Foot Bath*, 
o fits 

150 . . T T . . . t T .50 

Drlnkinf Cups. 

08 .$ .15 

220 . 2.00 

Covered Beks Pans. 

1 .$ .65 

25Q 65 

222 . 2.50 

1 . 1 40 

350 .65 

09 . .15 

2121 . 1.20 

Round Beks Pans. 

20 .$ .40 

30 .45 

40 .50 

50 .55 

2 . Ifl 6 

450 .80 

010 . 20 

2141 . 1.45 

3 . 2.00 

650 . 1.00 

8 .15 

2161 . 1.75 

4 . 2 *0 

850 .. 1 25 

9 .20 

2181 . 2.00 

Coffee Biggins, 
n | fio 

1050 . 1.50 

1 QRA 1 75 

10 . 20 

11 . . T .25 

2201 . 2.25 

2221 . 2.75 

01 .85 

1501 .60 

Pieced Caps. 

20 .$ .15 

25 . 20 

Milk Kettles. 

70 .$ .40 

71 .50 

60 .60 

Bed or Douehe Pans. 
2 ..$ 2.00 

Bad Pans. 

1 .$3.0C 

00 .95 

2501 .70 

010 . 1.05 

3501 .80 

080 . 1.80 

4501 .95 

40 . t $o 

72 .65 

080 . 1.80 

040 . 1.45 

050 . 1.80 

Coffee Bollere. 

60 .$ 1.10 

Covered Backets. 

6501 .$1.06 

8501 -t 1 40 

Straight Caps. 

0 .$ .20 

78 76 

74 .90 

76. 1 OR 

Bread Pans. 

2 .$ .85 

11 .85 

10501 . 1 75 

6 . .25 

120 .40 

81 .60 



70 ."l.25 

Rd. Dinner Backets. 

030 .$1.15 

040 . 1.25 

Miners' Caps. 

50 .$ .40 

Measarinf Caps. 

10 .$ .20 


12 .45 

80 ... .... 1 50 


18 ..55 

90 . 1.80 

100 . 8.50 

86 . 1.05 

61 65 

Oblong Pans. 

08 .$ .85 

601 . 1.35 

701 . 1.40 

501 . 1.15 

R9 ftK 

04 . .40 

502 . i.85 

After Dinner Caps A 
Saucers. 

ip $ 86 


01 .80 

801 . 1.65 

508 . 1.60 


02 .85 

901 .2.10 

Miners' Dinner 
Backets. 

10 .51.60 

56 . 1.65 

Sponge Cake Pans, 
onn a ns 

1001 . 3.75 

Cups A Saucers. 

100 $ 26 

Lipped Reserving 
Kettles. 

14 .$ .80 

16 .85 

Fish Boilers. 

318 .$4.00 

330 . 4.50 

Oblong Stove Pans. 
100 .$ .45 

Acme Dinner Backets 
140 .$1.75 

20 .^ .86 

400 .40 

200 .50 

333 . 5.00 

240 . 2.00 

Cuspidors. 

10.$ .46 

18 .40 

800 .65 

2181 . 4.25 

840 . 1.60 

20 .50 

825 .76 

2X01 . 4.75 

8401 . 1.65 

20 .’ .66 

22 .55 

850 .85 

4221 .0.50 

Ham Boilers. 

170 .$2.75 

Oral Dinner Backets. 

14 .$1.80 

81 .. T T T 1 60 

80 66 

24 . 60 

400 .96 

FlaringCocoa 8 haped 

26 .65 

28 .80 

425 . 1.00 

450 . 1.05 

175 . 8.00 

Milk or Rice Boilers 

41 . 1.80 

Oblong Dinner 
Backets. 

161 ..'.$.35 

151 .25 

80 .90 

35 1 06 

476 . 1.16 

500 . 1.26 

A4 116 

650 . 1.45 

14 .$ .95 

16 . 1.00 

Genuine Cocoa 
Shaped Dippers. 

55 .$ .50 

36 . 1.85 

Square Stove Pane. 

110 .$ .66 

111 7A 

18 . 1.16 

30 . 1.85 

23 . 1.50 

Ill . 1.75 

113 . 1.85 

40 . 2.00 

50 .8.00 

Cup Dippers. 

9 .$ .25 

Tea Kettles. 

20 .$ .75 

112 .75 

24 i «r k 

Aurora Dinner 

118 .85 


10 .80 

114 . 1.00 


Backets. 

li . is 

80 .80 

116 _, .. .. T 1.16 


775 .$1.65 

Flarinr Dippers. 

010 .$ .25 

Oil .80 

012 .85 

Windsor Dippers. 

tAA # QA 

40 .90 

lift 1 f 6 

141 . 1.00 

181 . 1.10 

181 . 1.25 

301 . 1.40 

331 . 1.65 

776 . 1.90 

875 . 1.90 

876 . 2.16 

Ohunbor*. 

1 . 8 .50 

50 . 1.00 

60 . 1.16 

70 . 1.25 

80 . 1.60 

90 . 1.75 

A7A qAA 

118 . 1.40 

Square Jelly Cake 
Pans. 

99 .$ .80 

100 .85 

341 . 1.90 

1% .65 

JLUU ........ .1 .90 

1 1 A O A 

AftA 0 OK 

90 . 86 

261 .2.15 

2 .75 

112 .85 

090 . 2.50 

Jelly Cake Pans. 

8 .$ .25 

281 .2.75 

8 .85 

ll« . 40 

160 . 1.25 

361 . 8.50 

52 . 1.05 

52% 1.15 

58 . 1.20 

Chamber Covert. 

1 .$ .25 

1 % .80 

2 . 85 

Oblonr Soap Dishes. 

50 .$ .80 

Wall Soap Dishes. 

00 .$ .80 

060 . 20 

Sink Drainers. 

7 .$ .50 

170 . 145 

9 . 26 

180 . 1.65 

190 .2.00 

10 .80 

68 .25 

Deep Ladles. 

90 .$ .20 

100 .25 

ao an 

58 M . 1.85 

54 . 1.50 

56 . 2 00 

8 .40 

70 .. 80 

Colanders. 

1 .$ .50 

Mountain Cake Pans. 
78 .$ .80 

KA Q RA 

110 .25 

KOI lie 

2 .60 

120 $A 

79 .SO 

E41 14 1 OK 

8 .75 

40 .40 

91. 25 

80 .86 

*>•171 . 1.40 

531 1 

104 .50 

Coffee Flasks. 

10 .$ .50 

101 .26 

Oval Dish Pans. 

1 6 $1 $p 

631U . . 1 60 

205 .60 

111 .80 

541 . . . . T . . T t 1 65 

306 .70 

Round Coffee Flasks. 

121 .85 

1ft 1 76 

561 .2.15 

407 .85 

Soup Ladles. 

ftft ft ftA 

22 9 00 

581 .2.75 

Child's Commodes. 

1 .$ .45 

Covered Commodes. 

5 .$1.60 

11 n $ ak 

210 .75 

Dish Pans. 

80 .$ .95 

8mls. Bowls. 

9-10.$ .20 

Pieced Funnels. 

01 _ T _ _ . $ an 

80. 25 

88 .20 

100 . 1.00 

12*14.25 

n« 

Graduated Measures. 
11 . $ 50 

140 . 1.15 

16.80 

Odorless Commodes. 

A $1 66 

03 . 35 

170 . 1.85 

18 .86 

04 .40 

(No Lip.) 

At t ft ^ K 

210 . 1.65 

2C . 40 

Combinets. 

40 . $2.85 

Pot Covers. 

A ft IK 

05 . 55 

300 . 2.85 

22 . 45 

06 . 66 

Standard Measures. 

01 . $ .25 

400 . 8.60 

24 . 50 

Fruit Jar Filler*. 

20 . » .25 

101 . 95 

26 . , 60 

141 . 1.06 

2A 76 

02 . 80 

171 1 26 

30 . $6 

414 16 

Berlin Kettles. 

02 . $ .66 

08 . 40 

Rinsing Pans. 

Soup Bowls. 

125 . $ .25 

5 . . 16 

04 . 50 

8V4 .16 

A 15 

08 . 66 

05 . 65 

010 . 95 

04 . 75 

06 . 95 

Wash Bowls. 

26 . $ .85 

A2A 2 AA 

6% . 20 

7 __ T . . t . . T 20 

05 . 86 

06 . 90 

Jelly Moulds. 

080 . $25 

012 . 1.00 

014 . 1.05 

At *7 | Aff 

28 . 40 

7 14 ft K 

08 . 1.15 

Children's Muxs. 

8 . $.20 

K ft K 

017 .. 1.20 

Lipped Fry Pane. 

80 . $ .80 

30 .45 

32 .50 

8 .25 

8 % .25 

010 . 1.85 

012 . 1.65 

34 .60 

36 .70 

0 .80 

014 OA 

021 .65 

081 .75 

Chamber Pails. 

1 .$1.40 

82 .40 

Corered Buckets. 

1 a t ok 

1 A fff 

041 .90 

88 .45 

1 n 14 k k 

051 . 1.00 

2 . 1.50 

84 .50 

IV .6 .09 

Q| iA 

11 ft K 

061 . 1.15 

8 . 1.75 

85 .60 

St f 1 i iff 

11 14 ftK 

081 . 1.40 

4 .2.00 

86 .65 

32 50 

12 4A 

0101 . 1.65 

25 .2.15 

National Fry Pans. 

49 .$ .80 

50 .85 

28 .60 

24 . 70 

12% .45 

18 .50 

0121 . 1.85 

Convex Kettles. 

212 .$1.05 

80 .2.85 

Water Pails. 

110 .$1.15 

26 .86 

18% . .60 

61 .45 

28 . 1.00 

14 .76 

214 . 1.25 

112 . 1.86 

52 .50 

80 . 1.25 

14% .85 

216 . 1.50 

114 . 1.60 

68 .55 

32 . 1.80 

16 . 1.00 

218 . 1.75 

116 . 1.86 

54 .65 
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RETAIL SELLING PRICES—Continued 


55 .70 

56 .75 

Lipped Sanaa Pans. 

9 .$ .15 

Soap Plates. 

68 ...T.$ .26 

1450 . 1.60 

1660 . 1.90 

1850 2.26 

218 .6.00 

224 . 7.60 

285 _, _9 00 

Muffin Pans. 

406 .$ .45 

408 .55 

409 .65 

412 .75 

10 .' Jo 

59 .80 

12 .80 

14 . .86 

16 .85 

18 .40 

60 ..86 

Ooffes Pots. 

2% .$ .56 

Berlin Sauce Pots. 

02 .$ .66 

08 .66 

812 .9.00 

318 .12.00 

824 .16.00 

836 .18.00 

Bread Raisers. 

10 .$1.76 

14 .2.00 

8 .60 

04 .76 

Oorn Oake Pens. 

22 .65 

24.- 50 

6 .65 

15 ... .66 

06 .85 

06 .90 


25 66 

m . 75 

08 . 1.15 

709 .75 

28 .80 

30 .96 

85 .85 

46 .90 

010 . 1.40 

012 . 1.65 

021 .66 

17 .2.85 

21 .2.75 

101 .2.00 

Milk Pans. 

Straight Sanaa Pans. 
250 ___$ .65 

55 . 1.06 

21 Vi .55 

031 .75 

141 .2.25 

81 .60 

041 .90 

171 .2.75 

0 20 

350 .65 

51 .66 

051 . .. 1.00 

061 . 1.16 

081 . 1.85 

0101 1.65 

211 .8.26 

11 .25 

. 5 $5 

450 .80 

650 . 1.00 

151 .75 

251 .86 

Nesco Perfect 
Roasters. 

150 .$2.60 

180 .8.25 

200 . 4.20 

Grocers' Scoops. 

2 .$ .40 

8 .60 

4 .66 

5 .65 

20 .65 

80 .66 

40 .86 

an 

Shallow Stew Pans. 

8 .$ JO 

4 .86 

5 .40 

351 .90 

80 .85 

40 .40 

50 .50 

60 .55 

451 . 1.00 

551 . 1.15 

05 .90 

016 . 1.00 

025 . 1.16 

036 . 1.20 

045 . 1.86 

055 . 1.50 

051 . 1.00 

0151 1.06 

0251 1.16 

0851 1.80 

0451 . 1.40 

0551 1 66 

0121 . 1.86 

Conran Sauce Pots. 

212 .$1.06 

214 . 1.25 

216 . 1.50 

218 . 1.76 

220 . 2.00 

222 . 2.60 

2121 . 1.20 

2141 . 1.40 

2161 . 1.75 

2181 .2.00 

2201 . 2.26 

80 .65 

100 .70 

120 .85 

Pudding Pans. 

50 .$ .25 

100 .25 

150 .80 

200 .80 

800 || 

Deep Stew Pans. 

14 .$ .35 

16 .35 

18 .40 

20 .45 

22 .50 

Molasses Pitehers. 
601 .$ .55 

50 .1.00 

Flat Skimmers. 

9 .$ .20 


Conran Water 
Pitchers. 

401 . $ 60 

Tea Pots. 

00 .$ .50 

01 .66 

0 .66 

10 .70 

20 .80 

80 .85 

40 .95 

50 .1.06 

001 .60 

Oil .65 

01% .70 

101 .80 

201 .85 

801 ......... .95 

401 . 1.05 

601 . 1.15 

1000 .95 

1010 . 1.00 

1020 . 1.15 

1080 . 1.25 

1040 1.40 

1050 . 1.56 

2000 . 1.00 

2010 . 1.10 

2020 .. 1.20 

2030 . 1.85 

2040 . 1.46 

2050 . 1.65 

Fireless Cooker Pots 
420 .$ .85 

2221 . 2.76 

son an 

Oral Sauce Pots. 

2 ... T T . T , ,$2 00 

10 .20 

600 .55 

11 ..25 

800 .65 

402 56 

5 . ^ 2 26 

12 .25 

1000 .70 

408 . T 75 

4 .2.60 

Spittoons. 

200 . $ 86 

Pus Pans. 

1 .$ .50 

2 .55 

3 .65 

so . T T .75 

404 .86 

20 .. 2.25 

405 .90 

30 .2.50 

800 , 1,10 

406 . 1.00 

40 . 2.75 

Club Spittoons. 

100 .$1.25 

Hotel Spittoons. 

150 .$2.50 

Basting Spoons. 

10 ..........$ .15 

12 .20 

14. 

. Water Pitchers. 

5 .$1.00 

10 . 1.15 

20 . 1.25 

Straight Banes Pots. 
014 .$ .50 

Berlin Sanaa Pans. 

02 .$ .55 

08 .65 

04 .75 

05 .85 

016 .65 

018 .70 

0 .70 

1 .80 

2 .90 

3 .1.05 

4 . 1.20 

s .. 2 00 

020 .86 

022 . 1.00 

024 . 1.25 

026 . 1.50 

028 . 2.00 

nan 4 ok 

06 .95 

08 . 1.16 

16 .20 

18 .26 

010 . 1.86 

012 . 1.66 

nui as 

Pitehers * Bowls. 
100 .$1.55 

082 . 2.60 

80 . 1.25 

100 . 1.60 

Steamers. 

7 .$1.15 

Aftl 7K 

200 . 1.75 

8 . 1.85 

nn on 

Dinner Plates. 

19. a fg 

120 .1.75 

9 . 1.50 

061 . 1.00 

160 .2.25 

200 . 2.75 

Tea Steepen. 

2 .$ .50 

061 . 1.15 

to . Jo 

081 . 1.40 

21 .. -86 

sAA1 a ng 

8 .56 

0101 . 1.66 

0121 . 1.86 

Oomb. Dbl Sanaa 
Pans. 

I .$1.50 

II . 1.75 

Comb. Triple Sanaa 

Pans. 

10 .$2.25 

101 .2.50 

Pie Plates. 

27 .$ .20 

28 .20 

29 .25 

80 .80 

81 .85 

39 .25 

40 ..80 

41 .85 

1001 1.75 

1201 . 2.00 

1601 . 2.60 

2001 . 8.00 

Oorsred Store Pots. 

706 .$1.25 

707 . 1.50 

708 . 2.00 

Handy Strainen. 

140 .$ .16 

Grary Strainen. 

2 .$ .86 

Jelly Strainers. 

20 .$ .10 

620 . 1.15 

Oaks Turnsn. 

18 .$ .15 

820 . 1.40 

709 . 2.50 

1420 . 1.25 

7061 . 1.50 

Lebanon Pie Plates. 
47 .$ .26 

14 . .20 

1620 .. 1.60 

7071 . 1.75 

Sanaa Pans. 

182 .$ .55 

Female Urinals. 

1 .$2.00 

1820 _ _ 1.90 

7081 . 2 26 

48 .25 

450 . T 116 

70°1 2 76 

168 .80 

49 .80 

650 . 1 66 

Soup Stock Pots. 

212 ..$4.60 

Mals Urinals. 

2 .$1.85 

164 .70 

60 .80 

850 . 1.85 


(Continued from Page 181) 

Tuff Temper, 4*5, $3.50 each. Single Bit Handled, Blue Wing. 
3-4. $3.00 each; Blue Wing, 3%-4%, $3.00 each; Blue 
Wing, 4-5, $3.00 each; Dreadnaught, 3-4. $2.75 each: Dread¬ 
naught, 3%-4%, $2.75 each; Dreadnaught, 4-5, $2.75 each; 
Bluebird, 3-4, $2.75 each; Bluebird, 3%-4%. $2.75 each; 
Bluebird, 4-5, $2.75 each; Pacemaker, 3-4, $2.75 each; Pace¬ 
maker, 3%-4%, $2.75 each; Pacemaker, 4-5, $2.75 each; 
Tuff Temper, 3-4, $2.75 each; Tuff Temper, 3%-4%, $2.75 
each; Tuff Temper, 4-5, $2.75 each; Quaker City, 3-4, $2.75 
each: Quaker City, 3%-4%, $2.75 each; Quaker City, 4-5, 
$2.75 each; Old Forge, 3-4, $2.50 each; Old Forge, 3 4-4*4, 
$2.50 each; Old Forge, 4-5, $2.50 each; Freighters, 3-F, 
$2.50 each. 

BABBITT—Frictionless, 85c lb.; Magnolia, 40c lb.; No. 4, 25c 
lb.; No. 1, 30c lb.; No. A, $1.30 lb.; Challenge, $1.25 lb.; 
Special Motor, 90c lb.; ExceUior, 80c lb.; Acme, 65c lb.; 
XXXX Nickeled. $1.40 lb. 

BABS—Crow, Pinch Point No. 10, 15c lb.: Wodgo No. 15, 
15e lb.; Lining No. 80, 15c lb.: Dinging No. 580, 25c lb.; 
Tamping No. 25, 15c lb.; Claw No. 20, 18c 1b. Ripping or 
Wrecking, Gooee Neck No. 8657 —% x 18, 50o each; Ooote 
Neck No. 8659 —% a 24, 75c each; Gooee Neck No. 3662— 
% x 24, 90c each. 

BATTERIE8 DRT CELL—Columbia, No. 6, 45c each; No. 6-S, 
45c each; No. 16, $1.40 each. Red Deril or Red Label, No. 
6-D, 45c each. Hot Shot Multiple, No. 1562, $2.85 each; 
No. 1662, $8.15 each. Seer Ready name price as Columbia. 


BIBBS—Compression— 

Plain 1112—4 inch Rough, 90c each; % inch, $1.15 each; 
% inch, $1.50 each; 1 inch, $2.75 each. 

112— 4 inch Finished, $1.00 each; % inch, $1.25 each; 
% Inch. $1.60 each; 1 inch, $3.00 each. 

0112—4 inch Nickel-plated, 21.15 each; % inch, $1.85 
each; % inch, $1.85 each; 1 inch, $3.25. 

Hose 1113—4 inch Rough, $1.00 each.. % inch, $1.25 
each; \ inch, $1.65 each; 1 inch, $2.75 each; 14 inch, 
$5.50 each; 14 inch, $7.25 each. 

113— 4 inch Finished, $1.15 each; % inch, $1.85 each; 
4 inch. $1.85 each; 1 inch, $3.25 each. 

0113—4 inch Nickel-plated, $1.35 each; % inch, $1.50 
each; % inch, $2.00 each. 


[T8—Auger 

Sise 16ths. 8 

4-8 

9-10 

1012 

1314 

1416 

18 

20 

81—List. 

Dos.... 6.00 

5.00 

6.00 

7.00 

8.25 

9.50 

12.00 

14.00 

81—Sell. 

Each... .45 

.40 

.45 

.60 

.75 

.90 

1.10 

1.20 

100—List. 

Dos.... 6.00 

5.00 

6.00 

7.00 

8.26 

9.50 

12.00 

14.00 

100—Sell. 
Each... .45 

.40 

.45 

.50 

.75 

.90 

1.10 

1.20 

101—List. 

Dos. 

5.00 

6.00 

7.00 

8.25 




101—Sell. 

Each. 

.40 

.45 

.50 

.75 





Digitized by Google 
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HARDWARE WORLD 


RETAIL SELT,TNG 


Sis# 16ths. 

8 

4-6 

7 

8 

9 

10 

11-12 

18-14 

35—List. 

Dos.... 
35^—Sell. 

4.50 

4.00 

4.50 

5.00 

5.50 

6.00 

7.00 

8.00 

Each. .. 

.80 

.25 

.30 

.85 

.40 

.45 

.50 

.60 

Size 16ths. 




15-16 

17-18 

20 

22 

24 

35—List. 

Dos. 

35—Sell. 




. 9.00 

10.50 

12.00 

18.50 

15.00 

Each 




.75 

.70 

.85 

.95 

1.00 

Size 16ths. 

‘ 4-6 

7 

8 

9 

10 

11 

12 

18 

47—List. 

Dos.. .. 
47—Sell. 

9.00 

10.00 

11.25 

12.50 

13.75 

15.00 

16.25 

17.50 

Each... 

.45 

.65 

.75 

.90 

.95 

1.00 

1.10 

1.15 

Size 16tha. 






. 14 

15 

16 

47—List. 









Dos. ... 






,19.00 

20.50 

M 

to 

© 

o 


47—Sell. 

Each . 1.20 1.80 1.40 

Site 16thfl. 5-8 9 10 11 12 13 14 15 

53—List. 

Dot. ...11.25 12.50 13.75 15.60 16.25 17.50 19.00 20.50 
53—Sell. 

Each... 1.35 1.50 1.65 1.80 1.90 1.95 2.35 2.45 

Solid Center, in Sets—111 Vi, $1.60 set; 15, $8.55 set; 26, 
$5.40 set; 35, $7.90 set; 35 0. $5.00 set. 

Irwin, in Sets—58, $4.00 set; 55, $4.75 set; 55 O, $5.00 set. 
Russell Jennings, in Sets—4520%, $4.90 set; 4582 Vi* 
4532% C, $8.25 set; 4720%, $5.10 set. 

BELLS—Kentucky Cow—No. 0, $1.00 each; No. 1, 85c each; 
No. 2, 75c each; No. 3, 55c each; No. 4, 45c each; No. 5, 
85c each; No. 6, 80c each; No. 7, 25c each. 

BELLS—2%-inch, Nonpareil, 60c each; 8-inch, Nonpareil, 70e 
each. 

BEVELS—Sliding T—No. 18; 6-in., 75o 8-in., 90c; 10-in., 
$1.00. No. 25: 6-in.. 50c; 8-in., 55c; 10-in., 60c; 12-in., 
65c; 14-in., 75c. 


BLOCKS—Wood Tackle. 

Com. Com. Com. Pat. Pat. Pat. 

Sngl. Dbl. Triple Sngl. Dbl. Trpl. 

8-inch .$ .80 $1.45 $1.90 $1.20 $2.20 $8.20 

4- inch.95 1.75 2.85 1.80 2.50 3.60 

5- inch . 1.00 1.90 2.50 1.40 2.80 8.85 

6- inch . 1.20 2.20 8.20 1.65 8.15 4.85 

.7-inch . 1.45 2.65 8.85 1.65 8.65 5.50 

8-inch . 1.80 8.10 4.65 2.50 4.50 6.60 

10-inch . 8.00 4.90 6.85 3.85 6.60 9.85 

12-inch . 4.85 8.25 11.70 5.80 10.00 14.50 

BLOCKS—Steel Tackle 

Site Single Double 

8-inch .$ .90 $1.50 

4- inch . 1.00 1.85 

5- inch . 1.10 2.00 

6- inch . 1.25 2.25 

8-inch . 1.85 3.25 

10-inch . 8.00 5.00 

BLOCKS—Wood Snatch. 

6-inch .$8.00 

8-inch . 4.85 

10-inch . 6.85 

12-inch . 7.50 

BLOWERS—No. 400 Champion, $85.00; No. 40 Lancaster, 


$20.00; Royal. $30.00. 

BOARDS, IRONING— 

With Table—No. 2, Plain, $2.00 each; No. 14, Holdfaot, 
$2.00 each; No. 10, Springer, 60x15 in. sleeve board. 
$3.00 each; No. 20, Springer, 54x13 in. sleeve board, 
$2.75 each; No. 30, Springer, 54x18 in., no sleeve board, 
$2.25 each; No. 40, Springer, 50x12 in., no sleeve board, 
$2.00 each. 

Without Table (Skirt Boards)—4 foot, 75c each; 5 foot, 
$1.00 each; 5% foot, $1.25 each; 6 foot, $1.50 each. 
BOARDS, STOVE— 

Paper Lined—No. 45—18x18, 80c each; 24x24, 90c each; 
26x26, $1.00 each; 28x28, $1.15 each; 80x30, $1.85 each; 
32x82, $1.75 each; 36x36, $2.00 each. No. 125—24x86, 
$1.50 each; 26x80, $1.60 each; 28x84, $1.75 each; 80x36, 
$2.00 each; 32x42, $2.50 each. No. 200—18x18, 85c 
each; 24x24, $1.00 each; 26x26, $1.15 each; 28x28, 
$1.25 each; 30x30, $1.50 each; 32x82, $1.75 each; 
36x86, $2.25 each. 

Wood Lined—No. 80—24x24, $1.50 each: 26x26, $1.75 
each; 28x28, $2.00 each; 30x80, $2.40 each; 83x88, $3.00 
each; 86x36, $3.50 each. No. 90—24x86, $2.00 each; 
^6x32, $2.00 each; 28x34, $2.50 each; 30x38, $3.00 
each; 32x42. $8.50 each. 

For future delivery, D%% from above prices. 

BOARDS. WASH—Toy No 815, 20c each; Single Zlno No. 820, 
40c each; 980, 50c each; 983, 45c each; Double Zinc No. 
934. 80c each; Brass No. 801, 90c each; .blue Enamel No. 
964. 75c each; Glass No. 963, 60c each. 


BOLTS— 

Carriage— Contractors. Retail, by dos. 

Small .Plus 10% Plus 50% 

Large .Plus 25% Pins 50% 

Machine- 

Small .Plus 10% Plus 50% 

Large .Plus 25% Plus 50% 


Stove Bolts, 30% off List. 
Stud . 


PRICES—Continued 

BOLTS— 

Common Carriage—8-16 4%-in. 5-16-in. %-in. %-in. 


Dos. 100 Dos. 100 Dos. 100 Dos. 100 
1-1% .20 1.00 .25 1.40 .80 1.90 .55 3.72 

2 .20 1.10 .25 1.52 .30 2.06 .55 8.72 

2% .20 1.20 .30 1.64 .35 2.22 .60 3.87 

3 .20 1.30 .80 1.76 .35 2.38 .60 4.02 

3% .25 1.40 .30 1.88 .40 2.54 .65 4.35 

4 .25 1.50 .80 2.00 .40 2.70 .70 4.67 

4% .25 1.60 .85 2.12 .45 2.86 .75 5.00 

5 .25 1.70 .35 2.24 .45 3.02 .80 5.30 

5% .80 1.80 .40 2.36 .50 8.18 .85 5.62 

6 .30 1.90 .40 2.48 .50 3.34 .85 5.94 

6% .85 2.15 .45 2.80 .55 3.72 .90 6.26 

7 .35 2.40 .45 3.11 .60 4.10 .95 6.59 

7% .40 2.75 .50 3.24 .65 4.32 1.00 6.90 

8 .40 3.05 .50 3.37 .65 4.54 1.05 7.20 

8% 55 3.51 .70 4.72 1.10 7.37 

9 .55 8.65 .75 4.90 1.15 7.54 

9% 60 8.79 .80 5.08 1.20 8.02 

10 60 3.92 .80 5.27 1.25 8.50 

BOLTS— 

Machine Square Head and Nut— 

%-in. 5-16-in. %-ln. 7-16-in. 

Dos. 100 Dos. 100 Dos. 100 Dos. 100 

1-1 % . . .25 1.70 .80 2.00 .35 2.40 .40 2.86 

%-in. %-in. %-in. 

.60 3.68 .80 5.30 1.20 7.85 

%-in. 5-16-in. %-in. 7-16-in. 

2 .25 1.78 .30 2.12 .35 2.56 .45 8.06 

%-in. %-in. %-in. 

.65 3.78 .85 5.69 1.30 8.42 

%-in. 5-16-in. %-in. 7-16-in. 

2%. . . .80 1.86 .35 2.24 .40 2.72 .50 8.27 

%-in %-in. %-in. 

.70 4.10 .90 5.89 1.40 8.99 

%-in. 5-16-in. %-in. 7-16-in. 

3 .30 1.94 .85 2.36 .40 2.88 .55 8.47 

%-in. %-in. %-in. 

.70 4.47 .95 6.08 1.45 9.55 

%-in. 5-16-in. %-in. 7-16-in. 

3%.30 2.02 .40 2.48 .45 3.04 .55 8.67 

%-in. %-in. %-in. 

.75 4,73 1.05 6.66 1.55 10.10 

%-in. 5-16-in. %-in. 7-16-in. 

4 .30 2.10 .40 2.60 .45 8.20 .60 8.88 

%-in. %-in. %-in. 

.80 5.00 1.10 7.24 1.60 10.66 

%-in. 5-16-in. %-in. 7-16-in. 

4%.85 2.20 .45 2.75 .50 8.40 .65 4.08 

%-in. %-in. %-in. 

.85 5.26 1.15 7.62 1.70 11.22 

%-in. 5-16-in. %-in. 7-16-in. 

5 .35 2.30 .45 2.90 .50 8.59 .70 .428 

%-in. %-in. %-in. 

.85 5.58 1.20 8.01 1.80 11.78 

%-in. 5-16-in. %-in. ' 7-16-in. 

5%.40 2.89 .50 3.02 .55 3.75 .70 4.49 

%-in. %-in. %-in. 

.90 5.80 1.25 8.40 1.90 12.84 

%-in. 5-16-in. %-in. 7-16-in. 

6 .40 2.47 .50 8.14 .60 8.91 .75 4.70 

%-in. %-in. %-in. 

.95 6.06 1.80 8.79 1.95 12.90 

%-in. 5-16-in. %-in. 7-16-in. 

6%.55 3.27 .65 4.07 .80 4.90 

%-in. %-in. %-in. 

1.00 6.88 1.40 9.17 2.10 13.46 

%-in. 5-16-in. %-in. 7-16-in. 

7 .55 3.39 .65 4.24 .85 5.10 

%-in.- %-in. %-in. 

1.00 6.59 1.45 9.56 2.20 14.03 

%-in. 5-16-in. %-in. 7-16-in. 

8 .60 3.63 .70 4.59 .90 5.51 

%-in. %-in. %-in. 

1.10 7.12 1.60 10.34 2.35 15.15 

%-in. 5-16-in. %-in. 7-16-in. 

9 .75 4.90 . 

%-in. %-in. %-in. 

1.15 7.65 1.75 11.12 2.50 16.27 

%-in. 5-16-in. %-in. 7-16-in. 

10 .80 5.22 . 

%-in. %-in. %-in. 

1.20 8.18 1.85 11.89 2.65 17.40 

%-in. 5-16-in. %-in. 7-16-in. 

11 .85 5.55 . 

%-in. %-in. %-in. 

1.30 8.71 1.95 12.67 2.80 18.51 

%-in. 5-16-in. %-in. 7-16-in. 

12 .90 5.87 . 

%-in. %-in. %-in. 

1.40 9.24 2.05 13.44 8.00 19.63 

13 .1.50 9.77 2.20 14.22 3.20 20.75 

14 .1.60 10.30 2.80 15.00 8.40 21.88 

15 .1.70 10.83 2.40 15.77 3.60 23.00 

16 .1.75 11.86 2.50 16.54 8.80 24.12 


Plus 30% 


Plus 60% 


Digitized by boogie 
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BOTTLE 8 —V aeunm. Thermos. Universal. 


10. 

lOq. 

11. 



. .9175 
.. 2.75 
.. 2.00 

61 

62 

21 

91.75 

1.75 

2.00 

llq. 



.. 8.25 

22 

8.25 

14. 



. . 2.25 

71 

2.25 

14a . 



. . 8.50 

72 

8.50 

ilk 



.. 2.75 

91 

8.00 

15 . 



.. 8.00 

92 

4.50 

15q. 



.. 4.50 

81 

3.25 

a. 



.. 8.25 

82 

6.00 

. 



.. 5.00 



Fillers—Thermos and Universal. 




ft Pint. 





. 9125 

1 pint.. 





. 1.60 






. 2.50 

Lunch Kits— 


Thermos. 

Universal. 

891 A 805.... 



.98.00 

810 

93.25 

891 A 896. 



. 8.25 

410 

8.50 

898 A 897. 



. 8.50 

610 

8.75 

894 A 898. 



. 4.25 



BRACKETS—Shelf— 






Japanned— 

Pair 

B. 

P.— 


Pair 

8x 4. 

..9 lo 

8x 4 



.9 85 

4* 4 .. 

.. .15 




. .40 

5x 7 . 

.. .80 

5x 7 



. .50 

fix 8 . 

r 40 

6 x 8 



. .65 

7x 9 . 

. .45 

7x 9 



. .75 

8 x 10 . 

.. .50 

8 x 10 



. .80 

10 x 11 . 

.. .65 

10 x 12 



. 1.00 

12x14 . 

.. 1.00 

12x14 



. 1.25 

16x18 . 

.. 9.15 

N.P. 

A 6 .0. 1 

tarns as B.P. 

BRACES— 

811 

911 

918 

945 

956 

6 . 

m mm m 

92.86 

9225 



8 . 

_98.85 

2.85 

2.25 

..... 


10 . 


8.00 

2.60 91 75 

9 .86 

11 . 

-8.75 

8.25 

8.00 

2.00 

1.00 

14 . 

-4.25 

8.76 

8.25 



16 . 

_4.50 

. 

. 





998 

921 

955 


8 . 

.... „.. 

8.00 

8.00 


v • v • * 

10 . 


4.15 

8.25 

1.50 

e »•• - 

12 . 



8.50 

1.65 




8008 

8010 

8012 

8014 

P 8 AW . 


. 98.00 

93.25 98.50 

98.76 

BOXES—Mitre— 






Goodell— 

Each 

Stanley— 


Each 

185 . 

.91725 

50 ft 


. 9 8.50 

805 . 

. 17.75 

246 . 



18.00 

806 . 

. 20.00 

358 . 



20.00 



460 . 



25.00 

Langdon — 


Sta 

r — 



72 . 

.917.75 

40 . 


. 9 8.25 

78 . 

. 18.50 

41 . 



8.75 

74 . 

. 20.50 

Steam's Perfection— 

75 . 

. 21.00 

20 . 


. 9 8.25 

BRADS—Wire. 

Bulk per lb. ft *Ib. pkgs. 

ft lb. pkgs. 

ft A ft Inch .... 



9 .15 

9 

.10 

ft to 1 ft inch .. 



.15 


.10 

1 ft to 1 Inch .... 



.15 


.10 


BRASS—Sheet—Soft, per lb., 90c; Hslf Herd, 85c; Sign, 80c; 
Spring, 91.10. 

BREAD MAKERS—Universal—No. t. each. 81.96: No. 4. 

91.50; No. 8 . 98.60. 

BRIGHT WIRE GOODS— 


Gate Hooks and Eyes— 


40. . . 

. . Do a. 

1 ft 

.20 

2 

.25 

2 ft 

.80 

8 

.85 

8 ft 

.40 

4 

.50 

6 

.80 

1040 

. . Dos. 

.80 

1.00 

1.15 

1.60 

1.85 

2.00 

8.50 


Floor or Garage 


12 . 

.85 

220’ . 

. 2.15 

14 . 

. 1.10 

224 . 

.2 70 

16 . 

. 1.35 

312 . 

. 1.20 

112 . 

. 1.40 

314 . 


114 . 

. 1.65 

316 . 

. 1.65 

116 . 

. 1.80 

614 . 

. 3 75 

214 . 

. 1.20 

616 . 

. 4.50 

216 . 


618 . 

. 5.25 

218 . 

. 1.90 




Hand or 

Nail 


Daisy. 

.05 

Windsor . 



Horse 


Collie . 


Shoo Fly. 


Hound . 

.50 

Wolf . 


Mastiff . 

.60 

72 . 

.30 

Pointer . 

.40 

73 . 

.50 

Spaniel . 


73 P . 


St. Bernard . ... 

. 1.00 

800 . . 

.60 


Kalsomine 


240 . 


810 . 

. 1.50 


Marking 


1 . 

. 10 

4 . 

.15 

2 . 


5 . 



8 . 10 6 .16 


Paint 


151, 2ft . 

.25 

159, 8ft . 


151, 3 . 

.35 

159, 4 . 

. 1.00 

15lj 8ft . 

.45 

165j 3 . 

.90 

15lj 4 . 

.60 

165", 8ft . 

. 1.25 

155," 8 . 

.40 

165" 4 . 

. 1.50 

155, 3ft . 

.60 

165, 4ft . 


155, 4 . 

.80 

228, 3ft . 

. 1.50 

155", 4ft . 

.90 

228," 4 . 

. 1.75 

159, 2ft . 

.50 

228, 4ft . 


159, 8 . 

.60 




Roofing 


401 . 

. 1.25 

404 . 



Sash 


20, 2 . 

.15 

20, 6 . 

.20 

20, 4 . 

.15 

20, 8 . 

.25 


Scrub 


Alligator . 

.35 

Monitor . 


Bird. 


Mouse . 


Boston. 


Rat. 


Cat . 

.25 

501 . 

.20 

Cruiser . 

.25 

510 . 

.25 

Duck . 

.20 

512 . 

.20 

Gem r f . 

.15 

601 . 

.25 

Goose . 

.25 

604 . 


Hub . 





Shoe 


00 . 

.30 

22 .. 

. 85 

2 . 

.15 

38 . 

.85 

14 . 

.40 

214 . 

.75 

21 . 

.20 

608 . 

.60 


Sink 


Magic . 

.15 

1 Pot (0). 

.05 

Owl . 

.15 





Shaving 


124 . 

.60 

349 . 

.35 

125 . 

.75 

350 . 

.35 

126 . 

.85 

857 . 

.90 

221 . 

.90 

871 . 

. 1.00 

222 . 

. 1.25 

491 . 

.85 

250 . 

.40 

492 . 

.95 

252 . 

. 2.75 

498 . 


260 . 

. 2 00 

500 .. 

.45 

275 . 

.25 

2731 . 

.35 

810 _ 

.85 

6870 . 

.75 

Stencil 


BROOMS— Household 


No. or Brand 

Each 

No. or Brand 

Each 

0 Toy . 


Pima. 


00 Toy . 


Navajo. 


Astec . 


Warehouse. 



. 1.10 

10 . 

. 1.20 

Verde . 

. 1.25 

229 . 

.65 


. 1.15 

230 . 

.90 

Apache . 





Push or 

Street 


114 B . 


252 . 


116 B . 


258 . 


120 . 

.80 

254 . 

. 1.65 

121 . 

.90 

256 . 

.85 

122 . 

. 1.00 

258 . 


123 . 


260 . 

. 1.40 

RUSHES— 

Casting 


No. or Brand 

Each 

No. or Brand 

Each 

2 . 

.9 45 

7 . 

-9 55 

3 . 


10 . 

.80 

5ft . 


15 . 

.55 


Counter or 

Dusting 


15 . 

.60 

20 . 

,.... .90 

If. 

.80 

7 .. 

*.55 


408 4 .. 

, .. .20 

408, 8 . 

.40 

408’ 6 . 

25 

408. 10 ... 

.50 


Window 


00 . 

.. . .75 

1512, Squeegee. 

.85 

3 . 

. .. .60 

1514j Squeegee. 

.40 

7 . 

, . . .85 

1516, Squeegee. 

.75 

1510, Squeegee ... . 

. . .80 



BUCKETS— 




Common Galv. 

Each 

Stock— 

Each 

8 . 

..9 .40 

14. 

.9 .90 

10 . 

.. .50 

16 . 

. 1.00 

12 .. 

.. .60 

18 . 

. 1.15 

14 . tt . 

.. .65 

20 . 

. 1.25 

16 . 

.. .75 

Well Galv. 

Each 

Garbage Galv. 

Each 

10 Qt. 

.9 .85 

00 . 

.. 91.60 

12 jjt. 

. 1.00 

02 . 

.. 1.85 

Wood— 

Each 

08 . 

.. 2.25 

Short ear ......... 

.9 .85 



Strap ear. 

. .90 

CANS—Garbage—15, 

93.50; 16, $4.00; 18, 94.50; 20, 

85.00. 

Oil. Galv.. sise 1 Gal., each, 

, 50c; siso 2 Gal., 85c; 

5 Gal 

with faucet, $1.50; 

5 Gal. 

with spout, 91*25. 


CANTHOOKS— Maple 

Handle 

2ft x4ft, each. 92.35. 


CAPS—Roofing. Per 

lb., 20 c. 


CARBORUNDUM—Grain, per 

lb., bulk, 60c. 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


CATCHES— 

No. or Brand 

024 .$ .10 

329, R, EA, E.05 

4002, R, EA, HA.10 

4002, SR.SHA, KF, E .10 

4112, R, EA, HA.10 

Elbow 


Cupboard 
Each No. or Brand 


4112, SR, SHA, KF, E 
8002, EA, SHA, E... 

9400, R, EA.05 

9400, SHA, E.05 


Each 
10 
.25 


10 

12 


85 

11 


.15 

.05 


2103 . 

4102, R, EA, HA. 


.. .05 15 

.. .10 18 

Forgs 

.. .05 12 F 20 

.. .10 

French Window 


21 


3278% 85 

4433, R, EA, KF.25 

4433, SHA, E.25 

4433%, R, EA, KF. . . 

4433%. SHA, E. 

4433%, R, EA. 

4433%, SHA, KF_ 

4442, R, EA. 

4442, SHA, KF, E_ 

4442%, R, EA.25 

CHAINS— Tire- 


.10 

4102, SR, SHA, KF, E 

.15 

.15 



riction 

Cabinet 


.15 

01820%, SHA, E_ 

.20 

Screen 


.20 

R 25 . 

.30 

.25 

E 25 . 

.30 

Show Case 


.25 

24 . 

.45 

Transom 


.85 

4442%, SH, KF, E. . . 

.25 

.25 

4633, R, EA. 

.50 

.25 

4633, SHA, KF, E_ 

.60 

.25 

8433, EA . 

.75 

.25 

8433, E . 

.75 

.25 

8433%, EA. 

.75 

.80 

8433%, SHA, E. 

.75 

.25 

8442%, EA. 

.65 

.25 

8442%, SHA, E. 

.65 

.25 




Weeds’ 


Size 

Pair 

Size 

Pair 

2%x28 . 


4%x30 . 


2 %x30 . 


4 %x32 . 


3 

x28 . 

. 4.00 

4 % x83 . 


3 

x30 . 


4% x34 . 


3 

x32 . 

. 5.00 

4%x35 . 

. 8.00 

3 

xS4 . 

. 5.50 

4%x86 . 


3 

x36 . 

. 6.00 

4%x37 . 


3%x28 . 

. 4.50 

4%x88 . 


8 %x30 . 

. 5.00 

4%x40 . 


3 %x32 . 

. 5.50 

5 x84 . 

. 8.50 

8 % x34 . 


5 x35 . 


ft U*ftfi . 

. 6.50 

5 x36 . 

. 9.00 


x30 . 

. 5.50 

5 x37 . 



x31 . 


5 x38 . 

.10.50 


x32 . 


5 x39 . 

.11.25 


x33 . 

. 6.50 

5 x40 . 



x34 . 

. 7.00 

5 %x36 . 

.12.00 


x85 . 

. 7.50 

5 % x37 . 



x86 . 

. 7.50 

5 %x38 . 

.14.00 


x37 . 

. 8.00 

6 x38 . 

.14.00 


x40 . 

.10.00 

6 x40 . 



CHAIN—Germain Straight Link (coil)— 

6-0, 15c ft.; 5-0, 12%c ft.; 4-0, 10c ft.; 3-0, 8c ft; 2-0, 
7%c ft.; 0, 7c ft.; 1, 6c ft.; 2, 5c ft. 

Norway Straight Link (coil)—%, 20c lb.; %, 20c lb.; %, 
18c lb. 

Paaaing Link (coil)—4 0, 12c ft., 8-0, 11c lb.; 2-0, 10c lb. 

Coil Proof Straight Link—3-16 Black, 25c lb.; %, 22c lb.; 
5-16. 20c lb.; %. 20c lb.; 7-16, 18c lb.; %, 16c lb.; %, 
15c lb.; %, 15c lb. 

Proof Twisted Link (coil)— 3-16 black, 25c lb.; %, 22c 
lb.; 5-16, 20c lb.; %, 20e lb.; 7-16, 18c lb. 

Coil B. B. Pfoof Straight Link—5-16, 25c lb.; %, 22c lb.; 
%, 20c lb.; %, 18c lb.; %, 18c lb. 

Twisted Machine Coppered (coil)—4-0, 16c ft; 8-0, 15c 
ft.; 2-0, 15c ft.; 0, 14c ft 

Jack—20 Iron, 10c yd.; 18 Iron, 10c yd.; 16 Iron, 10c 
yd.; 14 Iron, 10c yd.; 12 Iron, 10c yd.; 10 Iron, 12*c 
yd.; 8 Iron, 15c yd.; 120 brass, 10c yd.; 118 brass, 15c 
yd.; 116 brass, 15c yd.; 114 brass, 20c yd.; 113 brass, 
25c yd.; 112 brass, 80c yd.; 110 brass, 45e yd. 

Safety Brass and Nickel Plated—00 & N00, 20c yd.; 0-N0, 
25c yd.; 1-Nl, 30c yd.; 2-N2, 35c yd; 3, 40c yd. 

8 ash—01 Copper Plated, 8c ft.; 02 Copper Plated, 4c ft.; 
ZXXX Copper Plated, 20c ft.; 02P Steel Plain, 2%c ft; 
10 Cable, 25c ft.; 56 Universal, 5c ft. 

8 ash Chain Fasteners—12, Set U„ 15c set; 100, Set CB, 
25c set 


CHALK—Carpenters, per piece, 2%o. School Crayon, per 
gross 60c; 6 for 5c. 

CHALK LINE—Yellow, per 100 ft. hank, 15e. Braided 
White. 20-ft. hanks, sise 120. eaeh 5c; sise 220, 5c: site 
820, 5c. 50*ft. baf* , sise 150, each 10c; sise 250, each 

10 c; sise 860, eaeh 10c. 

CHECKS—Door—All Makes, Liquid Check*—A-11, 84.25; 
B-12, 85.50; 0-18, 86.80; D-14, 87.85; E-15, 810.50. For 
hold open arm, add 75c each. 

CHISELS (CARPENTERS)—Buck Bros.. Socket Firmer, No. 
33, %-inch plain, 60c each; %-inch, 65c each; %-inch, 70c 
each; %-inch, 75c each; %-inch, 85c each; %-inch, 90c 
each; %-inch, 95c each; 1-inch, 81.00 each; 1 %-inch, 81.10 
each; 1 %-inch, 8125 each; 1 %-inch, 81-35 each; 2-inch, 


$1.50 each. No. 36, %-inch beveled, 75c* each; %-inch, 75c 
each; %-inch, 80c each; %-inch, 85c each; %-inch, 90c 
each; %-inch. 95c each; %-inch, 81.00 each; 1-inch, $1.10 
each; 1%-incn, $1.20 each; 1 %-inch, 81.35 each; 1 %-inch. 
$1.50 each; 2-inch, $1.75 each. 

Buck Bros., Socket Framing, No. 56, %-inch, 80c each; %- 
inch, 85c each; %-inch, 90c each; %-inch, 95c each; %- 
inch, $1.00 each; %-inch, $1.05 each; 1-inch, $1.10 each; 
1 %-inch, $1.25 each; 1 %-inch, $1.40 each; 1 %-inch, $1.50 
each; 2-inch, $1.65 each. 

Buck Bros., Tanged Butt. No. 4, 1 % inch, $1.25 each; 1%- 
inch, $1.30 each; 1%-incn, $1.75 each; 2-inch, $1.90 eaeh. 
Buck Bros., Tanged Turning, No. 21, %-inch, 45c each; %- 
inch, 50c each; %-inch, 55c each: %-inch, 60c each; %• 
inch, 70c each; %-inch, 75c each; %-inch, 80c each; 1-inch, 
90c each; 1 %-inch, $1.00 each; 1 %-inch, $1.80 each; 1%- 
inch, $1.60 each; 2-inch, $1.80 each. 

Everlasting, Pocket, No. 40E, %-inch, 80c each; %-inch, 85c 
each; %-inch, 90c each; %-inch, 95c each; %-inch, 95e 
each; %-inch, $1.00 each; %-inch, $1.10 each; 1-inch, $1.15 
each; 1 %-inch. $1.20 each; 1%-incn, $1.30 each; 1 %-inch, 
$1.40 each; 2-inch, $1.60 each. 

Cape, No. 150 (50), %-inch. 25c each: 8-16 inch, 25c •nch; 
%-inch, 85c each; 5-16 inch, 35c each; %-inch, 35c each; 
%-inch, 40c each; %-inch, 40c each; %-inch, 50c each. 
Diamond Point, No. 55 (155), %-inch, 35c each; 5-16 inch, 
35c each; %-inch, 40c each* %-inch, 50c each. 

Regular or Common Taper, No. 40, %-inch, 10c each; 5-16 
inch, 10c each; %-inch, 15e each; %'Umh, 15c each; %-inch, 
20c each; %-inch, 30c each; %-inch, 40c each; 1-inch, 50c 
each. 

Chrome Nickel Black, No. 46 H (145), %-inch, 15c each; 

5-16 inch, 20c each; %-inch, 20c each; %-inch, 25c each; 

%-inch, 80c each; %-inch, 40c eaeh; %-inch, 55c each; 1- 
inch, 70c each. 

Chrome Nickel Polished. No. 56 H (607), %-inch, 20c each; 

5-16 inch, 20c each; %-inch, 25c each; %-inch, 80c each; 

%-inch, 40c each; %-inch, 50c eaeh; %-inch, 65c each; 1- 
inch, 85c each. 


CHOPPERS—Meat and Food- 


Universal— Enterprise— 

0.$1.65 5. 

1 .. 2.00 10 . 

2 . 2.50 501. 

3 . 3.25 602. 


$2.50 

4.25 

1.25 
1.50 


CHURNS—Barrel, No. 0, $5.40 each; 1, $6.10 each; 2, $6.85 
each; 3, $7.65 each; 4, $9.80 each; 5, $11.50 each. 

Glass, Dasey (Churns), No. 10, $1.50; 20, $2.00; 80, $2.85; 
40, $3.20. Glass, Dasey (Jars), No. 10, 45e; 20, 80c; 80, 
$1.05; 40, $1.30. 

Tin, without Dasher, 1%-gallon, $1.50 each; 2-gallon, $1.55 
each: 3-gallon, $1.60 each; 4-gallon, $1.75 each; 5-gallon, 

$1.90 each. 

Dashers Only, No. 40, 15c each. 

CLAMPS—Carriage Makers, No. 12 (plain), 45e each; 18. 50c 
each; 14, 50c each; 15, 75c each; 16, 95c each; 17, $1.80 
each; 18, $1.55 each; 20, $2.10 each; 22, $2.45 each; 60 
(Adj.), 75c each; 61, $1.00 each; 62, $1.65 each; 68, $2.00 
each; 64, $2.65 each; 65, $3.50 each. 

Quilt Frame, No. 1, 10c each; 3, 15c each; 32, 10c each; 
33, 15c each. 

CLEANERS—Window- 

Rubber— Wood Floor— 

10 -inch ...$ .25 16-inch ...$ .40 14-inch ...$ .40 

12-inch ... .30 18-inch ... .45 16-lneh ... .50 

14-inch . .. .35 


CLEVISES—Malleable. 15c lb. 

CLIPS—Wire Rope "Bulldog”—8-16 to % inc., eaeh 15c; 
%, 15c; %, 20c; %, 80c; %, 85c; 1-in* 45c. 


CLIPPERS—Bolt- 
New Easy— 

No. 0 . 

No. 1 . 

No. 2 . 

No. 8 . 

0. K.— 

10 -inch . 

14-inch . 


$3.50 

4.50 

6.25 

8.00 


Extra Cutters 


No. 0. 


No. 1. 


No. 2. 


No. 8 . 



..1 so 



CLOCKS (ALARM)—Ace, $2.50 eaeh; America, $1.25; Auto¬ 
matic, $3.95; Bingo. $2.50; Brownie, $2.45; Circle, $2.25; 
Columbia, $3.00; Ideal, $2.25; Indian, $1.35; Iron Clad, 
$2.25; Lookout, $1.60; Prompter, $2.75; Simplex, $8.95; 
Sleepmeter 2, $1.85: Sleepmeter 8, $2.60; 8tartle, $1.65; 
Tattoo, Jr., $2.25; Tattoo Int., $2.50. 

CLOTH—Emery, Nos. 00 to 2%, 10c straight; No. 3, 15c, 
2 for 25c. Carborundum or AJoxite—Nos. FF-90, 10c 
straight. 

CLOTH, WIRE—Screen, 12 M, black, 8%c sq. ft.: 16 M, 
black, 5c sq. ft.; 14 M, bronse, 15c sq. ft.; 14 M, galvanised, 
4%c sq. ft.; 16 M, galvanised, 5c sq. ft.; 14 M, Opal, 5c 
sq. ft.; 16 M, Opal, 5c sq. ft 
COAL—Blacksmith— 

Catch weight sacks, per 100 lbs. ....$1.85 

Per 125-lb. sack .2.25 


COAL CHUTES—Hercules— 


No. 1, 16x18 .$18.00 No. 5, 20x24 

No. 2, 18x20 . 15.00 No. 6, 16x18 

No. 8, 20x24 . 20.00 No. 7, 20x24 

No. 4. 16x18 . 11.00 No. 8, 18x24 


$17.50 

14.60 


IS** 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


COLORS—Dry— Lb. 


Lb. 

Lamp Blaek.$ 

.25 

Van Dyke . 

.18 

ITory Drop Blaek ... 
Prussian Blue. 

.25 

Chromo Green. 

$ .25 

.85 

Chrome Yellow .... 

.25 

Ultra Blue. 

.50 

Ochre Golden. 

.10 

Umber Raw. 

.16 

Ochre Yellow . 

.04 

Umber Burnt. 

.15 

Venetian . 

.04 

8ienna Raw. 

.15 

Indian Red. 

.15 

Sienna Burnt . 

COLORS—In Oil— 

.15 

Red—Amer Verm, lb 

.60 

Black—Eng Coach Ib.$ 

.50 

Eng. Verm, ft-lb... 

1.40 

Irory Drop, lb. 

.40 

Eng. Verm. 1-lb.... 

2.80 

Lamp, lb. 

.45 

Tuscan . 

.45 

Blue—Prussian % lb. 

.40 

Indian . 

.30 

H lb. 

.65 

Venetian . 

.25 

1 lb. 1.25 

Rose Pink. 

.60 

Ultrum % lb. 

.20 

Rose Lake . 

1.05 

ft lb. 

.85 

Dutch Pink. 

.75 

1 lb. 

.60 

Carmine . 

1.40 

Cobalt 1 lb. 

.80 

Turkey . 

L70 

Brown—RAB Sienna 1 

.40 

Para . 

1.30 

Umber 1 lb. 

.40 

Yellow—Chrome lb. 

.50 

Van Dyke 1 lb. 

.50 

Ochre—Golden lb.. 

.85 

Oreen—Chrome 1 lb.. 

.40 

Yellow. 1 lb. 

.25 


Blacksmiths' Bound Shank 

0 116 . Open O 120 Open 

M 110. Open M 112. Open 

M 418. Open M 412. Open 

S 110 . Open 8 111 Open 

8quare Ratchet Shank 

C 111 . Open M 400 Open 

M 109 E. . Open 8 104 A. Open 

Straight Shank 

O 108 . O 109 Open 

M 105 . M 106. Open 

M 830 . M 832 Open 

8 105 . 8 106 Open 

C 108 A. O 110 Open 

M 107 . M 104. Open 

M 840 . M 314. Open 


8 107 


106 

102 


C 114 A, 8 100 A— 


8 104 B. Open 

Taper Shank 

Open M 302 . Open 

Open 8 104 . Open 

Bite, Wood ^Syracuse Pattern) 


0 114 A, 8 109 A— 


COPPER—Sheet. 75c lb. 

CORD (SASH)—Samson Spot (Hanks), No. 6 8, $1.65 hank; 
7 S, $2.20 hank: 8 S. 8 SC. $2.75 hank; 10 S, 10 SC. $4.40 
hank; 12 S. 12 SC, $6 05 hank; WP 12 SO (coils), $1.10 lb. 
Phoenix (coils only)—No. 6 C. 80c lb.; 7 C, 80c; 8 C. 80c; 
10 C, 80c; 12 C, 80c; 14 C. 16 C, WP 8 C. 80c. 

Union (hanks)—No. 6, $1.20 hank; 7, $1.50 hank; 8, $2.00 
hank; 10, $2.95 hank; 12, $3.95 hank. 

COTTERS—Hammer Lock or Regular Spring. 

1-16, 5 64, 3-32 in. ft in. 5-32 in. 


2 . 

. 25 

rj . 

.50 

3 . 

.25 

18 . 

.50 

4 . 

.25 

14 . 

.55 

5 . 

. 25 

15 . 

.55 

6 . 

.30 

16 . 

.65 

7 . 

.30 

17 . 

.70 

8 . 

.35 

18 . 

.75 

9 . 

. 45 

19 . 

.80 

10 . 

.45 

20 . 

.85 

11 . 


24 . 

. 1.15 


Length— 

100 

1000 

100 ’ 

1000 

100 

1000 

C 114, M 109 or M 


H -inch. 

. . $ .20 

$1.25 

$ .30 

$2.00 

$ .35 

$2.40 

390, and S 108— 


\ -inch. 

.25 

1.40 

.30 

2.00 

.40 

3.00 

1-16 . 

.20 

1 -inch. 

.25 

1.65 

.35 

2.25 

.45 

3.25 

3 32 . 

.20 

1 ^ -inch. 

.25 

1.80 

.40 

2.55 

.50 

8.50 

Vi . 

.25 

1 Vi -inch. 

.30 

2.05 

.45 

2.85 

.60 

4.00 

5 32 . 

.80 

2 -inch. 

.35 

2.50 

.50 

3.40 

.70 

4.75 

3-16 . 

.35 


3 16 in. 

V4 in. 

5-16 in. 

7-32 . 

.35 

H-inch. 

. . $ .50 

$3.75 





Ml . 

.40 

1 -inch. 

.60 

4.25 

$1.00 

$6.75 

$1.75 

$11.00 

9-32 . 

.60 

1 Vi -inch. 

.70 

5.00 

1.10 

8.00 

2.00 

14.50 

5-16 . 

.60 

1 Vi -inch. 

.80 

5.50 

1.25 

9.00 

2.00 

14.50 

11-32 . 

.60 

1 44 -inch. 

.90 

6.00 

1.50 

10.00 

2.25 

16.00 

% . 

.70 

2 -inch. 

. . 1.00 

6.75 

1.75 

11.50 

2.50 

17.50 

13-32 . 

.80 

2 Vi-inch. 

1.10 

7.75 

2.00 

14.00 

3.00 

20.00 

7-16 . 

.75 


Bit Stock 

C 114, M 109 or M 
890, and 8 108— 

15-32 . 

H . 

17-82 . 

9-16 . 

19-32 . 1.25 

% 1.85 

11-16 . 1.40 

13-16 . 1.80 


.80 

.90 

1.10 

1.20 


% 

% 
15-16 
1 


1.85 

1.85 

2.25 

2.45 


CRAYON—Lumber, 10c; Soapstone, 5c. 

CUTTERS—Pipe—Barnes. No. 1, $2.95 each; No. 2, $3.90; 
No. 3. $6.50; No. 4, $13.00; No. 5, $19.50; No. 6, $26.00. 
Saunders—No. 1, $2.25; No. 2, $3.25; No. 3, $8.00; No. 4, 
$12.60. 

DAMPERS—Store Pipe—8, 15c; 4, 20c; 5, 20c; 6, 25c; 7, 
80c; 8, 40c; 9, 50c; 10, 60c. 

DIVIDERS—Wing, No. 85, 6-inch, 85c pair; 8-inch, 85c pair; 
10-inch, 50c pair; 12-inch, 75c pair. 

Wing Extension. No. 9, 6-inch, 90c pair; 8-inch, $1.00 pair; 
10-inch, $1.10 pair. 

DOLLIES—Timber- 

No. 649, 6-inch .$7.50 No. 650, 8-inch_$10.50 

DOORS—Screen. 

Common, %-inch, 2-6x6-6 .$2.15 

Common, %-inch. 2-8x6-8 . 2.35 

Common, lH-inch, 2-6x6-6 . 2.50 

Common, lVi-inch, 2-8x6-8 . 2.65 

Common, 1 Vi-inch, 2-10x6-10 . 2.85 

Common. lV4*inch, 3x7 . 3.25 

12x15 . 8.50 


C 108, M 105 or M 


Straight Shank Jobbers 


M 105 or M 


DOORS—Ash Pit. 

8x8, each.$1.40 


8x10 

10x12 . 1.80 


.1.50 


Ash Traps 
7x9 . 


.55 


330,' S 105— 


330," S 105— 


1-32 . 

.15 

7-32 . 

.25 

3-64 . 

.15 

15-64 . 

.25 

1-16 . 

.15 

U . 

.25 

5-64 . 

.15 

9-32 . 

.30 

3 32 . 

.15 

5-16 . 

.35 

7-64 . 

.15 

11-32 . 

.40 

% . 

.15 

% . 

.45 

9~64 . 

.15 

13-32 . 

.60 

5-32 . 

.15 

7-16 . 

.65 

11-64 . 

.20 

15-32 . 

.75 

8-16 . 

.20 

Vi . 

.85 

3-64 . 

.20 



Straight Shank, Wire Gauge 


108 A, M 107 or 


O 108 A, M 107 or 


M 340, 8 107— 


M 340, 8 107— 


1 to 5. 

.25 

36 to 40. 

.15 

6 to 10. 

.25 

41 to 45. 

.15 

11 to 15. 

.20 

46 to 50. 

.15 

16 to 20. 

.20 

51 to 55. 

.15 

21 to 25. 

.15 

56 to 60. 

.15 

26 to 30. 

.15 

61 to 80. 

.15 

31 to 85. 

.15 




No. 

10 .... 
11 .... 

Each. 

. 5.75 

No. 

029 . 

87 . 

Each. 
$ 5.00 
9.75 

12 .... 

. 5.25 

97 . 

10.50 

13 .... 

. .. 6.75 

118 . 

6.00 


Yankee 


555 . . . 

_ 7.50 

1555 . 

7.50 


Millers Falls (Hand) 


1 . 

. 2.85 

5 . 

3.00 

2 . 

. 4.00 

981 . 

5.15 

4 . 





Yankee 


1530 

. a 75 

1545 . 

7.25 


Yankee Automatic 


41 .... 

. 2.00 

44 . 

2.35 

42 .... 

. 1.65 

50 . 

8.35 


Bell Hangers' 

or Electricians 


C 114 E, 

S' 109 B... Open 

C 114 F (Fish Wire) 

Open 


Bit Stock 


O 114 . 


M 390 . 


M 109 . 


S 108 . 



ELBOWS—Conductor 


PI. Rd. 

Sq 

1. Cor. 

Rd. 

Adj. 

2-inch.$ .85 

2* 

Ui% 

1 Vfe -inch.. 

. .$ .25 

8-inch.50 

8* 

ix2% 

2-inch.... 

.. .20 

4-inch.60 



8-inch.... 

.. .25 

Corrugated—Conductor 



Shoes 


2-inch.$ 

.25 

2-inch., 


..$ .25 

3-inch. 

.80 

8-lnch., 


.. .80 

4-inch. 

.45 

4-inch., 


.. .45 

5-inch.. 

.90 

5-inch., 


.. .90 


ELBOWS—No. 8 Corg., 20c each; 4, 25c; 5, 25c; 6, 30c; 7, 
40c. No. 3 Adj. 4 Pc., 25c each; 4, 80c; 5, 80c; 6, 85c. 
8-inch Adj. Oalrd., 85c each; 4-inch Oalrd., 45c each. No. 
8 Corg. Jap., 85c each; 4, Corg. Jap., 45c. 

EMERY—Grain- 


No. 60, per lb.$ .25 

No. 70, per lb.25 

No. 80, per lb.25 

No. 90, per lb.35 

No. 100, per lb.25 

No. 120, per lb..... .25 

FASTENERS (SASH)—Bronze, 582 EA, SHA, SHB, E, 
each; 815 EA, 80c; 815 SHA, E, 85c; 1831 V* EA. SHA, 


Flour Emery— 

Per lb. 

Stones—(See 8tonee) 
Cloth—(See Cloth) 
Wheels—(See Wheels) 


.26 


85o 

E, 


A. </ U/l, 9vW j OIU U t/V , XUUA 7f USA. 

95c. Cast Iron and Steel, 324, lOe each; 324 R, EA, B, 15c; 
500 R, EA, KF, E, 15c; 542 R, EA, SR, SHA, KF, E, SHB, 
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FASTENERS—Continued. 

lOe; 800 R, EA, 8 HA, KF, E, 10c; 1881% F, 95e; 88181 R, 
EA, 15c; 88181 KF, SHA, E, 20c. 

FAUCETS— Cork Lined— 8 -inch eeoh.$ .20 

7-inch each.$ .15 0-inch each.26 

FELT—Deadening, Site Roll, %-lb., $8.00; 1-lb., $4.00; 144- 
lb., $ 0 . 00 . Tarred, 260?t. roll, $1.85 each; 600-ft. roll, 
$2.60 each. 


FIGURES AND LETTERS (STEEL)— 



Figures 



Letters 




S'et 

Each 


Set 

Each 

% 

inch 


$ .15 

% inch 


$ .15 

8-16 

inch, 

.85 

.15 

8-16 inch 


.15 

% 

inch 


.15 

% inch 


.15 

5-16 

inch, 

. 1.75 

.85 

5-16 inoh 


.35 

% 

inch. 

.2.50 

.45 

% inch, 

. 7.00 

.45 

% 

inch, 


.75 

% inch, 

.12.75 

.65 

% 

inch, 


1.65 




% 

inch, 


2.60 





FILES—Band Saw, 4 inches long, 15c each; 6, 20c; 8, 85c; 
10, 45c. Knife, 3-3%, 30c; 4, 30c; 5, 35c; 6, 40c; 8, 50c; 
10, 60c. Regular Taper, 3-3%, 15c; 4, 15c, 4%, 15c; 5, 
15c; 5%, 20c: 6, 20c; 8, 30c; 10, 50c. Slim Taper, 3-3%, 
15c; 4, 15c 4%, 15c; 5, 15c; 5%, 20c; 6, 20c; 8, 30c; 10, 
40c. Warding, 3-3%, 25c; 4, 25c; 5, 25c; 6, 30c; 8, 40c. 
Flat Bastard, 3-4, 20c; 5, 20c; 6, 25c; 8, 30c; 10, 40c; 12, 
60c; 14, 75c; 16, $1.20. Half Round Bastard, 3-4, 25c; 5, 
25c; 6, 30c; 8, 35c; 10, 50c; 12, 75c; 14, 85c; 16, $1.15. 
Mill Bastard, 3-4, 15c; 5, 15c; 6 , 20c: 8, 25c; 10, 30c; 12, 
35c; 14, 60c; 16, 80c. Round Bastard, 3-4, 15c; 5, 15c; 6, 
20c; 8. 25c; 10, 35c; 12, 40c; 14, 60c; 16, 80c. Square 

Bastard, 3-4, 20c; 5, 25c; 6, 25c; 8, 30c; 10, 45c; 12, 60c; 

14, 80c; 16, $1.00. 

Rasps—Flat Wood, 8 inches long, 50c each; 10, 75c; 12, 
90c; 14, $1.30; 16, $1.75. Half Round Wood, 10, 75c; 12, 

95c; 14, $1.35; 16, $1.80. Half Round Cabinet, 8, 75c; 10, 

90c; 12, $1.25; 14, $1.60, 16, $2.00. 

FIXTURES—Grindstone—Auto: 01, $1.60; 02, $2.50. Com¬ 
mon: 15, 75c; 17, 85c; 19, $1.00; 21, $1.25. Am. 

Heavy: 17, $ 1 . 00 . Extra Shafta, 15-inch, 25e; 17-inch 
85c. Extra Cranks, 25c. 


FLASHLIGHTS— Ever-ready—Complete 

No. 6961 each.$ .75 No. 2619 each. 


No. 6962 each.1.00 

No. 1991 each. 1.26 

No. 2604 each. 1.20 

No. 2681 each. 1.50 

No. 2682 each. 1.75 

Kwik-lite Flashlights, Complete 
Fibre Tubulars 
No. Each 

5220 Baby 2-cell... .$ 1.00 

5221 Reg. 2-cell.1.20 

5828 Reg. 8 -cell.1.40 

5229 Miners* 2-cell.. 1.50 
5881 Miners* 8 -cell.. 1.70 

Metal Tubulars 

6240 Baby 2-cell_1.25 

Kwik-lite Seamless Cell Flashlight Batteriei 

No. 1203 2-cell Baby Tubular. 

No. 1202 2-cell Reg. Tubular.. 

No. 1801 3-cell Reg. Tubular. 

No. 1204 2 -cell Penlite. 

No. 1206 2 -cell Vest Pocket. 

No. 1207 2-cell Vest Pocket. 

No. 1308 8 -cell Vest Pocket. 

No. 1309 8 -cell Coat Pocket. 


No. 2616 each 
No. 2680 each 
No. 2688 each 
No. 2634 each 

No. 2659 each. 

with Battery— 

6241 Reg. 2 -cell_ 

6343 Reg. 8 -cell. 

6249 Miners* 2-cell.. 
6351 Miners* 8 -cell. 

Metal Vest Pocket 
3475 2-cell (Vest)... 
8577 8 -cell (Vest)... 
8579 8 -eell (Coat)... 


1.70 

1.50 

1.25 

2.40 

2.00 

8.00 

1.50 

1.75 

2.00 

.2.40 

1.00 

1.20 

1.70 


.$ .80 
. .80 
. .40 

. .25 

. .80 
. .80 
. .85 

. .85 


Cans, Ash— 


3 4.50 

4 5.50 

5 6.75 

Cans, Garbage— 

16 . 5.00 

200 .90 

300 . 1.10 

400 . 1.40 

500 . 1.60 

600 . 2.00 

700 . 2.25 

800 . 5.25 

900 . 6.25 

Cans, Gasoline— 

1 P&B. 3.35 

110 .60 

255 . 1.65 

605 . 1.65 

Cans, Oil— 

01 .50 

02 .75 

25 . 1.65 

105 . 1.35 

205 . 1.50 

Dippers— 

210.30 

Hods, Coal— 

616 .90 

617 .95 

Kettles, Camp— 

1 Gallon.50 

1% Gallon.70 

2 Gallon.85 

3 Gallon. 1.00 

4 Gallon. 1.15 

Pails, Cement— 

140 . 1.75 

1140 . 2.10 

Pails, Chamber— 

410.90 

412 . 1.00 


GARBAGE CANS—(See Cans) 
GATES—Molasses—- 

2 . 

3 . 

4 . 

5 . 

6 . 

G AU GE S—Butt— 


No. 98. 

..$1.15 

No. 94. 

.. 1.85 

Marking 


No. 61. 

. .15 

No. 64. 

. .85 

No. 65. 

. .75 

No. 77. 

. 1.00 

No. 71. 

. .55 

GLASSES— 


Ground Level— 


1% . 

.$ .50 

2 . 

. .60 

2 %. 

. .65 

3 . 

. .70 

3% . 

. .75 


a 71.i a 

Gauge Glasses 40% off list. 


Pails, Stock— 

12 8.80 

14 S.90 

16 8. 1.00 

18 8. 1.10 

20 8 . 1.25 

Pails, Water— 

8.45 

10.55 

12.60 

14.65 

16.75 

320 .85 

Pans, Refrigerator— 

1.60 

2.70 

8.80 

Pots, Watering, or 
Sprinklers— 

514.85 

516 . 1.00 

518 . 1.25 

520 . 1.50 

522 . 1.75 

526 . 2.00 

Tubs, Foot— 

50 .60 

51 .85 

52 .80 

53 . 1.00 

54 . 1.10 

Tubs Wash— 

0 . 1.25 

1 . 1.50 

2 . 1.75 

3 . 2.00 

10 . 2.00 

20 . 2.40 

80 . 2.60 

410 S . 2.00 

420 8 . 2.40 

430 S. 2.60 


Stebbins 


Perf. 

.$ .45 

% 

$ .90 

. .50 

1 

1.00 

. .60 

1 % 

1.25 

. .65 

1 % 

1.40 

. .75 

2 

1.85 

No. 95. 


... 1.25 

No. 95%.. . 


... 1.00 

No. 90. 


... .50 

No. 91. 


... .90 

No. 92_ 


... 1.50 

No. 97. 


... .75 

No. 98. 


... 1.00 


Proved Level— 

1 %. 

2 . 

2 %. 

3 . 

8 %. 


.XV 

.15 

.15 

.20 


FLATTERS—Blacksmith— 2 -in., $1.25; 2%-in., $1.65; 8 -in., 
$2.00; 3%-in., $8.00. 


FORGES—No. 150 Chicago, $11.25; No. 151 Chicago, $12.75. 
FREEZERS— Arctic 


No. 

Bach 

No. 

Eaeh 

1 . 


6 . 

.$5.00 

2 . 


8 . 


8 . 


30 (Toy) .... 

. 1.95 

4 . 

. 4.00 



White Mountain 


10 2.85 

12 3.50 

13 4.20 

14 5.00 

16 6.40 


FR0E8—Special—Each, 12-in., 
$ 2 . 00 . Common—Each, 12-ix 
$1.50. 

FURNACES—(Pee Pots) 
BALVANIZED WARE— 


Boilers, Coffee— 


No. 

Each 

801% . 

. .$ .90 

802 . 

. . 1.00 

803 . 

. . 1.65 

804 . 

. . 1.85 

806 . 

..$2,00 

808 . 

. . 2.25 

810 . 

. . 2.75 

812 . 

. . *.25 

Boilers, Wash— 
407 A. 

. . 2.25 

408 A. 

. . 2.50 


18 . 

. 7.30 

20 . 

.10.25 

22 . 

.18.00 

24 . 

.15.00 

26 . 

.20.00 

$1.65; 14-in., $1.75; 

, $1.25; 14-in., $1.85; 

16-in., 

16-ln n 

No. 

Each 

409 A. 

.. 2.65 

Bowls, Wash— 

70 . 

.. .25 

80 . 

. . .35 

Buckets, Fire— 

112 . 

. . .95 

114 . 

. . 1.00 

314 . 

.. 1.15 

Buckets. Well— 

101 . 

. . .80 

121 . 

. . .90 

141 . 

.. 1.10 


GLOBES, LANTERN—Cold Blast— No. Gem, 20c eaeh; Pony, 
30c; 2 Plain, 20c; 2 Bullseye, 85c; 2 Ruby; 40c. 

Railroad—No. 39 Clear, 15 each* 39 Green or Red, 80c. 
Tubular—Cadet, 10c each; Fig. Plain, 20c; 8-0 Ruby, 40c; 
4-0 Bullseye, 35c; 5-0 Wizard, 20c; 6-0, 20c each 
GLUE—Dry—AAA, 60c lb.; B, 55c lb.; CX, 45c lb.; D, 
35c lb.; GX, 50c lb.; LXX, 45c lb. 


Liquid 


Imperial— 


1 oz. 

% Pt. 

% Pt. 

% Pt. 

1 pt. 

1 qt. % gal. 

List. 

Doz. 

1.06 

1.80 

2.80 

4.50 

7.00 

11.25 

21.00 

Sug. Ret. 

. Each 

.10 

.20 

.25 

.40 

.65 

1.00 

1.75 

Le Pages— 


1 oz. 

2 oz. 

% pt. 

% pt. 

% pt. 

1 pt. 

1 at. 

List. 

Doz. 

1.60 

1.65 

1.80 

2.80 

4.50 

7.00 

11.25 

Sug. Ret. 

.Each 

.15 

.15 

.20 

.25 

.40 

.65 

1.00 


GRAPHITE—Flake, per lb., 75c. 

GRINDERS—Carborundum, No. A, $2.85 each; B, $3.50; C, 
$5.25; D, $5.75; 1, $3.75; 2, $5.00; 8, $7.00; 4, $9.50; 10, 
$7.25; 12, $11.25; 018, $14.50; 62, $12.50; 63, $14.75. 

GRINDSTONES—Family, No. 020, 7-inch, $2.00 each; 8-inch, 
$2.50; 10-inch, $2.85; 12-inch, $3.25. Loose, 15 to 40 lbs., 
$5.00 cwt.; 40 to 200, $4.75; over 200, $5.00. Mounted, 
No. 710, 1-inch $7.00 each, 2 $7.50, 3 $8.00; 04. $8.50; 
05, $7.00; 015, $12.50; 025, $9.00. Fixtures, 15-inch, $1.00 
Set; 17, $1.25; 19, $1.50. 

HACKSAWS—Hand, Star—Length 8-in., 10c each; 75c dox.; 
9-in., 10c each, 85c doz.; 10-in., 10c each, $1.00 dox.; 
11-in., 15c each; $1.15 doz.; 12-in., 15c each, $1.20 doz. 

Hand, Victor. All regular hand (including rail) blades—8-in., 
10c each, 85 dos.; 9-in., 10c each, $1.00 doz.; 10-in., 10c 
each, $1.15 dos.; 12-in., 15c each; $1.85 dos. 
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HAMMERS—Majdole Carpenter* Nail. No. 1. $1.20 each; 
1%, $1.20; 2. $1.00; 3, $1.00; 11. $1.20; lift. $1.15; 12. 
$1.00, 12%, $100; 13. 00c; 14. 85c; 200, $1.50; 011%, 
$1.60; 710, $1.40; 711, $1.20; 711%, $115; 712, $1.00; 
811%, $1.25. Maydole Chipping. No. 100. $1.75 each; 
101, $1.60; 102, $1.40; 103, $1.25. Majdole Machinist 
Ball Pein, No. 375. $1.75 each; 376, $1.65; 377, $1.60; 
378. $1.50; 379, $1.40; 770, $1.75; 770%, $1.40; 771. 
$1.30; 772. $1.20; 773, $1.10; 774. $1.00; 775, 90c; 776, 
85c; 777, $0c; 778, 75c. 

HANDLES—Adze, No. 320, House, 70c each; 321, Ship, 70c 
each. 

Auger—No. 1, 75c each; 2, 75c each; 8, $1.00 each; 4, $3.50 
each; 5, $2.75 each. 

Axe. Broad, No. 315. 70c each. 

Axe, Double Bit, No. 312, 70c each. 

Axe, Single Bit, No. 101, 85c each; 102, 85c each; 103, 75c 
each; 201, 60c each; 302, 7(>c each; 401, 50c each; 502, 
60c each; 602, 45c each; 505, Freighters, 65c each; 506, 
Boys, 40c each; 507, Boy Scout, 20c each; 00, Hunters, 15c 
each; 1, Hunters, 20c each. 

Chisel, No. 22, 10c each; 93, 25c each; 95, 15c each; 008, 
15c each; 616, 10c each; 617, 10c each; 620, 10c each; 621, 
10c each. 

Drawer, No. 2, all finishes, 60c each; 2%, 55c each; 7, 
30c each; 11, 25c each; 01000, 25c each; 01007, 30c each; 
01013, 30c each; 9854, 30c each. 

File, No. 40 (Regular), 5c each; 41 (Large), 5c each; 55 
(5), 15c each. 

Adze Eve No. 11, 25c each; 13, 25c each; 15, 20c each; 19, 
20c each; 111L, 15c each; 115L, 15c each; 124L, 15c each. 
Farriers No. 23, 20c each. 

Machinist No. 25, 14-inch, 20c; 16-inch, 20c; 18-inch, 25c; 
20-inch, 25c. Machinist No. 29, 16-inch, 20c; 18 inch, 25c. 
Machinist No. 33, 16 inch, 25c. Machinist No. 125, 14-inch, 
15c; 16-inch, 15c; 18-inch, 15c. Riveting No. 21, 12 and 
13 inch, 20c each. 

Hatchet, Box No. 43, 13 % inch, 20c each; Broad No. 39, 
16-inch, 25c each: Broad No. 39, 18-inch, 30c each; Broad 
No. 40. 16-inch. 20c each; Broad No. 40, 18-inch. 25c each; 
Claw No. 37. 14-inch, 20c each; Claw No. 137l>, 14-inch, 20c 
each; Derrick No. 47. 18-inch, 25c each; Lath No. 45, 13- 
inch, 20c each; Shingling No. 35, 14-inch, 25c each. 

Hoe, OXR, 4%. 35c each; XR. 4%, 35c each; XRM, 5%, 
55c each; XRM, 6, 70c each; XRMC, 0, 70c each; XG, 4%, 
55c each; XMH, 4%. 55c each; XMH, 5, 00c each; XP, 51%, 
50c each; XP, 52, 60c each; XP, 52%, 60c each; XP, 52%, 
70c each. 

Maul, No. 335, 55c each; 336, 50c each. 

Pick, No. 327, Drifting, 75c each; 427, Drifting. 40c each; 
527, Drifting, 45c each; 627, Drifting, 40c each; 325, Sur¬ 
face, 75c each; 425, Surface, 40c each; 525, Surface, 60c 
each; 625, Surface, 40c each. 

Rake, XR, 5%, 50c each; XR, 6, 60c each. 

HATCHETS—Box, No. USD 2. Underhill's, $2.15 each; 3010, 
Plumb’s. $2.15; 3011. Plumb’s, $2.50. 

Broad, No. TB 1, Plumb’s. $2.00 each; TB 2, Plumb’s, 
$2.10; TB 3. Plumb’s, $2.25; TB 4, Plumb’s, $2.35; TB 5, 
Plumb’s. $2.65; PTB 1. Philadelphia, $1.45; PTB 2, Phila¬ 
delphia, $1.50; PTB 3. Philadelphia, $1.60; PTB 4. Phila¬ 
delphia, $1.90; PTB 5, Philadelphia, $2.00: 640, Plumb’s, 
$1.75: 641, Plumb’s. $2.00; 642. Plumb’s. $2.15; 643, 
Plumb’s. $2.35; 644, Plumb’s. $2.75; 2991, Plumb’s. $1.65; 
2992. Plumb’s. $1.75: 2993. Plumb’s. $2.00; 2994. Plumb’s, 
$2.25; 2995, Plumb’s. $2.50; 2996. Plumb’s, $2.85. 

Claw. No. TC 1, Plumb’s, $1.75 each; TC 2. Plumb’s. $2.00; 
TC 3. Plumb’s, $2.10: PTC 1. Philadelphia. $1.15; PTC, 
Philadelphia, $1.25; PTC 3. Philadelphia, $1.45; 93, All Steel 
75c; 610, Plumb’s, $1.25; 611, Plumb’s. $1.25; 612, 

Plumb’s, $1.50; 2971, Plumb’s, $1.15; 2972, Plumb's, 

$1.25: 2973, Plumb’s, $1.50. 

Derrick—No. 582, Plumb’s, $2.00 each. 

Flooring (Plumb’s), No. 2985, $2.15 each; 2986, $2.25; 
2987 $2 50 

Half'(Plumb's), No. TH 1, $1.75 each; TH 2, $2.00; TH 3, 
$2.00; 600, $1.50; 601, $1.50; 602, $1.65; 2961, $1.50; 
2962, $1.50; 2963, $1.50. 

Lsthing, No. TL 1, Plumb’s, $1.75 each; TL 2, Plumb’s, 
$1.75; 100, Underhill’s, $2.15; 110, Underhill’s, $2.35; 545, 
Plumb’s. $2.15; 620, Plumb’s, $1.50; 621, Plumb’s, $1.50; 
1960, Plumb’s. $2.15; 1961, Plumb’s, $2.25; 1962, Plumb’s, 
$2.25; 2980. Plumb’s, $1.50; 2981, Plumb’s, $1.50; 2982, 
Plumb’s, $1.50. 

8hingling, No. PST 1, Philadelphia, $1.10 each; PTS 2, 
Philadelphia, $1.15; PTS 3, Philadelphia, $1.25; TS 1, 
Plumb’s, $1.75; TS 2, Plumb's, $1.85; TS 3, Plumb’s, 
$1.85; 90, All Steel, 50c; 565, Plumb’s, $2.40; 591, 

Plumb’s, $1.50; 592, Plumb’s, $1.50; 593, Plumb’s, $1.50; 
2951, Plumb’s, $1.25; 2952, Plumb’s, $1.50; 2953, Plumb’s, 
$1.50. 

Warehouse, No. 650 W, Plumb’s, $2.00 each. 

HEADS’ (MOP)—Cotton, No. 9, 45c each; 12, 60c; 15, 75c; 
18, 85c. 

Linen, No. 012, 55c each; 015, 65c; 018, 85c; 020, $1.00. 


HINGES A BUTTS (Screws 
No. 900 Lt. Strap Binges. 

Pr. Ds/Pr. 

8-inch _$ .20 $ 1.76 

4-inch.96 2.10 

6-inch.80 2.16 

6-in eh.86 2.90 

No. 986 Oor. 


Strap Hgs. 
Pr. DaTPr. 
““ $ 2.40 

8.76 


4-lneh .$ .26 

6-ineh.86 _ 

6-inch.40 4.00 

8-inch.60 6.60 

10-inch.90 9.60 

12-inch . 1.86 18.00 

No. 904 Lt. Toe Hinges. 

Pr. Ds. Pr. 

3- inch .....$ .16 

4- inch.20 

5- inch.20 

6- inch.26 

No. 987 Oor. Tee 

Pr. 


4-ineh .... 

.$ .85 

6-inch .«•• 

. .40 

6-inch .... 

. .60 

8-inch .... 

. .75 

10-inch .... 

. 1.90 

12-inch .... 

. 1.75 

No. 888 Butts. 


Pr. 

% -inch ... 

.$ .10 

1-inch .... 

. .10 

1%-ineh .. 

. .10 

1%-inch .. 

. .10 

1%-inch .. 

. .16 

2-inch .... 

. .15 

2%-inch .. 

. .16 

2%-inch .. 

. .20 

2 % -inch .. 

. .20 

8-inch .... 

. .90 

8%-inch .. 

. .26 

No 

840. 


Pr. 

1%-inch .. 

.$ .15 

1%-inch .. 

. .15 

2-inch .... 

. .15 

2% -inch .. 

. .20 

2 % -inch .. 

. .20 

2 % -inch .. 

.20 

3-inch ... 

. .25 

No. 

781%. 


Oont. 

2%x2%-ln. 

..$ .40 

3x3 in. 

.. .40 

8%x8%-in. 

.. .40 

4x4-in. 

.. .50 

4%x4%-in. 

.. .75 

5x5-in. .... 

.. .95 

5 %x5%-in. 

.. 1.25 

3%-in. 

.. .60 

A.in, . 

.. .70 

4%-in. .... 

. . .90 


1.76 
1.90 
2.10 
2.40 
Hinges. 
Dlpr. 
• 


No. 


166 F&D2. 

Oont. 

1%-in.$ .36 

2-in.40 

2% in.46 

8-in.55 

8%-in.65 

4-in..80 

4%-in. .1.20 

No. 165N&SF2. 

Oont. 

l%in- .• 

2-in..46 

2%-in..50 

8-in.60 

3%-ln. 70 

4-in. ...80 

4%-in. ...... 1.20 

No. 295 F&D2. 

Pr. Ds. Pr. 

1%-in.$ .25 $2.90 

2-in.30 2.90 

2%-in.80 8.85 

8 in.40 4.00 


1%-in. 
2-in. . 


3-in. 


2- in. 
2%-ii 

3- in. 


No. 296 8F2. 

Pr. 

Ds. Pr. 

.$ .80 

$8.20 

.85 

3.70 

...... .85 

4.00 


4.60 

No. 295 N. 

Pr. 

Ds. Pr. 

.$ .85 

$8.80 

_... .40 

4.20 

.45 

4.60 

.50 

5.85 


8.00 
8.40 
6.00 
8.00 
12.76 
17.00 

Ds. Pr. 
• .76 
.86 
.96 
1.06 
1.20 
1.80 
1.45 
1.60 
1.85 
2.15 
2.50 

Ds. Pr. 
$1.45 
1.60 
1.66 
1.80 
2.00 
2.10 
2.20 

Ret. 
$ .46 

.46 

.45 

.66 

.85 

1.05 

1.35 

.70 

.80 

1.00 


Ret. 

.40 

.45 

.50 

.65 

.75 

.95 

1.35 

Ret. 

.45 

.50 

.55 

.70 

.80 

.90 

1.80 


Included)— 

No. 788. 

2%x2%-in. ..$ .40 $ .45 

8 z8-in.40 .46 

3%x8%*ln. .. .40 .45 

4z4-in..60 .66 

4%x4%-in. .. .76 .86 

5x5-in.1.00 1.10 

5%x6%-in. .. 1.25 1.85 

6 x6-in.1.40 1.60 

No. 241 FAD2. 
2%x2%-in. ..$ .40 $ .45 

8 x8-in.40 .46 

8%x3%-in. .. .40 .46 

4x4-in.66 .66 

4%x4%-in. .. .80 .96 

5x5*in.1.00 1.20 

6 %x6%-in. .. 1.80 1.60 

6 x6-in. .1.60 1.65 

No. 241 87 2. 

Oont. Ret. 
2 % x2 % -in. . .$ .46 $ .60 

8 z8-in.45 .60 

8 %x8%-in. .. .60 .56 

4x4-in.60 .66 

4%x4%-in. .. .85 .95 

5x6-in.1.06 1.15 

5%x5%-in. .. 1.86 1.60 

No. 241 HAN. 

Oont. Ret. 
2 %x2%-ln. ..$ .50 $ .56 

3x8-in... .60 .66 

8 %x3%-ln. .. .50 .65 

4x4-in..66 .76 

4%x4%-in. .. .90 1.00 

5x5-in.1.10 1.80 

5%x5%-m. .. 1.85 1.60 

6 x6*in.1.60 1.76 

1475 FAD2 .20 2.20 

1475 8F2&N .25 2.80 

1474 F&D2, 1% .25 2.40 

No. 160 FAD2. 

Oont. Ret. 

2%-in.$ .40 $ .50 

8 -in.46 .66 

8 % -in..65 .66 

4-in.70 .80 

4% -in..96 1.06 

No. 160 N. 

Oont. Ret 

2%-in. .$ .45 $ .50 

8 -in.50 .60 

8 %-in.60 .70 

4-in.65 .75 

4%-in. . 1.00 1.15 

No. 160 8 F2. 

Oont. Ret. 

2%-in. .$ .45 $ .55 

8 -in.55 .65 

No. 295 H. 

Pr. Ds. Pr. 

1%-in. .$ .80 $8.85 

2-m..85 8.65 

2%-in.40 4.00 

8 -in..45 4.66 


2x2 . 
2%x2 
2%x2% 


No. 289 F&D2. 

Pr. Ds. Pr. 

.$ .80 $8.20 

.80 8.85 

.85 8.55 

4.80 


Ds. Pr. 
$8.35 
8.55 
8.65 
4.90 

Ds. Pr. 
$4.60 
4.75 
4.90 
6.00 

Ds. Pr. 
$3.35 
4.25 
4.40 
6.60 
4.00 
4.86 
2.50 

9.80 
2.50 

2.80 
2.20 
2.80 
8.80 
9.80 
8.60 


8x8. 

... .45 

No. 

289 SFD. 
Pr. 

2x2 .... 

...$ .30 

2%x2 ... 

... .85 

2%x2 % . 

... .85 

8x8. 

... .46 

No 

, 289 N. 
Pr. 

2x2. 

...$ .40 

2%x2 ... 

... .45 

2%x2% . 

... .45 

8x8. 

... .55 

No 

. 289 H. 
Pr. 

2x2 .... 

...$ .30 


2%x2* »...... .40 

2%x2%.40 

8x8.50 

1430 FAD2 Hgs .35 


1430 N 

1431 FAD2 
1431 8F2&N 
1478 FAD2 
1478 SF2&N 
1480 F&D2 
1480 SF2&N 
1474 F&D2, 2 
1474 8F2, 1% 

.ini OVA A 


,40 

.25 

.26 

.26 

.25 

.25 

.25 

.80 

.25 
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H ARDW ARE WORLD 


RETAIL SET.T.mO PRICES—Continued. 


HINGES—FLOOR— 


HODS — Coal— 

Open Japanned— 

15 .... •. 

1C . 

17 . 

18 . 

20 . 


Set 


Set 

.$1.50 

8HA, E, 894 . 

$ 4.00 

1.60 

Rixon—7. 

10.50 

1.75 

8. 

11.00 

I) 8.25 

10. 

11.00 

4.00 

15. 

13.50 

4.00 

20. 

25.00 

. 4.25 

25. 

31.00 

. 1.50 

80. 

86.50 

1.75 

40. 

60.00 

1.35 

Standard—R, EA, 450 6.35 

. 1.50 

SHA, E, 450 . 

7.00 

. 3.25 

R, EA, 452 . 

10.15 

. 4.00 

SHA, 452 . 

10.75 

. 3.75 




Open Galvanized 


t .50 

15 . 

.$ .75 

.60 

16 . 

. .95 

.70 

17 .. 

. 1.10 

.75 

18 . 

. 1.35 

.90 

20 . 

. 1.50 


HOOKS—Bright. 


No. 

Dos. 

0 . 

...$ .85 

1 . 

... .75 

2 . 

... .65 

8 . 

... .55 

4 . 

... .45 

5 . 

... .35 

6 . 

... .25 

7 . 

... .20 

9 . 

... .15 

10 . 

... .15 

11 . 

... .15 

12 . 

... .10 

18 . 

... .10 

14 . 

... .10 


No. 

104 . 

105 . 

Dos. 

.25 

106. 

.25 

107. 

.20 

108. 

.15 

109. 

.16 

110. 

.15 

Ill. 


122. 

.10 

118. 

.10 

114_ 

_ .10 



Gross—60% Dieoount from Diet. 
Braes No. 1412— Dos. 


2 for 5c 
2 for 5c 
2 for 6c. 


$ 


.20 

.20 

.20 

.25 

.80 


1%, 2 for 5c. 

1 % . 

1 % . 

194, 2 for 15c 
2, 2 for 15e.. 


Dos. 
8 .85 
.40 
.50 
.75 
.85 


Brass Oup No. 181— 

Dos. 

94 .f .20 

ft .20 

% . 20 

ft, 2 for 6c.20 

ft, 2 for 5c.25 


Dos. 


1. 2 
194 

for 6e. 

...$ .80 
... .<*0 

194 


... .50 

194. 

2 for 15o... 

... .75 

2, 2 

for 15c. 

... .85 


HOSE COUPLINGS—Com. Size 94 , each 20c; 94 . 20c; 94, 20c. 


HOSE (GARDEN)— 

Coupled, 50 ft. lengths—Aztec, 94 inch 21c foot, 94 inch 23c; 
Deluge, 94 inch 19c, 94 in. 21c; Delphos, 94 inch 18c; 94 inch 
20c; Sierra, 94 inch 20c, 94 inch 22c; Slmi, 94 inch 16c, 94 
inch 18c; Solar Cotton, 94 inch 19c, 94 inch 21c; Summit, 
94 inch 19c, 94 inch 21c; Ten Cee, 94 inch 16c, 94 inch 18c; 
Torrent, 94 inch 24c, 94 inch 26c; Union Arrow, plain, 94 
inch 18c, 94 inch 20c; Union Arrow, WW, 94 inch 20c, 94 
inch 22c; Whirlpool, 94 inch 19c, 94 inch 21c. 

Reel, Not Coupled, Endurah Ribbed, 94 inch 21c, 94 inch 
23c; Eudurah Smooth, 94 inch 21c, 94 inch 23c; Goodrich 
Ribbed, 94 inch 22c, 94 inch 24c; North Star Ribbed, 94 
inch 22c, 94 inch 24c; Rajah Ribbed, 94 inch 19c, 94 inch 
21c: Rajah Smooth, 94 inch 19c, 94 inch 21c; Utility Ribbed, 
94 inch 18c, 94 inch 20c; Utility Smooth, 94 inch 18c, 94 
inch 20c. 


ICE TOOLS— 

No. 315 Plow, 8-in . 

No. 316 Plow. 10-in . 

. 47.50 

Wrt flfi7 ’ io.i„ si nn 

No. 820 Plow) 8-in . 

No. 321 Plow, 10-in. . 

. 50.00 

No. 822 Plow! 12-in . 

. 57.00 

No. 456 Splitting Chisel. 

No. 495 f ... 

. 5.85 


. 1.85 

4 94-ft. 

5-ft. 

. 1.50 

6-ft. 

... 1.65 

No. 1 Ice Tonga V A B.. 

. 1.76 

No. 2 .: . 

. 2.00 

No. 8 . 

. 2.25 

No. 540, 18-inch .... 

. 2.00 

1494-inch . 

1694-inch .. 

Pond Ice Saws — Tiller Handle. 

4 94-foot . 

. 5.75 

5-foot . 

. 6.26 

5 94-foot . 


IRON — Bars Small Lots. 

(Cutting Extra) 

Oommon Bar . 

Angle Iron, 94-inch . 

Angle Iron, 8-16-inch . 

$ .06 lb. Base 
.10 
.08 

Angle Iron, 94-inch and heavier . 

Rd„ sq. and sq. twisted — 

94-inch and smaller . 

.07 94 

7.50 Base 


5-16-inch 7.00 

94 to 2 94-inch . 6.50 

8-inch and larger . 7.50 

Flats, all sizes . 6.50 


IRONS—Sad. Common, Oe lb.; Mrs. Potts No. 50, $1.75 sot; 

Dover No. 70, $2.75 set. 

JACKS—Bell Bottom, Net List. 

Wagon—Lanes—OL, each $1.75; 1L, $2.50; 2L, $8.50; 

3L, $6.75. 


KNIVES A FORKS—Iron Handled. $1.25. 



Butcher— 





No. 

Each 

No. 


Esch 

526— 5 . 

$ .65 

1500— 7 


$1.25 

526— 594 . 

.75 

1500— 8 


1.50 

526— 6 . 

.85 

1910— 6 


.50 

526— 6 94 . 

1.05 

1910— 7 


.60 

526— 8 . 

1.50 

1910— 8 


.75 

526— 9 . 

1.90 

2200— 6 


1.00 

526—10 . 

2.35 

2200— 7 


1.35 

526— 7 . 

1.25 

2200— 8 


1.60 

526—12 . 

3.35 

3047— 6 


.60 

526—14 . 

4.00 

3047— 694 


.70 

790— 6 . 

1.00 

3047— 7 


.85 

790— 7 . 

1.30 

3047— 8 


1.00 

790— 8 . 

2.00 

3047—10 


2.00 

1500— 6 . 

1.00 

3047—12 


2.50 

Cheese— 





675 . 


. __ 


1.75 

Cooks French— 


Draw— 



267— 6 . 

.80 

84— 4 . 


75 

267— 8 . 

1.30 

100— 6 . 


3.75 

267— 9 . 

1.50 

100— 7 . 


4.00 

267—10 . 

1.85 

100— 8 . 


4.50 

267—12 . 

2.00 

100— 9 . 


5.00 

Corn— 


105— 6 . 


1.50 

2 . 

.75 

105— 8 . 


1.50 

3 . 

.40 

105— 9 . 


1.65 

5 .,- 

.50 

105—10 . 


1.75 

io .:.... 

.60 

105—12 . 


2.00 

KNIVES—Hay—Lightnin* 

9 $1.85; Iwan Sickle, $2.00: 

Iwan 

Serrated. $2.00; Heath's 

Qprieht, $1.85. Corn—Corn 

King, 40c; No. 12 Hooks, 50c. 



KNOBS—Maple, Base, 5c each; 

85c dos. 



LACING—Belt— 





Leather 


Bristol 



Size 94, per ft.$ 

.08 

111, per inch.$ 

.01 % 

Size 5-16 per ft.... 

.08 

112, per 

inch.... 

.02 

Size ft, per ft. 

.04 

113, per 

inch....$ 

.02 94 

Size ft, per ft....$ 

.05 

114. per 

inch.... 

.08 

Size 94, per ft. 

.06 

Wire— 



S 5 -* 94, per ft. 

.08 

No. 1, bos 

50 ft.... 

.60 



No. 2- 


.65 


LADDERS—Extension, No. 1, 25c foot; Step, Climax, 50c foot; 

Special, 40c foot; Standard, 25c foot. 

LANTERNS—Boys’—No. 539, 45c each; 1590, Cadet, 25c. 
Dash—No. 321, Prisco, $1.85 each; 831, Prisco, $2.15. 

Cold Blast Tubular—No. 320, Prisco (Little Wizard), $1.40 
each; 400, Prisco (Nustyle), $1.65; 477, Prisco, $1.50. 
Hot Blast Tubular—No. 165, Prisco, $1.00 each; 165R. 
Prisco (Ruby), $1.30; 176, Prisco (Bullseye), $1.50; 217, 
Prisco, $1.00. 

LEAD— White—12 94-lb. Keg. $1.85; 25-lb. Keg, $8.65; 50-lb. 

Keg, $7.15; 100-lb. Keg, $14.00. 

LIFTS—Sash—Large Bar, $1.25 dos.; Small Bar, $1.10 dos.; 
Hook, 40e doz. 

LOCKS—Rim—Steel, 75c set; Cast, 60o aet. 

LINES. CLOTHES—Cotton, Braided—No. 350, 65c each; No. 
450, 40c each. 

Cotton, Twisted—No. 140, 35c each; 150, 40c. 

Wire, Twisted—50 foot, 20 gauge, 85c each; 75 foot, 20 
gauge, 40c; 100 foot, 20 gauge, 50c; 50 foot, 18 gauge, 50c; 
75 foot, 18 gauge, 60c; 100 foot, 18 gauge, 70c. 

Wire, Solid—100 foot, 9 gauge, 75c each. 

MATS, DOOR—Cocoa—No. 1, $1.25 each; 2, $1.50; 8, $1.75; 
02,$2.25; 03, $2.65; 04. $3.00; 05, $3.75. 

Steel—No. 20, $1.25 each; 40, $1.75; 60, $2.50; 80, $4.00; 
100 rolls, 50c square foot. 


MATTOCKS_ 

Short Cutter, No. 1800 .Each $1.75 

Long Cutter, No. 1790.Each 1.75 

Pick, No. 1810.Each 1.75 

Handled, D E 3.Each .75 

Handled, CE394 .Each 1.25 

Handled, SQ394 .Each 1.00 


MAULS—Handles Extra—Post, cast, 7c lb.; R. R. Track, 
920, 25c: Woodchoppera, 960, 25c; Woodchoppsra, 8601, 
25c. Dble Face (see Hammers). 

MILLS—Cider— 


Junior . .. 

...$25.00 

Senior. 

. $40.00 

Medium. 

... 80.00 

Force Feed . 

. 18.00 

MOPS— Slasher 


Cotton 


15 os., each.... 

....$ .75 

15 os., each...... 

..$ .75 

18 os., each.... 

.86 

18 os., each. 

.. .86 

21 os., each.... 

_1.00 

21 os., each. 

.. 1.00 

MOP STICKS—No. 

7, 25e each; 

No. 18, 26a aaeh; 

No. 70 


or Janitor’s, 65c each. 
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HARDWARE WORLD 


RETAIL SELLING PBICBS—Continued. 


100 lb*, to £ pnc*. 1 to 

Vino Blue SA3.$ .08 

Fine Bright.08 

Common 2A3d.08 

Common 486d. .08 

Common 6A7d.07 

Common 8 to 80d.07 

Gating 2A3d.08 

Casing 4*5d.08 

Casing 8 to 20d.08 

Finishing 2&8d.10 

Finishing 4&5d.08 

Finishinr 8 to 20d.. .08 

Smooth Box 4 to 8d. .08 

Smooth Box 8 to 20d .08 

Barb Box 4 to 6d.. .08 

Barb Box 8.08 

Trank— 

Bulk, lb.80 

1 lb. Papers, an.... .86 

% lb.20 

% lb.15 


MOWERS—Great American—15-in.. $18; 17-in., $18; 10-in., 
$20; 21 in., $22. Common—12-in., $8; 14-in., $6 26; 18- 
in., $8.50. 

60 to 90 lbs., add 60e per 
50 lb. 

Barb Box 8 to 20d.. .08 

Barb Roof % to % • • -10 

Barb Roof 1 to 1%.. .10 

Plaster Board.10 

C. 0. Box.10 

Cut Casing 8A8.08 

Galr. Felt.15 

Gale. Boat.12 

Clont— 

Bulk, lb.80 

% lb. Papers, ea... .20 

Cigar Box— 

Bulk, lb.30 

1 lb. Papers, ea.... .85 

% lb.20 

* lb.15 

Horseshoe— 

Capewell, lb.80 

Northwestern .80 

Union .25 


NETTING, POULTRY—Hexagon. Galvanized After Weaving— 
2 inch, 20 gauge—List roll. 12in., $2.14; 18in., $3.08; 24m., 
3 92; 30in., $4.68; 36in^ $5.35; 46in. f $7.13; 60in., $8.91; 
72in., $10.69. 

Sell Full Roll— 12in., $1.95; 18in., $2.80; 24in. t $3.50; 
30in., $4 25; 36in., $4.80; 48in., $6.40; 60in., $8.00; 
72in„ $9.65. 

Sell Cut (lin. ft.)—12in., l%c.; 18in., 2%c; 24in., 3%c; 
30in„ 3%c; 36m., 4%c; 48in., 5%c; 60in., 7V4c; 72in., 
8 % c. 

1% inch, 20 gauge—List roll, 12in., $3.15; 18in. ( $4.53; 
24in., $5 78; 30m., $6.90; 36in., $7.88; 48in., $10.50; 
60 in., $13.13; 72m., $15.75. 

Sell Full Roll—12in., $2 85; 18in., $4.10; 24in., $5.20; 
30in., $6.20; 86in., $7.10; 48in., $9.45; 60in., $11.80; 
72in, $14.20. 

Sell Cut (lin. ft )—12in. t 2%c; 18in., 3%c; 24in., 4%e; 
30in., 5%c; 36in. t 6 l ^c; 48in., 8 V4 c; 60in., 10%c; 72in., 
12 Vic. 

I inch, 20 gauge—List Roll— 12in., $4.95; IBin., $7.12; 
24in ., $9.08; 30in., $10.83; 36in., $12.38; 48in. f $16.50; 
60in., $20.63; 72in., $24 75. 

Sell Full Roll—12in„ $4.45; 18in„ $6.40; 24in., $8 20; 
30in., $9 75; 36in., $11.15; 48m., $14.85; 60in., $18.60; 
72in., $22.30. 

Sell Cut (lin. ft.)—12in.. 4c; IRin., 5%c; 24in., 7%c; 
30in.. 8%c; 36in., 10c; 48in., 13V4c; 60in., 16%c; 72in., 
19 

% inch, 20 gauge—List Roll—12in., $8.55; IRin., $12.30; 
24in., $15 68; 30in., $18.71; 36in., $21.38; 48in., $28.50; 
60in„ $35.63; 72in., $42.75. 

Sell Full Roll—12in., $7.70; IRin., $11.05; 24in.. $14.10; 
30in., $16.85; 36in. t $19.25; 48in., $25.65; 60in., $32.05; 
72in., $38 48. 

Sell Cut (lin. ft.)—12in., 6%c; IRin., 9%c; 24in., t2%c; 
30in., 15c; 36in., 17%c; 48in. t 22%c; 60in., 28%c; 70in., 
34 V4 c. 


NIPPERS—Nettleton—8-in., $1.76 eatn; 10-in., $1.15; 12-in., 
$2.25; 14-in., $2.75. 

NIPPLES—Right Hand. 

SUe “ * 

%, black 

2; ff.ck 

«. Cck 

%. galr. 

%. black 

%, galT. 

%, black 
%. galr. 

1, ilack 

1, galr. 

1 %, black 
1%. galr. 

1V4, black 
l£. galr. 

2, black 
2. galr. 


80c; %. 25c: %, 25c, 1, 25c. 

Hot Pressed U. 8. S. Square, Tapped—Size %, 85c lb.; 5*16, 
30c; 25c; 7-16, 25c; %, 20c; %, 18c; %, 16c; %, 15c; 

1, 15c. 

OAKUM—Plumbers, 16e lb.; Nary, 25c lb.; Best Unspun, 
85c lb. 


2 

2% 

8 

8% 

4 

5 

6 

7 

8 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.12 

.14 

.16 

.18 

.22 

.04 

.06 

.06 

.06 

.07 

.08 

.10 

.12 

.15 

.06 

.11 

.11 

.11 

.18 

.14 

.16 

.18 

.22 

.05 

.07 

.07 

.07 

.08 

.10 

.12 

.14 

.16 

.06 

.11 

.11 

.11 

.18 

.16 

.18 

.22 

.26 

.06 

.09 

.09 

.09 

.09 

.11 

.18 

.17 

.18 

.08 

.14 

.14 

.14 

.14 

.18 

.21 

.25 

.82 

.08 

.18 

.18 

.18 

.18 

.15 

.18 

.28 

.25 

.11 

.19 

.19 

.19 

.19 

.24 

.28 

.84 

.88 

.11 

.11 

.17 

.17 

.17 

.20 

.24 

.29 

.88 

.17 

.17 

.29 

.29 

.29 

.82 

.88 

.46 

.52 

.18 

.18 

.20 

.20 

.20 

.25 

.29 

.86 

.40 

.21 

.21 

.35 

.85 

.85 

.89 

.46 

.54 

.60 

.18 

.18 

.27 

.27 

.27 

.82 

.88 

.50 

.54 

.27 

.27 

.47 

.47 

.47 

.52 

.61 

.68 

.75 

ched U. 8. 

8. Hexagon. Tapped 

—8ize V4, 

65c 


45c; 

7-16, 

40c; 

%, 35c; 

9-16, 

30c; 

%. 


OAR LOOK8—2-in., per pair 40c; 2%-in., par pair 60c; 

2%-in.. per pair, 70c. 

0PENER8 (CAN)— 


No. 

Each. 

No. 

Each. 

4 . 

.$ .10 

140 . 


16 . 

.10 

340 . 

.25 

100 . 





OIL—Boiled Linseed, $1.60 *al. 


OILERS— 


14 B . 

. . .45 

Mowing Machine— 


16. 

. . .50 

No. 

Each 

Steel, Railroad— 


8 A . 

$ .25 

10. 

.. 1.00 

8 B . 

.40 

11. 

. . 1.25 

1100. 

.20 

Zinc, Chace's— 


1120. 

$ .40 

00. 

. . .10 

1140. 

.30 

0. 

. . .10 

Steel. Spring Bottom— 


1. 

. . .15 

12. 

.25 

2. 

. . .15 

13. 

.30 

3. 

. . .20 

13 A . 

.35 

4. 

. . .25 

14. 

.35 

5. 

. . .30 

14 AA. 

.40 

6. 

. . .35 


OUTFITS—Cobblers—Eclipse. $1.00 each; Family, $1.85; 
Home, No. 1, $2.00; No. 2, $1.50. Lasts and Stands, No. 
15. cast, 00c; No. 15, sxtra heavy, $1.85; No. 24, malle¬ 
able, $2.25. 


OVENS, PORTABLE—Boss 


No. 

Each 

No. 

Each 

012. 

. . .$5.25 

550 . 

.$5.50 

055 .. 

. .. 5.75 

700 . 


0200 .. 

. .. 5.25 

750 . 

. 6.50 

450 . 

. . . 5.50 

755 . 


Perfection 

121 G . 

. . . 4.75 

122 G . 


Pinney A Boyle 

13. 

. . . 2.00 

33. 

. 2.25 

17. 

. . . 2.25 

37. 

. 2.50 

17 G . 

. . . 2.50 

37 G . 

. 2.75 


PACKING—Sheet Rubber—Standard, 20c lb.; Rainbow, 00c; 
Italian Hemp, Common, 40c; Square Flax, braided, 60c; 
Piston Spiral Steam, High Preaaure, $2.25; Steam or Water, 
Low Pressure, $1.25. 


PADS—Sweat—No. 63 N12, Red Edge, 75c; No. 146 A12, 
Blue and White striped, $1.50. 


PADLOCKS— 


Miller- 


No. 


Each 

1 . 


. .$1.35 

016 . 


. . .25 

18 . 


. . .30 

18 B. 


. . .35 

19 . 


. . .40 

21 . 


. . $ .45 

75 . 


.50 

121 . 


. . .50 

5441 . 


. . .85 

Yale— 



no-i 


. . .65 

.> - 


.80 

453 J . 


. . .35 

453 X. 


. . .35 

563 . 


. . 1.25 

565 . 


.. 1.50 


No. Each 

585 . 1.30 

635 . 1.25 

645 J.60 

803 . 1.40 

805 . 1.50 

813 . 1.50 

815 . 1.50 

823 . 1.75 

833 . 2.00 

843 . 2.50 

853 . 2.75 

8454 . 2.00 

Slaymaker— 

1902 .60 

1903 .50 

9902 .60 

9902 NO.50 

21090 .75 


PAINT 8UNDRIES— 

Alcohol (Denatured) 

Gal. 

1-gallon .$1.50 

5-gallon. 1.40 

Barrel .$1.20 

Glue Lb. 

No. 2 Gelatine.65 

Chicago White.65 

Lead, Selby White 

500 lbs. or more.13 % 

100-lb. kegs.14 

50 and 25 lb. kegs. . .14% 

12 % -lb. kegs.14V* 

Paint. Dry Colors 

Burnt Umber.05% 

Chrome Green, Med.. .15 

Graphite .06% 

Princess Metallic . . . .04 

Raw Sienna.07 

Venetian Red.04 

Yellow Ochre.03 

Paints, Ready Mixed 
1st Grade, White— 

Gals.Gal. 4.40 

V* -gals.%-Gal. 2.30 

Quarts.Qt. 1.25 

Pints.Pt. .70 

%-pints .%-Pt. .40 

1st Grade, Colors— 

Gals.Gal. 4.25 

% -gals.%-Gal. 2.25 

Quarts.Qt. 1.20 

Pints.Ft. .65 

%-pints.%-Pt. .85 

2nd Grade White or Colors— 

Gals.Gal. 2.90 

PANS—Acme Frying— 

No. 00, each.$ .16 

No. 0, each.25 

No. 1, each.80 

No. 2, each.85 

No. 8, each.85 


V* -gals. 

% Gel. 

1.60 

Quarts. 

Inside Floor— 

...Qt. 

.95 

Gals. 

. .Gal. 

2.90 

V* gals. 

V* -Gal. 

1.60 

Quarts. 

Porch— 

...Qt. 

.95 

Gals. 

..Gal. 

4.25 

%-gals. 

%-Gal. 

2.25 

Quarts. 

..Qt. 

1.20 

Oil 


Gal. 

Floor . 


.65 

Gloss . 


.60 

Lord. No. 1 . . 


2.50 

Lin-6-Oil .... 


.90 

Linseed, Boiled 


2.25 

Linseed. Raw 


2.23 

Neatsfoot No. ' 

1. 

2.50 

Neutral. 


.45 

Paraffine .... 


.55 

Tints. Kalsomine 

Lb. 

Barrels. 


.07% 

Kegs . 


.07% 

100-lb. Bulk . 


.08 

25-lb. Bulk . 


.09 

Less 25 lbs.. . 


.10 

Turpentine 


Gal. 

1-gal. 


1.05 

5-gal. 


.90 

Barrel . 


.75 

Wax 


Lb. 

Johnson’s ... 


.65 

Old English . . 


.65 

Bradley’s .. . . 


.60 

No. 4, each 


..$ .45 

No. 5, each 


. . .45 

No. 6, each 


.. .50 

No. 7, each 


.. .60 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


PAPER—Asbestos, size 1*16 and under, 30c lb. cut: over 
1-16, 30c lb. 

Paper Sheathing, Red or Gray, 20-lb., 05c roll; 25-lb., $1.15 
roll; 30-lb., $1.35 roll. 

Tarred Insulating, No. 8, roll $1.50 (cut 5c lb.); 10, roll, 
$2.50 (cut 6c lb.) 


PAPER—Building— 

P * B Imitation P A B 


No. 1—500. 

...$ 2.00 

No. 1—500. 

_$1.80 

No. 1—1000. 

... 8.90 

No. 1—1000_ 

_8.40 

No. 2—500. 

... 2.95 

No. 2—500. 

_2.55 

No. 2—1000. 

... 5.75 

No. 2—1000_ 

_4.95 

No. 3—500. 

... 4.00 

No. 8—500. 

_8.60 

No. 3—1000. 

Rad Resin— 

... 7.70 

No. 8—1000_ 

_6.75 

17 lb. 

_$1.15 

25 lb. 

_$1.65 

20 lb. 

... 1.40 

80 lb. 

-1.90 


PAPER—Roofing, Smooth or Sanded—Ply Vi, $1.85 lb.; ply 1, 
$2.25; ply 2, $2.75; ply 3, $3.25. 

PAPER, SAND AND EMERY—Aztec Sand Paper, in Sheets— 
No. 00-Vi, 40c qr.; 1, 45c qr.; lVi, 50c qr.; 2, 55c qr.; 2 Vi. 
60c qr.; 3, 65c qr. 


PEA VIES— 

—Socket— 

—Bancor— 


Maple 

Hickory 

Maple 

Hickory 

2V4x4 . 

.$2.50 

$2.75 

$2.80 

$3.00 

4 Vi . 


2.85 

2.85 

8.10 

2Vix4Vi . 


2.85 

3.00 

8.25 

5 . 


3.00 

8.10 

8.85 

2%x4Vi . 


3.25 

3.25 

8.50 

5 . 

. 8.00 

8.25 

3.85 

8.60 

8x5 . 


3.50 

3.75 

8.85 


PERCOLATORS, COFFEE—Universal— 



Each 


Each 

44. 


1204 . 


46. 


1206 . 


48. 

. 4.75 

1208 . 

. 4.25 

52. 

. 3.75 

1210. 

. 5.00 

54. 

. 4.00 

1304 . 


56. 

. 4.50 

1306 . 

. 4.50 

58. 

. 5.00 

1308 . 


64. 

. 4.50 

1310. 

. 5.00 

66. 

. 5.00 

1404 . 

. 4.75 

69. 

. 5.50 

1406 . 

. 5.00 

614. 


1408 . 

. 5.25 

74. 

. 5.00 

1410. 

. 5 50 

76. 

. 5.50 

1504 . 

. 4.25 

79. 

. 6.00 

1506 . 


714. 

. 6.50 

1508 _*_ 


464 . 

. 5.50 

1510. 


466 . 

. 5.50 

1704 . 

. 4.25 

469 . 

. 6.00 

1706 . 


474 . 


1708 . 

. 4.75 

476 . 

. 6.00 

1710. 

. 5.25 

479 . 

.6.50 



PICKS—Railroad, No. 1710, $1.35 each; 1711, $1.50; 1712, 
$1.60: 1713, $1.75; 1714, $1.85; 1715, $2.00. 

Drifting, No. 1, $1.25 each; lVi, $1.35; 2, $1.50; 3, $1.60; 
4, $1.75. 

PINS—Escutcheon—Small lots, 15c oz.; large lota, 409i over 

List. 


PIPE FITTINGS (STOVE)—Caps, No. C 15, 50c each; C 16, 
60c each. 

Collars, No. 013, 014, 25, 25Vi, 26, 10c each; 27. 15c each. 
Cylinders, No. 54 (1508). 75c each; 64 (1608), $1.00 each; 
65 (1612). $1.10 each; 75, $1.20 each. 

Dampers, No. 3, 4, 5, 15c each; 6. 20c each; 7, 25c each. 
Elbows, No. 3 Corg., 20c each; 4 Corg., 25c each; 5 Corg., 
25c each; 6 Corg., 30c each; 7 Corg., 40c each; 3 Adj. 4 
Pc., 25c each; 4 Adj. 4 Pc., 30c each; 5 Adj. 4 Pc., 30c each; 
6 Adj. 4 Pc., 35c each; 3-inch Adj. Galvd., 35c each; 4-inch 
Adj Galvd., 45c each; 3 Corg. Jap., 35c each; 4 Corg. Jap., 
45c each. 

Flue Stops. Nos. 1 and 36, 15c each; 3, 15c each; 30, 20c 
each; 40, 20c each. 

Roof Plates and Saddles, Nos. 15, 16 (Side), 90c each; 50, 
60 (Ridge), 75c each. 

PIPE FITTINGS—Price, each. 



Vi, V4, 

%-in. 

Vi 

in. 

%-in. 

1-in. 


Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Bushings . 

1 -05 $ 

.10 \ 

.05 

$ .10 

$ .10 

$ .15 

$ .10 

Caps . 

.05 

.10 

.10 

.12 Vi .15 

.15 

.15 

Couplings . 

.10 

.10 

.10 

.15 

.15 

.15 

.20 

Crosses . 

.15 

.20 

.25 

.30 

.35 

.50 

.45 

Elbows, 90 Deg. 

.10 

.15 

.10 

.15 

.15 

.15 

.20 

Elbows, 45 Deg. 

.10 

.10 

.10 

.15 

.15 

.25 

.25 

Elbows, Red.. . . 

.15 

.15 

.20 

.20 

.25 

.80 

.25 

Elbows, Street .. 

.10 

.10 

.15 

.20 

.20 

.35 

.25 

Floor Flanges . . 

.20 

.40 

.30 

.60 

.35 

.60 

.40 

Lock Nuts. 

.05 

.10 

.10 

.15 

.20 

.30 

.30 

Plugs . 

.05 

.05 

.05 

.05 

.05 

.10 

.10 

Reducers . 

.10 

.15 

.15 

.20 

.20 

.25 

.25 

Return Bends 

.20 

.35 

.25 

.45 

.30 

.45 

.50 

Tees . 

.10 

.15 

.15 

.20 

.15 

.20 

.20 

Unions . 

.20 

.25 

.20 

.30 

.25 

.35 

.30 

Waste Nuts . .. 

.10 

.10 

.10 

.10 

.10 

.15 

.10 


1-in. 

1V4- 

in. 

1 Vi 

-in. 

2-i 

in. 


Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Bushings . 

.15 

.10 

.25 

.15 

.30 

.20 

.35 

Caps . 

.20 

.20 

.40 

.25 

.45 

.40 

.65 

Couplings . 

.20 

.20 

.25 

.25 

.30 

.35 

.40 

Crosses . 

.75 

.55 

.90 

.60 

1.10 

1.00 

1.75 


Elbows, 45 Deg. 
Elbows, 45 Deg. 
Elbows, Red.. .. 
Elbows, 8treet . 
Floor Flanges . . 

Lock Nuts. 

Plugs . 

Reducers . 

Return Bends . 

Tees . 

Unions . 

Waste Nuts . .. 


Close 

Long . . . . 

4- in. Long 

5- in. Long 

6- in. Long 


Close . .. . 
Long 

4- in. Long 

5- in. Long 

6- in. Long 


.30 

.40 

.65 

.45 

.70 

.65 

1.10 

.30 

.40 

.65 

.45 

.70 

.65 

1.20 

.35 

.35 

.60 

.40 

.65 

.65 

1.10 

.40 

.30 

.55 

.35 

.60 

.75 

1.25 

.70 

.45 

.80 

.50 

1.10 

.75 

1.50 

.40 

.85 

.60 

.40 

.65 

.65 

.85 

.10 

.10 

.15 

.15 

.20 

.15 

.25 

.35 

.25 

.45 

.35 

.55 

.50 

.90 

.80 

.65 

1.30 

.85 

1.50 

1.25 

2.40 

.30 

.30 

.50 

.40 

.75 

.70 

1.20 

.45 

.45 

.65 

.60 

.85 

.80 

1.00 

.15 

.20 .30 

Nipples 

.40 

.65 

.60 

.90 


%-in. 

Vi 

-in. 

%• 

in. 

1-in. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

.05 

.05 

.05 

.07 Vi 

i .05 

.07 Vi .10 

.05 

.10 

.05 

.10 

.10 

.15 

.10 

.05 

.10 

.08 

.10 

.08 

.15 

.10 

.08 

.10 

.10 

.15 

.10 

.15 

.10 

.08 

.10 

.10 

.15 

.10 

.15 

.15 

1-in. 

1 V4*in. 

lVi-in. 

2-in. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

.10 

.10 

.15 

.15 

.20 

.15 

.25 

.20 

.15 

.25 

.20 

.30 

.25 

.40 

.20 

.15 

.25 

.20 

.30 

.25 

.40 

.20 

.15 

.25 

.20 

.30 

.25 

.40 

.25 

.20 

.30 

.25 

.35 

.30 

.45 


PIPE, GAS AND WATER—Black, Vi inch, 7c foot; V4 inch, 
7c; % inch, 7c; Vi inch, 9c; % inch, 11c; 1 inch, 15c; 1V4 
inch, 20c; lVi inch, 27c; 2 inch, 35c. 

Galvanized. Vi inch, 9c foot; V4 inch, 9c; % inch, 9c; Vi 
inch, 11c; % inch, 14c; 1 inch, 20c; 1V4 inch, 25c; lVi 
inch, 35c; 2 inch, 45c. 

PIPE, STOVE—29 Gauge, Nested. Full Joints—Size 3 inch, 
20c joint; 4-inch, 25c; 5-inch, 30c; 6-inch, 30c; 7-inch, 40c; 
3-inch Japan, 30c; 4-inch Japan, 35c; 5-inch Japan, 45c; 3- 
inch Galvanized, 40c; 4-inch Galvanized, 45c. 

PITCH—Asphaltum—5-lb. can, 85c; 10-lb. can, 70c; 25-lb. 
can, $1.50; 5C-lb. can, $2.75; Vi Bbl., $4.50; Bbls., $8.00. 


PLANES—Wood Smooth. $1.25 each: Wood Jack, $1.50. 
PLANES—Block-Bailey, No. 9Vi, $185 each; 9\, $2.25; 15, 
$2.10; 16, $2.10; 17, $2.25; 18, $2.25; 19. $2.40. 
Block-Bailey, No. 9Vi. $185 each; 9%, $2.25; 15, $2.10; 16, 
$2.10; 17, $2.25; 18, $2.25; 19, $2.40. 

Block, Stanley. No. 60, $2.10 each; 60Vi. $1.95; 61, $1.85; 
65, $2.45; 100, 45c; 101, 40c; 102, 65c; 103, 90c; 110, 
85c; 120, $1.35; 130, $1.40; 131, $2.25; 203, $1.20; 220, 
$1.40. 

Iron, Bailey, No. 2, 2 C, $3.25 each; 3, 3 C, $3.40: 4, 4 C, 
$3.75; 4 Vi. 4Vz C, $4.25; 5, 5 C. $4.25; 5 Vi, 5 Vi C, $5.00; 
6, 6 C, $5.65; 7, 7 C, $6.40: 8, 8C. $7.65. 

Iron, Stanlev, No. 602, 602 C, $3.50 each; 603, 603 C, $3.85: 
604, 604 C, $4.25; 604 Vi. 604 Vi C. $4.85; 605, 605 C. 
$4.85; 605 Vi. 605 Vi C, $5.25; 606, 606 C, $6.25; 607, 607 
C, $7.25: 608, 608 C, $8.50. 

All Wood, Plain, 3W, $1.10 each; 15W, $1.25; 21W, $2.25; 
27W, $2.50. Razee, 5W, $2.25; 17W, $1.50; 23W, $2.65; 
29W, $3.00. 

Wood Bottom. Bailey. No. 22, $2.35 each: 23, $2.35: 24. 
$2.35; 26, $2.60; 27, $2.85; 28. $3.25; 29. $3.40; 30, $3.50; 
31, $3.60; 32, $3.85; 35, $2.85; 36. $3.25. 

Rabbet, No. 10, $5.40 each; 10Vi, $4.50; 75, 60c; 90, $3.25; 
92. $3.25; 93. $4.00; 190, 191, 192, $2.15. 

PLIERS—Bernard’s, No. 100, 4^-inch, 80c each; 5Vi-inch, 
$1.00; 6 Vi-inch, $1.*25. No. 101. 5 Vi-inch, $1.00; 6 Vi-inch, 
$1.25. No. 102, 4 Vi-inch, $1.50 ; 5 Vi-inch, $1.75; 6Viinch, 
$2.25; 8-inch, $3.15. No. 103. 4 Vi-inch, 75c; 5-inch. 90c. 
No. 104, 4 Vi-inch, 75c; 5-inch, 90c. No. 105, 5-inch, $1.50. 
No. 106, 4 Vi-inch. 90c; 5-inch, $1.05. No. 108, 6-inch, 
$1.05. No. 109, 7-inch, $1.40. No. 111. 5Vi-inch, $1.40. 
Klein’s, 6-inch, $2.00 each; 7-inch, $2.25; 8-inch, $2.75; 
9-inch, $3.00. 

PLUGS—8park—$1.00 each. 

PLUMBS AND LEVELS—Wood, Stanley or Disston—No. 00, 
$1.00 each; 0, $1.15; 2, $1.50; 3, $1.75; 13, $2.10; 25, 
$2.85; 30, $2.15; 35, $2.85; 45Vi, $3.00; 90, $2.75; 98. 
$3.75; 95, $5.50; 98, $2.75; 101, $2.75; 102, 60c; 104, 75c; 
6012, $2.00; 6018, $2.75; 6024, $3.15; 6521, $2.00; 6518, 
$2.50; 6524, $3.00. 

POINTS A CHUCKS— 


For 30 and 81. 

.$ .75 

8 -inch . 


For 35. 

. .50 

10 -inch . 

.1.10 

Nos. 11 and 15, 2-in. 

. .55 

No. 75. 


3-inch . 

. .60 

No. 60. 


4-inch . 

. .65 

No. 80. 


5-inch . 

. .75 

No. 81. 


6 -inch . 

. .85 




POLISH (FURNITURE)—Calol, Vi pint, 25c each; 1 pint, 
35c; 1 quart, 60c; Vi gallon, $1.00; 1 gallon, $1.50; 5 
gallons, $6.75. 

Liquid Veneer, 4 ounce, 25c each; 12 ounce, 50c; 1 quart. $1. 
O-Cedar, 4 ounce, 25c each; 12 ounce, 50c; quart, $1.00; 
Vi gallon, $1.50; gallon, $2.50. 

Johnson’s Prepared Wax, 5 ounce, 35c each; 1 pound, 70c; 
2 pound. $1.40; 5 pound, $3.00. 

Metal—NonOlio, Vi pint, 50c each; 1 pint, 75c; 1 quart 
$1.25. 

Shoe—Shnwhite. 15c ench: Midnight Oil, 25c; Royal. 15c; 
Jet-Oil, 15c; 4 C S Shoe Satin, 10c; 9 C 8 Shoe Satin, 15c; 
1 C Satinola, 10c; 2 C Satinola, 15c S P S Shoe S’atin. 10c: 
10 P S Shoe Satin, 15c; 5 P Satinola, 10c; 10 P. 
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POLISHES—Continued. Shoe, Satinola, 15c. 

Satinola, 15c. 

Stove— Liquid, No. 6 Black Silk, 15c each; 8 Black Silk, 
20 c; 2 Black Eagle, 20c; 10 E Enameline, 15c. 

Paste, No. 5 Black SilkJ 15c each; 10 Black Silk, 20c; 20 
Black Silk, $1.35; 01 Black Eagle, 30c; 95 Black Eagle, 
$ 1 . 10 ; 4 E Enameline, 10 c; 6 E Enameline, 15c; 75 Black 
Jack, 15c; 1 Rising Sun, 15c. 

POTS—Fire 

Gasoline, C. A L. 8 Quart. 1.10 

1 .$14 50 10 Quart. 1.40 

5 . 13.50 12 Quart. 1.50 

21 . 12 .oo 16 Quart. 1.75 

71 . 14 50 Tin— 

72 . 13 50 4 Quart .$ .55 

221 . 17.50 6 Quart.65 


RIVET 8 —Slotted Clinch, Coppered Steel—No. 9, 10c box; 98, 
10c box. 

Tinners', In Papers—Black: Plua 10 % ;tinned, plus 10%. 
Tinners', in Kegs—Black, all sixes, 80c lb.; tinned, 3, 85c; 
8V4, 35c; 4, 35c; 5, 35c; 6 , 85c; 7, 85c; 8 , 85c; 10, 35c. 

RIFLES—No. and Model— 16 A TD—Standard .. 82.75 

Daisy Air Each Stevens 

25.$ 4.25 Little Scout. 4.00 

40 . 4.25 Crack Shot . 4.85 

3 . 2.65 Marksman. 6.50 

30.$ 2.25 Favorite. 7.35 

11 . 1.50 70 TD—.22. 11.50 

12 . 1.35 Winchester 

King Air 1886 SF—Round Brl. . 36.00 

4 . 2.25 TD—Round Brl.. 42.00 


Watering Galvanised 8 Quart.. .85 5 ... 2.65 1890 TD—Oct’gn F’cy 41.00 

4 Quart.$ .85 10 Quart. 1.00 21 . 1.35 TD—Octgn. Plain 20.00 

6 Quart. 1.00 22 . 1.50 1892 SF—Round Brl.. 28.50 


PULLERS—Nail—Rex, $1.45 each; Rex. Jr., $1.25; Red 
Devil, $ 2 . 00 ; Morrills, $2.00; Little Giant, $1.60. 
PULLEY 8 —Brass Screw, No. 850, 94 inch, 10c each; %, 10c 
each; %, 10 c each; 1 , 15c each; 194. 25c each; 194, 85c 
each. No. 370, 94-inch, 25c each; 1 , 35c each. 

Brass 8 ide, No. 1150, 94 -inch, 15c each; 94 , 20 c each. No. 
1170, 94-inch, 25c each; 94, 25c each. 

Brass Upright, No. 500, 25c each. 

Clothes Lines, No. 610, 2 15c each, 2 94 20c each; 660, 15c 
each; 670, 15c each; 1610, 2 15c each, 2 94 25c each; 1660, 
20c each; 1670, 20 c each; 6350 G, 30c each; 6500, 45c each. 
Hay Fork, No. 1267, 60c each; 692, 60c each; 796, 75c 
each; 46, 85c each; 1651, $1.95 each. 

PULLEYS—Frame—No. 4 Ottumwa per dox., 65o; No. 5, 
70c; No. 9, 70c; No. 105, 65c; No. 109, 65c. 

PUMPS—P. S.— 1 , $3.00; 2, $3.40; 3, $8.85; 4, $4.25. 
PUTTY—Per lb.. lOe. 

RAIL (HOUSE DOOR)— 

Prouty 

No. 5 . Foot, $ .15 

Richards-Wilcox 

No. Foot No. Foot 

9 .$ .12 16.019 .$ .50 

132, 0132 .50 150 .10 

RASPS—Flat wood, 8 inches long, 50c each* 10 , 75c; 12, 
90c; 14, $1.30; 16, $1.75. Half round wood, 10 , 75c; 12, 
95c; 14, $1.35; 16, $1.80. Half round cabinet, 8 , 75c; 
10, 90c; 12. $1.25; 14, $1.60; 16, $2.00. 


Marlin SF—Octagon Brl. 25.00 

20 TD—Octagon Brl. 17.50 SF—Carbine- 23.00 

27 TD—Round Brl.. 20.50 TD—Octagon Brl. 35.00 

TD—Octagon Brl. 23.00 1894 SF—Round Brl.. 27.50 

29 TD—Round Brl.. 15.50 SF—Octagon Brl. 29.50 

1897 TD—Round Brl.. 21.50 SF—Carbine ... 25.50 

TD—Octagon Brl. 23.50 TD—Octagon Brl. 35.25 

Remington 1895 SF. 38.00 

4 TD—Octagon Brl.. 11.00 1895— Gov't Model .. 41.00 

6 TD—Round Barrel. 7.60 1895 TD. 44.00 

8 A TD—Round Brl.. 45.00 1902 TD—.22. 7.50 

12 TD—Round Barrel. 18.20 1903 TD—Plain . 82.00 

TD—Octagon Brl.. 20.20 TD—Fancy. 56.00 

14 A TD—Standard .. 32.85 1906 TD. 18.50 

TD—Carbine. 32.75 1907 TD. 40.00 


ROPE—Cotton Thread—Site 8-16, 75c lb.; * to 5-16, 75c; 
% to 75c; % to 1, 75c. 

Manila—Base, 45c lb.. Sisal, Base, 85c lb. 

RULES, BOXWOOD—Lufkin Stanley—No. 171, ( 86 ) 35c each; 
No. 372 (36 94) 55c; No. 378 (3) 95c; No. 386 (32) 55c; 

No. 388 (32 94) 80c; No. 465 (69) 15c; No. 488 (57) 50c; 

No. 651, ( 68 ) 15c; No. 702 (18) 30c; No. 751, (61) 20c; 
No. 752, (70) 30c; 761, (63) 30c; No. 762B, (7) 90c: 

No. 771, (84) 50e: No. 780. (62 94) 65c; No. 781, (62) 

65c; No. 861 A. (53 94) 65c; No. 8620, (83 94) 95c; No. 
871, (52) 60c; No. 881, (54) 70c; No. 981, (60) 85c; No. 
3851 (6694) 50c; No. 3851Y, ( 66 ) 50c; No. 3861 (6694) 
55c; No. 3881, ( 66 %), 90c. 


RAZORS (SAFETY)— Eveready RULE 8 , ZIG ZAG—Lufkin 8 tanley—No. 804 F, 40c each; 

No. No. No. 806 F, 60c; No. 8513 (03), 35c; No. 8514 (04), 50c; 

700, each .$ 1.00 706 B, Blades, Pkg...$ .30 No. 8515 (05). 60c; No. 8516 (06). 70c; No. 8518 (08), 

2, each . 3.00 95c; No. 8523 (403 F), 35c; No. 8524 (404 F), 40c; No. 

Gem 8525 (405 F), 50c; No. 8526 (406 F), 60c; No. 8618 (108), 

800, each . 1.00 800 B, Blades, Pkg... .36 45c; No. 8614 (104), 50c; No. 8615 (105), 65c; No. 8616 

Enders (106), 80c; No. 8624 (854 F), 45c; No. 8626 (856 F), 65c. 


900, each . 1.00 900 B, Blades, Pkg... .25 

Durham Domino 

1000, each . 1.00 1000 B. Blades, Pkg.. .50 

Gillette 

00, each . 6.50 480, each . 5.00 

460, each . 5.00 500, each 5.00 

460 B, each. 5.00 500 B, each. 6.00 

470, each . 5.00 501, each 5.00 

501 B, each. 6.00 6 X B Blades, Pkg.. .50 

12 X B Blades, Pkg.. 1.00 

Auto Strop 


1. set. 5.00 

15, set. 6.00 

25, set. 6.50 

251. set. 5.00 

REGISTERS— 

Jap 6 x 8 .$1.55 

Jap 8 x 10 . 1.65 

Jap 10 x 12 .2.40 

Jap 10x14. 8.15 

Jap 12x14.4.85 

REGISTER FACE 8 — 


Jap 6 x8 . 


Jap 8 x10. .... 


Jap 10x12.... 


Jap 10x14.... 

.2.20 

Jap 12x14 - 


REVOLVERS— 


Colts, Model 

Each 

Pocket Positive 


Police Positive 

. 16.00 

Police Positive 

Special 17.00 

Police Positive Target. 18.00 

Army Special . 


New Service . . 


Single Action . 


Harrington A 

Richardson 

203, 223 . 

. 8.00 

203 B. 223 B. . 



2541, set. 5.00 

600 B Blades, Pkg.. 1.00 
600 94 B Blades. Pkg.. .50 


White 6 x 8 .$1.85 

White 8 x 10 . 2.00 

White 10x12.2.90 

White 10x14. 8.80 

White 12x14. 5.25 

While 6 x 8 .$1.80 

White 8x10. 1.45 

White 10x12.2.20 

White 10x14.2.85 

White 12x14.8.65 

Each 

300 B. 303 B, 823 B. 12.50 

301. 324 . 12.50 

304 B, 324 B. 13.00 

343, 353 . 13.00 

343 B. 353 B. 13.50 

344, 354 . 13.50 

344 B, 354 B. 14.00 

360 B, 365 B. 14.25 


Smith A Wesson 


204. 224 . 8.50 1905 Military, Police. 22.00 

204 B, 224 B. 9.00 Regulation Police .... 21.00 

263, 273 . 9.00 1903 Hand Ejector... 21.00 

263 B, 273 B. 9.50 38 S. & W. Perfected. 20.00 


264, 274 . 9.50 

264 B, 274 B. 10.00 

Iver Johnson 

300, 303, 823. 12.00 


1908 Military. 24.50 

1911 Target . 22.50 

New Departure 32. . . . 18.50 
New Departure 38. . . . 20.00 


SAWS, DISSTON— 

No. 18-tn. 20 -in. 22-in. 24-in. 

7 .$1.90 $2.00 $2.15 $2.26 

D -8 k 1874 _ 2.85 2.50 2.60 2.70 

16 . 2.85 2.50 2.60 2.70 

12 . 2.70 2.85 8.05 8.25 

112 . 2.80 2.95 8.20 8.35 

D -21 A 22. 2.50 2.65 2.85 8.05 

D-20 & 23. 2.85 8.05 

D-100 . 2.50 2.65 2.85 8.05 

120 . 3.15 8.25 8.40 8.60 

D-115 A 15. 8.80 8.90 4.05 4.20 

SAWS—One Man— Royal 

Slntonds Dlsston Chinook C.C. 

8 94 ft. 8.85 $8.50 6 ft. $9.60 

4 ft. 8.86 4.00 6 94 10.80 

494 ft. 4.80 4.50 7 12.00 

5 ft. 4.80 5.00 794 13.25 


28-in. 


26-in. 

Rip 

$ 2.86 

$2.60 

2.85 

8.10 

2.85 

8.10 

3.45 

8.70 

8.60 

3.85 

8.25 

8.50 

8.25 

8.50 

8.25 

8.60 

8.75 

4.00 

4.40 

4.66 

Chinook C.O 

594 

$5.75 

6 

6.50 

694 

7.80 

7 

8.15 

794 

9.50 
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SAWS—Continued. Hand— 
Hand— 

No. 6 Simonds, No. 19 Dias- 
ton or No. 69 Atkina. 

90-inch.69.65 

92-inch. 8.00 

No. 8 Simonda. No. D 8 
Diaaton or No. 61 
Atkina. 

20-inch.$9.50 

22-inch.9.75 

24-inch.9.85 

26-inch. 8.00 

28-inch. 8.50 

30-inch . 8.75 

No. DIOO or No. D20 
Diaaton. 

96-inch.98.25 

98-inch .8.50 

Back 19 in.2.25 

Back 14 in.2.50 

Back 18 in.2.75 

Back 20 in. 8.00 

Back 22 in.8.25 

Oompaaa No. 9. 10 in. .60 

12 in.65 

14 in.70 

16 in. 75 

No. 10 8 imonda or No. 7 
Diaaton. 

16-inch. 91.80 

18-inch. 1.90 


Diaaton. 


SAW SETS— 


201 G. A? P. 

...$ 1.00 

Spec. Morrill..., 

... 1.10 

105 Morrill. 

... .60 

1 Morrill. 

... 1.00 

10 . 

.. . 1.00 

77 . 

... .60 

X Out— 


Morrill No. 8 .... 

...$1.P5 

Baker No. 8 . 

... 9.25 

SAW TOOLS— 


Clipper Outfit... 

...$ .75 

Morin Raker Gauge— 


No. 1 . 1.00 

No. 6 . 1.85 

No. 9 . 1.50 

Atkina Raker 8 wage. .40 

5-M Tooth Gauge.15 

Jointera Pikea Perf.. .80 
Jointera No. 7 Sterna .65 


Morin No. 2.2.25 

Morin No. 2%.9.75 

Morin No. 8 . 1.00 

Setting Tool Diaaton— 

No. 100.65 

No. 4 Setting Blocka— 

No. 4 Blocka. Morin. 1.00 
Swage* No. 0 Diaat. . 4.50 
Swages, Whitings.... 1.00 

Atkina Rex. 1.00 

Atkina Excelaior.75 


SCALES—Family. No. 11021, $2.50 each: 1102, $2.25 each. 
Peddlers. No. 101, $4.00 each; 103, $4.00 each; 115, $4.00 
each; 485E. $4.00 each. 

Spring Balance, No. 87, $4.50 each; 202, $4.50 each; 803, 
$5.50 each. 

SCISSORS—Caat, No. 10, 35c each; 44, 7%-inch 35c, 8%-inch 
40c; 240, 4-inch, 25c, 4%-inch, 20c; 255, 4-inch 25c, 4%- 
inch 30c, 5-inch, 35c, 5%-inch 35c, 6-inch, 40c; 820, 65c; 
350, 60c. 

Wise, No. 4 B H, $1.10 each; 5 B H, $1.15; 4 R, $1.20; 
54%, 85c; 55, 90c; 55%, 95c; 56, $1.00; 56%. $1.05; 
57, $1.10; 154%, $1.00; 155, $1.05; 155%, $1.10; 156, 
$1.15; 156%, $1.25; 157, $1.30; 364, $1.10; 364%. $1.15; 
365, $1.20; 366, $1.30; 463, $1.00; 463%, $1.05; 464, 
$1.10; 573, $1.80; 573%, $1.45; 574%, $1.50; 663, $1.30; 
663%, $1.45; 664. $1.50; 763, 95c: 763%, $1.00; 764, 
$1.05: 764%, $1.10; 765, $1.15; 765%, $1.20: 766, $1.25; 
773. $1.00; 773%, $1.05; 774, $1.10; 814, $1.10; 814%, 
$1.15: 815, $1.20; 815%, $1.25; 816, $1.30. 

SCOOPS—Long Handle, No. A 4 L, $2.25 each; A 6 L $2.40; 
744 L, $2.50; 746 L, $2.60. 

D Handle, No. 1 A F, $1.90 each; 2, $2.00; 3, $2.00; 4, 
$2.15; 5, $2.25: 6, $2.40; 7. $2.50; 8. $2.60: 9, $2.75; 10, 
$2.90; 742, $2.25; 743, $2.40; 744, $2.50; 745, $2.60; 746, 
$2.75: 747, $2.90; 748, $3.00; 749. $3.15; 750, $3.25. 

The Inst figure in the number of a acoop shows its size. 

STEEL 



SCREWS— Iron 
% . 

Bench— 

.$ 1.00 

1 % . 

8.50 

% . 


1 % . 

8.85 

1 . 


1 % . 

4.25 

Wood Hand— 


4.75 

6 inch. 


14 inch. 

2.25 

8 inch. 

.65 

16 inch. 

2.50 

10 inch. 


18 inch. 

2.65 

12 inch. 

.95 

20 inch. 

2.75 

Jorgensen— 



8.25 

No. 0 . 


No. 8. 

120 

No. 1 . 


No. 4. 

No. 2 . 


No. 5. 


1.40 

1.50 

2.95 

1.10 

1.95 
1.60 
1.70 

1.65 

2.00 

9.50 


26-inch.$4.00 

28-inch. 4.25 

No. 112 Diaaton. 

26-inch.$8.25 

28-inch.. 8.50 

Butcher No. 10 , 16 in. 1.25 

18 in. 1.80 

20 in. 1.50 

22 in. 1.65 

Kitchen No. 2, 12 in. .45 

14 in.5$ 

16 in.55 

Mitre 24 in. 8.50 

26 in. 8.75 

28 in.4.25 

80 in. 5.00 

Neat Complete No. 8 . 1.50 

__ _. 1.90 

Buck— 

Com Sgl Brace V tooth . 1.00 

Com Dbl Brace Tuttle tooth . 1.75 

Com Dbl Brace V tooth . 1.50 

SAW CLAMPS— 8 tearna. 8 . $1.75; 0 , $ 1 . 00 ; 105, $2.50; 

200. $1.50; Went. 2, $2.50; Perfection. $1.00; No. 10. 
$1.50; N 88 , $2.00; No. 11 with guide, $8.25. 

Colonial . 1.25 

7 Taintor. 1.10 

28 Triumph. 1.25 

Hammer .85 

Derer ...25 


SCREWS—Wood— 

Contr. Broken 


FH Brt 


Full Pkg. 
....60% 


FH B1.60% 


RH Bl. 


.60% 


RH Nic.50% 

FH Gal.40% 


FH Bra. 


. 20 % 


RH Bra.20% 


Lag 

Cai 


so$ 

ill 

40% 

80% 

20 % 

20 % 


Flat Hd. Brt.—Small Quant. 

5c Dozen to $1.00 List 

10c Dozen to 2.00 LUt 

15c Dozen to 8.00 Liat 

20c Dozen to 4.00 Liat 

25c Dozen to 5.00 Liat 

80c Dozen to 6.00 Liat 
85c Dozen to 7.00 Liat 
Retail 

Contr* a. by dot. 
liat Plua 25% 
Plua 25% 
Plua 25% 
Pina 25% 


ro V. thread .liat 

Cap SAE .liat 

Set :.Hat 

Machine Iron 80% off liat. 

Machine Braaa .liat 

Nuta for Machine Screwa—Iron, add 20% to 
Braaa, 40% to Liat Price. 

Bench—Iron—1-inch, $1.00; 1%-inch, $1.25; 
$1.50; 1%-inch, $2.25. Wood—2-inch, $1.25. 


Plua 90% 
Liat Price; 


1 %-in. 


SCREW DRIVERS—Yankee—80, $2.00; 

$1.50; 130, $2.25; 181, $2.90. 

SCREW DRIVERS— G. & P.- 

SCYTHES—Bush- 
No. 

400 . 

Weed 

300 .. .. 

Grass 

200 . 

250 .. 


81, $2.75; 85, 

867—1%, 85c; 8 , 40c; 4, 45c. 


Each 

No. 

Each 

. .$1.90 

450 . 


. . 1.90 

350 . 

. 1.90 

.. 1.90 

100 . 

. 1.90 

. . 1.90 

150 . 

. 1.90 

i. Tool, 

20c; 

Drill, Com., 20c. 

Alfalfa- 

—Aol34%, $2.00 each; Aol35, 

, $2.00 

each; 

B0505, $2.75; B0I8D, 


$2.00 each. 

Forks, Barley—Bol85 
$2.00; Bo5oD, $2.75. 

Forks, Barn or Ensilage—No. 508, $2.50 each; 510, $2.75. 
Forks, Hay—No. o 3154%B, $1.60 each; o 3155B, $1.65 
each; o 3155%B, $1.75; 0 3164%, $1.80; o 3165, $1.85; 
o 3165%, $2.00. 

Forks, Header—Rol54%, $2.25 each; Rol55, $2.25; 
Rol55%, $2.25; Rol56, $2.35; Rol64%, $2.40; Rol65, 
$2.50; Rol65%, $2.50; Rol66, $2.60; Sol55, $2.25; 
Sol55 %. $2.35. 

Forks, Manure—No. o4D, $1.50 each; o5DX, $1.60; o5D, 
$1.75; 06DX, $1.75; o6D, $2.25; 44Z, $1.00; 44X. $1.25; 
44%X, $1.35; 54%X, $1.50; 64%X, $1.75; o44%XZ, $1.35; 
o44X, $1.40; o44%X, $1.50; o44%, $1.50; o54%X, $1.75; 
o54%, $2.15; o64%X, $2.15: o64%, $2.25. 

Forks, Spading—No. B4D. $1.10 each; LDX, $1.50; oLDX, 
$1.50; L4X, $1.85; oL4X, $1.50; o5H4, $2.50; Jo4, $2.00; 
JoW, $2.50. 

Hoes, Weeding—No. A, $1.25 each; IP, 50c each; 2P, 60 
3W. 60c; 4P, $1.00; 4PM. 50c; 6P, $1.25; 6PM, 65c; 
BB6, 90c; W7, $1.10; W7%, $1.10; 34W, 75c. 

Hooks, Potato—No. 4BHD, $1.25 each; 4BHFM, $1.25; 
5BOH, $1.45; UHW4, $1.75; 4GNR, $1.15; 5GNR* $1.85; 
6GNR, $1.50. 

Hooks, Manure—No. M40, $1.35 each. 

Rakes, Cast Steel—No. 10, 85c each; 12, 90c; 14, $1.00; 
16, $1.15. 

Rakes, Hay, Wood—No. 01, 50c each. 

Rakes. Lawn—No. 36LR, $1.15 each; 120R, 65c; 124R, 

65c; 2046, $1.15. 

Rakes, Malleable—No. 10BM, 50c each; 10SM, 50c; 12BM, 
65c; 12SM, 60c; 14BM, 60c; 14SM, 65c. 

Rakes, Steel Bow—No. Bll, $1.10 each SB12, 90c; B13, 
$1.25; SB14, 90c; B15, $1.35; SB16, $1.00. 

GOODS— 


Potato Forks. 
P0A4 . 1.70 

Fish Forks. 

TF $ 75 

Rireted. 

R A .40 

Snathes. 

SO _1.85 

Mortar. 

9 .$1.15 

Floral Sets. 

1 .50 

POOD . 1.85 

81uice Forks. 

208 .$2.25 

210. 2.50 

212 .2.75 

Coke Forks. 

710 .$2.50 

712 .2.75 

714 . 8.00 

Sharings Forks. 
806L .2.15 

Stone. 

HH4 . 1.65 

99R .2.25 

Warren. 

Hoea. 

W7 . 1.10 

W7% . 1.15 

W 8 . 1.20 

Ladies*. 

LY5 .65 

Socket. 

G078 .95 

G078X.90 

Beebe. 

BB 6 .90 

BB 6 %.95 

Acme. 

A . 1.15 

Mattock. 

DE 8 .75 

100 1.50 

8 mith*a Hoes. 

50A . 1.00 

Nursery. 

No. 7 . 1.00 

German. 

GE 2-0 .90 

Planter's Eye. 

AE 8 .65 

AE5.75 

810. 1.35 

M210. 1.85 

M29. 1.25 

Inrincible. 

1905 .$1.10 

Asphalt. 

914. 2.50 

Turf. 

Edger .$1.00 

Dandelion. 

Spuda.30 

IWV Gutter. . .81.25 

2.55 

8 PF . 1.85 

4PSF.2.50 

Floral Shorela. 

F 8 D.80 

Floral Hoea. 

TY4.85 

Floral Rakea. 

GR 6 .45 

Clam Rakea. 
1120 . 8.26 
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Each 


Each 

1 . 

.$ .85 

0267 . 


26 . 

. 5o 

460 . 

.60 

6H. 

. .65 

07H . 


097 . 

. 1.15 

11 G. 


Hedge 




1007 . 

. 1.35 

101 9. 

. 2.25 

101 8. 

. 2.00 

101 10 . 

. 2.50 

SHEARS—Dressmakers', 

Etc, W 

— 


No. 

Each 

No. 

Each 

130. 

.$2.35 

189. 


136. 

. 1.15 

190 L. 

. 2.25 

136 H . 

. 1 25 

198. 

. 1.45 

137. 

. 1.30 

199. 

. 1.80 

137 H . 

. 1.35 

347 . 

. 1.50 

137 H L H. 

. 1.75 

347 H . 


137. 

. 1 45 

348 . 

. 1.65 

138 L H. 

. 1.80 

447 . 

. 1.65 

138 H .. 

. 1 50 

447 H . 

. 1.75 

139. 

. 1.80 

448 . 

. 1.85 

147. 

. 1.30 

1030. 


147 H. 

. 1.40 

1036 . 

. 1.15 

148. 

. 1.45 

1036 H . 


148 H . 

. 1.50 

1037 . 


180. 

. 2.25 

1037 H . 

. 1.40 

182 

. 2.75 

103 8 . 

. 1.45 

184. 

. 3.45 

1038 H . 

. 1.50 

186. 

.$4.45 

1039 . 



SHEETS—Galvanised, Full Sheets—10 to 16, 12Ho lb.; 18 
to 24, 13c; 26 to 27, 13c; 28. 14c; 80, 16c.. Black 
8heeta—Full Sboeta. 12 to 16, 11c lb.; 18 to 28, 12e. 
For cutting sheeta, add 10% to above. Corrugated—Ptd., 
28 Ga.. $6.75; Galv.. 26 Ga., $10.50; Galv. 28 Ga., $0.50; 
Rock Face Siding, $10.50. ...... 

SHEETS' (STEEL) —Black, Soft. 18-20, 22 24, 26, 27, 28, 80 
gauge, 15c cut, 10c full sheet. 

Galvanised Flat, 12 14, 16. 18-20, 22-24, 26, 27, 28, 80 
gauge, 18c cut, 12c full sheet. 

Galvanised, Corrugated. 26-gauge, 6 to 10 feet, open; 26* 
gauge, 12 feet, open; 28-gauge, 6 to 10 feet, open. 

Painted, Corrugated, 28-gauge, 6 to 10 feet, open. 

SHIELDS— 

Diamond—Expansion % .each. 

8-16, each.$ .05 Diamond—Lead 

H, each.06 Hx%. sack. 

5-16, each.07 8-16x% each.... 

%, eaeh.08 8-16x1 each. 

H, each.12 H*% each. 

%. each.15 Hxl . 

SHINGLES—Tin. 5x7, $8.00. 5*16*1 . 

SHOES—Horse—Light, extra light or snow. All sices, 10c lb. 
Mule—No. 00 A 0. 12c lb.; 1. 11 He; 2 A larger, lie. 

Oast Sleigh—Flat. 9c lb.; Concave or Convex, 10c lb. 

SHOT—Air Rifle. No. 25 (bulk), 20c lb.; No. 125 (1-lb. bags), 
20c lb.; No. 525 (tubes), 10c pkg. Balls, Nos. 0, 00, 000 
20c lb. Buck, Nos. 1 , 2, 8, 20c lb. Drop, Nob. 1 , to 12, 20c 
lb.; B, BB, BBB, 20c lb. 

SHOVELS—D Handle, Round Point, No. 102, $2.60 each; 201, 
$2.25; 401, $1.90; 1003, $2.15; 1004. $2.25; 1005, $2.50. 

D Handle, Square Point, No. 104, $2.60 each; 203, $2.25; 
307, $2.75; 403, $1.90; 404 B, $1.90; 1009, $2.50; 1010, 
$2.25; 1111, $2.15; 1112, $2.25. 

Long Handle, Round Point. No. 200, $2.25 each; 300, $2.25; 
400, $1.90; 400 A. $2.25; 700, $2.25; 701, $2.50; 800, 
$2.50; 801, $2.50; 1000, $2.15; 1001, $2.25; 1002, $2.50. 
Long Handle, Square Point, No. 103, $2.60 each; 202, $2.25; 
304, $2.50; 402, $1.90; 702, $2.50; 1006, $2.15; 1007, 
$2.25; 1008, $2.50. 

A88E8* SKIN—95, 45c; 50c, 65c; 75, 85e; 100, $1.00. 
8LEDS—Hand and Coaster. Jr. Racer .4.25 


Flexible Flyer— 


Racer . 

_5.00 

No, 

1 . 

.$8.00 

Tux. Racer .... 

_7.50 

No. 

2 . 

. 8.50 

Fire Fly— 


No. 

8 . 

. 4.50 

No. 9 . 

_$1.75 

No. 

4 . 

. 5.50 

No. 10 . 

_2.25 

No. 

6 . 

7.5C 

No. 11 . 

_2.75 

No. 

6 . 

.15.00 

No. 12 . 

_8.25 


SMOOTH-ON—75c lb. 

SOLDER—H end H, 70c lb.; No. 1, 90-100, 65c lb.; Wiping, 
40-60, 60c lb.; Wire, 50-50, 75c lb.; Electrical Wire, 40-60, 
65c lb. 



10. 

... 1.25 

100 R B T D. 

_ 3.75 

14. 

. . . 1.50 

100 R G T D. 

_ 8.75 

14 B, 14 G. 

. . . 2.25 

101. 

. . . . 2.00 

22. 

... 1.15 

1016, 1018 . 

.... 3.50 

24. 

... 1.25 

100 B, 100 G. 

_ 1.85 

27. 

... 1.35 

100 C R. 

_ 3.00 

100. 

... 1.25 

100 G V R. 

_ 1.85 

100 A. 

. . .$3.00 

100 R. 

_3.50 

Try and Mitre 




2 6 

. . . .75 

15 7H. 

_ 1.15 

2 7H. 

. . . .85 

20 4 H. 

.45 

2 9 . 

. . . 1.00 

20 6 . 


12 4 . 

. . . .45 

20 7H . 

.... .65 

12 6 . 

... .50 

20 9 . 

.75 

12 8 . 

... .65 

20 10 . 

.... .85 

12 10 . 

... .85 

20 12 . 

_ 1.00 


STONES, SHARPENING—Aloxite or Carborundum—No. 107, 
$1.25 each; 108, $1.50; 109, $1.00; 110, $1.25; 111, 75c; 
112, 65c; 115 to 117, $1.25; 118 to 120. $1.00; 121 to 123, 
75c; 124 to 126, 75c; 188 to 185, $1.00; 136 to 138, 
65c; 142 to 144, 50c; 145 to 147, 85c. 

Pike'a Oil and Water—No. 18, 60c each; 14, 60c; 16, 
10c; 20, 40c; 22, $1.00; 25, 15c; 87, 25c; 40, 25c; 42, 
35c; 48, 50c; 51, $1.00; 52, $1.25; 53, $1.50; 54, $1.00; 
55, $1.25; 56, $1.50; 59, 15c; 60, $1.75; 62, $2.25; 66, 
$2.75; 68, $3.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92, 
50c; 94, 60c. 

Pike’s Scythe—No. 89, 15c each; 40, 15c; 41, $15c; 42, 20c. 

SPRAT PUMPS—Faultless, Tin, each, 60e; Barnes No. 254, 
$4.50; Barnes No. 276, $7.00. 

STAPLES—Netting, Galv., 15c lb.; Barbed Wire,, Polished, 
7 He. 

STARRETTS’ TOOL8—”Shop” or “Retail”— 

Micrometers, 40% above list. 

Oaliper Rules, 40% above list. 

Thickness Gauges. 40% above list. 

Steel Tables, 40% above list. 

All other items, 25% above list. 

G. A P. GOODS—Hack Saw Frames— 

69..$1.75 69B. .$1.50 247. .$2.00 5..$ .50 14..$2.00 

STOCKS A DIES— 

Green River List plus 25% Common No. 1 pipe..$7.75 

Little Giant. List plus 25% No. 2.9.90 

Armstrong No. 1 pipe $5.86 Stocks Only— 

No. 2.7.80 Common No. 1 Pipe $2.75 

No. 2%. 8.50 Common No. 2 Pipe 4.75 

No. 8, 1H to 2.18.00 Armstrong No. 2.... 8.50 

No. 8, 1 to 2.15.60 No. 8. 5.86 

STOP AND WASTE— 

Rough Brass, Iron Pipe Threads No. 10 T-Handle or 
No. 20 Lever Handle— 

H inch.$1.25 % inoh.2.00 

% inch. 1.75 1 inch.8.00 

No. 80 High Grade 4 ’Cap” Pattern T or Lever Handle— 
Rough Brass, Iron Pipe Threads 

% inch.$1.50 % inch.2.50 

% inch.2.10 1 inch.8.75 

STOVES—Common Air-Tights— 

No. 16 Unlined.$2.25 No. 22 Lined.$4.50 

No. 18 Unlined.8.00 No. 24 Lined. 5.00 

No. 20 Lined. 4.00 No. 26 Lined.6.00 

8TRIP—Weather—Rubber, %-in. So per ft; %-in. 4c ft. 

SUPPORTS—Wagon Tongue- 
No. in. Prioe No. in. Price No. in. Price 

1 % $1.50 2 % $2.00 8 % $2.75 

SWEEPERS, CARPET—Bissel's—American Queen (N), $4.75 
each; Club (N), $8.50; Grand Rapids (N), $4.25; Grand 
Rapids (J), $3.75: Parlor Queen (N), $5.50; Princess (N), 
$4.50; Superba (N), $6.50; Universal (N), $4.00; Universal 
(J), $3.50. 

TACKS—Bill Posters’, No. 545 Wire, or 555 Cut—8, 35c 
lb.; No. 4, 85c lb.; 6, 85c; 8, 85c; 10, 35c. 

Carpet, No. 484 Cut, or 484 Wire H lb. papers—8, 10c 
box; 4, 10c; 6, 10c; 8, 10c; 10, 10c; 12, 10c. 488 Cut, 

or 488 Wire % lb. papers—3, 7%c box; 4, 7%c; 6, 
7 He; 8, 7 He; 10, 7 He. No. 495 Wire in bulk— 
8, 85c lb.; 4, 35c; 6, 35c; 8, 85c; 10. 35c; 12, 35c. 

Gimp—No. 324, 2%. 15c box; 8, 15c; 4, 15c; 6, 15c; 8, 15c. 
Upholsterers’—No. 804 Out, H lb. papers—1H 15c box; 
2. 15c; 2H, 15c; 8, 15c; 4, 10c; 6, 10c 8, 10c; 10, 10c; 
12 to 16, 10c. No. 305, Cut, or 855 Wire in bulk—3, 85c 
lb.; 4, 85c; 6, 85c; 8. 35c; 10, 35c; 12, 85c. 

Double Pointed—Blued, H lb. papers—9, 5c box; 10, 5c; 
11, 5c; 12, 5c; 14, 5c. Blued in bulk—209, 80c lb.; 210, 
80c; 211, 30c; 212, 80e 


SNIPS, TINNERS’—Wise, Regular—No. W6H, $3.75 pair; 
W7, $8.15; W8, $2.50; W9, $2.20; W10, $2.00; Wll, 
$1.50; W12, $1.25. 

Wiss, Curved Blade—W6%CB, $5.40 pair; W7CB, $4.40; 
W8CB. $3.75; W9CB, $8.45; W10CB, $8.15; W11CB $2.50; 
W12CB, $2.20. 


SQUARES—Steel- 


Each No. 

$1.75 8 B, 8 G 


Each 

2.85 


TAPS—Machine Hand— 

1-16 to 15-64.80% 

H to 1.80% 

1 1-16 to 2.20% 

Left Hnd Dbl list plus 20% 

Machine Screw— 

1H to 12.85% 


14 to 24. 

Machine Nut— 


35% 


8-16 to 1.$0% 


1 1-16 to 2.20% 

8tove Bolt— 

8-16 .80% 

H to H .25% 

Pipe— 

H to 2.40% 

2% to 8.80% 

8% to 4.20% 


Digitized by boogie 
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TAPES— 

Starrett Lufkin 

No. 510, 85-ft. 360 $1.85 

No. 510 t 50 ft 268 4.85 

No. 510, 75 ft. 265 6.15 

No. 510, 100 ft. 266 7.75 

No. 505, 25 ft. 240 8.25 

555 4.75 

556 6.00 

100 4.00 

108 5.00 

TEES—Store Pipe—Cylinder— 

Asbestos 6 inch— 

6x4, each.9 .00 

6x6, each. 1.25 

6x8, each. 1.65 

8x6. each. 1.75 

TENTS— 





Moulds, All Kinds 


201 

No. 505, 

50-ft. 848 

4.00 

1 

Melon. 

. 1.25 

201* 

No. 505,' 

75-ft. 845 

5.85 

2 

Melon. 

. 1.85 

202 

No. 505; 

100-ft. 846 

6.7$ 

2 

Pudding. 

. 1.25 

203 

Starrett 

Lufkin 

02 


. .90 

204 


550 

8.00 

3 

Melon. 

. 1.50 

205 


558 

8.75 

3 

Pudding. 

. 1.50 

206 


105 

6.25 

03 


. 1.10 

208 


1260 

8.60 

4 

Melon. 

. 1.75 

2100 


1868 

4.50 

08 


. .15 

2120 


1865 

5.75 

10 


. .30 

300 




15 


. .35 

300* 




25 


. .40 

301 

Adjustable 6 inch— 


61 


. .45 

301* 

4 to 8. 


.65 

061 


. .40 

302 

6 to 18 


.75 

fil u. 


. .45 

303 


Size 


IC, Plain . 
10, Plain . 
IC, Plain . 
IC, Plain . 
IC, Plain . 
IC, Plain . 
10, Plain . 
IC, Plain . 
IC, Plain 
IC, Plain 


.10 

.15 

.15 

.15 

.20 

.20 

.25 

.30 

.35 

.45 


IC, Ret.15 

IC, Ret.15 

10, Ret.20 

IC, Ret.25 

IC, Ret.30 


A or Wedge— 

5x7. 

7x7. 

7x0.. 

Ply*—% price of tent. Pin*, 8c each. 

THIMBLES—Asbestos—Each, 6x4, OOe; 6x6, 
$1.65; 8x6, $1.75. AdJ. Store Pipe—4 to 8, 5i 
75c. 

THIMBLES—Pine—6-in., 10c; 7 in.. 10c. 
THICKNESS GUAGES—40% abort lint price. 
TIN—Common Roofings—40c per sheet. 

TINWARE— 02 . 

Boiler*, Coffee 03 

No. Each 

017 $1.15 

018 1.35 

010 1.50 

027 1.35 

028 1.50 

029 1.75 

351* .$ .80 

352 .90 

353 . 1.10 

354 . 1.35 

356 1.65 

Boilers, Wash 
8 . 


Adjustable 7 inch— 
fi to 12.85 

. 

061* . 

. . . 

... .45 

50 

304 

305 

10, Ret. 

IC, Ret. 



Poles A 
Stakes 

Per Set 

062 

! 1. .50 

306 

IC, Ret. 



63 

65 

308 

IC, Ret. 

8-oz. 

$10.40 

12.85 

14.25 

16.75 

10-os. 

$12.15 

14.85 

16.65 

19.55 

063 . 

;;. .60 

3100 

IC, Ret. 

$2.35 

2.85 

8.35 

8.25 

ftp 

... 20 

3120 

IC, Ret. 

Pails, Dairy 

10 . 

12 . 

... .65 

... .75 

504 

505 

506 
508 
510 
512 

IX, Ret. 

IX, Ret. 

IX, Ret. 

IX, Ret. 

IX, Ret. 

IX, Ret. 

22.50 

26.25 

8.90 

14 . 

... .85 

27.75 

82.45 

5.20 

40 . 

... .30 

29.50 

84.65 

5.20 

50 . 

... .35 

86.65 

42.55 

6.20 

60 . 

... .35 

Pans, 

6 

Muffin 

40.25 

47.85 

6.20 

80 . 

... .40 

44.35 

51.75 

6.50 

100 . 

... .45 

8 

o 


50.50 

58.75 

7.80 

104 . 

... 1.10 


61.10 

71.25 

8.45 

105 . 

. . . 1.35 

12 




120 . 

... .50 

Coffee 

6.50 
a on 

7.55 

9.55 
11.50 

1.95 

2.25 

2.60 

124 . 

125 . 

140 . 

... 1.25 

7 cn 

Pots, 

1 

O.AV 

. 9.80 

• • • l.Ov 
... .60 

1* 





.25; 6x8, 
6 to 12. 


Tea 


7.50 

8.00 

2.85 

3.00 

3.25 


9 . 

028 A. 

28 A. 

29 

0128 b .'!!!!!!!!! — 3.25 

128 B. 3.25 

129 B. 3.50 

0228 B. 3.25 

229 B. 3.75 

Bowl*, Wash 

06*.20 

07 .20 

08 25 

6*.30 

7 .35 

8 .40 

Buckets, Corered 

11 .15 

11*.20 

12 .25 

13 .80 

14 35 

Buckets, Dinner 

1 . 


. . .40 

. . .55 

. . .35 

.. 2.25 
. . 3.00 
.. 8.50 
.. 4.50 
.. 5.00 
. . 5.00 
.. 7.00 

.. .40 

. . .45 

. . .60 
. . .75 

. . .90 

.. 2.00 
.. 2.50 
.. 2.75 
. . 2.00 
.. 2.60 
... 3.25 
Kettles, Lipped Preserving^ 


04 

12 

14 

500 

502 

503 
505 
510 

Kettles, 
01 * .. 
02 
027 
028 
029 
047 
048 
049 
067 
068 
069 


160 
180 
200 
220 
240 
260 
280 
300 
320 
Ladles 
010 
012 
11 
29 


Makers, Universal Bread 
and Cake 


2 . 

3 . 

04 . 

30 . 

40 . 

600 . 

650 . 

674 . 

075 . 

Cans, Milk 

1 . 

2 . 

3 . 

4 . 

01 . 


.65 

.75 

.85. 

1.00 

.65 

.75 

1.25 

1.75 

1.75 

1.60 

.35 

.40 

.55 

.65 

.35 


1 . 

. 3.50 

4 . 

. 3.50 

8 . 

. 4.00 

44 . 

. 3.00 

Measures 


l . 

.20 

2 . 

.30 

30 . 

.15 

83 . 

.30 

84 . 

.40 

85 . 

.50 

86 . 

.70 

122 . 

.15 

123 . 

.20 

124 . 

.30 

125 . 

.40 

126 . 

.50 


144 

145 
200 
220 
240 
410 
412 
414 
512 
514 

Pans, Dish 


1.50 

1.65 

.80 


00 

10 

25 

35 

50 

00 

15 


ttUO. 1VIOU 

8— IX Tin .80 

10 .. . .90 

14 1.00 

17 1.15 

21 1.35 

10—IXX Tin . 1.10 

14 1.35 

17 1.50 

21 1.75 

17— IXXX Tin . 1.75 

21 . 2.00 

30 2.75 

Pans, Milk 

200 IC, Plain .10 

200* IC, Plain .10 


3 

4 

6 

Scoops 

0 

000 

2 

3 

4 

12 

14 

20 .. 

30 

40 

164 

165 


Sifters, Flour 

0 . 

1 . 

4 . 

5 . 

10 . 

50 . 

Fairy. 


.25 

.30 

.40 

.45 

.30 

.35 

.40 

.45 

.50 

.80 

.15 

.20 

.40 

.45 

.50 

.20 

.25 

.45 

.65 

.80 

1.85 

2.50 


.35 

.30 

.45 

.25 

.35 

.35 

.30 


.35 

.40 

.50 

.60 

.70 

.85 

.95 

1.00 

1.25 

.25 

.30 

.30 

.25 


TONGS—Vulcan Chain—81, $8.50; 88, $5.00; 88, $7.00; 
33*. $9.00; 84. $11.00. 

TORCHES—Alcohol, No. 28, $2.00 each. 

Gasoline, No. 14, $4.00 each; 87, $6.75 each; 38. $7.25 each; 
31, $7.75 each; 32, $8.00 each; 48, $9.25 each; 61, $7.25 
each; 62, $10.50 each; 112, $6.50 each; 114, $6.00 each. 
Kerosene, No. 95, $7.25 each; 96, $8.00 each. 

TRAPS—Ply—Paragon, 85c each; Balloon, 25c; Edgewood 

(1) , $2.00; Edgewood (2), $2.00; Avis (1), $2.10; Aris 

(2) , $2.00: Avis (3), $1.90; Perfect, $1.45. 

Game-—0 Newhouse. 40c each; 1 Newhouse, 50c; 1* New- 
house, 70c; 2 Newnouse, 90c: 3 Newhouse, $1.35; 4 New¬ 
house, $1.60; 5 Newhouse, $9.25; 1 Oneida Jump, 80c; 
1* Oneida Jump, 40c: 2 Oneida Jump, 55c; 0 Victor, 
20c; 1 Victor 25c; 1* Victor, 35c; 2 Victor, 45c; 8 
Victor, 60c; 4 Victor, 75c. 

Gopher—Western, 25c each; Noxall, 25c; Maccabee, 25c; 
Easy Set, 25c; Newhouse, 25c; California Pocket, 25c. 
Mole—Reddick, $1.00 each: Out-O-Sight, $1.25. 

Mouse—Sure Catch, 5 each; Security. 10c; Choker-Wood, 
15c; Choker-Tim, 15c; Delusion, 25e; Holdem, 50c; 
Cage. 25c. 

Rat—8ure Catch, 10c each; Security, 25c; Holdem, small, 
75c; Holden, large, $1.00. 

TROUGH— 

Eaves— 5 

4 in.$ .18% 6 

5 in.15 

6 in.18 4 

Mitres— 5 

4 in.$ .45 6 

5 inch.50 

6 in.60 4 

Hangers—Wire— 5 

4 inch, per dos.$ .80 6 


inch, per dos.85 

inch, per dos.40 

End Cap*— 

in....;.$ .15 

in.80 

in. .85 

End Pc. Comp.— 

in.$ .85 

in.30 

in.85 


Digitized by 
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RETAIL SELLING PRICES—Continued. 


TROWELS (BRICK)— Farmer*. No. 555 (Hindi), 25c eaeh. 
Standard, No. 55, 8 to 12 (177), $1.00 each. 

Disston, No. 10, 10%, $1.50 each; 11, $1.60 each; 11%, 
$1.65 each; 12. $1.75 each; 13, $1.85 each; 14, $2 00 each. 
Marshalltown, No. 10 W, 10%. $1.50 each; 11, $1.50 each; 
11%, $1.50 each; 17 L. 11, $1.75 each; 11%, $1.75 each. 
TURN8—Cupboard—Brass Plated—Small, fOe; lane, 25c. 
TWINE—8ackinr—%-lb. hank, 20c. 

TWINE—Cotton—Wrapping, 75c lb.; Budding, 75c. 

Flax—No. 18BB, 40c lb.; 24BB, 40c; 18BC, 1018BC, 50c 
lb.; 24BC, 1024BC, 50c; 36BC. 1036BC, 50c; 30, Sacking, 
40c; 40. 8acking, 40c; 33, Sacking, 70c; 44, Backing, 75c. 
Hemp—No. 4%, 30c cwt.; 6, 30c; 07, 30c. 

UNIVERSAL PLATES—Mild Steel Bara. 

%-ineh and thicker and wider than 6-inch... 0.25 cwt. 

VALLEY—Tin—4 in.. 6c ft.; 10-in., 10c; 14-in., 14e; 20- 
in., 20c. Tin Vallei—Painted 2 sidee— 14-In., 16c. 

VALVES— 

Standard Globe and Standard 

Angle Valvee— Gate Valvee— 

% .$ .85 % .$1 45 

% .00 % . 1.45 

% . 1.00 % . 1.45 

% . 125 % . 1.65 

% . 1.50 % .2.05 

1 .2.25 1 . 2.80 

1% . 3.00 1% . 8.70 

1% . 4.25 1% . 5.00 

2 . 6.25 2 . 7.80 


VISES—Solid Box- 

85 lb.$12.50 65 lb... 

40 lb. 18.15 70 lb... 

45 lb. 18.75 75 lb... 

50 lb. 14.40 80 lb... 

55 lb. 15.00 85 lb... 

60 lb.16.25 

WAGON S—Express. 

Stee l -- 

No. 04 .$1.50 

No. 03 . 1.65 

No. 02 . 1.85 

No. 0 .2.25 

No. 1 . 2.75 

No. 2 . 8.00 

No. 8 . 8.50 

Coaster—Star. 

No. 10 .$5.75 

No. 20 . 6.50 


00 lb.25.00 

05 lb.26.25 

100 lb.27.50 

125 lb.85.65 

150 lb.48.60 


WATCHES— 

Yankee .$1.85 

Triumph. 1.50 

Eclipse .2.00 


Single Strength- 

lst 3 Brackets.80% 3rd 3 Brackets.80% 

2nd 3 Brackets.80% Double Strength .80% 

Extras for Putting in Glass— 

1st 3 Brackets, light.$ .50 3rd 3 Brackets, light.$1.00 
2nd 3 Brackets, light .75 

Larger LighU .75c per hour, per man 

WIRE—Plain Pence- 

Black—Nos. 6 to 16. 5 to 24-1b.« lots.$ .08 

Galvanized—Nos 6 to 16, 5 to 24-lb., lots.10 

Black. 1 to 5-lb.$ .10 Galv.. 1 to 5-lb.12 

Barbed Fence— 

Glidden Ptd, $6.30; Glidden Galv., $7.00; Baker Ptd, $6.55: 
Baker Galv.. $7.25; Wankeranito Galv., $8.00; Am. Spel 
Galv., 80 rd spls, ea,, $4.45; Glidden 80 rd spla, $5.90; 
Baling Wire—14 Ga., Full Coils, $6.55 100 lbs.; 15 Ga., 
$6.65; 16 Ga., $6.75. 

Broken Coils—1 to 24-lb. add So lb.; 25 to 50-Tb. add 2c 
lb.; 50 to 100-lb. add 1 c lb. 

Bale Ties— 9% ft., 15 Ga., per bundle of 250, $8.25 


WIRE, FENCE—Barbed—2-pt. Glidden (galvanized), open; 
2 pt. Waukegan (galvanized), open; 4-pt. Lyman (gal¬ 
vanized), open: American Special (galvanized), open. 
Smooth-Twisted—Two Strand, open. 

WIRE CLOTH—Hardware Galvanized— 


Kind 

...*!& 

Kind 

8q. Ft. 

1 inch mesh . . 

3 

mesh. 

... .08 

% inch mesh . . 

.12 

4 

mesh. 

... .09 

% inch mesh . . 

.12 

6 

mesh. 

. . . .10 

2 mesh. 

.08 

8 

mesh. 

... .10 

Screen 

12 M—Blsck. 

.. .03% 

16 M 

—Galvanized .. 

. .05 


16 M—Black.05 14 M—Opal.05 

14 M—Bronze.15 16 M—Opal.05 

14 M—Galvanized ... .04% 

WOODENWARE— 

Boards, Pastry 

No. Each No. Each 

16x22 inches.$ .80 15 inches.$ .65 

18x24 inches.90 17 inches. 1.75 

20x27 inches. 1.05 19 inches. 2.00 

Pins, Rolling 

Bowls, Chopping 20 (1).40 

11 inches.20 30 (2).45 

13 inches.35 10.25 

WOOL, STEEL—2-oz. Package (all numbers), 15c each; 1-lb. 

package—0, $1.00 each; 1, 75c; 2, 70c; 8, 60c. 

WOOL— Steel — 1-lb. rolls—0, 85e; 1, 75c. Wheels—Grinding 
Discount 40%. 

WRINGERS (CLOTHES)—American, Price, Each- 


No. 80 . 7.00 

No. 40 . 7.50 

Wagners— 

No. 18 . 6.50 

No. 20 .. 7.50 

No. 24 . 8.50 

Mart—Welle— 

No. 10 . 5.75 

No. 11 . 6.50 

No. 12 . 7.00 


10 . 


800 .. 


10 M. 

. 3.50 

801 . 


100 . 

.5.25 

302 . 


110 . 

. 4.75 

860 E. 


117 E. 


861 E. 


130 E. 

. 5.50 

870 E. 


180 . 

. 2.50 

890 E . 


180 E. 


570 E. 


B 180 E. 


571 E. 


190 E. 

. 5.75 

590 E. 



WASHERS—Cut—8-16, 25o lb.; %, 22c; 5-16, 20c; Malle¬ 
able. lSe; Cast, 6e; 8-8, 17e; %, 14c; %. 14c; %. 14c. 

WASTE—No. 1 White, 26c lb.; No. 2, 25c; No. 2 Colored, 20c. 


Junior. 2.75 

Midget .2.75 

Radiolite . 2.50 


WAX—Floor, 60c^ 

WEANERS—Calf—Shaws No. 1, 50c; No. 2, 65s. Hoosier 
No. 11, 75c; No. 12, 85c. Kantsuk—Calf, 40c; Cow, 50c. 

WEDGES—Trucks#-Alki, lb., 15c: Oregon-Atha, 25c; Cedar- 
Atha, 25c: Cedar-Alld, 15c; Falling, 27c; Saw, 19c. 

WEIGHTS—Sash—8 lbs. and over, 4c lb. Even#re or Bal¬ 
ances—%, 7c lb. 

WHEELBARROWS — Brick — No. 10 B, $10.75 each; 20, 
$10.75. 

Garden—No. 2 V, $9 50 each; 3 V, $11.25; 21, $6.25. 
Railroad—No. 15, $5.50 each; 17, $6.50; 19, $6.75. 

Steel Tray, Wood Frame—No. 2 A, $12.00 each; 23, $8.50; 
27, $12.50; K 29, $16.50. 

Steel Tray and Frame—No. AX, $11.25 each; 4, $13.00; 5, 
$14.25; 10, $19.50. 

WINDOW GLASS — 3B Grade — 


3rd 3 Brackets.80% 

Double Strength .80% 


3rd 3 Brackets, light.$1.00 


WROUGHT BRASS BUTTS — Narrow, Middle A Broad Add 
85% to List. 

WRENCHES—Agricultural—No. 6, 60c each; 8, 75c; 10, 
85c; 12, $1.00; 15, $1.45. 

Alligator—0, 20c each; 1, 25c; 2, 60c; 3, $1.40; 12, 30c; 
13. 45c 

Bemis A Call—No. 12, $2.60 each; 15, $3.50; 18, $6.00. 
Coes’—Key (28), $1.35: Key (86), $3.00: Knife (6), $1.15; 
Knife (8). $1.35; Knife (10), $1.65; Knife (12), $2.25; 
Knife (15), $2.76; Knife (18), $3.75; Knife (21), $4.75; 
Steel (4), $1.00; Steel (6), $1.15; Steel (8), $1.35; Steel 
(10), $1.65; Steel (12), $2.25; Steel (15), $2.75; Steel 
(18), $3.75; Steel (21), $4.75. 

Crescent— No. 68 (8), $1.50 each; 188 (4), 70c; 188 (6), 
75c; 188 (8), $1.00; 188 (10), $1.25; 188 (12), $1.50; 
188 (15), $2.00; 188 (18), $2.75; 810 (10), $2.00. 
WRENCHES— 

P. S. A W. Stronghold 

Eaeh Each 

25 6 .$1.25 25 15 $3.00 

25 8 . 1.50 25 18 4.00 

25 10 . 1.85 25 21 5.00 

25 12. 2.25 

ZINC—Full Sheets. 40e lb.: last than Sheeta, 60c lb. 

CONVENIENCE COUNTS 

Two Irishmen were digging a hole for drain¬ 
age. One was over six feet in height, and the 
other not much over five feet. The foreman 
came along presently to see how the work was 
progressing, and noticed that one of them was 
doing more work than the other. So he called 
down to the big fellow below in the trench: 

“Look here, Pat! How is it that little 
Mickey Dugan, who is only about half as big 
as you, is doing twice as much work?” 

Glancing down at the diminutive Mickey, 
Pat replied. 

“And why shouldn’t he? Ain’t he nearer 
to it?” 

Constructive criticism is good in business as 
well as government, but when you criticize be 
sure you have something better to offer. 
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, THE BUFFUM TOOL CO. L ' • 

r~ i u LOUISIANA, MO. r , 

‘‘High Grade Tools for High Grade Workmen” 

"Swastika" Trad* Mark BfNtatad U. S. PaUnt Offloa 



C.'U-bon Scraj>er Sat 


tMClNCCRS BEAMING SCRAPtft SET 

•OrruM TOOL CO- LOUISIANA. MO. 


Tl^ 1 - * ~ 



TheCWlilyof 
! BuffumTools 

u 

| stands out in every line and 
! stands out more during every 

| month of hard service. 

i 

s Proper Design 

Good Material Best Finish 

Right Price 

WHAT MORE? 

Every Tool Fully 



C. W. GAUSE COMPANY 

WESTERN SALES AGENTS 
Room No. 605 Williams Building 

693 Mission Street - - San Francisco, California 
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Who sells 

the sheathing paper for the new 
buildings that are going up in your 
vicinity? 

Wherever buildings are going up and homes 
erected, there is a market and demand for 


Sheathing Paper 

In the sheathing paper world the name BERM ICO s tands tor genuine 
service. It lasts longer because it is made better-of pure wood fibre. 


Years of experience have proven that 
BERMICO continues in good condition, 
doing its work of protection, when other 
papers have crumbled to dust. 


Itlllilllllliliill 


All BERMICO dealers will tell you that 
BERMICO gets “out in the world” when 
other building papers remain “at home” 
in your stockroom. It sells. Sell it! 


Full information gladly sent upon request. 


Founded 1852 

PORTLAND. MAINE 


Do you use NIBROC KRAFT wrapping paper? 


D 


HD 
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RETURN TO the circulation desk of any 
University of California Library 
or to the 

NORTHERN REGIONAL LIBRARY FACILITY 
Bldg. 400, Richmond Field Station 
University of California 
Richmond, CA 94804-4698 


ALL BOOKS MAY BE RECALLED AFTER 7 DAYS 
2-month loans may be renewed by calling 
(415) 642-6233 

1-year loans may be recharged by bringing books 
to NRLF 

Renewals and recharges may be made 4 days 
prior to due date 


DUE AS STAMPED BELOW 


MAR 291990 

DEC 2 8 '994 

JAN 11 iqqc; 




LD 21 - 100 m- 12 ,’43 (8796s) 
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